
 
How does international sourcing influence the daily organization of events at Optima 

Live ? 

Optima Live Sàrl 

 
 

 

 

 

 

 

 

 

Rapport de stage LEA 3 
 

Etudiant : MAGNENAT Enzo 

Maître de stage : FAVIER Yan, Gérant 

Tuteur universitaire : Anna Maria Alessandra Merlo 

Année Universitaire : 2025-2026 

 
Stage effectué du 11/03/26 au 06/07/26 

Mission principale : Assistant en communication et développement commercial 

international. 

 
 
 
 
 

 
Rapport confidentiel 

Oui ☐ 

Non ☒ 



2/57  

Table of contents 

Acknowledgements ..................................................................................................................... 4 

Introduction ................................................................................................................................. 5 

Part I : The agency and its global environment ................................ 7 

Chapter 1.1 : What is Optima Live ? ................................................................. 7 

1.1.1. The history, the structure and the identity of the agency .................................................. 7 

1.1.2. Internal organization ......................................................................................................... 8 

1.1.3. What does the agency offer ? ......................................................................................... 11 

Chapter 1.2 : The environment of the agency and its market ....................... 13 

1.2.1. Characteristics of the local market and the competitive landscape ............................... 13 

1.2.2. The role and importance of international partners .......................................................... 15 

Chapter 1.3 : Skills and experience enhanced or acquired during the 

internship ............................................................................................................ 16 

1.3.1. Bilingual commercial management and international sourcing ..................................... 17 

1.3.2. Digital tools for event design, logistics, and administration ........................................... 18 

1.3.3. Professional communication and field adaptability ........................................................ 20 

Part II : How does international sourcing influence the daily 

organization of events at Optima Live ? ......................................... 22 

Chapter 2.1 : Technical, linguistic challenges and cultural differences with 

non-French speaking partners .......................................................................... 22 

2.1.1. Linguistic Barriers and Asymmetric Communication Strategies .................................. 22 

2.1.2. Temporal and intercultural management : The challenge of time zones and operational 

responsiveness .......................................................................................................................... 23 

2.1.3. Currency and financial complexity in international negotiations ................................... 24 



3/57  

2.1.4. Technical and logistical perception mismatch : production lead times vs transit lead 

times  ........................................................................................................................................ 25 

Chapter 2.2 : From the commercial offer to on-field reality and event 

logistics ................................................................................................................ 27 

2.2.1. Commercial proposal engineering : Budgetary processes and visual modeling ............ 27 

2.2.2. Spatial Engineering: Spatial Layout Plans and Geometric Optimization ....................... 28 

2.2.3. The “event sheet” as an operational risk management tool ............................................29 

2.2.4. On-field material handling and logistical flows: Empirical case studies ........................ 31 

Chapter 2.3 : Management of international sourcing and analyzing its 

benefits and inconvenients to have the best efficiency possible ..................... 33 

2.3.1. Strategic and economic benefits of global procurement ................................................. 33 

2.3.2. Structural vulnerabilities and supply chain risks ........................................................... 36 

2.3.3. Strategic management recommendations ....................................................................... 38 

Conclusion ............................................................................................................................... 41 

Global bibliography ................................................................................................................. 43 

Appendices ............................................................................................................................... 45 



4/57  

Acknowledgements 

First of all, I would like to express my sincere gratitude to the entire team at Optima Live and 

Yatouland for accepting me as an intern and fully integrating me into their daily operations 

from my very first day. 

 

 

I want to deeply thank my tutor, Yan Favier, for placing his trust in me throughout this 

semester, sharing his extensive field experience, and training me to face complex business 

and logistical challenges. 

 

 

I am also very grateful to Vanessa for her constant kindness, her benevolence, and her 

valuable help with administrative and financial tasks whenever I needed guidance. 

 

 

A special and warm thanks goes to Paola and Lou-Ann for their extreme kindness and endless 

patience. They took the time to train me from scratch and guide me step-by-step, helping me 

to have a better understanding of the demanding world of event management which was 

unfamiliar to me at first. 

 

 

I would also like to thank Christian for his kindness and for opening new perspectives for me 

by helping me familiarize myself with generative AI prompting techniques, as well as 

showing me the fundamental basics of visual communication and web design. 

 

 

Finally, I want to express my deepest appreciation to my academic supervisor at Université 

Savoie Mont Blanc for accepting to guide my internship, for her valuable time, and for 

providing the constructive feedback, help and insights that greatly helped me structure and 

finalize this report. 



5/57  

Introduction 

 
From March 11, 2026, to July 06 2026, I completed my third-year internship for my 

Bachelor’s degree in Applied Foreign Languages (LEA) at Optima Live Sàrl and Yatouland, 

located in the industrial area of Les Acacias in Geneva. The event management sector in the 

Canton of Geneva is an incredibly dynamic and highly competitive market. To distinguish 

itself from traditional planning agencies, Optima Live relies on a unique business model built 

around brand synergy and the optimization of its own more than 1,000 square meter modular 

venue, OptimHall. This infrastructure allows the company to balance a B2B corporate events 

flow under the Optima Live brand with a B2C family entertainment stream managed under 

the well-known Yatouland division. 

A major financial and operational stake for a small to medium enterprise in this local market 

is maintaining venue profitability during quieter periods and constantly renewing rental 

inventory without suffering from expensive Swiss sub-rental costs. To overcome these 

limitations, the agency has integrated international sourcing directly into its core business 

methodology. Buying equipment and custom products from overseas manufacturing hubs, 

particularly China, has become essential to maximize the gross margins, expand the catalog 

variety, and offer complete creative customization to the clients. 

However, relying on a global supply chain introduces complex operational variables that 

extend far beyond simple local purchasing. This reality leads directly to the formulation of my 

central research question : How does international sourcing influence the daily organization of 

events at Optima Live ? The boundaries of this study focus specifically on the linguistic, 

temporal, and logistical workflows that connect our commercial planning office in Geneva to 

our foreign manufacturing partners, examining how these international dynamics impact our 

on-field operations and project execution. To analyze this topic, I implemented a research 

methodology based on participatory observation. Being fully integrated into the daily 

operations of the company allowed me to gather qualitative and quantitative data directly 

from the field. I evaluated our economic parameters by building financial matrices and 

quotations on Microsoft Excel under the guidance of Paola and Lou-Ann. I also engineered 

visual proposals, moodboards, and detailed floor plans on Canva, and established a strict 

qualitative tracking system for our communications with Chinese suppliers through 

WhatsApp. Furthermore, I conducted comparative sourcing research by contacting alternative 
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industrial manufacturers in Poland and Spain to evaluate the real trade-offs between European 

and Asian procurement lines. 

The main findings of this study reveal that while overseas sourcing offers an unbeatable unit 

cost advantage that can be up to ten times cheaper than European quotes, it also introduces 

structural vulnerabilities. These friction points include a particular written English on 

WhatsApp, asynchronous workflows caused by a 6 to 7 hour time difference, and highly 

volatile production and transport lead times. My research shows that to protect our gross 

margins while securing the unmovable deadlines of the event industry, the agency must 

implement standard 30% time buffers, institutionalize a "Ready-to-produce" catalog for 

repeatable assets, and formalize a contingent dual-sourcing framework using European 

backup suppliers for last-minute corporate requests. 

