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Abstract 

Due to constant changes in Assistive Technology, it can be difficult to keep up with               

advancements. Working with the Seven Hills Foundation, we hosted a pilot event that taught              

their staff, disabled individuals, and the public about the latest in AT. We conducted exit surveys                

to collect feedback to determine if Seven Hills should host the event annually. All of our                

planning documents and recommendations were given to Seven Hills as a database to expedite              

their planning for future events.  
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Executive Summary 

There are organizations in the U.S. that help disabled individuals overcome the problem 

of how to properly use an assistive device to help them perform daily activities. These devices 

were designed to create a higher quality of life for these individuals, but only if they have the 

knowledge to operate them. Since these assistive devices are changing rapidly due to 

technological change, organizations are having trouble keeping up with these changes, including 

one organization in the Greater Worcester area, Seven Hills Foundation (SHF). 

Disabled individuals will use assistive technology if it’s beneficial, effective, and 

affordable.  Because of this, it becomes very important for the disabled individuals and their 

aides to understand different types of assistive technology. Without the knowledge of how to use 

these devices, the devices may not be as helpful.  However, with the proper knowledge, the aides 

can help increase the quality of life for disabled individuals.  This forms a direct relationship 

between an aide’s knowledge and the quality of life for a disabled individual.  Our project aimed 

to begin to create a solution to this problem by determining whether a mini Expo that was 

designed to help the aides improve their, knowledge and confidence with AT so that their 

disabled clients would be more satisfied and empowered by the services that SHF was providing 

to them. 

The main objective of this project was to organize and help carry out a mini Expo so that 

Seven Hills could use our results to potentially put on a larger Expo. To meet this objective, we 

have identified the following sub-objectives. First, we needed to identify possible vendors and 

speakers who are contributing to helping disabled individuals and who could attend the Expo. 
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Second, we had to determine with the Seven Hills staff all costs associated with carrying out an 

Expo.  Third, we had to determine the effectiveness of the mini Expo as a way to help SHF 

design a larger Expo in the future. Finally, we wanted to determine the best means possible to 

help Seven Hills put on future Expos more easily. To accomplish this, we compiled all of our 

findings into a database with a manual that is easy to navigate, so that SHF staff could find 

specific information relevant to any part of the Expo planning process.  

After we carried out the Expo, we gathered results, recommendations, and conclusions 

from various surveys that were distributed to Expo staff, attendees, and vendors. From the 

attendee survey, we found that more than 85% of attendees were happy with the organization and 

layout of the Expo. The attendees also said they would be very interested in attending another 

Seven Hills event or Expo in the future. From vendors, they all were happy with how the Expo 

was conducted and they would come to another event. The Expo staff had very similar 

responses. They would all come back to the Expo, however, only 83% said it exceeded their 

expectations. There were a few major recommendations that we observed, the first being that the 

Expo was scheduled to be too long. The sessions worked well, however the sessions were too 

long. The next recommendation was that the layout needs to be improved slightly so we can 

catch everyone for the exit survey as some of the attendees walked behind the vendors to exit 

and missed the survey. The last major recommendation was to have more stations that are 

interactive so individuals with disabilities can try more devices. 
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1.0 Introduction  

Assistive Technologies (AT) enhance the capabilities of countless individuals struggling 

with varying disabilities. The Rehabilitation Engineering Research Center on Communication 

Enhancement (2016), defines an assistive technology device as “any item, piece of equipment, 

or product system, that can be acquired commercially, adjusted, or even custom built, that is 

designed to enhance, retain, or improve the quality of life for individuals with disabilities” 

(paragraph 1). With employment of biomedical engineers expected to increase 23% between 

2014 and 2024, the rapid advancement of AT is also expected (Bureau of Labor Statistics, 

2015). This growth is much higher than in other occupations and a direct result of the 

increasingly more high tech medical devices. Because of these advances, it can be difficult for 

organizations and families assisting disabled individuals to keep up with the increasingly 

sophisticated technologies. 

According to Mrs. Jean Des Roches (personal communication, November 21, 2016) of 

the Seven Hills Foundation (SHF), it can be difficult for SHF staff to keep up with AT. Keeping 

the staff and clients appropriately trained can be very challenging. Caregivers cannot train their 

clients without understanding these devices themselves. Unfortunately, due to a lack of time or 

incentives to receive training, and because of constant upgrades in AT, this can be a challenge. 

Because of this, Seven Hills managers feel the organization can better fulfill its ability to serve 

those with disabilities and improve their quality of life by giving staff more and better training 

opportunities. But how best to achieve this training is still uncertain. 
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The problem of how to keep their staff up to date on the changes in AT is a problem for 

many organizations that work with people with disabilities. SHF and other similar organizations 

have made many attempts to solve this problem before.  Some of these organizations have had 

Expos for AT devices each year. However, these Expos have changed locations and are therefore 

no longer able to support the people in the previous locations.  As the devices found at these 

Expos are expensive, Seven Hills also has provided information to help individuals and families 

purchase these devices through loan programs.   

Seven Hills has attempted to solve all of these problems through the use of research 

projects (Bingel, 2016), workshops, clinics, and many other approaches.  However, these 

strategies have not completely solved their problems.  Seven Hills staff feel that a mini Expo 

might be a possible first step towards putting on a larger Expo, should the mini Expo prove to be 

successful in training both staff and clients in new AT. However, so far SHF has never carried 

out any type of Expo. 

The goal of our project was to help SHF determine if an Expo would be a good solution 

for achieving better training and exposure to AT for staff and clients. To achieve this goal we 

helped organize host a pilot Expo at Seven Hills that could lay the foundation for any larger 

Expo they might choose to host in the future. We identified how to organize and run an Expo, 

what previous AT Expos have accomplished, who potential speakers and vendors would be, 

what hands-on AT activities could be included in an Expo, and what local and state resources 

were available for carrying out an Expo. We also provided SHF with a database that organized 

all the information we had gathered in the process of planning and hosting the pilot Expo. After 

completing the Expo, we evaluated how well an Expo would help Seven Hills achieve its larger 
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goal of training and education. The SHF staff and the assistive devices they prescribe help 

disabled individuals develop the means to pursue employment, recreation, social interaction and 

a higher degree of independence.  Clients also directly benefit from SHF staff being more 

familiar with a wider range of AT. 
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2.0 Background 

There are a wide variety of events that are designed to help individuals with their 

disabilities. In this chapter, we will discuss the disabilities and Assistive Technologies (AT) that 

are the focus of the work that the Seven Hills Foundation (SHF) does. Also, we will provide 

information about a few general educational events, and events specifically teaching AT. In this 

chapter, we discuss the specific components involved in carrying out an Expo. 

