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45+ Events in 2025
Jan Horecava NL Amsterdam, NL May WOC Jakarta Jakarta, Indonesia

Sigep Rimini Rimini, Italy London Coffee Festival London, UK

Horkram Denmark Kazakstan Coffee Fest Kazakhstan

FFCR Stockholm, Sweden NRA Chicago Chicago, USA

Feb Hotel & Restaurant Show Tokyo, Japan CAFEX Egypt

Adriatic Gastro Show Zadar, Croatia The Specialty Coffee Expo JHB Africa

HORECA Greece Athens Jun Decorex Africa

WOC Dubai Dubai, UAE WOC Geneva Geneva, Switzerland

Madrid Coffee Fest Madrid, Spain Jul Taichung Coffee Expo Taiwan

CATEX Dublin, Ireland CAFERES Japan Tokyo, Japan

Mar Nordic Coffee Festival Gothenburg, Sweden MIFB Malaysia

AAHAR New Delhi Creative Coffee Week Africa

MICE Melbourne, Australia Sept EXPO CAFE Mexico Mexico

Prague Bar Show Prague, Czech Riga Food 2025 Latvia

Apr AU2PART Denmark Paris Coffee Show Paris, France

Coffee Expo Seoul Seoul, Korea SCAJ Tokyo, Japan

ACF Amsterdam, NL
Oct

Barcelona Coffee Awards Barcelona, Spain

MAKRO Czech Gastro Fest Czechia Horkram Denmark

RC Show Toronto, CA HOST Milan, IT

Dublin Coffee Festival Dublin, Ireland FABEX Osaka, Japan

ICBS Malaysia Nov Taipei Coffee Expo Taiwan

Specialty Coffee Expo Houston, USA Seoul Cafe Show Seoul, Korea

Tallinn Coffee Festival Estonia

https://www.horecava.nl/
https://www.asia.worldofcoffee.org/
https://www.sigep.it/en/sigep/presentation
https://www.londoncoffeefestival.com/
https://www.hoka.dk/da-dk
https://qazaqstancoffeefestival.kz/
https://www.ffcr-stockholm.com/
https://www.nationalrestaurantshow.com/
https://hcj.jma.or.jp/en/
https://cafex-me.com/
https://adriaticgastroshow.com/en/
https://www.specialtycoffeeexpo.co.za/
https://horecaexpo.gr/en/
https://www.decorex.co.za/cape-town/en-gb.html
https://dubai.worldofcoffee.org/
https://www.worldofcoffee.org/
https://coffee-fest.com/
https://www.tcfb.com.tw/en/index.html
https://catexexhibition.com/
https://caferes.jp/en/
https://www.nordiccoffeefest.com/
https://mifb.com.my/
https://indiatradefair.com/aahardelhi/
https://creativecoffeeweek.com/
https://internationalcoffeeexpo.com/
https://www.praguebarshow.cz/en
https://www.bt1.lv/rigafood/eng/index.php
https://pariscoffeeshow.fr/
https://online.coffeexpo.co.kr/
https://scajconference.jp/en/home-en
https://www.amsterdamcoffeefestival.com/
https://bcncoffeeawards.com/
https://makroczechgastrofest.cz/
https://www.hoka.dk/da-dk
https://www.rcshow.com/
https://host.fieramilano.it/en/
https://www.dublincoffeefest.com/
https://kansai.fabex.jp/outline/fabex.html
https://intl-cbs.com/
https://www.chanchao.com.tw/coffee/en/
https://www.coffeeexpo.org/
https://eng.cafeshow.com/eng/?redirect=main
https://tallinncoffeefestival.ee/?lang=en
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Relationship 
Management

Knowledge 
Sharing

“If everyone is moving forward together, then 
success takes care of itself” – Henry Ford

Marketing Sales Technical

Providing all relevant 
documentation & 
communicating best 
business practices & 
what has worked well 
with our other 
partners

Collaborate with 
the  marketing team 
in increasing the LAF 
brand awareness 
locally & assist in the 
go-to-market strategy

Instilling self-belief 
within the sales team 
that they are selling 
the market leading 
product by 
communicating the 
value it generates for 
all stakeholders

Instilling confidence 
within the technical 
team so that they 
have the knowledge & 
competence to 
perform daily tasks & 
deal with complexities

Providing ongoing 
regular support 
through listening, 
collecting & analyzing 
data/feedback & 
taking action to 
ensure success

Onboarding Process: Key Areas 
of Focus
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Sharing knowledge will help us align, learn, grow and succeed together

Provide access to our 
knowledge database

Business best practices

Admin/Procurement 
processes

Gather partners company 
information

”SharePoint” Frank Buna’s 
database stores all 
company documents such 
as manuals, brochures, 
photos, presentations etc. 