In alignment with the structural guidelines of the university, this report is organized into two 

primary sections : 

- Part I (The Organization and its Environment) outlines the history, internal structure, and 

commercial offers of Optima Live, provides a detailed analysis of the competitive landscape 

in Geneva, and details the specific professional skills I enhanced during my integration. 

- Part II (Development of the Research Question) deeply explores our global supply chain by 

analyzing our trilingual linguistic and temporal challenges (Chapter 2.1), examining how a 

commercial offer translates into physical handling on the field through concrete case studies 

(Chapter 2.2), and presenting my final strategic management recommendations to optimize 

the agency’s procurement efficiency (Chapter 2.3). 
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Part I : The agency and its global environment : 

 

 
Chapter 1.1 : What is Optima Live ? 

 

 
1.1.1. The history, the structure and the identity of the agency 

 

 

 

Optima Live Sàrl is a Swiss limited liability company (Société à responsabilité limitée) based 

in Geneva since 2016. The agency's headquarters are located at Chemin de la Gravière 4, in 

the industrial area of Les Acacias, a very active business area in Geneva. Founded by Yan 

Favier and partners/co-founders, the original goal was to build a versatile event company that 

could serve both corporate clients (B2B) and individual customers (B2C). At the very 

beginning the event agency was mainly specialized and based on children’s events 

 

 

Optima Live has an innovative business model, unlike usual event agencies only handling 

planning, Optima Live is based on brand synergy and the optimized use of a venue dedicated 

to the agency’s brands. The agency relies on three complementary pillars : 

 

 

The agency, Optima Live : This is the main company and brand. It manages the overall 

business, including strategic planning, large scale events, logistics, international sourcing and 

client relations. 

 

 

The venue, OptimHall : OptimHall is not a separate company, incorporated in 2019, it is the 

physical venue of Optima Live. With more than 1000 sqm, 600 sqm combining the 

“MainHall” and “StudioHall” on the ground floor, mainly used for presentations, product 

launch, cocktails, parties, concerts and where Yatouland's main playground is set up. There is 

also the upper floor, about 470 sqm with 10 breakout rooms and perfect spaces to host guests, 

workshops, small groups presentation or work and Yatouland’s birthday parties… 
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The family and children brand, Yatouland : Well-known in Geneva for children 

entertainment, with 20 years of experience, Yatouland is the public division of the agency 

(B2C). Yatouland is mainly focused on hosting families and children at the OptimHall 

organizing a playground of inflatables in the MainHall and StudioHall and birthday parties in 

the several breakout rooms. It also organizes events with service providers such as magicians, 

balloon artists…, at the place the customer wants, renting them inflatables, games and 

activities. Every summer a water park is installed, being an exclusive feature in Geneva. 

 

 

From a managerial point of view, combining these three brands helps the agency optimize its 

venue capacity and avoid financial losses during quieter periods. In the event industry, 

keeping a venue profitable when there are no large corporate bookings is a major challenge. 

Optima Live solves this by using a weekly rotation schedule. On Wednesdays and during the 

weekends, OptimHall is transformed into an indoor amusement park under the Yatouland 

brand, which generates regular income from families. When events are booked for example 

with parties during the weekend, the venue reserved for the client and the team tidies 

everything and puts in place the scene, tables, cocktail tables, sofas… 

 

 

 

A concrete example of this flexibility is the agency's work with institutional clients like the 

State of Geneva (République et Canton de Genève). When the local government rents the 

entire facility, they use every room of the venue. For instance, they organize seminars and 

workshops every two months for the new employees. The State uses the "MainHall" for large 

presentations and introductory speeches, the StudioHall is used for catering, while the ten 

breakout rooms are used for smaller, interactive training workshops. This case study shows 

how Optima Live successfully handles both massive crowds and smaller corporate meetings 

within the same optimized infrastructure. 

 

 

1.1.2. Internal organization 

 

 

 

In order to plan and make tailored events efficiently, Optima Live is based on a horizontal 

structure where information can circulate quickly between commercial planning and field 

operations. In each brand, Yatouland’s main events are handled by the Yatouland’s team and 
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OptimHall booking, Optima Live events and unusual Yatouland events are handled by 

Optima Live. 

 

 

The corporate and administrative core : 

 

 

 

Managing director, Yan Favier (my tutor) : He oversees the overall strategy, a big part of his 

job is meeting clients and trying to sell or rent them products, services and especially trying to 

search for new clients. He also finds new products to add at the catalog or even events such as 

Yatousplash (an aqua park). Thanks to his more than 20 years of experience he can always 

help us when we are struggling, for example on the strategic/commercial plan than the 

logistics challenges. My tutor contributed to the creation of the company in 2006 and later 

fully acquired it in 2016. 

 

 

Accounting, HR manager and administration, Vanessa : She is in charge of making the 

invoices of the company, managing the finances and administrative tasks. Vanessa is the HR 

manager of the company, so she ensures the well-being of the employees and she handles 

conflicts resolution. She also plans and books who will be in charge of logistics and the 

animators if the events need some. 

 

 

Event project managers Paola and Lou-Ann, (apprentice) : They manage projects from A to Z. 

They handle clients’ requests coming from phone calls, emails or even requests made directly 

on the website. They make offers, if it is a large-scale event they make a presentation on 

Canva for example to make the offer more attractive rather than the standard text 

document. Once the offer is signed and validated, they plan its organization making the 

“event sheet” to guide the logistics, animators, service providers… telling them what to do, 

when and where to avoid any problem. 

 

 

Graphic, AI optimization and web designer, Christian : Christian understands AI well and 

tries to optimize everything to make the agency as efficient as possible, he creates and 

continuously upgrades the agency’s website to make it attractive and nice looking. He handles 
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both Yatouland and Optima Live websites, but he also might create ones for the customers of 

Optima live who would like some. He also makes visuals like signs, flyers, tickets for 

Yatouland for example, giant advertising posters… 

 

 

 

The crew in charge of Yatouland : 

 

 

 

Yatouland manager, Richard : He manages the daily operations of the families/children's 

entertainment brand. He animates at Yatouland, takes customers’ bookings, checks if 

everything is set up and supervises the overall daily activity of Yatouland and its playground 

at the OptimHall. 

 

 

Reception and animation team, Hamida, Emerick, and Michelle : Hamida organizes and 

schedules the birthday parties at the OptimHall and Yatousplash during the summer, she often 

sets tables and the breakout rooms to host the parties and as Michelle and Emerick she 

animates the children’s parties. 

 

 

Logistics and handling team, Abdel and temporary staff : Abdel works as the part-time 

logistics manager. He is responsible for transporting and installing inflatables and furniture or 

activities at the client's place, he also works a lot at the OptimHall, removing/putting 

inflatables, setting up events like cocktails or parties for example, carrying and places 

furniture and installations that are needed (following the event sheet), the venue is 

metamorphosing into something new and special at each event. When large-scale setups such 

as preparing the OptimHall or building an event somewhere, require more manpower, the 

agency hires temporary extra staff (extras), such as Jamel, to help Abdel, the extra staff is 

essential for mid to large events otherwise it wouldn’t be possible to organize them. 