2.1 Assistive Technology Solutions for Disabilities Served by 
Seven Hills 

Seven Hills Foundation (2016a) is an integrated health and human services nonprofit 

organization. Through their integrated clinical, educational, and community-based supports led 

by their 3,700 employees, they help people " SEE the possibilities, BELIEVE in themselves, and 

ACHIEVE their dreams" (Paragraph 1). 

2.1.1 Assistive Technology 
Assistive technology (AT) is defined as “any item, piece of equipment, or product 

system, whether acquired commercially off the shelf, modified, or customized, that is used to 

increase, maintain, or improve functional capabilities of individuals with disabilities” (Assistive 

Technology Program Department of Disabilities, 2016, Paragraph 1). AT is provided through 

devices and services that were first defined in federal law in the Individuals with Disabilities 

Education Act (IDEA) of Public Law 101-476 (United States of America S.a.H.o.R., 1990). AT 

does not include a medical device that is surgically implanted, or any replacement of such device 

(Georgia Department of Education, 2004). The IDEA uses the term “device” to provide a broad 
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definition, to allow flexibility to refer to a range of assistive technology solutions. Below is a 

chart that will show the differences between similar low-tech and high-tech Assistive 

Technologies. 

 

AT Category Low-Tech High Tech 

Education Pencil Grip / Adapted Pencil Portable Word Processor 

Communication Word Prediction Software Text to Speech 

Deaf and Hard of Hearing Voice Amplification Speech to Text 

Blind and Low Vision Glasses Magnifying Software 

Mobility Wheelchair Electric Wheelchair 

Table (1). Examples of low to high-tech technologies. (Autism Adventures, 2011) 

High-tech devices are often more expensive and may be controlled through electronic, 

digital, or computer components.  They also may require training courses to understand how to 

properly operate them. Some examples of these devices are power wheelchairs and scooters, 

digi-drive technology, voice recognition software, magnification software, and voice activated 

devices (Georgia Department of Education, 2004). The digi-drive technology is a machine 

operated through the use of a joystick made for the disabled individual’s fingers. Voice activated 

devices, such as a telephone, help those who have severe physical disabilities and do not have the 

capabilities to operate simple devices such as a telephone.  

Although these technologies can prove to be more useful to a disabled individual, they 

can be extremely costly. Low-tech AT devices may be less advanced than their high-tech 

counterparts, but they still can be very effective. In most cases, low-tech devices require little to 

no training to use and are relatively inexpensive compared to high-tech devices. Some of these 
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devices may have electronic or complex components (Riviere, 2003). However, these devices are 

much less advanced than the complex components of the high-tech assistive technologies. 

According to Georgia’s Assistive Technology Act Program (2016), some examples of low-tech 

devices include reachers and grabbers, specialized grips for writing utensils, manual wheelchairs, 

audiobooks, alternative computer mice or keyboards, and electronic organizers. Due to the 

simplicity of low-tech devices and the limited amount of training required to use them, these are 

typically the devices that most people tend to prefer.  These devices are also popular among 

consumers as they are the better financial choice. “Assistive technology devices are available in 

a variety of categories to address functional capabilities of students with disabilities” (para 8). 

 These categories include but are not limited to: Academic and Learning Aids, Aids for Daily 

Living, Assistive Listening Devices and Environmental Aids, Augmentative Communication, 

Computer Access and Instruction, Environmental Control, Mobility Aids, Pre-vocational and 

Vocational Aids, Recreation and Leisure Aids, Seating and Positioning, and Visual Aids, which 

are all defined in Appendix F (getATstuff, 2016, Paragraphs 3-13). Assistive technology presents 

itself in a wide range of forms with high and low-tech variants, allowing individuals to make a 

choice that best fits them. 

 
 
2.1.2 Assistive Technology Services  

Consistent with Georgia’s Department of Education (2004), Assistive Technology 

 service is defined as “Any service that directly assists a child with a disability in the selection, 

acquisition, and use of an assistive technology device” (Paragraph 24). Assistive technology 

services span multiple disciplines, which are described in depth in Appendix G. Assistive 
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technology services are critical to the use of assistive technology devices and their selection. 

2.1.3 Seven Hills Superusers 
Seven Hills has their own internal staff group that works as superusers. These workers 

provide services to individuals throughout SHF’s network and inform them on how to operate 

different AT devices. They each can have their own area of expertise in the different areas of 

assistive devices, or they can just have a broad knowledge on many different types of devices. 

According to Steve Kessler of Seven Hills Foundation (Personal Communication, February 22, 

2017), “There are no certifications necessary to become a Superuser”. 
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2.2 Contents of an Expo 
According to the National Organization on Disabilities (1998), 29% of all families in the 

United States have at least one member with a disability. That means roughly 20.3 million 

families might need or are already using assistive technology. Whether a person has an assistive 

device or needs one, they need to learn how to use the technology by themselves or by their 

caretakers. That number does not include the friends, family members, caretakers, assistants, 

doctors and physicians who need to learn the AT devices as well. With this being said, there is 

no best option when it comes to educating the public about assistive technology. The Leadership 

Conference on Civil and Human Rights and The Leadership Conference Education Fund (2010) 

provide many different options, like individual training, assistant training, Assistive Technology 

Fairs, Programs and Expos, online tutorials and more.  

Although advances in modern technology have allowed individuals and companies to 

promote their products and ideas online, hosting an event to promote technologies attracts 

consumers by appealing to them on a personal level. The Bureau International Des Expositions 

(2016) defines an Expo as an “event that aims at educating the public, sharing innovation, 

promoting progress and fostering cooperation” (Paragraph 1). According to Mike Thimmesch of 

Skyline (2009), Many companies choose to host or participate in Expos to raise awareness of the 

brand or company, present products face to face, build relationships, develop new markets, and 

to see what their competitors are doing. WorkWise, LLC (2016) states that face-to-face 

interactions are arguably the most powerful way to establish important relationships and 

demonstrate trust and reliability. This is why many businesses and organizations host expos, 

fairs, conferences, and fundraisers. Hosting these types of events requires a large amount of 
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preparation to create a successful event that can meet their goals. In this section, we will provide 

some of the most important characteristics to know about when hosting these events. 

