Revenue Prediction

Framework

Maximize margins & forecast with confidence

This structured approach combines cost analysis, pricing strategy, and forecasting models, allowing you
to effectively maximize revenue margins and forecast earnings based on exhibitor participation.

1 Determine Key Variables: Clearly define the key variables that influence your margin
calculations - such as booth size, pricing tiers, and operational costs.

Exhibit Levels Price Exhibitors Direct Costs: Indirect Costs:
e.g. Standard or for each Total number e.g. rental, labor, marketing, staffing,
Premium booth, Exhibit of expected packages (Per Level = equipment, etc. (Per

Sponsorship Level exhibitors Total DC + E) Level = Total IC + E)

2 Estimate Revenue and Margin: 3 Apply Forecasting Strategies:
REVENUE = SUM (P XE) Use a mix of forecasting methods to build
| evel Price per | Expected | Revenue accurate revenue projections, such as
eve!

Exhibit | Exhibitors | perLevel Historical Data: Use past exhibitor counts and

Standard $2,500 150 $375,000 booth level distribution.
Premium $3,200 50 $160,000 Scenario Modeling:
Sponsorship| $6,000 10 $60,000 Best Case Model: high exhibitor turnout,
Total Revenue | $595,000 more premium booths.
Worst Case Model: lower turnout, mostly
Total Total Indirect | Total Direct T .
Revenue Costs Costs Margin Predictive MOdehng
Linear regression: predict using past trends.
$595,000 | ($63,750) | ($85,000) | $446,250 Ratio-based: estimate from historical ratios.

4 Margin Optimization: Once your estimates are in place, implement targeted strategies to
optimize margins and drive profitability.

Upsell Strategy: Bundling: Cost Control:
Increase premium booth Offer add-ons at a high Negotiate venue
share, sponsorships. margin (e.g. Wi-Fi, branding). and labor costs.
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