 

 

My integration and my missions as an intern : As defined in the official internship agreement, 

my main objective is to contribute to the agency’s business development and commercial 

communication. To bridge the gap between theoretical training and operational reality, my 

weekly working hours are strategically divided into three key areas : 
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Project management support (60% of the time) : I work closely with Paola and Lou-Ann to 

process client requests. Based on their guidelines, I calculate costs (Excel and quotations), 

draft commercial proposals (Word and Canva), and establish the final event sheet once a 

contract is validated and signed. I am also often asked to help in designing visual 

presentations on Canva specifically tailored for English-speaking corporate clients. 

I can plan events for 2027 as for the next day, making phone calls to ask for urgent needs in 

materials, service providers, specific items… 

 

 

International sourcing (30% of the time) : This mission is the focus of my research question 

during the second part of my report. I am in contact with some usual suppliers the agency 

works with, depending on the needs of the agency, I am asked to contact them and order some 

products. It can be usual products as it can be products designed from scratch, especially 

made for Optima Live. I do research and contact to try to find some possible European 

alternatives. I coordinate the production of custom-branded tableware for Yatouland (cups, 

plates, napkins and wooden spoons), promotional items like silk bracelets for clients and the 

Yatousplash water park, and for some client I ask to produce custom inflatables, including 

tailored changing rooms and movie themed structures. 

 

 

Digital and web optimization (10% of the time) : I assist Christian with website maintenance 

for both Optima Live and Yatouland brands. My tasks include enhancing visual assets with 

higher-quality photographs using AI or real pictures, verifying products’ technical 

specifications online, and proposing user-experience improvements. Several of my 

suggestions regarding web display and layout have been validated and executed by Christian. 

 

 

1.1.3. What does the agency offer ? 

 

 

 

Optima Live distinguishes itself in the Geneva event market through its ability to deliver a 

massive range of services, moving from usual equipment rentals to complex, tailor-made 

event productions. One of their priorities is to provide a "turnkey" service, and for whatever 
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order you make, for the customer not having to worry about anything. By merging the 

corporate expertise of the agency with the entertainment catalog of Yatouland, the company 

can perfectly handle both needs of the business sector and private customers. 

 

 

Yatouland’s turnkey children entertainment : 

 

The Yatouland brand is at the same time a place and a service provider for children’s 

entertainment and family events in the region. Its commercial offer is divided into three main 

options : 

 

 

The indoor playground : As explained earlier, the agency utilizes the OptimHall on specific 

days to set up a fully equipped indoor amusement park (inflatables, wooden games, birthday 

parties…), providing local families with a secure entertainment space. 

 

 

On-demand entertainment and birthdays : Yatouland organizes fully managed birthday parties 

at the OptimHall. This includes access to the playground, private breakout rooms, and 

birthday cake... For more complex, high-end private requests, the team collaborates closely 

with Optima Live to organize, design personalized decorations and custom accessories 

making really special events. 

 

 

Rental and external events : Yatouland provides a turnkey rental service, people can order 

inflatables, activities, wooden games… to go directly to their houses or a place chosen by the 

client (a park, a company’s premises…). The catalog is very large and includes wooden 

games, traditional activities such as archery, sack races… dozens of inflatables (even water 

slides inflatables for example). 

A website has been created for the clients to have an easier way to find information and better 

visuals of the catalog, the online platform is legonflablesuisse.ch, the equipment is available 

across Switzerland. And to perfect its offer, Yatouland can also provide artists and service 

providers such as a balloon artist, a magician, a make-up artist… 

http://legonflablesuisse.ch/
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Optima Live’s bespoke event management : 

 

On the corporate side, Optima Live is a full-service event production agency, for basic and 

high-end events. The corporate value proposition is built around flexibility and custom 

solutions : 

 

 

Corporate logistics and furniture rental : The agency owns an inventory of professional event 

furniture and technical equipment. Its commercial offer includes the rental and installation of 

modular stages, corporate dining tables, high cocktail tables, lounge sofas, and outdoor tents. 

This allows the agency to handle the complete layout design of events of every kind without 

relying heavily on local sub-renters. 

 

 

Tailor-made corporate events : Optima Live positions itself as a company capable of 

managing projects, from simple meetings, gatherings, cocktails to unusual large-scale events. 

The agency oversees every step of the process : from spatial planning and digital visual 

proposals on Canva to international product sourcing, customs clearance, catering…, and final 

technical assembly on the field. 

 

 

In this commercial ecosystem, the physical asset of the OptimHall venue represents a major 

competitive advantage. Having at its disposal a modular 1,000-square-meter facility in the 

center of Geneva allows Optima Live to offer competitive pricing packages, guarantee venue 

availability and even event’s recurrency (every week, month…), and maintain total control 

over the logistical setup, making the global offer highly attractive in a demanding local 

market. 

 

 

Chapter 1.2 : The environment of the agency and its market 

 

 
1.2.1. Characteristics of the local market and the competitive landscape 
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The event management market in the Canton of Geneva is competitive, dynamic and is often 

correlated to local corporate and institutional organizations. 

Operating in 3 different business segments : Making and planning custom events for both 

companies and private clients, Venue rental and children and family’s entertainment, Optima 

Live is in a fragmented competitive landscape. 

The agency has to face direct competitors specialized in each of those 3 business segments. 

 

 

 

Main entertainment competitors (Yatouland rivals) : 

 

 

 

In the family and children entertainment and equipment rental sector in a city such as Geneva, 

it is an active and competitive sector, making it a challenge every day to stay relevant in front 

of the competitors. 

 

 

Airloop : Airloop is a trampoline and activities indoor park, being an indirect challenging 

competitor to Yatouland’s playground at the OptimHall. 

Airloop is mainly focused on open-play sessions and offers to organize birthday parties at 

their more than 1 700 sqm premises making it a serious Yatouland alternative. 

Yatouland differentiates itself by offering a larger variety of activities in both its catalog and 

its playground and even offering to bring the party and the equipment to the client’s place. 

 

 

Château Rigolo : Château Rigolo is a company specialized in the rental of a large variety of 

equipment, especially inflatables and games. They are a serious competitor thanks to their 

several years of experience and work in all the region. 

To respond to it, Yatouland relies on its strong reputation of over 20 years of experience at 

Geneva, but also its capacity to provide a complete turnkey service, including a playground at 

the OptimHall, equipment, service providers such as animators, magicians, face painting and 

other artists they can also bring at the customer’s place. Yatouland’s special asset is the water 

park they set up every year being an exclusive kind of activity in Geneva as they are the only 

one to offer it. 
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Venue and infrastructure competitors (OptimHall rivals) : 

 

Positioned as a versatile venue able to handle private events, corporates events or even large 

events such as parties and concerts. The venue faces strong competitors. 

