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Nivea is a global skincare brand, synonymous with quality, innovation and trust. Nivea has consistently revolutionized the skincare industry, empowering individuals worldwide to embrace healthy, radiant skin.
The purpose of this feasibility plan is to outline the strategic framework and logistical considerations necessary for orchestrating an international meeting that embodies the essence of Nivea s commitment to excellence in skincare.


Every skin deserves to shine 
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Venue selection:
Olympia London, its central location and well connected by public transport, convenient for attendees for the event dated in May, 2024. (Harris et al,2018). 
It boasts historic architecture and a range of flexible spaces suitable for hosting the event ( Riley et al, 2016).







Resources:
1. Hotel Venue
2. Travel and accommodation services: 
3.  Marketing and Promotions platform: 
4. Sponsorship and Partnership Opportunities: 
5. Event Technology and AV services
6. Local event Planners and Suppliers: Engaging with local event planners, vendors and suppliers who have experience in organizing meetings and conference in the hotel s locations. They can provide valuable insight, resources and support services to ensure a succesfful event execution.
Event Management Software is very important to streamline registration, attendee management, communication, and logistics for an international meeting. (Gannon, M. J.& Jonson, W.G., et al. 1997)













The financial factors, costs and revenue opportunities for an international meeting of a Nivea exposition 
· Venue Costs: $ 25.000
· Logistics and Operations: $ $41.000
· Marketing and Promotions: $27.000
· Travel and Accomodation $32.000
· Speaker Fees and Honorariums: $17.000
· Registration Fees(200 attendees): $ 250 per person 
· Sponsorship Revenue: $50.000
· Exhibition sales: Booth rental fees 20 exhibitors: $10.000 each, Sponsorship of exhibition spece:$5000 
· Ancillary Revenue Streams: $ 9000
· Financial Contingencies: 10% of total budget: $ 25.000




















Total estimated costs: $175.000
Total Estimated Revenue: $ 230.000

The total estimated costs for organizing the international meeting for a Nivea event amount $ 175.000, while the total estimated revenue from various sources including sponsorship, registration fees, exhibition sales and ancillary revenue streams amounts to $230.000.
This results in a projected profit of $ 55.000.
It is important to regularly monitor expenses and revenues through the planning and execution process to ensure the financial success of the event.
















· 
· Support and Investment
· Corporate sponsorship
· Government Grants and Funding
· Industry Associations and Organizations
· Event Registration Fees
· Exhibitions sales and Booth Rentals
· Tickets sales and Admission Fees
· Partnership and Collaboration Opportunities
· Media Partnership and Advertising
1. Corporate sponsorship: Approach corporate sponsors, including skincare brands, cosmetic companies, pharmaceutical companies, and other relevant businesses, to sponsor the event, Offer sponsorship packages that include branding opportunities, exhibit space, speaking slots, and promotional benefits. (Cornwell et.al. 1998)
2. Government Grants and Funding: Research government grants, subsidies, and funding programs available for organizing international events, conferences and exhibition (Getz, et.al 2012)
3. Industry Associations and Organizations: Partner with industry associations, trade organizations, and professional societies related to skincare, cosmetics and events. They may offer funding, grants or in kind support for events that align with their objective and priorities
4. Event Registration Fees: Generate revenue through registration fees from attendees, exhibitors and sponsors. Offer early bird discounts, group rates and premium packages to incentivize early registration and maximize revenue potential. (Yan , et.al. 2019)
5. Exhibitions sales and Booth Rentals: Generate revenue through exhibition sales by renting book space to exhibitors showcasing products, services and innovation re4lated to skincare and cosmetics. Offer sponsorship packages that include exhibition space as an additional revenue stream. (Smith, et.al.2011)
6. Tickets sales and Admission Fees: If the event includes ticketed sessions, workshops or networking events, sell tickets pr charge admission fees to attendees. Offer tired pricing options and discounts for students, members of professional associations and early registrants.(Dolnicar. Et.al 2014)
7. Partnership and Collaboration Opportunities: Collaborate with universities, research institutions band academic centers to co host the event or secure funding through research grants, institutional sponsorship or collaborative projects related to skincare research and innovation. (Cohen, et.al. 2015)
8. Media Partnership and Advertising: Partner with media outlets, publications and online platforms to promote the event and generate advertising revenue through sponsorships, branded content and affiliate marketing opportunities.( Fesenmaier, et.al. 2017)



