2.2.1 Audience 
 Identifying the target audience and what type of setting the event should use is crucial to 

how the audience takes in the information (Linden & Creighton, 2008). Some events could have 

an open area with vendors along the perimeter of the space, which is very common for fairs, 

festivals and galleries. This allows the attendees to explore what is available to them and give 

them the choice to visit whichever vendors pique their interest. Although the attendees may not 

go to all of the vendors, they have a strong preference for which vendors that they want to go to. 

A different approach would be having vendors in different sections of a venue with the 

audience receiving a vendor schedule (Attard, 2016). This forces the audience to visit each 

vendor, which is advantageous to the vendors, but the audience might not be interested in 

visiting all vendors. The audience does obtain more information on all of the vendors, but if the 

schedule gives the vendors a short amount of time per session, then the audience may not have a 

complete understanding of each vendor’s product and its strengths and capabilities. A mix of 

both organizational types can be seen at conventions and does work fairly well; however, this 

can be more expensive and needs a larger venue with more vendors.  Ultimately, the 

coordinators of the event should be able to determine what type of audience setting is needed for 

the event being hosted. 

Certain styles of education might work better with some audiences than others. An 

example of this would be the difference between the Assistive Technology Program (2016) 

hosted in Sudbury, MA, compared with the Assistive Technology Fair (Hrin, 2016) at Penn 
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State. The Program in Sudbury was open to the public and had the audience sit down while 

speakers presented different assistive technologies to them. The Fair at Penn State focused more 

on an audience who would directly try out the technology, so they set up the venue to be more 

interactive than in Sudbury. Next to each technology booth was a technician ready to explain 

how to use each technology one-on-one with the user. The Expo at Clarkson University (2016) 

targeted special educators, therapists, administrators, disability advocates, service providers, 

family members and individuals with disabilities. The Expo was the most effective at targeting a 

large audience because of the various styles of education within the Expo; these styles included 

those at Penn State and Sudbury plus keynote speakers and a larger venue. 

2.2.2 Vendors 
Another important detail that needs to be considered are the vendors for the event. The 

vendors should contribute to the event itself, whether it be with food and water or a technology 

to display (Woodward, 2017). It would be out of place to have a vendor that does not fit into the 

overall theme of the event.  

Vendors generally want to sell a product at most events, but according to Yaniv Masjedi, 

VP of Marketing at Nextiva (2013), sometimes a vendor could be asked to display their business 

or product to gain publicity or recognition. Vendors could display their products, give a brief 

description in a gallery or workshop setting, and possibly sell the products. The coordinators 

would decide this based on what outcomes they wanted from the event (Woodward, 2017). This 

might involve a compromise with what the vendor might counter-request. There are certain 

situations where selling a product might disturb the flow of the Expo, for example, if the Expo is 

tightly scheduled with workshops and information sessions. 
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Vendors at an AT Expo would be the companies or organizations behind each technology 

displayed. The vendors at every event all have the same role, which is to present their technology 

and explain how it works, its benefits and features. At the Low Vision Faculty Host Conference, 

vendors provided information on low vision evaluations to determine which technology would 

be best for the user (Hoogendoorn, 2016). The vendors also discussed insurance coverage for 

each technology presented. At the Assistive Technology Expo at UMass Medical School (2016) 

in Worcester, MA, vendors provided full demonstrations as well as information for doctors, 

patients, family members and students. If the event had breakout sessions like the Assistive 

Technology Expo at Clarkson University (2016), vendors would  be able to speak more in detail 

during their session. The more time a vendor has to talk about their technology, the more 

information that can be provided to the audience. 

Seven Hills Foundation staff have also commented on how technology today is far more 

flexible than in the past (Jean Des Roches, 2016). Today, thanks to competition and advances in 

technology, vendors competitively offer products that provide less expensive alternatives than 

others.  For example, Seven Hills heavily referenced the Amazon Echo as a viable and cheaper 

alternative to Smart Homes, a newly emerging trend among AT consumers.  

Vendors should also be initially separated into categories based on what disabilities their 

technologies serve (Planetizen, 2016). Taking this approach would not only attract a broader 

audience with varying needs, but it would also allow the audience and staff to compare devices 

 and make their own judgments of each vendor’s devices relative to other vendors.  

 

2.2.3 Speakers 
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There are different types of speakers who could be needed for any type of event (Talent, 

2015). For example, A Master of Ceremonies, or MC, controls the general event and the filler 

speaking portions such as welcoming remarks, introductions of speakers, and announcing breaks 

and transition times. If the event is mainly a showcase with constant speakers or special shows 

on one stage, an MC would be necessary.  

Keynote speakers (Hourigan, 2016) are the most important speakers at an event.  This 

speaker is the one who draws the whole event together and reveals why the event came to be by 

addressing any problems or ideas that would have sparked the need for the event (Talent, 2015). 

Keynote speakers are typically the most expensive speaker as they have a lot of background 

knowledge on the subject of the event and are usually well known for their work on the subject. 

Keynote speakers require strong communication skills so that they can capture the public’s 

attention within a short period of time while being able to touch upon every point that is 

necessary for the event. 

According to Mike Hourigan (2016), a professional keynote speaker, another type of 

speaker is one that usually comes along as a vendor and speaks about their product, if requested. 

 These vendor representatives would give a short or long presentation depending on how much 

time is set in the schedule for the vendor. Typically, at Expos there would be multiple vendors 

speaking simultaneously in different locations to give the public a more flexible approach to the 

vendors and the information that is important to each attendee.  

Speakers can be a principal part of an event if the goal is to inform the audience about the 

importance of AT. for example (Talent, 2015). Speakers could be the main attraction of the 

whole program and not only control the flow of the event but also inform, educate or inspire the 
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audience in a certain way. The Assistive Technology Expo at Clarkson University (2016) was a 

two-day event with multiple speakers, and a keynote presentation having a special keynote 

speaker, Therese Willkomm, Director of ATinNH. However, a keynote speaker is not necessary 

at all events. The Assistive Technology Expo at UMass Medical School (2016) did not have a 

keynote speaker but did have multiple speakers for different assistive technologies related to 

autism, stroke, and aging. The Low Vision Faculty Host Conference also boasted having 

multiple speakers that all gave information on many different types of AT for the visually 

impaired without requiring a keynote speaker (Hourigan, 2016). 

