
Why integrations 
matter more than 
event platform  features�
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In this ecosystem, features matter. But integrations matter more.

They determine whether systems work together under pressure, whether 
data stays consistent across handoffs, and whether event outcomes 
remain measurable and actionable once the doors close

Live events rarely operate inside a single system. They sit at the 
intersection of event platforms, onsite execution tools, CRMs, marketing 
automation, agency workflows, and reporting environments.
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Why you’re wrong about integrations�

Integration is often framed as a technical requirement. 
Does the platform integrate with Salesforce? With HubSpot? 
Does it have an API?

These questions are necessary, but they are incomplete.

They assume events operate in controlled, predictable 
environments. In reality, live events introduce constant volatility: 
walk-ins, last-minute substitutions, badge reprints, connectivity 
issues, session overruns, and onsite operational decisions.

Integration determines 
whether this volatility is 
absorbed cleanly or cascades 
into data fragmentation, 
reporting inconsistencies, and 
lost commercial value.

From a leadership 
perspective, integration 
is not about whether 
systems connect in 
theory. It is about 
whether outcomes 
survive reality.
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All-in-one event platforms are designed to centralize planning, 
communication, and reporting. Their integration models reflect this goal.

Why integration breaks down in 
“all-in-one” event platforms�
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In practice, this often means: 

This is not a flaw in engineering but rather a consequence of optimization. 

Platforms are built for scale and repeatability. Live events, especially B2B 
and enterprise events, are bespoke, high-pressure, and exception-heavy.

For marketing and operations leadership, this creates three material risks.

1. Process distortion

One primary CRM is 
deeply supported, others 
are secondary.

Data models are optimized 
for the platform, not for 
downstream systems.

Onsite edge cases are 
flattened to preserve 
standardizationd.

Real-time sync exists, but 
is throttled, delayed, or 
simplified.

Teams are forced to adapt their CRM workflows, reporting 
logic, and lead qualification processes to match platform 
constraints, rather than business requirements.

Instead of tools supporting strategy, strategy bends to 
tooling.



 Vendor lock-in disguised as convenience3.
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 Data decay at the moment of truth2.
The most valuable event data is captured onsite: 
attendance, engagement, session behavior, exhibitor 
interactions, and intent signals.

If integration is brittle, that data becomes delayed, 
degraded, or mistrusted before sales or sponsors can 
act. Follow-up slows. Attribution weakens. Confidence 
in event ROI erodes

How specialized solutions approach 
integration di�erently�
Specialized event solutions start from a different assumption: they are 
one layer in a broader ecosystem, not the center of it.

This leads to three practical integration principles.

When all workflows are optimized around a single 
platform, replacing any component of the stack 
becomes operationally painful, even if performance is 
lacking.

What looks like simplicity becomes rigidity.
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This allows organizers to choose the right integration depth per event, 
rather than committing to a rigid model across every scenario.

1. Integration is modular, not monolithic

2. Data quality is protected at capture,
      not repaired later

Instead of relying on a single “official” integration path, specialized 
solutions support multiple methods simultaneously:

Integration only works if the data entering the system is reliable.

Specialized solutions prioritize accuracy at the source by:

By protecting data integrity at the moment of interaction, downstream 
systems can vary without breaking outcomes

Native CRM integrations where real-time sync matters.

Middleware and automation tools for flexibility.

Structured file workflows for regulated or complex environments.

Onsite data normalization to simplify downstream mapping.

Enforcing unique attendee identifiers onsite

Capturing consent and preferences in real time

Logging changes such as badge reprints, substitutions, and role 
updates



3. Integration adapts to the customer ecosystem
Real-world event stacks are rarely clean or uniform. They often include:

Specialized solutions are designed to plug into these ecosystems rather 
than replace them. Adaptability becomes the differentiator

Event platforms

CRMs

Association or membership systems

Marketing automation tools

Legacy or custom-built tools

Agency-owned reporting environments
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Integration use case: fielddrive in a 
multi-platform event environment
Consider a mid-sized B2B conference with 1,200 attendees and 60 
exhibitors.

The organizer uses:

This setup is common.

Salesforce for 
sales follow-up.

HubSpot for 
marketing 
automation.

An agency-managed sponsor reporting 
workflow.

An event platform for registration, agenda, 
and email communication.



If the organizer relies solely on the event platform:

The result is frustration on all sides. Attendees feel friction onsite. 
Sponsors complain about lead quality. Sales teams distrust the data.
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The problem with a platform only approach.

Check in and badge printing are tightly coupled to the platform’s 
attendee record.

Lead retrieval data is stored inside the platform first.

Exports are generated after the event, often days later.

Sales and sponsors receive delayed or incomplete data.

Walk ins and onsite changes create mismatches between systems.

Step 1: Onsite execution with fielddrive:

fielddrive is deployed for check in, badge printing, session 
scanning, and lead retrieval.

How a specialized solution changes the outcome

Key actions:

Attendees are checked in using QR codes, name search, 
or manual lookup.

Walk ins are registered onsite with structured fields.



All of this happens independently of the event platform’s UI limitations.
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Each system receives the data it needs, in the format it expects.

Because data is captured cleanly and distributed intelligently:
Step 3: Faster action and better outcomes

Badges are printed or reprinted instantly without 
breaking flow.

Exhibitors scan leads in real time using the lead retrieval 
app.

Attendee check in status and badge activity are synced 
back to the event platform for reporting.

Sales teams follow up with hot leads within hours, not days.

Sponsors see higher quality leads and clearer attribution.

Exhibitor leads are pushed directly to Salesforce, mapped 
to existing account and contact rules.

Marketing consent and session attendance are synced to 
HubSpot for targeted follow ups.

A structured export is shared with the sponsor agency for 
custom reporting.

Instead of forcing everything through one pipe, fielddrive 
supports multiple flows:

Step 2: Flexible integration paths.
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Marketing teams can segment attendees based on real behavior, 
not just registration intent.

This is not about having more integrations. It is about having the right 
integration philosophy.

Integration flexibility protects future optionality

Your event stack will evolve. New tools, new partners, new 
compliance requirements. Modular integration reduces the cost 
of change.

Integration quality shapes revenue perception

Sales teams and sponsors do not care how comprehensive a 
platform appears. They care whether the data works. When it 
does, events are seen as revenue drivers rather than cost 
centers.

The organizer gains credibility and increases renewal likelihood.

How robust and agile integrations 
help marketing leadership
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www.fielddrive.com
marketing@fielddrive.com +32 3 860 16 90

SCAN THE QR CODE
our in-depth resource repository for all things events!

For more helpful guides and tips, check out fielddrive Onsite Academy

Event platforms play a critical role in planning and communication. But 
integration determines whether the value created onsite survives beyond 
the event itself.

The real question is not which platform offers the most features.

It is which integration approach performs reliably when systems overlap, 
conditions change, and pressure is high.

If you’d like to know more about which kinds of integrations can help your 
next big event, then get in touch with our experts for tech advisory 
sessions. Give your next event the benefit of our decade long experience! 
Contact our experts today!

Integration is part of the experience

Broken integration shows up as missed leads, incorrect 
personalization, delayed follow-up, and conflicting reports. To 
attendees and sponsors, this feels like poor execution, not a 
technical issue.