 

 

Palexpo : Palexpo is known as Geneva’s giant event venue center, offering outstanding 

spaces. They dominate international large-scale events. While Palexpo is managing massive 

international flows, OptimHall is more a strategic alternative of 1000 sqm of “blank canvas” 

possible to adapt at the client’s needs, human-sized and more affordable for regional 

businesses not needing as much room as Palexpo offers. Furthermore, as Optima Live is an 

agency offering complete turnkey solutions, it shows its flexibility and ability to manage and 

create special and unique events for each of its clients, even when called to install equipment 

inside Palexpo for either Optima Live’s events as an external equipment provider 

 

 

Event agencies (Optima Live rivals) : 

 

In the business segment of event planning, Geneva hosts several event agencies such as 

Revibe (who calls us to work on some of their events), Nepsa… 

Usually, the other agencies mainly focus on event planning, project design, consulting and 

client coordination but they can’t rent their own venue, making them rely on several factors 

and other companies to completely outsource their services. 

 

 

This is where Optima Live establishes its main competitive advantage in the local market. By 

combining an active agency, an inventory of professional furniture and custom inflatables at 

OptimHall and another local stockage place, and a private modular venue, Optima Live is not 

affected by any sub-rental costs. This business plan makes the logistics and organization 

much easier, allows the agency to be faster, highly reactive to urgent requests, and more 

competitive in its pricing proposals for local, large-scale companies or even private clients. 

 

 

1.2.2. The role and importance of international partners 



16/57  

To remain competitive in the Geneva event market, Optima Live Sàrl strategically relies on 

several international partners and suppliers. It is not just a way to buy equipment, this 

international reach is a real pillar of the agency’s commercial advantage and proposition. 

 

 

 

Cost optimization and competitive pricing : 

 

The main objective of this network of international partners is to avoid the agency to source 

itself in the local Swiss market to save costs. By working directly with suppliers and partners 

in China, the agency greatly decreased its purchasing and manufacturing costs. 

By doing so, the optimizations of costs and margins enable Optima Live to offer competitive 

prices to its clients while being able to constantly expand its variety of products and 

equipment in its catalog. 

 

 

Advanced personalization and custom production : 

 

Beyond the financial benefit of having international partners, they also provide technical and 

industrial possibilities to the agency to differentiate itself even more than Optima Live’s 

competitors. While most of the competitors are limited to renting standard and usual products, 

Optima Live is able to offer uncommon products such as personalized inflatables or even the 

creation of unique products from scratch based on the client’s wishes. 

 

 

Thanks to the flexibility and the experience of the foreign suppliers, the agency can produce 

almost everything that the customers request. The sourcing is wide and can go from specific 

items such as a precise type of colored bracelets for some events, Yatouland’s customized 

tableware (dishes, cups and napkins) to massive, unique inflatables (water slides, fitting 

rooms, Giant LEGO…). The capacity to turn a unique project into reality is a major 

advantage, making international supply an important process due to the augmentation of this 

kind of product. 

 

 

Chapter 1.3 : Skills and experience enhanced or acquired during the 

internship 
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An internship within a fast-paced event agency like Optima Live is an ideal environment to 

bridge the gap between academic theory and operational reality. During this semester, my 

daily responsibilities and missions enabled me to develop concrete professional skills, moving 

well beyond simple observation to active project participation. 

 

 

1.3.1. Bilingual commercial management and international sourcing 

 

To work in an international and multicultural city such as Geneva requires high adaptation 

abilities in professional relations. During my internship, my commercial management skill 

progressed thanks to the creation of basic and complex business proposals, in both French and 

English for foreign clients. This mission has had successful outcomes as several of the offers I 

made were accepted, signed and some have already happened. 

 

 

Negotiation with foreign manufacturers : 

 

Regarding international sourcing, I successfully applied the intercultural and linguistic 

techniques I learned during my LEA formation, especially the business and technical 

vocabulary that are useful to be understood and handling a project without bad surprises. To 

have discussed mostly about tableware and inflatable structures also made me look and learn 

how to say specific terms in English to be more easily understood. 

 

 

Technical nuances : When designing inflatable products with the supplier I had to learn new 

technical concepts I had never learned, such as know the difference between the structures 

needing continuous airflow from the air blower and those which only needs to inflate once, 

the airtight inflatables (air sealed), for example I didn’t know the term “airtight” before my 

internship. Using the right words is primordial as a misunderstanding can easily lead to 

manufacturing errors, budget and time waste. 

 

 

Linguistic adaptability : Negotiating in English with non-native speakers sometimes required 

me to simplify my syntax, avoiding idioms and using an ultra-descriptive way to ask what I 

wanted them to do. I managed the production of tableware for Yatouland (searched for an 

alternative in Europe (Poland and Spain) but it was too costly), promotional products as silk 
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bracelets personalized with the logo of the clients and some other for the water park of 

Yatouland “Yatousplash” but also some inflatables structures, the creation of fitting rooms, 

followed a previous order of an LEGO astronaut of 5 meter high, and search to make 10 to 15 

inflatables to re-create an Avatar theme for a foreign client in 2027. 

 

 

Supply chain and financial comparisons : 

 

I used a structured and analytical approach to supply chain management by researching 

alternatives to China in Europe, I especially contacted manufacturers in Poland and Spain. 

Polish and Spanish cases studies : I searched online which manufacturers could make what we 

were interested in, especially in tableware. I called a Polish company in English to ask him 

precisely what he can do and the time it would take but eventually it was too costly even 

though it was faster it wasn’t interesting. It was the same for the Spanish ones I checked. It 

was always quicker but at least 5 to 10 times the price we usually pay in China. 

Strategic decisions : After assessing both advantaging and disadvantaging of Europe and 

China, due to the price difference we rather chose China for the urgent order we had, sending 

30% of the tableware by plane to have it as soon as possible and have enough to wait for the 

last 70% coming by sea to make it cheaper and still quick to deliver. 

 

 

1.3.2. Digital tools for event design, logistics, and administration 

 

The modern event industry relies heavily on digital tools and competences. During the past 

few months, I have improved my skills on professional software, being taught by my co-

workers, it made me realize that digital tools are just as important as relational skills in 

securing commercial success. 

 

 

Canva as a strategic and logistical tool : 

 

While I already initially utilized Canva for basic layout tasks for some presentation during my 

LEA formation, working at Optima Live enabled me to go even further by learning how to 

use features necessary for high-end customized offers and visuals. 



19/57  

Moodboard creation : I learned some image editing techniques, such as background removal, 

to isolate a specific item from our catalogs to highlight it by removing its background and 

only leaving the product. By separating chairs, sofas, and technical gear from their original 

backgrounds, I then organize and put them into cohesive visual "moodboards" that helped 

clients visualize the aesthetic theme of their events. The moodboard is something is didn’t 

know before my internship here and I know understand its use and capacity to help the client 

to project themselves in the offer. 

 

 

Spatial layout plans : In addition to standard marketing visuals, I used Canva to design 

detailed spatial layout plans based on the structural blueprints of OptimHall’s 1,000 square 

meters. I used both ground floor and upper floor blueprints to make precise plans and help the 

logistics teams to put everything in its right place. These plans served as an essential 

operational roadmap for Abdel and our temporary handling staff during event setups, 

indicating exactly where every stage module, high cocktail table, lounge sofa, inflatable 

structures, basically where every piece of furniture or products the client rents must be 

positioned. 

 

 

AI prompting and digital asset optimization : 

 

Working with Christian, the graphic and web designer, opened new perspectives and helped 

me having a better understanding on how artificial intelligence can optimize a company's 

efficiency. 