 

 

āÎāÎă 6xbfx¨n®n´Y¨nzx  

According to Harold Stolovich (2010), properly constructed incentive programs can 

increase performance by as much as 44 percent. Setting an incentive may engage participants 

more, thus improving the performance of the desired outcome. An incentive program would need 

to be planned thoroughly in order to fit the problem’s needs (Stolovich, 2010). Adam Ramshaw 

of Genroe (2015) has explained a few different incentive plans that are used in events. One such 

incentive is a lottery. A lottery incentive is when participants receive a chance to win a prize by 

completing a certain task. This approach might be more difficult as it requires registration. If the 

task requires the participant to register, though, the impact is almost the same as conditional 

fixed payment (2015). This is also confirmed by a trial run by Health Services Research (2011). 
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Table (2).  Health Services Research survey results (Halpern, Kohn, Dornbrand-Lo, Metkus, 

Asch, Volpp, 2011, pg 1669). 

āÎāÎĄ )nz¨fbm Sfxdz¥ H¥zd©b¨ Lmz¯ 
We visited one such Expo at WPI Gateway Park in early January, the Biotech Vendor 

Product Show. Professor Kasouf notified us of this Expo through an email flyer that he received. 

This Expo was spread around the main floor lobby with vendors lining the perimeter of the 

room. We visited this expo to get a first hand experience of an expo, and to also gather 

information about how an expo is coordinated. We spoke to many vendors and coordinators who 

gave us some insight into the duration of planning the event. Vendors have told us of 

applications or requests ranging from 1-8 months, sometimes longer.  For this specific expo, 

companies applied to be vendors four months in advance of the actual date. This expo also did 

not seem lacking or empty without a speaker. 

 

āÎĂ !¦¦n¦¨n®f Mfbmxzvzl± A¥lYxn´Y¨nzx¦  

Seven Hills Foundation, Inc. (2016e) is the parent organization that anchors eleven 

individually operating affiliates. They provide the functions of business, human resources, 

facilities maintenance, information technology, construction, marketing, communications, 
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fundraising, and the Office of the President. Each affiliate organization is a separate 501(c) 3 

non-profit, which is led by an Executive Vice President. Although Seven Hills Foundation 

encompasses all of these organizations, only a few actually work primarily with individuals with 

disabilities and assistive technology. For a complete list of affiliate organizations, please see 

Appendix B. We will now describe those affiliates that directly work with disabled individuals. 

One major affiliate organization is the Seven Hills ASPiRE! (2016c). ASPiRE! offers 

innovative and creative programming that provides opportunities for individuals with intellectual 

and developmental disabilities, autism, and brain injury to develop skills necessary to pursue 

interests in employment, recreation, and social interaction. Seven Hills designed the ASPiRE! 

model to help individuals enrich their lives, broaden core competencies, and enjoy a full range of 

activities while cultivating a network of community relationships.  All services are 

person-centered and promote community integration—helping each person optimize his or her 

personal, social, and vocational competency to live successfully in the community.  ASPiRE! 

Consistently hosts programs and workshops divided by age (child, teen and adult) to assist the 

participant’s integration into schools and the workforce by giving them the tools that they need 

to build the relationships necessary to succeed, depending on their specific life struggles. 

Seven Hills Community Services (SHCS) (2016b) supports individuals with disabilities 

to live in various residential arrangements. The goal of SCHS is to provide each individual with 

a comfortable, safe and beautiful home while keeping him or her closely connected to family 

members, friends and the community. SCHS has branched out to provide residential 

arrangements in more than 50 communities in Massachusetts to please their participants and also 

spread their influence to a larger area for their expanding services. 
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Seven Hills Family Services (SHFS) (2016b) offers a network of services to families and 

loved ones with disabilities to further expose them to social interaction, friendship, residential 

and day supports and personal achievement. SHFS hosts multiple programs including Shared 

Living and Adult Family Care, Sports, Recreation & Leisure, Respite, and much more to ensure 

that the people with disabilities are achieving the highest quality of life with and without their 

assistive technology. 

Seven Hills Rhode Island (SHRI) (2016b) supports more than 1,000 children and adults 

with various disabilities throughout Rhode Island. SHRI has a wide range of programs and 

services that include day habilitation, rehabilitation, behavioral health, workforce training, 

placement and support, and recreation. Through the use of AT, the staff are able to effectively 

change the lives of the individuals they serve so that they are able to become as independent as 

they can in their day to day lives. 

āÎĂÎĀ LnwnvY¥ A¥lYxn´Y¨nzx¦ 

Easter Seals (2016) is a very well-known organization that provides resources and 

services for people of all ages with disabilities. The services of Easter Seals are specifically 

designed to meet individual needs through a team of professionals who are ready to help on a 

one-to-one basis. They also welcome family members to participate in any programs to support 

the families and also provide important information to best help their loved ones.  

United Cerebral Palsy (UCP) (2016) is an organization that provides support services to 

individuals with a wide spectrum of disabilities aside from Cerebral Palsy. One of the more 

important services that they provide is  financial assistance. They provide financial support to 

any individual who fits the requirements and also the mission of ensuring a life without limits. 
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UCP focuses on advancing independence and productivity through their direct services and 

affiliate network. UCP has previously helped millions with disabilities reach their optimum life 

potential.  

Parents Helping Parents (PHP) (2016) is a nonprofit organization that directs their 

information and services to the parents of disabled individuals. PHP provides information, 

support services and multiple different training sessions for these families to build a supportive 

and motivational group for each other, and provides assistance with choosing the right AT as 

well as funding for eligible individuals. 

 

āÎă L©wwY¥n´Y¨nzx 

According to Hector Torres, “Biomedical engineering is expected to be the fastest 

growing occupation, with a whopping growth project of 72% between 2008 and 2018, according 

to the Bureau of Labor Statistics”(Torres, 2010, Paragraph 1). This is because biomedical 

engineering encompasses both technology and health care, two growing industries within the 

U.S. economy. With both of these industries constantly growing, AT is constantly released. 

Keeping up with this rapid pace is a challenge that organization such as Seven Hills Foundation 

faces.  A recent research team from Worcester Polytechnic Institute (WPI)  tried to solve this 

issue (Bingel, Cornwell, DiMilia, Meersman, & Ngoc, 2016). They created a database that 

allows for anyone with access to it to log in and search for almost any AT.  Once one finds the 

AT they are looking for, there is a link to more information about the device.  At the link there 

are photos, a description, and a hyperlink to a website where one can purchase that exact device. 

Although this has been very useful to SHF staff, it did not fully solve their problem. 
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Along with this, SHF (2016d) has tried to get their staff and the public educated on how 

to use AT through the use of many different events that anyone can attend. These events include 

workshops, clinics, family nights, support groups, educational events, family support on the go, 

and an education series.  All of these are ways in which SHF promotes their cause and tries to 

address their mission.  At some of these events, there are interactive learning sessions for anyone 

interested.  This gives the attendees the opportunity to learn how to operate different AT devices. 

