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In the current age of information overload, your
potential customers are less and less open to
commercial information. The closer to the top of the
organization they are or the more specific their position
is, the more difficult it becomes to reach them. How do
you ensure that these target groups are receptive to
your message? Through our Digital Round Table you
come into direct contact with these key decision
makers.

High potential prospects do not let themselves be
segmented so easily these days. Moreover, they are
averse to commercial approaches and often difficult
to reach through the existing sales and marketing
channels. Instead, these decision makers often find it
more interesting to share valuable insights and
exchange ideas with their peers about branch-specific
challenges and opportunities. 

This substantive mechanism of knowledge sharing
opens doors that were previously closed to your sales
organization. A Round Table knowledge session
ensures that you come exclusively to the table with 8 to
10 very specific decision makers in a digital, interactive
setting.
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why a digital 
round table?

By sharing knowledge and
experience with colleagues in
the field, led by an independent
moderator, qualitative subject-
specific discussions arise.
Prospects get to appreciate
your organization and your
knowledge.

Potential customers are less and less open to
commercial information. How do you ensure that target
groups that are difficult to reach are receptive to your
message? How do you make direct contact with key
decision makers with a busy schedule? We have an
effective solution for this, namely: the Digital Round
Table.



For a successful Digital Round Table, we work
closely with our partners. From selecting potential
customers as attendees and creating appealing
invitations, to recruiting the participants. We
connect our name to the event for an independent
positioning. This way, you will emerge as a
knowledge partner and authority within your
market.

A Digital Round Table takes place via digital
communication tools, such as Skype and MS Teams.
The session lasts about an hour and a half, followed
by 1-on-1 appointments by telephone with the
participants. During the first part of the session, an
interactive discussion is conducted using a number
of current, challenging topics. As your commercial
propositions are not part of the discussion, the
participants feel at ease to speak openly about the
challenges they face in their industry every day. The
discussion is led by an independent moderator.
Thanks to this method, the attendees can actively
participate, which benefits the relationship. 

WHAT IS OUR APPROACH?

Thanks to Digital Round Tables you come into the
picture with high-quality prospects that you do not
reach via regular sales channels. Moreover, they
get to know you as a knowledge partner who knows
exactly what is going on in the market. 

By creating a valuable relationship, you will be
relevant to final decision makers. We enable you to
do business on the right level with professionals
who know what you have to offer.

WHAT ARE THE RESULTS?

digital
round tables

Access to a network of decision makers
within a specific – though to reach –
audience 
Bridging the gap between your proposition
and the latest challenges in the industry
Interactive discussion with 8-10 executive
peers
Knowledge as a starting point to position
your organisation as a 'Thought Leader'
Well-qualified appointments with prospects 
Generating new business

Objectives
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Signing the cooperation agreement
Completing and concretizing the target selection
form
Discussing different parts such as date and theme
Providing input for the invitation by your
organization
Preparing the invitation
Preparing a short PowerPoint presentation including
the agenda

1

what does the
process look like?
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operationale 
matters

Briefing the Paddls Marketeers
Inviting your desired target group by telephone and
e-mailing the invitation
Sending the Outlook invitations for the Digital Round
Table and the 1-on-1 conversations to the final
participants
Collecting statements and discussion points from
participants 
Pre-discussing the session with moderator 
Weekly reporting of the progress, on which you can
give feedback at any time
Determining of maximum two delegates from your
organization to honor the independent character of
the meeting

2 invitation process 
(8-10 weeks)

In the morning, participation in the Digital Round
Table by your delegates
In the afternoon, carrying out the telephone
appointments with the participants by your sales
team

3 round table

To ensure we will be addressing the right target group
for the event, we use our professional database. Based
on your selection criteria (industry, position,
organization size and location) we make a pre-
selection. 

You will have online access to this list to select your top
priority prospects, eventually establishing a final guest
list containing 200 contacts that we may invite to the
Digital Round Table. 

selection of the
target group

The Producer is ultimately responsible for the
project and also your first point of contact. The
Producer reports on a weekly basis.

supervision by 
a producer



digital round table
versus
round table
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Number of
participants

Duration of 
the session

Independent
moderator

Digital 
Round Table Round Table

Digital RT
SmartView

8-10 8-10 8-10

1.5 hours
3 hours 

incl. lunch 1.5 hours

Takes place 
digitally

Including lunch 
or dinner

Including 
reporting

 Takes place at
external location

optional

Including survey

Preparation 
lead time 10 weeks 10 weeks 12 weeks

1-on-1 appointm.
by telephone

optional

Round table
SmartView

8-10

12 weeks

3 hours 
incl. lunch

The differences



growth &
development

At Paddls we believe in the development of our
employees. After all, they are our most important
success factor. Our people ensure growth of the
organization, but the other way around as well. For
example, all our Marketeers follow an internal
development program, the Paddls Academy, to work
on their sales skills. And we do not only promise
development opportunities, we also create them. We
call this ‘the endless growth path’. 

Because we foster career development, we bind talent
to us longer. At the same time, we stimulate a positive
form of turnover in the organization. Several former
employees are now working at our clients.

We are proud of our Paddls Academy, which
acts as a fantastic accelerator for commercial
talent!

The Paddls Academy not only includes an
extensive training course for new employees,
but also continuous coaching and guidance.
Learning by doing, we strongly believe in this at
Paddls.



let's 
connect.
develop.
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