


NO RFPS, NO COMPS
Says Rogstad, THE MARKETING FORUM
dramatically shortened his sales cycle.
“For us, doing business development
usually means responding to RFPs, or
putting together detailed proposals or
design comps that require not just my
skillsets, but those of many members 
of my team.” THE MARKETING FORUM
eliminated much of that, says Rogstad:
“for all intents and purposes, we’d 
already won the work by our second 
visit to the Real Living o�ces.”

AKQA’s �rst project: a Web portal that
gives Real Living’s thousands of agents
and 110 o�ces 24x7 access to the
marketing support they need. Building 
on that project’s success, AKQA is now
developing a Flash application that will
allow consumers to store information
about houses they’ve looked at – or are
selling – and �lter and sort real estate
information far more dynamically.

“Real Living is a forward-looking
company, very much in tune with what
their consumers and agents want – and
[that customer focus] is our mantra here,
too. Together, we’re able to map those
needs to solutions, from both a design and
technology standpoint. It’s been great for
us: the partnership has worked very well.”

Rogstad’s meeting with Real Living wasn’t
the only one that turned into business. In
fact, his very next meeting – with Matt
Kahn of Vitaminwater – also led directly
to a full Web site redesign.

MARKETING’S BEST-KEPT SECRET
“THE MARKETING FORUM is marketing’s
best secret. Part of me doesn’t want
anyone else to know about it.” says
Rogstad. “For us, you can’t dream up a
better situation. It’s almost a cliché, but
I could spend an entire year trying to
identify, track down, and get in the door
with the caliber of people, the level of
company we hope to partner with. At 
THE FORUM , it’s all done for me, in a
three day format – and it fuels my entire
year of winning new clients.”

THE MARKETING FORUM is the premier event connecting senior 

marketing executives at leading U.S. companies with the
world’s leading suppliers of media, marketing, branding,
interactive and advertising services and products.
Senior marketing executives who meet stringent
quali�cation standards are invited to participate in a
strategic conference program tailored to address their
most urgent business challenges.  They spend two days
and three nights networking with senior-level colleagues
in a luxurious, distraction-free environment.
These senior executives also meet one-on-one with the
suppliers of their choice, enabling them to access and
rapidly evaluate the �eld’s highest value solutions.

For more information on this exclusive FORUM
please contact DAVID HEIMLICH at 212.651.8767 or
dheimlich@richmondevents.com
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