
Custom-Made, Strategic Networking Platform to 
Kickstart New Business, Grow Your Brand & 

Increase Sales Revenue

Whatever your industry, our solutions provide the insight and connection to achieve your 

business development objectives
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About Metis

We created 

Metis Conferences 

to disrupt and 

revolutionise 

the traditional 

events space. 

With the market becoming an increasingly tougher place to operate in 

compared to previous years, it has become progressively difficult to stand out 

from the competition. This is where Metis Conferences can help your 

organisation. 

We will work with you to create an ideal, bespoke platform, digital or in-

person, to enable you to engage with your key markets. Whether that is 

engaging with existing prospects and customers or kick-starting new 

business development opportunities. Our basis of understanding objectives, 

whether they be tactical or strategical, stems from our ‘Adoption Funnel’ 

where we isolate your target market, defining the next steps whilst having an 

understanding of the end-user's mindset and thinking, but most critically 

your next steps. Consulted by our highly experience team of specialists which 

includes our network of senior industry executives and thought leaders, elite 

marketing, production, content, operations & business development event 

professionals. 



About Metis

“Strategy without 

tactics is the 

slowest route to 

victory. Tactics 

without strategy is 

the noise before 

defeat.” 

Sun Tzu

The concept is simple, yet effective. We gain an in-depth understanding of 

your business, the opportunities, the challenges and your route to market. 

After digesting this information, we will create the perfect platform for you 

and your organisation. This ensures engagement with your target market and 

positions your business to provide a competitive advantage in the 

marketplace.

Our value proposition ranges from an invite only basis, handpicking attendees 

to open attendance, free for all dependant on your objectives whilst providing 

you and your organisation more engagement control than ever before! Gone 

are the days of excessive marketing spend to stand out from the crowd. Now 

there should be emphasis on your solution, service and capabilities. 

Together, we will build you your own, unique, closed or open-door 

engagement platform to enable you to progress your existing campaigns and 

also fast track new business development opportunities through alternative 

campaigns. Leverage the power of a bespoke, one on one networking platform 

to assist your sales, marketing and business development objectives. 



What we do

Events

Whether it be live, hybrid or 

virtual. London, Las Vegas or 

your laptop. We have the 

expertise to deliver events from 

small to large, niche to whole. 

Critically, all solutions are 

bespoke, tailored and built 

around your needs. 

Strategy

Brilliance stems from a strategic 

thought'. We just don’t see how 

you can start anywhere else. 

We work with you to 

understand your business and 

where you are trying to go. We 

analyse this information to 

understand if and where we can 

add additional value, or 

alternatively, be a vehicle to 

help you achieve your goals. 

Content

Stories are the most powerful 

form of communicating an idea 

or message. Used to educate, 

entertain, share and inspire. 

That’s precisely what content is! 

Assisting your content, whether 

that be helping to define it or 

embedding within, our team 

has the expertise to do so. 

'Delivery requires production!' 

Our highly experienced in-

house and freelance team have 

the capability and know-how in 

delivering a range of activities 

to fit your needs.



The Adoption Funnel

These are some of many 
questions that are both 
consciously and subconsciously 
considered when developing a 
plan; whether that be a capture 
plan, marketing and business 
development plan or product 
plan. Whether it means taking a 
step back, or aiming to 
implement a strategy, 
understanding where the 
prospect/user is in their journey 
will enable a higher rate of 
success. 

'Taking shortcuts will more 
than likely lead to failure and 
confusion costing time and 
resources'.

The concept is simple, yet effective. We gain an in-depth understanding of 

your business, the opportunities, the challenges and your route to market. 

After digesting this information, we will create the perfect platform for you 

and your organisation. This ensures engagement with your target market and 

positions your business to provide a competitive advantage in the 

marketplace.

Our value proposition ranges from an invite only basis, handpicking 

attendees to open attendance, free for all dependant on your objectives 

whilst providing you and your organisation more engagement control than 

ever before! Gone are the days of excessive marketing spend to stand out 

from the crowd. Now there should be emphasis on your solution, service and 

capabilities. 

Together, we will build you your own, unique, closed or open-door 

engagement platform to enable you to progress your existing campaigns and 

also fast track new business development opportunities through alternative 

campaigns. Leverage the power of a bespoke, one on one networking 

platform to assist your sales, marketing and business development objectives. 