 

 

Christian trained me in advanced generative AI prompting techniques. He taught me how 

changing specific descriptive keywords, lighting variables, and structural styles within a 

prompt could generate clean, professional marketing images tailored for our digital catalogs. 

Making realistic AI photographs and helping me to optimize the prompt in case of problem or 

incoherence in the picture as children not playing in the inflatable structure but on its roof for 

example. 
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Additionally, I took charge of optimizing the visual and textual data on the new official 

websites for both Optima Live and Yatouland combining both of their catalogs, 

Legonflablesuisse.ch. I reviewed technical product descriptions, updated low-resolution 

visual files with higher-quality photographs, and proposed layout modifications to improve 

user navigation. Several of my user-experience suggestions were successfully validated and 

implemented by Christian on legonflablesuisse.ch. 

 

 

Quotations and basic Microsoft Excel : 

 

To understand the financial management of a small-to-medium enterprise in the event sector, 

Paola and Lou-Ann trained me on Microsoft Excel for cost calculations. 

 

 

I learned how to build and maintain pricing matrices to create an accurate commercial 

quotation. Paola gave me her quotation model for me to use it, I then optimized it to make it 

easier and quicker to fill, and even clearer to read to me. I didn’t know how to use Excel so 

Paola and Lou-Ann taught me to and then could give me the information I needed to make a 

quotation, the venue rental costs in function of the rooms and time of the rental, the catalogs 

with the prices of all the products, the price of the animators, service providers, the 

manutention/delivery and the target margin to make on the product we don’t have in the 

catalog and that we buy to sell it to the client. 

 

 

1.3.3. Professional communication and field adaptability 

 

During my internship, one of the most valuable skills I enhanced is self-confidence. Working 

there at both the office and on the field helped me to develop my personal and professional 

confidence. 

 

 

Overcoming communication obstacles : 

 

At the beginning of my internship, receiving and making professional phone calls with 

unknown clients or shops, service providers… was at first a little bit stressing as I never did it 

before this experience. It made my first calls shy and full of hesitations, not spontaneous at 
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all. At the beginning I wasn’t confident at all and would have preferred if my co-workers 

could call instead of me but after a few phone calls, I realized it wasn’t such a big deal and 

were quickly more at ease and less stressed. I understood that it was also important to prepare 

a few possible important information beforehand making the call, speaking slowly and not 

rushing it and everything was easier then. 

 

 

Through my internship I mostly called customers to ask questions when we needed 

information to make their event, shops near Geneva but also far like in France, when we 

needed items quickly to know if they could give us enough products and in time. And once I 

called a Polish manufacturer in English to ask some questions but most of my exchanges with 

foreign suppliers where written. 

 

 

The reality of field logistics and handling 

 

Finally, my vision of the event industry was completed by the field, the agency’s work is not 

just in the office planning events, the next step is the realization of the event. The logistics 

team and some of the office team, depending on the needs of the event, go on the 

manifestation’s place and build it. 

 

 

Participatory observation : Following my supervisor and working with Abdel and temporary 

staff members like Jamel allowed me to see the field side of the event, carrying equipment 

and all the material the client rented, installing everything and once the event is done 

uninstalling it and bring the material back to OptimHall or the storage. 

 

 

The biggest part of the job is usually before the weekend if there is an event booked at the 

OptimHall, the logistics team then come and start to remove everything from the Yatouland 

playground such as the inflatables and even tables and pieces of furniture from the breakout 

rooms of the upper floor for some private room for the client or it can also be used as dressing 

rooms for the artists. The team sets up tables, scenes, chairs, bars and takes care of many 

other tasks. 
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From the very first phone call, business proposal, managing international sourcing to the 

logistics and installation of events on the field, gave me a real overview of what the event 

planning sector is, its challenges and its international side. 

 

 

Part II : How does international sourcing influence the daily 

organization of events at Optima Live ? : 

 
Chapter 2.1 : Technical, linguistic challenges and cultural differences with 

non-French speaking partners 

Integrating an international supply chain into our local event agency brings several 

operational variables that go far beyond standard logistics. Working with overseas 

manufacturing partners outside of our usual French-speaking zone (mostly with factories and 

old employees of the agency based in industrial areas in China), requires me to daily deal with 

linguistic barriers, big time zone differences, and different business cultures. In this chapter, I 

will analyze how these friction points affect the agency's responsiveness and show the 

practical and efficient management methods I put in place on the field to ensure data accuracy 

and product quality. 

 

 

2.1.1. Linguistic Barriers and Asymmetric Communication Strategies 

 

In international purchasing, communication rarely happens in the native language of either 

side. Instead, we use English as a shared workplace language, an academic concept known as 

Business English as a Lingua Franca (BELF) (Kankaanranta et Louhiala-Salminen, 2010). In 

my day-to-day missions at Optima Live, almost all my BELF exchanges with suppliers take 

place through mobile messaging networks, specifically WhatsApp, rather than formal emails. 

 

 

Looking closely at our WhatsApp chats, I noticed a clear linguistic asymmetry between the 

agency and the factories : 
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Syntactic Approximation : The written English from the Chinese export managers is often 

non-standard, with grammatical shortcuts, structural anomalies, and literal translations from 

Mandarin. The general business intent is usually clear enough to understand, but the poorly 

written text creates a kind of background noise that can easily lead to severe operational 

mistakes or bad surprises if I leave it unchecked. 

 

 

Informational Simplification : To avoid any risk of misunderstanding, I had to adapt my own 

way of communicating by adopting a strategy of accommodation (Seidlhofer, 2011). This 

means I choose to write in a very simple, direct, and clear style, completely avoiding French 

idioms, complicated passive structures, or professional metaphors that could confuse the 

foreign supplier. 

 

 

To completely secure our data exchanges before making any financial commitment or 

launching production, I created a strict "feedback loop" protocol. Before validating any final 

order, I always send an itemized summary message with bullet points to recap the exact 

technical sizes, colors, quantities, and shipping details of the transaction. Asking the supplier 

for an explicit written confirmation on this summary ensures that both Optima Live and the 

foreign factory agree on the exact same parameters, which dramatically reduces mistakes 

before they start cutting or printing the raw materials. 

 

 

2.1.2. Temporal and intercultural management : The challenge of time zones and operational 

responsiveness 

The event management sector demands immediate reactivity, but sourcing manufacturing 

assets from Asia introduces a deeply asynchronous timeline because of the 6 to 7 hour time 

difference between Geneva and China. This geographical separation directly shapes how I 

organize my weekly internal workflow at Optima Live's commercial office in two main ways: 

 

 

Asynchronous Message Flows : Because of this big-time gap, a large volume of supplier 

messages, production updates, and digital designs arrive on my phone during the night, 

typically between 2:00 AM and 3:00 AM Swiss time. If I leave these queries unaddressed 
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until late in our standard European working day, a full 24-hour cycle is completely lost, which 

slows down the overall project timeline for the agency. 