 In the description of the events, SHF discusses the different disabilities that each event would 

cover so staff and the public can decide which events to attend.  SHF (2016a) holds these events 

multiple times every month, so this allows people to come when they want and not be forced to 

come because the event was only held once.  In order to let the public know when these events 

are, SHF uses social media pages, such as Facebook and Twitter.  SHF uses these pages not only 

for promoting events, but also promoting their cause to educate the public on the new AT 

devices that become available.  In doing so, the public and staff at SHF also have the information 

on when the events will take place where they can learn how to use new AT devices.  Although 

SHF is working hard to eliminate the problem of staying up-to-date on how to operate new AT 

devices, they have not fully solved it.  The learning events that they hold address this problem, 

but they have been looking for a more effective way to accomplish this. Holding an Expo may be 

one way to do this. In the next chapter we will describe how we went about helping SHF decide 

if an Expo is the best way to accomplish their goal. 
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3.0 Methodology  

This project had one central goal: to provide a means to keep Seven Hills’ staff, clients, 

and the general public informed about the latest developments in Assistive Technology while 

optimizing costs and offering points of interaction for attendees. The Seven Hills Foundation, 

for some time now (reference to Rhode Island SHF Expo), has decided that the best way to do 

this would be with an Expo showcasing various AT. An Expo in any field typically takes 12 to 

18 months to plan, so given a 7-week timeline working with Seven Hills, our objectives 

became to (1) help SHF plan and host a pilot Assistive Technology Expo at their Worcester 

location. This would provide insight into whether or not a future Expo might be successful 

based on our collective experience. And (2) to provide Seven Hills with database that housed 

information they could use to more effectively host future Expos. We decided to use a Google 

Site as our platform for the database. By using a Google Site, we were able to synchronize it 

with all of our surveys and other information hosted on Google Drive, to act as a hub for 

contact lists, planning documents, survey statistics and inferences, interview transcripts, cost 

analyses, and the like. 

To accomplish these objectives, we had four different sub-objectives that led to the Expo 

and its evaluation.  These objectives were establishing the scope of the Expo, determining vendor 

and speaker interest and availability, completing a cost analysis and logistical arrangements, 

and laying the foundation for potential future Expos.  
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Establishing the Scope of the Expo 

In order for a pilot Expo to successfully come together in the short time we had, we 

decided it would be best if the Expo were largely staffed and promoted within Seven Hills and 

by organizations that already had a working relationship with SHF locally.  Our team originally 

planned on identifying the disabilities or the AT that the Seven Hills Foundation worked with 

most frequently in order to dictate what and who would be featured in the Expo.  Since the 

reach of their organization is so vast and Seven Hills helps individuals with a wide range of 

disabilities, there was no shortlist of disabilities or Assistive Technologies that they worked 

with. Instead, we decided the Expo would be best organized if we found vendors that satisfied 

different broad categories of disabilities and their respective assistive solutions (i.e. sight, 

hearing, home automation, etc.). With this approach we were able to move forward in 

identifying vendors and organizations that met those criteria. We compiled contact information 

for all vendors with local offices who had a relationship with Seven Hills, and placed that 

information in our Google Site database. 

Finally, there was a promotional effort for the expo. Working with Seven Hills’ 

Development Department, we made drafts of fliers and banners to advertise the Expo using 

their approved image assets. Afterwards, Development’s graphic designer Peter Demko (see 

Appendix D) made finalized versions of our fliers and banners that matched Seven Hills’ 

media standards. These advertisements were dispersed by Development using Facebook, 

Instagram, Twitter, Constant Contact, and their smart televisions. We strategically placed fliers 

around the WPI Campus Center and spoke with professors and students at Worcester State 
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University, Clark University, and Worcester Polytechnic Institute who were affiliated with 

either Biology, Engineering, or Computer Science. The Development Department created an 

online portal for attendees to RSVP for the Expo, using software they have used in the past. 

Having attendees register through this portal provided us with a list of people who were 

interested in attending an AT-related event and might be again in the future. Having people 

RSVP for the event also gave us an indicator for how many gifts we should purchase to give to 

attendees upon entering the Expo. Based on our projected attendance, we decided that 200 

sling bags could cover expected attendees, and would not be cost prohibitive given our budget.  

We also decided that having a workshop at the Expo would offer a point of engagement 

for attendees, and would leave them with another item to take home to remember the Expo by. 

In keeping with the theme of the Expo, we decided that the workshop would teach attendees 

how to construct a low-cost, low-tech do-it-yourself(DIY) assistive device. That way any 

attendee could walk away with a piece of AT that they created, could appreciate, and perhaps 

even use themselves. Since the items were low cost, if an attendee discarded the item the loss 

would be minimal. Steve Kessler, the Seven Hills Foundation AT Specialist (see Appendix D) 

provided us with the book Assistive Technology Solutions in Minutes: Ordinary Items 

Extraordinary Solutions Book II by Therese Willkomm, PhD, ATP. ((REFERENCE)). Using 

this book we had several options for low cost, easy to construct items that could be featured in 

our workshop. We ultimately decided that creating a battery interrupter would be the best 

because people would be able to attach it to any consumer electronic device that used a battery, 

and the item was a real, working smart switch that someone with a disability might be able to 

use. In addition they were cost efficient-- enough materials for over 300 complete battery 
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interrupters was about $75. Since there were so many options for low cost and low tech DIY 

assistive devices, the book was also on display at one of the Expo stations for attendees to 

freely look through, in case they saw anything that might be of use to them or others. 

Establishing Vendor Attendance and Interest 

The Expo also had the intention of informing those within the AT community as to the 

latest innovations in Assistive Technology. To accomplish this, we identified common 

categories of disabilities with AT solutions, and sought out vendors and devices that could 

represent each category. 

In order to understand what vendors look for in an Expo, our team attended an Expo for 

Biology firms at the WPI Gateway Building, at the recommendation of Professor Chickery 

Kasouf. Each team member spent about a half hour talking to representatives about how many 

Expos they annually attend, turnaround time for deciding whether or not they would be able to 

attend an Expo, and any associated costs and benefits. The most often repeated message from 

this Expo was that vendors were typically booked in advance, and that if their schedule 

happened to be clear, depending on the Expo, a group might decide to attend an event that 

same day. With this in mind, we decided that we had to immediately move forward with 

reaching out to vendors given our very narrow timeline. 