Here you will find some examples of the 
solutions we develop here at Metis Conferences. 
We have the capabilities to develop cutting edge 
market opportunities that deliver tangible 
commercial benefits to help achieve and 
supplement your strategy. 

A key point to remember is a Metis proposal will 
always be presented based on the direct 
objectives and needs of your organisation.

The following solutions are for illustration 
purposes only as each of our solutions are truly 
bespoke and would depend where your 
prospect/user were positioned within the 
adoption funnel.

Solutions

Digital Solutions:

• Discussion Group

• Bespoke Event/webinars

• Closed Door Working Group

In-person Solutions:

• Experiential Events

• Bespoke Events

• Workshops



Digital Discussion Group

Concept

To create an environment to begin the 

education of the prospect on an area 

which is currently a blind spot. This 

could be down to a number of reasons, 

including a sheer lack of understanding 

of the issue at hand, legacy systems or 

lack of awareness of possible solutions 

etc. 

Here our aim is to bring together a 

group of experts within the domain to 

discuss the capability gap in an 

interactive discussion format to raise 

awareness of the issue to the 

participating audience which will be 

made of your priority accounts, as well 

as an open-door policy to enhance the 

reach at the top of the funnel, 

beginning the education process. 

How

• Identify narrative and message in relation to your 

objective as a capability gap to bring together end users 

and/or industry based on a topic area of interest. Co-

develop an industry panel based on the topic through 

our networks, bringing together 4 to 5 individual experts 

including a representative from your organisation. 

• Metis Conference will develop marketing materials to 

spread into community to generate attendance 

providing your organisation with an opportunity at the 

‘top of the funnel’ within the desired community pool. 

• Host discussion group on mutually-agreed date 

following extensive marketing campaign to the target 

community. 

• Registrant information will be provided to your 

organisation to nurture through their personal sales & 

marketing pipelines to progress and kick start 

campaigns. 

Outcome

A successful digital discussion group 

campaign will begin the process of 

transitioning the prospective user 

audience from stage one where they 

are unaware of an issue thus unable to 

address it. 

Through the discussion group the 

educational process will begin. Your 

organisation would also be starting at 

first base as the organisation raising the 

matter which aligns you as credible 

solution provider to the issue as well as 

positioning you as a thought leader and 

‘go-to’ organisation for such matter.



Bespoke Digital Events

Concept

To create an environment on a niche 

topic to reinforce the education of the 

prospect and keep the capability gap 

front of mind. At this stage the prospect 

is already educated to an extent on the 

benefits of addressing the issue as well 

as of some, if not all, of the solutions 

that could help overcome their 

challenge. 

Creating a forum for the users to 

discuss amongst peers in a similar 

position enables a progression in 

thoughts and discussions to help move 

into stage three. This can either be an 

invite only activity, or open to the 

market to attend.

How

• Identify niche, yet macro orientated topic in relation to 

objective to address capability gap to bring together end 

users and/or industry based on a topic area of interest.

• Define presenters and contributors to brief and/or 

participate in panels to help showcase and further 

enhance the need to address capability gap.

• Metis Conferences will produce and develop a program 

of esteemed contributors in co-ordination with your 

organisation to generate interest in participation from 

your prospect base.

• Host bespoke event on given date (TBC) following 

extensive marketing campaign to the registered 

community.

• Registrant information provided to your organisation to 

nurture through their personal sales & marketing 

pipeline to progress campaigns.

Outcome

A successful bespoke event campaign 

will begin the process of transitioning 

the prospect user audience from stage 

one to two or two to three as the 

importance of the capability gap is 

enhanced and more prevalent to 

actively address. 

Alongside this, critically, your brand will 

be front of mind and a leading 

supporting hand in assisting in the 

process of addressing the capability 

gap. Traditional branding and presence 

enables the passive nature of 

positioning and awareness.



Digital Closed-Door Networking

Concept

To create an environment where you 

are able to gather information to help 

in our efforts to put forward the best 

possible solution. At this stage an 

poorly timed activity could lead to a 

poor turnout. However, correctly timed 

and positioned with a clear value set 

defined for the prospect/user would 

provide invaluable intel and access at a 

very lucrative stage of the ‘Adoption 

Funnel’. Creating a platform promoting 

the future use of your solution in a 

working group setting, with pre-defined 

scenarios will be a valuable exercise for 

the user. As the solution provider you 

could either play an active or back-seat 

role dependant on the campaign. 