 

 

Strategic Window Optimization : To get the best operational momentum and maximize our 

time, I chose to restructure my daily schedule. I now concentrate all my manufacturing 

oversight, design alterations, and factory correspondence during my morning hours in 

Geneva. This specific time slot works perfectly because it corresponds to the late afternoon 

and early evening in China. By focusing and working with the suppliers during this shared 

window, enable us to achieve real-time problem resolution with the suppliers right before the 

factories close their daily administrative shifts. 

 

 

It is also interesting to highlight a distinct cultural attribute of our Chinese industrial partners, 

their remarkable temporal flexibility and dedication to professional availability. This is often 

linked to the "996 working hour system" (Wang, 2020). In my daily work, I see that overseas 

sales managers routinely answer my inquiries very late into their local night, showing they 

work a lot and don’t let us down until the next day if there is a problem. For Optima Live, this 

cultural trait is a great advantage because it allows us to maintain a highly agile supply chain 

during urgent, short-notice event requests. Managing these emergencies relies on a precise, 

temporary alignment of our working hours, turning what could be a tough geographical 

constraint into a highly continuous operational workflow. 

 

 

2.1.3. Currency and financial complexity in international negotiations 

 

Looking at the economic environment of our international sourcing, I noticed a clear currency 

disconnection. Our agency is fully anchored and based in Geneva, which means we draft 

100% of our local client invoices and financial forecasts in Swiss Francs (CHF). However, the 

Swiss currency is completely absent when I negotiate with our international suppliers. 

 

 

Foreign partners instead require us to use "vehicle currencies" (Goldberg et Tille, 2008). In 

my daily sourcing duties, I have to handle this monetary management across three different 

dynamics : 
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The Euro (EUR) : Several Chinese manufacturing partners prefer invoicing us directly in 

Euros. This is likely due to the currency's deep liquidity and historical stability within 

European trade channels, making it a very strong currency to use currently. 

 

 

The US Dollar (USD) : Other suppliers give me their initial pricing structures strictly in USD. 

Whenever this happens, most of the time they systematically already include a converted Euro 

reference directly on the quotation layout. Having this conversion on the quote allows us to 

immediately evaluate the real impact on our gross margins. 

 

 

The Renminbi (RMB): Less frequently, initial raw material prices for specific custom 

components are given to me in local Chinese Yuan. However, the sales manager usually 

converts it to Euros or USD a little bit later so we can finalize the transaction smoothly. 

 

 

Because of this, we rarely or never speak about Swiss Francs with overseas factories. Optima 

Live settles its international manufacturing debts exclusively in Euros or US Dollars. This 

multi-currency environment exposes our firm to indirect exchange rate risks when we convert 

our raw purchase costs (in EUR or USD) back into our localized operational accounting (in 

CHF). Vanessa, who manages the accounting pole, is the person who pays those invoices and 

chose the best payment option. 

 

 

2.1.4. Technical and logistical perception mismatch : production lead times vs transit lead 

times 

One of the most persistent operational challenges encountered during my integration into the 

agency's workflow was a structural misunderstanding about what "delivery time" means. In 

the industrial culture of our overseas suppliers, the deadlines they initially give us almost 

always refer strictly to the fabrication delay, meaning the time they need to physically make 

the product inside their factory walls. They often didn’t tell at first the real delivery time, the 

actual international transport duration. 
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To fix this perception gap and make sure we don't compromise a hard event deadline in 

Geneva, I decided to integrate transport and shipping details directly into my mandatory 

WhatsApp feedback loop summaries. Our logistical choices now follow a strict trade-off 

between cost and time, which perfectly mirrors the classic supply chain distribution models 

(Christopher, 2016): 

 

 

Air freight : This channel is the fastest way to get our products because it completely avoids 

maritime and rail delays, but it is also the most expensive option. We strictly reserve it for 

high-urgency projects or last-minute custom modifications requested by corporate clients. 

 

 

Ocean door shipping : This door-to-door maritime shipping method is the most cost-efficient 

and represents the best solution to optimize our margins for items we add to our long-term 

rental catalog. However, the main disadvantage is that it demands a very rigid planning 

schedule because it often takes a 60 day transit time to clear European customs and Swiss 

entry points. 

 

 

Rail transport : This is a good intermediate choice as it is faster than the maritime shipping 

taking around 15 to 20 days, costing more than the maritime shipping but still less than the air 

freight. This constitutes an interesting alternative to the air freight for short delays. 

 

 

In this international logistical setup, managing basic administrative papers is what makes our 

daily operations work. Words like quotation, invoice and proof of payment might not sound 

very technical, but they act as essential operational gates in these situations. Each document 

significates a specific step: the signed quotation locks down the final technical dimensions 

and the price, the invoice then is given to Vanessa who will make the administrative payment 

clearance, and sending over our proof of payment is what officially tells the factory to start 

physical production on the floor. Managing this data flow is vital to ensure that our 

international orders arrive in Switzerland right on time to match the technical setup schedule 

on the field. 
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Chapter 2.2 : From the commercial offer to on-field reality and event 

logistics 

The daily operational success and financial viability of an integrated event company like 

Optima Live Sàrl depend heavily on how we bridge the gap between a nice commercial 

proposal on paper and the real physical layout on the ground. Moving a project from initial 

offers, negotiations in our offices to real physical labor on the field requires a lot of 

administrative work and clear technical communication. In this chapter, I will examine the 

cost-calculation mechanisms we use for corporate offers, how we design our spatial floor 

plans, the way we use our internal "Event Sheet" to avoid operational risks, and the hands-on 

realities of handling physical material through two concrete case studies from my internship. 

 

 

2.2.1. Commercial proposal engineering : Budgetary processes and visual modeling 

 

Every event project starts by gathering the client's raw requirements. Quite often, I need to 

make follow-up phone calls to ask the customer for additional information or specific details 

to clear up the brief. Once I have collected all the parameters, my main responsibility is to 

calculate the costs and build the financial structure of the project using Microsoft Excel. I 

have to adapt my Excel formulas and cost calculations depending on which customers and 

brands we are working with: 

 

 

The leisure flow (Yatouland) : When calculating prices on Excel for Yatouland, I have to 

integrate several specific cost modules. This involves checking our catalog prices to calculate 

the rental rates of the inflatable structures and wooden games, budgets for specific interactive 

activities, the wages for our animators, the labor costs for the setup crew, and our specialized 

administrative file fees. The brand can handle both B2C (business to customer) and B2B 

(business to business) requests and events. 

 

 

The agency flow (Optima Live) : This brand is also able to treat both B2B and B2C requests, 

from the private client renting a breakout room for a party, to corporate/institutional clients 

planning large-scale events, the budget framework on Excel is often much more complex. I 
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have to calculate the room rental costs for privatizing the OptimHall based on the spaces and 

time used, the rental prices for our corporate furniture and technical gear, the payroll for the 

hosting staff, decorations, and the target margin we want to make on custom products that are 

not in our catalog and that we buy internationally specifically for the client's event. 

 

 

Once the budget is mathematically ready on Excel, I use a specific presentation strategy 

depending on how big the budget is and what the client expects (Johnston et Clark, 2008). : 

The standard approach (Word format) : If the request is for a small/modest budget and needs 

to be done quickly, I just compile a standard quotation using Microsoft Word. This document 

simply outlines Optima Live's corporate details, the client's information, a basic breakdown of 

the products with quantities and prices, a short summary of the event schedule, the general 

contract conditions, and screenshots of the products to give them a quick visual of what they 

are renting. 