Swot analysis: 
Strenghts: 
1.Premier Location,
2. World Class Facilities,
3. Reputation and Prestige,
4. Experience Event Management,
5. Networking Opportunities, 
6.Accomodation and Amenities, 
7.Diverse Dinning Options

By leveraging these strengths of the Olympia Hotel organizers can create a compelling and successful international meeting for Nivea, providing attendees with a world-class experience and fostering meaningful connections and collaborations in the skincare industry 
(Houben, et., al 1999)
WEAKNESSES:
1.Limited Cultural Sensitivity
2. Language Barriers
3.Dependency on External Factors
4. Competitive Landscape
5. Logistical Challenges
6. Limited Budget Resources
7. Sustainability Concerns
Adresing these weaknesses througt proactive planning, strategic decision-making, and collaboration with stakeholders can help mitigate risks and enhance the success of the international meeting for the Nivea event. (Garcia, S., & Cantu, N, et. al, 2012
Political· PESTLE Analysis 


Economic
Social 
Tehnological
Legal
Environmental 
Political: stable political environment in the host country facilitates event planning and execution without significant political risks or disruptions.  Geopolitical tensions or conflicts in the host country may pose security risks and deter international participants from attending the event.( Getz, et.al. 2008)
Economic: Strong economic conditions in the host country may lead to increase consumer spending, sponsorship opportunities and investment in event participation. Fluctuation in commodity prices, inflation rates and purchasing power may impact event costs, pricing strategies and financial planning.(Richards, et.al. 2006)
Social: Growing interest in skincare, beauty, and wellness among consumers worldwide provides a conductive environment for promoting Nivea products and engaging with target audience. Increasing demand for experiential events and educational opportunities in the skincare industry creates opportunities for interactive sessions, product demonstrations and knowledge sharing. Cultural differences and social norms among attendees from diverse background may require careful consideration to ensure inclusitivy and sensitivity in event programming and content. (Uysal, et. al. 2000)
Technological: Advances in event technology and digital platforms enable virtual attendance options, hybrid event formats, and enhanced engagement opportunities for remote participants. Integration of digital tools, mobile apps and social media platforms enhances event promotion, attendee engagement and data analytics capabilities Bridging the digital divide among attendees with varying levels of technological literacy and access to internet infrastructure may pose challenges in ensuring equal participation and engagement.( Gretzel, et.al. 2008).
Legal: Contracts, agreements and legal frameworks provide clarity and protection for organizers, sponsors, exhibitors and attendees, mitigating risks and disputes. Legal complexities related to international contracts, liability issues and jurisdictional differences may require legal expertise and resources to navigate effectively. (Hall, et. al. 2014)
Environmental: Incorporating sustainability practices, eco- friendly initiatives and green techonologies into event planning and operations aligns with Nivea s commitment to environmental responsability and corporate social responsibility. Raising awareness of environmental issues and promoting sustainable skincare practices to positive brand perception and social impact. Limited availability of eco-friendly venues, sustainable suppliers and green resources may pose challenges in implementing environmentally friendly practices and reducing the event s carbon footprint. (Goldblatt, 2002).






Conclusion :

In conclusion, the feasibility plan outlines a robust framework for organizing an international meeting for Nivea event, emphasizing strategic planning, sustainability, financial prudence, and stakeholder engagement as critical success factors. (Foley, et.al 2010). With careful implementation and continuous evaluation, the event has the potential to elevate the Nivea brand, drive industry innovation, and create memorable experiences for participants, setting a new standard for excellence in the skincare industry. (Bowdin,et.al. 2012)
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