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“I found last night to be one of the most enriching technical experiences | have had. Your moderation
kept the discussion on track, and the others provided a rich technical discussion.”

Guaranteed # of customers Customers driven Customers driven
driven hy IDG Enterprise: by IDG Enterprise: by Partners:
Fortune 500 )
78% of venues Attendees “The conversation
are steakhouses
e was good - everyone
. . On average b participated actively,
@CBS : . -
including asking
91%  44% 500+ 6.5 hottles of wine h oth i
C suite level : Director level Average are consumed per CI0 dinner eac : 0_ er ques. 1ons,
attendees attendees company size p m“ hmldlng on polnts
Average e others made and
time spent: 2.5 hours (a::n S STATE STREET even disagreeing
1,228 face to face hours spent Oll a feW pOints.’ ’

with prospective customers

“There was a lot of head nodding around the table throughout the evening, and different people
offered each other examples and advice for solving particular challenges they were having.”’
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