The list of contact information for vendors that we created was already filtered on the 

criteria that they had some sort of working relationship to SHF and were local in some way. In 

addition, this list of vendors satisfied the broad categories of AT we had hoped to represent at 
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the Expo. We drafted one universal email introducing potential vendors to the Expo and 

requesting their attendance. Working with Seven Hills staff, we decided which vendors we 

should reach out to with this email, which vendors SHF should reach out to, and which vendors 

we could expect timely responses from. Having SHF staff contact vendors was meant to 

expedite response times, since an email coming from someone working at Seven Hills has a 

much lower chance of being ignored and the recipient would know it was official. Seven Hills 

staff had their own personal connections within the AT industry and would take full initiative 

in contacting those individuals. After eliciting a response, we would be copied into an email 

and take over further correspondence. 

While the Development Department was hosting an online portal for attendee 

registration, our team designed and hosted a portal on our Google Site for Seven Hills’ 

Superusers to choose which booths at the Expo they would like to staff (see Appendix M). This 

allowed volunteers to easily choose which session(s) they could work and what technology 

they were familiar with enough to demonstrate. Recording this information in our database will 

allow SHF to know which Superusers were familiar with which devices, and who might be 

interested in staffing a similar event  should they host an event in the future.  

Since the Expo was on a weekday, Seven Hills staff had to find coverage for their 

daytime obligations. Upper-level management supported the event and sent emails encouraging 

Superusers to staff the Expo and get coverage. Where possible, management did what they 

could in order to facilitate Superusers receiving this coverage. 

As vendors and Superuser volunteers began to confirm their attendance for the Expo, we 

added them to separate email aliases in order to push weekly updates every Friday via email. We 
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did this so that leading up to the Expo, we could create a consistent line of communication and 

have no one feeling left in the dark. 

Cost Analysis and Final Logistics 

As we planned the Expo, given that SHF’s own office space served as the venue all of 

the costs were within Seven Hills’ $2,000 budget, with costs totaling $1,333. In addition, there 

was the absorbed cost of the additional power draw for stations that needed it during the Expo. 

For a breakdown of all costs for hosting this Expo, categorized as food, giveaways, and 

signage, please see Appendix N. Being able to look back at the costs for this Expo will be 

valuable to Seven Hills, as they can use their judgement on which costs were and were not 

justified.  

Early in the project our team reached out to Seven Hills staff members Mike Kendrick 

and Ed Doucette (see Appendix D) in order to receive a floor plan of Seven Hills’ bingo hall. 

Our team then overlaid our thoughts for the Expo’s layout, stations, and our projected flow of 

attendees. Later in the project when the attending vendors were finalized, we used one of our 

weekly updates to ask vendors how much space they would need, if they needed a power 

source, and if they needed other special accommodations. This information directly affected 

the layout of the Expo. Once all vendors had sent their needs to us, we were able to make one 

final layout. We then worked with SHF’s marketing team in order to make a version of the 

layout that would be given to attendees upon entering the Expo (see Appendix K) so that they 

knew the location of vendors and what was happening in what spaces. This layout was a part 

of a larger pamphlet that was given to attendees at the door (see Appendix L) that had more 
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information about the vendors in attendance. 

Final logistics then included creating signage to note entrances, exits, bathrooms, 

curbside foam signs, and wordcloud banners for the venue, ordering table cloths, and making 

table-tents to mark vendor tables. The cost for all signage was $44, plus an additional $8 so 

that every table had a table cloth. We pushed weekly vendor updates every Friday so that 

vendors were constantly aware of the status of the Expo and could reach out to us at any time 

with questions or concerns. 

Laying the Foundation for Future Expos 

Lastly, our team provided the Seven Hills Foundation with attendee feedback about the 

Expo, since this was a pilot event and feedback would determine the potential for future events. 

Team members had rotational positions during the Expo and asked participants questions to 

understand where the Expo had succeeded, where it may have fallen short, and how it could be 

improved. Drawing on our experience talking to vendors at the Gateway WPI Expo earlier in 

the term, and using metrics such as comparing registered versus actual attendees, average time 

spent at the Expo, and asking individuals how engaged they were and how much they learned 

from the Expo, we offered a variety of criteria that might indicate whether or not this Expo was 

a success. Additionally, we each took time to participate in the Expo ourselves to experience 

and critique the event ourselves.  

We also  used iPads provided by Apple and Seven Hills to host an exit survey (see 

Appendix E). We chose iPads since they offer a fast, user friendly interface. In this survey we 

asked attendees if they were willing to answer more of our questions in the future. If they 
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agreed, their information was recorded and placed in our database. We then contacted 13 

individuals who were willing to offer more of their opinions via email. In this email, we 

thanked them for their participation and made it clear that the Expo was a pilot event. In this 

email was a link to questionnaire with six short answer questions asking why they attended the 

event, and how we future Expos could be better. We let respondents know that their feedback 

regardless was very appreciated, but they did not need to feel pressured to answer all of our 

questions. Like everything else, this information was also turned over to Seven Hills in the 

website database we made for them. 

Finally, we conducted a brief meeting with two members of the Seven Hills Expo 

Team. In this meeting we recapped the site’s features, and provided additional insight into 

changes in its contents after the Expo. In addition, we provided a manual on how to use and 

edit the site, all of its contents, and everything we produced (such as surveys and sign up 

forms) so that anyone on the staff could use them themselves. 

Throughout our project our team successfully hosted an Expo that was open to the public 

and SHF staff, and turned over a database to Seven Hills that will allow the planning of future 

Expos to be more streamlined. This was made possible by working closely with Seven Hills’ 

Development and Marketing teams, in order to make sure that the rollout of this Expo was in line 

with their standards. Our team researched past Expos and trade shows, and drew on those events 

and the experience of SHF staff who had been involved in creating or attending Expos in the 

past. Our methods hinged on engaging all parties involved, and constantly updating them. 

Though the Expo was an enjoyable event with high vendor and attendee turnout, especially given 

its timeline, the question of whether or not an Expo was the best solution given its costs still 
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remains. We will discuss these and other results in the following chapter. 
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4.0 Results & Analysis 

Our project’s goal was to provide the Seven Hills Foundation with a means to inform the 

general public, their clients, and their staff as to the latest happenings and offerings in Assistive 

Technology. To do so, our project team followed a course of methods detailed in the previous 

chapter and worked very closely with SHF staff. Though the execution of our methods did result 

in a timely event hosting attendees and vendors, there are actions we could have performed 

differently in retrospect and the success of this event is yet to be discussed. 