How

• Identify the working group topic based on objectives in 

mind.

• Define the concept of topics to be covered without 

overtly being requirement focused, but more based on 

the future in terms of what the desired capability should 

provide for the user.

• Handpick the individuals to take part in the group 

(minimum five, maximum ten) and co-develop the 

contributors.

• Verify topic and concept with participants and 

contributors as well as desired objectives to help mould 

the outcomes of the discussion. 

Outcome

A successful closed-door working group 

can possibly be used at two stages. Firstly, 

in the stage three phase, whereby a 

deeper understanding can be gained of 

the desired outcomes of the user. Which 

in-turn would enable you to refine your 

offering/proposal to meet the needs of 

the requirement. 

Alternatively, it can be used at a 

development phase of new products. 

Vast amounts of pounds and dollars can 

be spent in effort and resources 

developing a new solution. Having a 

working group with experts during the 

initial phases can prove to be incredibly 

efficient. Testing and understanding 

concepts with experts can help filter 'no-

go' and 'go' ideas prior to resources being 

allocated, and in some cases wasted.



In-Person and Experimental Events

Concept

The concept of ‘Experiential Events’ is 

based on bringing the prospect to you 

in an exclusive environment where you 

are the only solution provider in the 

room so to speak. An Experiential Event 

can be either a singular activity, or an 

activity consisting of multiple events 

(examples defined below). Offerings 

can be developed based on discussions 

should something even more unique be 

more beneficial to progressing your 

campaigns or kick-starting new 

opportunities. some cases wasted.

How

• Dependant on the objectives and campaign we 

would first identify the narrative and message that 

would need to be communicated to the desired 

audience, as well as be appealing enough for the 

desired audience to accept the invitation.

• Working closely with you we would together 

handpick the prospective accounts, as well as 

desired job titles that you would like to invite to the 

Experiential Event. 

• Define the agenda to provide a VIP experience for 

the audience for the period of time dependant on 

activity or activities.

• Metis Conferences to manage the process end to 

end including agenda development, delegate 

acquisition, logistical & operational needs and onsite 

support.

Outcome

A successful Experiential Event can cover the full 

spectrum between stages one to three. Depending 

on the activity, elements of thought leadership can 

be implemented via the workshops, training days 

or briefings to educate the audience of your 

solutions and/or services and capabilities. 

A demonstration, whether that be showing the 

prospect, or actually letting the prospect use the 

solution itself can bring the capability and offering 

to life. The real-life nature of this can accelerate 

from a nice to have to a need to have. 

A networking activity dependant on its format, 

whether that be formal or informal, will provide 

unrivalled, exclusive access to your prospect to get 

a deeper understanding on what is required and 

how you can help them. Whether this is a golf day 

or a black-tie dinner, your prospect will leave with 

a long-lasting impression, breaking down barriers 

and creating strong relationships.



Bespoke Events

Concept

To create an environment based a 

group or industry challenge to reinforce 

the education of the prospect to keep 

the capability gap front of mind. At this 

stage the prospect is already educated 

to an extent on the benefits of 

addressing the issue as well as of some, 

if not all, of the solutions that could 

help overcome their challenge. Creating 

a forum for the users to discuss 

amongst peers in a similar position 

enables a progression in thoughts and 

discussions to help move into stage 

three. This can either be invite only with 

exclusive access similar to an 

Experiential Event, or an open market 

event dependant on your objectives. 

How

To create an environment based a group or industry 

challenge to reinforce the education of the prospect to 

keep the capability gap front of mind. 

At this stage the prospect is already educated to an 

extent on the benefits of addressing the issue as well as 

of some, if not all, of the solutions that could help 

overcome their challenge. 

Creating a forum for the users to discuss amongst peers 

in a similar position enables a progression in thoughts 

and discussions to help move into stage three. This can 

either be invite only with exclusive access similar to an 

Experiential Event, or an open market event dependant 

on your objectives

Outcome

A successful bespoke event campaign 

will begin the process of transitioning 

the prospect user audience from stage 

one to two or two to three as the 

importance of the capability gap is 

enhanced and more prevalent to 

actively address. 

Alongside this, your brand would be 

front of mind and a leading supporting 

hand in assisting in this process of 

addressing the capability gap. 

Traditional branding and presence 

enables the passive nature of 

positioning and awareness.
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