 

 

The strategic approach (Canva presentation) : For more important or large-scale corporate 

events, standard spreadsheets or simple text documents are not enough to sell the project. I 

design a comprehensive visual presentation on Canva to make the offer much more attractive. 

I use image editing techniques like background removal to isolate our catalog items and create 

cohesive moodboards or simple presentations of products and I write detailed explanations to 

show the client exactly why they need to rent specific furniture pieces or custom inflatables to 

match their goals. For our international and foreign accounts, I make these proposals entirely 

in English using clear, professional vocabulary and tone. International sourcing affects greatly 

this part, as I make an offer to a client looking for a large-cale event, I always make some 

optional propositions when it is possible in terms of delays. Mostly personalized accessories 

which are not too costly to attract the client or even some customized inflatable structures 

designed for the client. In both cases, for my offer to be professional and attractive, I use AI 

or Canva to create realistic and doable pictures of personalized products. By doing so, the 

client can have a better idea of the offer and project himself into it thanks to the visuals. 

 

 

2.2.2. Spatial Engineering: Spatial Layout Plans and Geometric Optimization 
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As soon as a client signs and validates the contract, the project shifts from financial 

calculations to spatial layout design. My task here is to create the physical floor plans directly 

on Canva, transforming the venue's technical blueprints into visual maps that show our 

logistics team exactly how to organize the furniture and equipment on the ground. 

 

 

To do this, I take the architectural blueprints of OptimHall’s 1,000 square meters and place 

basic geometric shapes—like squares, rectangles, or lines—directly onto the floor plan. I 

adjust these shapes to an estimated size based on the room's real dimensions and write the 

name of the object right inside them so the team can visualize the setup. This includes plotting 

out the exact positioning of our technical stage modules, aligning long rows of rectangular 

dining tables, or choosing the best orientation for high cocktail tables and lounge sofas 

depending on what the client wants. I need to be careful in case a product is from international 

sourcing and is brand new, as I need its exact dimensions, needs (air blower and electricity 

source for an inflatable for example) and where to place it. Clear communication with the 

supplier is important to have the best result possible, I often ask for pictures of the products 

for example to have a better idea of it. 

 

 

The main challenge when designing these layouts is organizing guest traffic flows to prevent 

any congestion, which is a concept heavily studied under the Servicescape framework (Bitner, 

1992). It requires a lot of thinking to properly optimize the space, especially when the 

requirements are highly restrictive. For example, trying to fit a large-scale corporate 

conference alongside catering and buffet stations within the 600 square meters of our ground 

floor (the MainHall and StudioHall) can be quite difficult. One of the most likely problems to 

happen is to organize an event in a room where all the guests can’t fit in it. When I struggle to 

find the best layout or need to double-check structural pathways, I ask for some help to avoid 

any mistake. I can always ask my colleagues for advice to optimize the pathways and the 

furniture disposal before the final validation, preventing layout mistakes that could easily 

disrupt the final event. 

 

 

2.2.3. The “event sheet” as an operational risk management tool 
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In our daily operations, creating an internal guiding roadmap, known as the event sheet (fiche 

event), is one of the most important tasks I handle. It acts as the most critical communication 

link between our planning office and the team on the field. I must be as careful as I can when 

making this document because even a small error or an unclear instruction can completely 

ruin the execution of an event and cause severe logistical failures during the rush. 

 

 

When an event sheet is poorly written, it introduces immediate risks that can disrupt the 

whole manifestation, for example : incorrect delivery locations, misaligned timetables, 

loading mistakes at our warehouse, or not having enough personnel on-site. Furthermore, if 

the steps are forgotten or instructions are not clear, the handling crew needs to interrupt their 

work and call our office in an emergency to get precise clarifications not to make any 

mistake. To avoid these vulnerabilities and make sure everything runs without facing any 

problem, I make each event sheet using a strict protocol that answers the following essential 

questions : 

 

 

Contact protocols : It is essential to always include the full coordinates of the client and the 

exact name of the person in charge of the event at Optima Live. This establishes a clear 

person to call in case of questions or unexpected on-site issues to find a solution as quickly as 

possible. 

 

 

Geographical and temporal precision : The exact physical address of the manifestation and the 

explicit arrival times for our staff must be clearly explained. It is crucial that I specify exactly 

where the team needs to meet, for example if they need to go at the warehouse or at the usual 

office to load the furniture, meet at OptimHall, or go straight to the external event’s place. 

 

 

Task allocation matrices : I create a detailed breakdown explaining exactly who does what, 

when, and where. I have to clarify whether Abdel and our temporary staff need to remain on-

site during the actual event for operational supervision, even animating some activities, or if 

they are only scheduled to install or uninstall the material. 
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Technical and access specification notes : I add useful logistical info that can save a lot of 

time on the field. This includes specific details about handling fragile gear, parking limits for 

the company’s truck, or site-specific data like a gate code or portal password to access the 

loading docks. 

 

 

The impact of internal sourcing : During the process of creating this important document to 

fully finish to organize an event, if an activity, products or inflatable structures are from 

internal sourcing it can change its whole creation. If the products are still in 

production/delivery, you cannot know when to take it and where, it needs to know when the 

product will be delivered and especially where it will be stocked. If you know the date and the 

place of delivery, for example at OptimHall and if it is not taking too much room in the intern 

stock, it can be stocked here until the event for example, in that case it is simple to implement 

it to the event sheet, though if it you don’t know where it will be stocked, it is more 

complicated to indicate the team if they need to take it at OptimHall or at the warehouse. 

Making it hard to prepare early and in some cases even make it a last-minute organization. 

 

The other complicated aspect is if you don’t already have enough information about the 

product, its actual weight, its dimensions etc... In this case it is hard to assume how many 

people need to carry the product for example, making it also hard to prepare the event sheet 

early. 

 

 

By centralizing all these operational data points into a single sheet, the document secures the 

autonomy of our handling staff. It allows Abdel and the extras to execute their tasks 

efficiently without needing to constantly call the agency’s office for directions, making it 

easier for both teams, acting as a strong control barrier against unexpected field challenges. 

 

 

2.2.4. On-field material handling and logistical flows: Empirical case studies 

 

To truly understand how Optima Live’s corporate ecosystem operates, it is necessary to look 

directly at the physical realities of material handling. Even though my main missions are 

commercial and analytical within the office, I regularly join our operations crew on the field 

during intense setup windows. Two specific case studies from my internship perfectly 

illustrate the real operational challenges and physical constraints of this industry : 
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The weekend operational turnaround and institutional seminars : 

 

OptimHall’s entire business model relies on asset flexibility. This physical infrastructure can 

change very quickly between its usual B2C layout (the Yatouland playground) and its B2B 

corporate events. In my daily work, I do not often pack or clean the inflatables myself, that 

heavy physical labor is mostly handled by Abdel and our temporary crew members, like 

Jamel, unless it is a massive structure and the team needs extra hands. 

 

 

For a standard transition, the logistics team removes the inflatables from the MainHall and 

StudioHall, coordinates with an external specialized cleaning company to wash and sanitize 

the empty floors, and immediately installs the corporate furniture, such as building a modular 

technical stage. 