In this chapter we will discuss the results of the Expo, the uses of the database, results of 

surveys from the vendors, staff, and attendees, and all Expo planning results. Afterward, we will 

offer our recommendations based on those from attendees, vendors, and the Expo Teams. Should 

Seven Hills decide to host another AT event, these results and our recommendations should 

make for an event that is even more well received. 

 

4.1 Expo Planning Results 

The planning process for this Expo was a constant decision-making process. Working 

with Seven Hills, we narrowed our options and were able to arrive at decisions on a range of the 

Expo’s components. In this chapter, we will discuss the results of choices concerning 

advertisement, speakers and vendors, the Expo’s layout, attendee registration, and volunteering. 

Each had many proposed options that changed over the course of our project before taking their 

final forms. 
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4.1.1 Contacting Potential Vendors 

After compiling a large list of potential vendors, SHF staff informed us that the Expo 

should represent a wide variety of AT. We filtered the extensive list of vendors we had already 

identified based on two criteria. First, we decided that the most productive way to group vendors 

would be based on what assistive solutions they could provide-- such as home automation 

devices, solutions for the sight or hearing impaired, devices for motor impairments, etc. This left 

us with a batch of vendors whose attendance would appeal to a wide audience; whether it be a 

SHF staff member,  someone seeking a new device, or a casual attendee. Second, we opted for 

vendors by choosing only those who already had an existing relationship with SHF. Together 

these criteria led to the creation of a shortlist of vendors to contact for the Expo. In the process of 

reaching out to potential vendors, we sent emails to the companies we had identified on our 

shortlist, beginning on January 25th.  

Our decision to only reach out to companies that the Seven Hills Foundation already had 

a relationship with resulted in fast responses, with Perkins School for the Blind confirming their 

attendance on that same day. Within one week, all 11 vendors that we reached out sent us a firm 

response, with the last being Kurzweil on February 1st. With four weeks’ notice, only one 

vendor (UMass Lowell) was unable to attend our Expo, but they were still interested in the event 

and decided to come as an attendee.  

 

 

4.1.2 Speaker Decision 

In the original planning process, we had planned for there to be a keynote speaker, Jared 
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Grier of the Grier Strong Foundation. We decided against it for two reasons. First, Jared is a 

full-time student at WPI and the date Expo created a conflict with his academic schedule. 

Secondly, we believed that introducing a speaker would create confusion and disturb the flow of 

attendees. In the extended survey we sent to attendees who were willing to answer more of our 

questions, when asked about the possibility of a future Expo, one respondent said “I like the drop 

in and and take your time approach.” The Expo also had one session that was high volume and 

one that was very low volume. Trying to rally attendees around a speaker could have proven 

difficult.  

 

4.1.3 Expo Registration Page 

After a meeting with Development, we discussed what information should be on their 

registration portal for attendees to RSVP for the Expo. We came to the conclusion that it would 

have first and last name, email address, how many guests they would be bringing, and which 

session they would be attending. This allowed us to calculate exactly how many people would be 

coming to each session of the Expo. Attendees could pre-register as many as 10 guests at a time, 

but only the person filling out the form had to include their information. As a result we were only 

able to capture that person’s information through this form. Sign in sheets were in place for at the 

Expo for both walk in attendees, and guests who had not registered themselves.  Using the online 

portal there were 92 pre-registered attendees the night before the Expo. 

 

4.1.4 Attendee Demographics 

After examining the results from the exit survey, we gathered various information 
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regarding the demographics of the attendees at the Expo. As per the graph below, we discovered 

that most attendees were Seven Hills staff, followed by the general public and family/friends. 

 

 

 

This shows that most of the attendees were Seven Hills staff. We also discovered that 

between all methods that development used to advertise the Expo, most attendees heard about 

the Expo through email. The fewest attendees heard about the Expo from social media. This 

shows that email was the best way to communicate the Expo.  
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4.1.5 Gathering Seven Hills Superuser Volunteers 

As we planned the Expo and what stations the SHF Superusers would have, we needed to 

find out which Superusers had more experience with certain devices so we could request them 

for those stations. To do so, we designed and hosted a portal on our Google Site for Seven Hills’ 

Superusers to choose which booths at the Expo they would like to staff (see Appendix M). After 

collecting responses, we decided that the Superusers would staff stations for augmentative and 

alternative communication, assistive hearing, low-tech devices, the myGaze, smart home 

solutions, and a table dedicated to recruiting Superusers.  

Superusers were able to work stations at the Expo after receiving coverage from their 

usual obligations, which was encouraged by upper level management. Even so, we did not have 

volunteers for 3 stations in the afternoon. At two of the stations, the resident Superusers stayed 

longer than they had planned in order to fill the vacancy. The VP of Seven Hills ASPiRE!, Joe 

Realbuto was also in attendance. He was excited about an annual AT Expo, so it may be that 
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those seeking coverage for future events have more support or incentives from management. 

 

4.1.6 Gathering General Volunteers 

Along with the Superuser volunteers, we needed gather more volunteers to run stations 

such as the battery interrupter workshop, registration/check-in tables, and to have individuals on 

standby for general help. We requested any Seven Hills staff available volunteer at the Expo, 

especially for the breakdown of the Bingo Hall. After several days, we only had a handful of 

SHF staff who were able to volunteer, so we decided to try to find volunteers from elsewhere. 

Chau told us that her organization, the Southeast Asian Coalition (SEAC), had many volunteers 

available that needed volunteer hours for various reasons and were willing to help. After 

contacting them, we received confirmation from 18 volunteers that were willing to come to the 

Expo for general help. They were placed at the registration/check-in station, the battery 

interrupter workshop, and also in the hallways to direct people into the Expo.  

4.1.7 Expo Layout 

After confirming how many vendors would be in attendance and how many needed to be 

connected to a power source (the only limiting factor in determining a layout) we began creating 

mock layouts for the Expo. As we gathered this information from vendors and began to have 

more pre-registered attendees, the proposed layout continuously changed. Once this was 

finalized, we sent our designs to SHF’s Development Department so that they could incorporate 

it into a handout for attendees. This allowed attendees to find out what vendors were at the Expo 

and where they were located so that they could go to the stations they were most interested in. 

Upon entering the Expo, many attendees looked at the Expo map and planned their time based 
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on which vendors or products they were most interested in. One attendee was even able to find a 

product that her son used to use, but had broken, saying “They had a tool that my son used to use 

but that got broken--flexible rubber strap that wraps around hand and can assist him in holding 

marker or pens in place so he can manipulate them. I haven't been able to locate these to order 

more so I was able to get that info.” 

