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Objectives of the Conference

·

·

·

·

·

To get an understanding of the operations of B2B

To measure where local business stand in relation to international B2B transactions

To figure out the best ways in which local B2B transactions can be conducted

To examine the local B2B infrastructure and seek ways to make it better

To map out growth opportunities in B2B  Trade and also how to tap into the world B2B market

Register and get yourself a FREE Copy of the Book!

Organised by

EMPERORS PALACE CONVENTION CENTRE, JOHANNESBURG

Speakers Include:
Dylan Piatti
Chairperson
E-Commerce Forum Africa

Peter Ivanoff
Marketing Director
The Marketing Centre

B2B Development Executive
Rectron SA

Sebastian Isaac
B2B Consultant
Author: Business-to-Business Marketing:
A Step-by-Step Guide

Mark Eardley

Charlie Stewart
CEO
Rogerwilco
Co-Author: Business-to-Business Marketing:
A Step-by-Step Guide

Gerrit Stimie
CEO
Petro Business Solutions

Marketing Director
Join.The.Dots.

Ingrid Lotze

Director
Join.The.Dots

Gavin Moffat
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Target Sectors

·

·
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Manufacturing
Wholesale
Retail
Marketing
Technology
Services

Biotechnology
Professional services
Pharmaceuticals
Chemical manufacturers
IT and Computer hardware

·

·

·

·

·

·Public and Corporate Relations

Why attend

·

·

·

·

·

Lead generation: companies generally attend a show, exhibition or
conference because they want to generate new leads and fill their sales
pipeline
Branding: Often companies that want to reinforce their brand identity to
their key customers use this as an opportunity
Thought leadership: This is important, especially in the conference
context. Anybody who wants to position himself or herself as the key
provider of a service or technology generally wants to be seen as a
thought leader. Participation as either a speaker or panellist at a
conference affords such as opportunity.
Networking: Another important aspect of attending a show is the
opportunity to network. People that want to network with their peers,
customers or even their competitors, find the experience invaluable.
Product market testing: Businesses can exhibit or be a sponsor to test
their product on the market through research. For example, how does the
market respond to their new product or concept?

Finance
Engineering

·

·

·

·

Energy

Machinery
Automotive
Construction

·

·
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Target Audiences
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Marketing Managers and Executives
Sales Managers and Executives
Brand Managers
Direct Marketing Managers
Business Owners
Brand and Advertising Agencies
Digital and Social Media Marketers
Business development executives
Corporate Image executives
Corporate Communications managers and executives
Public Relations executives and managers
Content Managers
Web and app developers
Procurement executives and managers
Key Account Executives and managers
Managers responsible for customer retention and relationship marketing
Software Engineers
Logistics managers

B2B (Business-to-Business) is a situation where businesses do
business with each other, as opposed to businesses doing business
with the final consumer. Worldwide, the growth of B2B has been
tremendous – research and advisory firm Frost & Sullivan projects B2B
and retail e-commerce will hit $12 trillion worldwide by 2020 – up from
$5.5 trillion in 2012 – and says it was tops among up-and-coming
industries in innovation and market attractiveness.

If the march toward a digital future for B2B is a given, it is also true
that the march is slow, unsteady and stumbling at times. Especially
in South Africa, where the technology has many times been found
wanting in delivering a seamless experience up and down the
supply chain. Adoption of the B2B principles of operation has been a
slow burning process in South Africa; and this plodding along can
lead to loss of actual and potential revenues. Millions in sales can
be lost due to systems that are less than optimal for the customer
experience.

While early B2B solutions were implemented and maintained
internally, the increase in cost and complexity has made the in-
house maintenance of a global B2B infrastructure increasingly
challenging. Even though B2B services touch many business
divisions, few organizations see them as core to the business. This,
however, has not dampened the reality of the rise and rise of
business volumes between businesses. One of the reasons is that
businesses have more money than consumers; hence the advent of
the internet has given rise to growth opportunities of B2B.

