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Abstract
Synergy Sphere is a fast-growing B2B events company operating across Asia, the Middle East, and Africa. The case follows Ayra, an intern facing challenges in delegate sales and event operations. Delegate outreach struggled due to time-zone differences, low email visibility, and difficulty targeting key senior executives. Operationally, vendor delays and last-minute demands created financial risks, impacting production quality and timelines. Strategic solutions included time‑zone mapping, personalized communication, multichannel outreach, and vendor contingency planning. Outcomes showed higher follow‑up success and reduced disruption. The case highlights critical learning on structured communication, disciplined planning, and event resilience
Keywords: Vendor management, B2B, digital transformation, time‑zone mapping Hybrid models, 

2025				Kruthishree M Kiran, Dr. Pooja Nagpal				                 73
72		   International Academic Research Journal of Business and Management		       December 

    INTRODUCTION
Ayra began her internship at Synergy Sphere expecting creativity and seamless conferences across global markets. Her initial experience proved difficult. Emails sent to delegates in different regions were often lost due to timing gaps, and senior executives rarely responded. Marketing struggled to localize content across cultures, while operations faced last‑minute vendor demands four days before events, increasing budgets and affecting quality. The company functions within the broader MICE ecosystem and organizes events in cybersecurity, fintech, AI, and digital transformation. Hybrid events and data analytics drive engagement, yet execution requires synchronization across communication, planning, vendor alignment, and stakeholder management. Ayra’s experience revealed the importance of structured processes. She tracked time zones, used personalized follow‑ups, and employed WhatsApp and LinkedIn for better reach. Vendor issues were handled by creating a backup list, setting a compulsory three‑day buffer, and holding pre‑event calls with stakeholders. The case demonstrates how simple procedural changes significantly reduce uncertainty and improve delegate conversion.
ABOUT THE INDUSTRY
The global B2B events industry, part of the MICE sector, connects decision makers and fosters knowledge exchange. Events are shifting to hybrid formats driven by digital transformation, post‑pandemic engagement habits, and demand for customized attendee experiences. According to the case, Southeast Asia, Middle East, and Africa are emerging markets showing rapid growth due to business expansion and economic strengthening. 
However, barriers remain. Mature markets in North America and Europe are dominated by established firms such as Informa, IDC, and Terrapinn, forcing smaller companies to find niche opportunities. Visa restrictions, currency volatility, and compliance standards make global outreach difficult. Delegates expect engaging, respectful, and interactive conference experiences. Hybrid formatting allows ongoing interaction beyond the event date. Data analytics platforms support targeted content delivery and participant insights.
ABOUT THE COMPANY
Synergy Sphere expanded from Southeast Asia to Africa and the Middle East by adapting to digital transformation trends. The firm specializes in conferences where global sponsors invest, and networking generates new business opportunities. It offers sessions in fast‑changing domains such as fintech, cybersecurity, AI, and tech innovation. Figures from the case show geographical split: 50% events in Asia, 30% Middle East, and 20% Africa. Event volume rose from about five in 2018 to nearly twenty‑five by 2024
 Despite strong growth, challenges persist. Delegate sales rely on persistent outreach and accurate timing. Operations require vendor reliability and cost control. Ayra discovered that senior executives can elevate conference visibility but are difficult to secure. Vendor disruptions—such as requests for new stage designs—create budget uncertainty and pressure. The company must build resilience through structured processes and clear expectations.
PROBLEMS IN THE INDUSTRY
The case identifies multiple systemic issues across the B2B event landscape. Market power in mature countries makes entry difficult. Visa restrictions limit global delegate movement. Inflation and exchange‑rate fluctuation influence sponsorship decisions. Compliance standards vary by region, and cultural barriers affect communication. Delegates expect differentiated, memorable experiences. Hybrid models create opportunities but require simultaneous digital and physical planning. These factors together form industry‑wide instability.
PROBLEMS FACED BY THE COMPANY
Ayra’s main challenge in delegate sales came from time‑zone misalignment. Emails sent during Dubai office hours were buried by morning in Jakarta or Nairobi. Less than 15% of prospects responded, and fewer than 10% of senior executives confirmed attendance. In operations, vendor requests four days before an event caused an 8% cost increase and an unplanned USD 400 expense. Team leaders were unavailable, creating pressure. Each decision had trade‑offs between budget, quality, and vendor relationships. The company lacked centralized response tracking, vendor lists, and scheduled pre‑event planning systems.
ACADEMIC LEARNING
Key managerial lessons include structured communication, operational resilience, and stakeholder mapping. Time‑zone tracking and multichannel outreach improve delegate engagement. Vendor contingency planning reduces last‑minute financial risks. The case reinforces MICE theory that personalization and hybrid engagement drive event success. Academic literature suggests clarity and frequency of communication improve conversion (Highhouse et al., 2020), digital tracking systems enhance HR and planning efficiency (Kumar & Garg, 2021), and scheduled vendor meetings reduce execution vulnerability (Ulrich & Dulebohn, 2018).
Ayra’s Shift in Strategy – Suggestions and Strategies
Ayra came up with a systematic, new approach to solve the problems that kept recurring in delegate sales. Firstly, she avoided the random message sending and instead she planned delegates by time zones, thus ensuring that the communication reached them during their working hours. In her dealings with senior executives, she produced personalised messages that emphasized on the value of the conference and provided an option to attend. After the attempts with emails had failed, she made her reach wider by using WhatsApp, Viber, LinkedIn, etc., that is, the channels where delegates were more inclined to answer. 
Having a centralized response tracker in place, she could capture prospects together with their time zones, follow-up history, and  preferred communication methods. Coming to the operations department, the quality they needed the most was resilience. Ayra teamed up with her team and came up with a list of reliable backup vendors to decrease the number of single sources they heavily depended on. They came up with the idea of a compulsory three-day buffer before events for handling last-minute issues. The events with vendors, performers, and internal teams just before the event were very instrumental in setting expectations clearly and also witnessing potential issues in their nascent stages.
CONCLUSION
Simple structured interventions significantly reduced uncertainty and improved performance in delegate sales and operations. Personalized messaging, hybrid outreach platforms, and buffer periods helped minimize disruption. The case demonstrates strategic value in resilience, resource planning, and communication discipline for global B2B events.
CASE QUESTIONS
How can time‑zone mapping improve delegate engagement?
What vendor contingency mechanisms reduce financial risk?
How can hybrid outreach increase conversion?
What tracking metrics should be used?
What academic theories support hybrid event planning?
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Figure 1 Growth in number of Events hosted over the Years
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Figure 2: The major contributing zones to the company
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