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YOUR BEST CUSTOMERS

2009 AWWA Specialty Conferences

Conference Location Booth Cost Attendee Profile
(AWWA Member/
Nonmember)

Customer Service/Information Technology March 1-4, 2009 Charlotte, NC $1,500/$3,000 Utility customer service
Conference & Exposition—This event managers and professionals,
provides the most current customer service consultants

information, methods, processes, products and
techniques available to the water industry.

Water Security Congress—This conference April 8-10, 2009 Washington, DC  $1,300/$2,800 Utility executives and
is specifically designed to address the most managers, security staff,
pressing issues facing water distribution, public officials, consultants

engineering, and plant operations professionals,
such as new technology and products,
personnel management, and increasing

water system security.

Water Quality Technology Conference® November 15-19, 2009 Seattle, WA $1,900/$3,400 Water quality specialists,

& Exposition (WQTC)—This conference water utility managers, treat-
provides thousands of water quality ment plant managers, scien-
professionals from around the globe with the tists, engineers, lab personnel

latest research, regulations and technological
advances for keeping drinking water safe.

Contact your Key Account Manager for more information and reservations
at 303.347.6138/6237/6238 or 303.734.3442.
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Targeted Specialty Conferences

When companies want to make a direct connection with their
best customers and end-users, they look for AWWA specialty
conferences and expositions. Why AWWA? AWWA conferences are
where water professionals turn to learn the latest water trends
and technology. Topics like distribution and plant operations,
information management, water quality and water sources,
membranes, filtration, and more.

Meet Your Customers Face-to-Face

Operators, lab technicians, tech specialists, and many others

who are looking for performance-enhancing products, services,
and information regularly attend AWWA specialty conferences. That
makes these venues ideal for advertisers and exhibitors who want
to target specific groups of industry professionals. Exhibit space is
either 8' X 10" or 10' X 10'. Specialty conference exhibitors gain
recognition as leaders and authorities in their respective fields.

Most important, leads generated in such personal and buyer-

Ask your Key Account Manager for details and a list initiated contacts frequently result in new sales.

of opportunities.

Specialty Conference Sponsorship Opportunities

Expand your exposure with a variety of sponsorships available at AWWA specialty conferences. A sponsorship not only reinforces
and gets more mileage from your company’s exhibit booth and display advertising, but it can also put your organization’s name
before hundreds of conference-goers—even when you're not exhibiting. Please call your Key Account Manager for details

on sponsorships that include the following high-visibility opportunities:

Gold Sponsor

Monday Night Reception Sponsor Registration Packet Sponsorship—Exclusive

Silver Sponsor Speaker Ready Room—Exclusive Refreshments—Exclusive

Bronze Sponsor

Networking Reception—Exclusive Cyber Station—Exclusive
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On-Site Conference Programs

Back Cover, Back Inside Cover,

or Inside Front Cover of the On-Site

February 10-13, 2008
Reno, Nevada

Conference Program—Exclusive

TECHNICAL PROGRAM

AWWA Sponsorship Rules & Regulations

For sponsorship rules and regulations, go to www.awwa.org/ Conferences and
Education tab/Conference Exhibitor Resources /Sponsorship Rules & Regulations

Reserve Your Space Today!

Please contact AWWA Key Account Managers at 303.347.6138/6237/6238 or 303.734.3442
for information about any of these opportunities.
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