 

 

 

 

 

 

 

 

All in all, all respondents to our exit surveys ‘agreed’ or ‘strongly agreed’ that the Expo was well 

organized, and its layout was easy to follow. We also placed the tables with wheelchair clearance 

in mind, and a notable amount of attendees were wheelchair bound. 
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During the Expo, we noticed an issue with the location of our exit survey table. We 

wanted the table to be placed such that all attendees would pass it on the way out. However, 

there was a gap between the snacks and beverages table where attendees could unknowingly 

bypass exit survey and leave. This meant that we missed many opportunities for feedback. We 

solved the problem temporarily by moving garbage cans there so attendees could not walk 

behind the exit survey, and began to see more responses. We also did not take those with special 

needs into full consideration when designing our exit surveys, and only received one response 

from a person who receives care from Seven Hills.  

 

4.2 Expo Results 

During the Expo, we informally spoke to vendors, attendees, and staff and asked them 

various questions about the Expo. We also asked attendees to complete exit surveys. A number 

of them were genuinely interested in submitting further feedback and were willing to follow up 

with us to answer even more questions about the Expo. We also sent a post-Expo survey to all 

participant vendors. Their responses will be explained in detail in the following sections. 

 

4.2.1 Expo Attendee Outlook 

In addition to the exit survey we had at the Expo, we sent out more questions to 

individuals who said they would be interested in answering further questions. These individuals 

felt strongly about our Expo, and wanted their feedback to be taken into consideration for future 

events. Even so, we were able to draw many conclusions from our standard survey as well. 

One notable attendee was Judy Fask, who is a transition rehab specialist for Worcester 
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Public Schools and a professor at the College of the Holy Cross. She came and extremely 

enjoyed the Expo as she works with individuals with disabilities and has been a exhibitor at 

previous events and Expos. After speaking with her, she offered us a range of feedback about our 

Expo. In addition she offered recommendations that will be discussed in Chapter 5. 

Another notable attendee was a mother whose son has severe cognitive disabilities and 

receives care at a Seven Hills facility in Groton, Massachusetts. She brought him with her to the 

afternoon session. She went to each station with her son and was thoroughly interested in 

learning about the latest offerings from each organization. We had a conversation with her while 

she was completing our Exit Survey. She felt that for her needs, being able to speak with vendors 

individually and at length was a better experience than the heavily active, full Expo that 

attendees experienced in the previous session. In thePost Expo Attendee survey (see Appendix 

E), she explained, “My son doesn't understand instructions but they had everything set up so he 

could link up to [the myGaze] software and I could see that, with some help, it might work for 

him.” In addition to this case, there were a number of attendees who found themselves more 

attracted to the booths that were interactive.  

Our exit surveys asked attendees how they felt about the Expo’s layout, how well it was 

organization, how much they felt they had learned, if they enjoyed themselves, the length of their 

stay, and if they would come to another Seven Hills Expo. Their options ranged from ‘Strongly 

Agree’ to ‘Strongly Disagree.’ When asking questions about the Expo’s execution, there were no 

negative responses. The next page contains all of the survey compiled between sessions. 
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The first graph is in regards to what time the attendees arrived and how long their 

duration of stay was. The first Expo session went from 10 AM to 2 PM, and the second from 

3PM to 7PM. We found that most attendees arrived within the first hour of the Expo and stayed 

for about an hour to two hours. Over 10 attendees arrived before the Expo had opened, and at its 

peak, there were well over 100 attendees on the Expo floor at one time. This foot traffic was 

sustained for about 90 minutes. 

This next pie chart displays how much the attendees felt they had learned about AT from 

coming to the Expo. 
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After reviewing the answers for this question, over half of the attendees strongly agreed that they 

learned a lot about Assistive Technology, and 97% answered that they had learned a lot about 

Assistive Technology from this Expo. 

The following graph offers insight into how much the attendees enjoyed the Expo. 

 

Looking back at the responses we received, every respondent felt that they enjoyed themselves at 

the Expo.  

One of the more important questions we asked was if the respondent would be willing to 

attend future Expos hosted by the Seven Hills Foundation. 
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97% of the attendees who completed our Exit Survey would come to future Expo at Seven Hills. 

Since this was a pilot event, this is a direct indicator of the potential success rate for future 

Expos. 

 

4.2.2 Expo Vendor Outlook 

While we were talking to the attendees, we also spoke with vendors to better understand 

how they felt about the Expo throughout the day. Every vendor was excited to be at the Expo and 

enjoyed working with attendees who were genuinely in AT and what the vendors had to offer. 

Multiple vendors approached us asking to be registered for next year’s Expo not knowing that 

the event was a pilot.  

The vendor representing REquipment, Roxy Rocker, stated that while discussing the 

Expo with her organization’s board and Massachusetts State Senator Harriette Chandler, her 

board was thrilled to be a part of the Expo. Senator Chandler was also very excited about the 

event and remarked that AT-oriented organizations should work more closely with WPI and its 

engineering programs. After the Expo, we sent a survey to all of the vendors. The results are 

below.  

The graph below represents the vendors views for the expectations for the Expo.  

 

 

 

 

 



54 

 

 

 

 

 

Our Expo met or exceeded every vendor's expectations. This means that for a vendor who 

regularly participates in Expos, this event at least met their expectations for professionalism and 

execution.  Interestingly enough, more vendors said that their expectations were met rather than 

exceeded. This shows Seven Hills that though the Expo is unanimously supported, it can be 

improved upon. We believe this is in part due to the long sessions with significant downtime. But 

as articulated by the representative for Perkins School for the Blind, Erin Fragola, oftentimes 

Expos are exclusively downtime and attendees are uninterested. With shorter sessions, vendors 

would have had to plan to obligate less of their time, and would have been able to enjoy constant 

high-energy foot traffic, which was the case for the first 90 minutes of the morning session. Even 

so, attendees and vendors enjoyed being able to spend more time with attendees to have more 

intimate conversations.  

The next graph displays the responses from the vendors in regards to how well the Expo 

was executed on a scale of 1 to 10. A 10 means the Expo was perfect, a 1 means the Expo was 

extremely poor. 
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All vendors had responded with at least a 7. There were a few 10’s, but most vendors felt the 

execution deserved an 8. This information is valuable as it was a pilot event and it shows that 

Seven Hills’ Expo came together well. 

The final question we asked was whether or not the vendors would come to another event 

at Seven Hills. 

 

 


