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GOALS
The dinner series goal of creating 
though leadership and brand 
awareness of VMware’s solutions 
and partner strategies was 
accomplished through the creation of 
FACE TO FACE CONNECTION 
BETWEEN HIGH-LEVEL TECH 
DECISION-MAKERS AND 
VMWARE and Partner stakeholders, 
resulting in driving business forward.

SUCCESS
The dinner series has EXCEEDED EXPECTATIONS IN 
NUMBER OF ATTENDEES. THOUGHT LEADERSHIP 
AND ENGAGEMENT for both VMware and Partners

SOLUTION
Leveraging the fact that face-to-face 
events are the most effective lead gen 
marketing tactic* a CIO EXECUTIVE 
DINNER SERIES PROGRAM was 
created to align VMware and Partner 
solutions within a high-level discussion. 
This created an atmosphere conducive 
to education and networking, creating 
thought leadership and face-to-face 
relationships.

38 CITIES

Fortune 500 
Attendees

VMware Executive Dinner Series

69%
of tech decision-makers 
attend industry/job-
related events to learn 
about new vendors 
and their offerings*

75%
of tech marketers 
rate in person 
events as the 
most effective 
lead gen tactic*

“The conversation 
was good - everyone 
participated actively, 

including asking 
each other questions, 

building on points 
others made and 
even disagreeing 
on a few points.”

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

10TOPICS 
COVERED

54
EVENTS

Airwatch (4)
EUC (1)
Hybrid Cloud (1)
ITaaS (2)
NSX (22)

March 26, 2015 through 
May 24, 2016

Engaged with

491
qualified
attendees

Guaranteed # of customers 
driven by IDG Enterprise: 

294
Customers driven 
by IDG Enterprise: 

427
Customers driven 
by Partners: 

60

DRIVING PARTNER OPPORTUNITIES WITH
DEDICATED FACE-TO-FACE NETWORKING

SOURCES: 2016 B2B TECHNOLOGY CONTENT MARKETING: 2015 BENCHMARKS, BUDGET AND TRENDS – NORTH AMERICA, 
CONTENT MARKETING INSTITUTE AND MARKETING PROFS; 2016 IDG ENTERPRISE CUSTOMER ENGAGEMENT

500+
Average 

company size

at
CIO Dinner

9.1
attendees per event

51%
C suite level 
attendees

44%
Director level 

attendees

On average

6.5 bottles of wine
are consumed per CIO dinner

78% of venues
are steakhouses

1,228 face to face hours spent 
with prospective customers

2.5 hours
Average 

time spent:

45%
over delivery 
on guarantee!!

“ 25 ®

“Insanely engaged 
evening and 

conversation.”

“
“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.”

RESULTS
CUSTOMER 
ENGAGEMENT

PARTNERS
Integrated IT Expertise

NSX & 
Healthcare (1)
SDDC (2)
SDDC/NSX (10)
SDDC/ 
Network Virt (1)
vCA (8)

BEVERLY HILLS
LOS ANGELES

IRVINE
COSTA MESA

NEWPORT BEACH
LA JOLLA

SAN DIEGO

SAN FRANCISCO
PLEASANTON

SAN JOSE

BOSTON

TORONTO

HALIFAX, 
NS

NEW YORK
PARSIPPANY, NJ
PHILADELPHIA
BALTIMORE
WASHINGTON, DC
PITTSBURGH
CLEVELAND
COLUMBUS

RALEIGH

ATLANTA

CINCINNATI
INDIANAPOLIS

SAN ANTONIO

CHARLOTTE

TYSONS 
CORNER

SEATTLE

CHICAGO
GRAND RAPIDS

MINNEAPOLIS

NASHVILLE

DALLAS

HOUSTON

DENVER

SALT LAKE CITY

PHOENIX