Share experiences of some 
things that have gone well 
with our partners & things 
that haven’t

Understanding the 
procurement process, 
payment terms etc.

Gather all  relevant contact  & 
company information & any 
relevant/useful documents

Knowledge Sharing
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Partner 
Announcement

Meeting with 
Marketing Team

Content &
Success Stories

LAF and partner to 
draft press 
announcement 
about partnership, 
add partner to 
website

Introductions 
and LAF team to 
share 2025 
marketing plan

Launch LAF 
Product Page

Plan 2025 go to 
market strategy

Nefeli to support 
with images, 
video and 
product 
information

LAF and partner 
plan marketing 
activations for 
2025

Partner connects 
us with top 
clients for case 
studies, 
testimonials and 
content

We will request a 
quote, photos 
and company 
logo to draft the 
announcement

Share local 
market insights 
to help us 
properly position 
LAF in local 
market

Launch within 2-4 
weeks and 
include a 
backlink to our 
website

Both teams bring 
ideas to drive 
success in your 
markets – events, 
social media, 
influencers, press

Connect us to 
end customers in 
your local market 
so that we can 
get feedback
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Sales Schedule & Resources

Handover of 
existing leads

Remote sales 
training

Face to face
training

Support with Key
Accounts & Events

Ongoing 
Sales Support

All leads to be 
handed over

Franjo/Ivan to 
host a remote 
sales training 
session & go 
through our 
sales deck

Franjo/Ivan to 
conduct a 
detailed training 
with the LAF

Franjo/Ivan to 
provide guidance 
& strategic 
advice on how to 
manage & target 
key accounts

Send through 
updated sales 
material & provide 
training/sales 
material at request

Contact all leads 
& provide 
feedback

For all relevant 
sales reps to 
attend the session

For the session 
to take place 
before the first 
sales if possible

Market insight & 
initiatives taken to 
target KA & 
different segments 
of the market

Feedback from the 
field sales reps & 
request any 
further sales 
material/training  
needed to succeed
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Ongoing technical 
support from 
techs

Meeting with Marc 
(CTO)

Face to face
Training at FB 
HQ

Support with Key
Account roll outs

Technical 
Feedback

Full scope in 
depth training 
to be provided 
at our HQ 

Identify any special 
requirements needed 
within the technical 
framework & identify 
potential risks

Assist with the 
planning process 
& support 
remotely if 
needed

Feedback from end 
consumers and 
partners tech team & 
communicate to our 
technical team for 
improvements

Inform us of any 
business and/or 
market specific 
risks

Inform us of any 
major client roll 
outs in advance 

Feedback from the 
end customers and 
partners tech team 
in a structured 
manner

For the 
partner’s tech 
team to be the 
1st level of 
service for end 
customers

For the appropriate 
person to attend & 
spread knowledge 
internally & ensure 
all technicians are 
LAF qualified 

Attend to all 
technical queries, 
review 
performance & 
make necessary 
improvements 
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Technical Schedule & Resources 
Available
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Relationship Management

Enhance Communication
• Recurring monthly meetings
• Update on key accounts
• Updates on new company 

information/documentation 
available

• Implementing a culture of 
knowledge sharing & creating 
synergy in the partnership

Planning
• Communicating our vision & 

plans for the future
• Identifying new business 

opportunities
• Updates on strategic initiatives 

from both sides
• Provide market insights

Support
• Facilitate additional training as 

requested
• Always be asking “What do you 

need from our team to succeed?" 
& “what can we improve on”

 and action accordingly.

Accountability
• Establishing clear expectations 

and transparency between 
both sides

• Evaluating partner 
performance from both sides
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Any Questions or Final Thoughts? ☺
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