Business to business transactions require careful planning to be
successful. Such transactions rely on a company's B2B
management personnel to establish sound business client
relationships. Business to business relationships also must be
nurtured, typically through professional interactions prior to sales,
for successful transactions to take place. Traditional marketing
practices also help businesses connect with business clients. Trade
publications aid in this effort, offering businesses opportunities to
advertise in print and online. A business's presence at conferences
and trade shows also builds awareness of the products and services
it provides to other businesses.

The internet provides a robust environment in which businesses can
find out about products and services and lay the groundwork for
future business to business transactions. Company websites allow
interested parties to learn about a business's products and services
and initiate contact. Online product and supply exchange websites
allow businesses to search for products and services and initiate
procurement through e-procurement interfaces. Specialized online
directories providing information about particular industries,
companies and the products and services they provide also facilitate
business to business transactions.

It was for the vision to foster greater participation and B2B ties
among South African businesses that the B2B Trade Conference
was organised. To be held on the 18 and 19 of May 2017 at the
Emperor's Palace Convention Centre in Johannesburg, the trade
Conference seeks to bring together business organisations and
explore ways on how they can optimise their transactions in this
increasingly interconnected global village.

Background

th th

It will also bring in the open the various ways in which businesses
can improve their B2B brands on the global platform, as well as
ways in which South African businesses can also benefit from the
steady growth of worldwide B2B transactions. Experts will be
brought who have intimate understanding of the B2B world and who
can give delegates an in-depth account of the obvious benefits of
B2B.

EMPERORS PALACE CONVENTION CENTRE, JOHANNESBURG



Email the registration form to jerry@vukanicomms.co.za or fax to 0865527176

Conference fee above INCLUDES the following entitlements: Entrance
to session,registration pack, daily lunch and refreshment breaks.

Registration fees above EXCLUDES the following entitlements: Travel
costs and accomodation.

Please indicate your choice of payment method

Bank Transfer

Cash Deposit

By completing and signing this form, the signatory accepts the terms and conditions as stated on

the registration form.

SUBSTITUTIONS:

Terms and Conditions

CANCELLATION:

To register, please complete form below

• Delegate Substitution. Substitution is welcome at any time and do
not incur any additional charges. Please notify Vukani Communica-
tion in writing of any such changes at least 3 days before the date
of the event.

• Please note that the speakers and topics were confirmed at the
time of publishing however circumstances beyond the control of the
organizers may necessitate substitutions, alterations or cancellations
of the speakers and/or topics.

•As such, Vukani Communication reserves the right to alter or modify
the advertised speakers and/or topics if necessary. Any substitutions
or alterations will be updated and sent to you as soon as possible.

• Delegate substitution must be made in writing 7 days before the
start of the event.

The following terms and conditions will apply
• Vukani Communication reserves the right, due to circumstances
beyond our control, to change speakers, conference content, date
and venue.
•The signed registration form is a binding contract.
• No seats will be reserved unless Vukani Communications receives
a signed registration form.

Participant 1:

Designation:

Company / Organisation:

Email:

Phone:

Postal Address:

Person dealing with accounts:

Country:

Company VAT No:

Email Address:

Signature:

Date :

Banking Details

Vukani Communication Consultancy (PTY)

First National Bank

Account No. 62584405867, Account Type : Cheque

Branch Name : Randburg Square

Branch Code: 261750

FEE R7 999Excl Vat per person

By signing and returning the registration form, the authorizing signatory
on behalf of the stated company is subject to the following terms and
conditions.

Charge of 50% of the Registration Fees, plus R700 (+VAT) Administrat-
I've charge will be made for cancellations recieved in writing at least 14
working days prior to the event.

For any cancellations recieved in less than 7 working days before the
date of the event, the full fee will be payable and no refunds or credit
notes will be given.

If registered delegate does not cancel and fails to attend the summit,
this will be treated as cancellation and no refund or credit will be issued

Participant 2:

Designation:

Company / Organisation:

Email:

Phone:

Participant 3:

Designation:

Company / Organisation:

Email:

Phone:

•

•

•

•
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