 

 

However, this logistical challenge peaks when high-profile institutional clients, like the State 

of Geneva (République et Canton de Genève), privatize the entire facility. For instance, every 

two months they organize training seminars for their new employees, using all 600 square 

meters of the ground floor and the 470 square meters of our upper floor with its ten breakout 

rooms. In this situation, the entire agency staff is mobilized on the floor to help the logistics 

team. We work together for a whole day deflating, folding, and moving massive PVC 

inflatable structures into our dedicated storage zones before resetting every single room with 

corporate furniture based on the spatial layout plans. As soon as the event concludes, the 

entire flow reverses under a very tight timeline : we remove everything and return them to the 

stock and re-inflate the complete Yatouland playground, so it is ready for the opening hours, 

demonstrating a tight, just-in-time operations management cycle. 

 

 

The "Village Ressource" project at Palexpo during the G7 summit : 

 

The "Village Ressource" project, deployed for a major public safety department inside the 

massive Palexpo exhibition complex during the G7 summit, represents the most complex 

spatial planning and field assignment of my internship. For this international project, I 

designed a portion of the visual spatial layouts to determine the optimal configuration of the 
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spaces, seating arrangements, entry arches, decorative plants, and furniture. To resolve the 

client’s difficulties in visualizing a 1,300-square-meter blank exhibition box, I worked on 

integrating artificial intelligence image renderings into our presentation offer, providing 

photorealistic perspectives of the proposed scenery. 

 

 

Regarding visual communication, I originally created the textual layouts for the venue 

signage and information boards in a bilingual French-German format to fill institutional 

criteria, though a late change by the client narrowed the final print run to French only. My 

colleague Christian then finalized the graphic files for industrial print production. On the 

ground, I actively assisted with the physical setup at Palexpo. This physical challenge 

required laying down 1,300 square meters of ground carpeting and assembling our technical 

furniture under strict security protocols, teaching me how to manage the operational 

constraints of large-scale international event spaces. 

 

 

Chapter 2.3 : Management of international sourcing and analyzing its 

benefits and inconvenients to have the best efficiency possible 

For an agency like Optima Live, implementing an international purchasing strategy, it is 

continuously balanced between financial optimization and operational risk. Sourcing our 

assets globally is not just a simple commercial tactic to buy equipment and save costs, it is a 

complete business methodology that directly enhances the catalog’s variety, the pricing which 

is important due to the competitiveness in Geneva, and the brand image. In this chapter, I will 

evaluate the economic and strategic advantages of our global sourcing. I will also analyze the 

operational vulnerabilities and supply chain disruptions that I personally observed during my 

field experience and offer practical management recommendations to make the sourcing as 

efficient as possible. 

 

 

2.3.1. Strategic and economic benefits of global procurement 

 

The Unit Cost Advantage and Total Cost of Ownership (TCO) framework : The first goal 

behind Optima Live's decision to source equipment from overseas manufacturing hubs, most 

of the time from our suppliers in China, is the massive reduction in production costs. When 
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working on our cost calculations on several option in China and Europe, I noticed that for 

both specific inflatable structures and customized items, the Chinese production costs can be 

up to ten times cheaper than the manufacturing quotes we get from local European 

competitors. 

 

 

To have an academic point of view of these prices perspectives, our agency must look beyond 

the simple purchase price and analyze what is known as the Total Cost of Ownership (TCO) 

(Ellram, 1993). The TCO concept calculates the comprehensive cost of an asset by combining 

the initial factory price with all the hidden expenses, such as international maritime, rail 

transport or air freight, import tariffs, Swiss customs clearance fees, and final warehousing 

costs. 

 

 

In my daily activities, I observed that the economic viability of our global sourcing depends 

directly on the volume of the order : 

 

 

High-volume procurement : For large-scale orders, such as the mass production of our custom 

Yatouland tableware or a full renewal of our inflatable catalog, the low unit cost easily 

absorbs the fixed overhead of international shipping and Swiss import customs. This scenario 

is highly advantageous because it maximizes the agency's gross margins and gives us a strong 

competitive advantage in the local market. 

 

 

Low-volume procurement : On the other hand, for small, isolated orders, this economic 

advantage shrinks very rapidly. When you add up the maritime or air freight fees, customs 

duties, and the administrative time, the financial gains may vanish completely., losing all 

financial interest and lead to complex logistics. This proves to me that global sourcing must 

be managed strategically by the office team rather than being used as a default option for 

every single purchase. 

 

 

Competitive differentiation and asset lifecycle management : 
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Beyond direct financial savings, global sourcing serves as a real engine for corporate 

differentiation (Porter, 1985). In a saturated local market like the Canton of Geneva, event 

agencies that rely solely on standard European rental catalogs end up offering highly 

predictable, identical setups to their clients. By sourcing directly from Chinese factories, 

Optima Live completely bypasses these creative limitations. It allows us to offer our clients 

total customization and the ability to produce unique physical assets based entirely on their 

wishes. 

During my internship, I could observe how this procurement model delivers distinct 

commercial advantages across both business streams : 

 

 

Entertainment and leisure innovations (Yatouland asset renewal) : In the family entertainment 

sector, to keep a customer’s fidelity is important, and to do so, novelty is an efficient way. If 

an indoor amusement park displays the exact same attractions year after year, clients are 

likely to lose interest and might not come back anymore, declining the brand’s profits. 

Sourcing directly from Chinese manufacturers allows Yatouland by optimizing the costs, to 

renew its inflatable structures and games every 3 to 4 years, without Optima Live’s Chinese 

partners this wouldn’t be doable. This prevents asset obsolescence and keeps the catalog 

exciting for local families. This strategy allows the agency to purchase high-end and premium 

oversized items such as the custom 5- meter- high LEGO astronaut (that I was asked to follow 

the fabrication and delivery) or specialized James Bond themed structures, those being 

uncommon items available to easily rent in standard Swiss market. These exclusive items can 

then be rented out to prominent local commercial hubs, such as the Balexert shopping mall in 

Geneva, generating strong brand visibility and alternative revenue streams. 

 

 

Premium branding via custom supply chains : For the Yatouland birthday parties hosted at the 

OptimHall and every Yatouland event needing tableware, I personally managed the 

procurement of the custom branded tableware, including our proprietary cups, plates, napkins, 

and wooden spoons. From a commercial point of view, it helps greatly differentiate the brand 

among its competitors, thanks to these branded items, the user experience is enhanced. It 

gives Yatouland’s guests the feeling of a premium, professional venue with its own custom 

accessories, which enhances the overall client experience and greatly boosts Yatouland's 

corporate image. 



36/57  

2.3.2. Structural vulnerabilities and supply chain risks 

The quality control asymmetry : 

Even though buying equipment from overseas gives the agency clear financial benefits, 

relying on a long, extended supply chain introduces some important vulnerabilities, especially 

when it comes to keeping the product quality consistent. When you do global sourcing, there 

are always risks of material nonconformity or a cheaper quality than expected. Even if you 

check all the technical specifications beforehand and approve the designs through digital 

photos or videos, a margin of error always remains. The final physical product can still end up 

feeling quite cheap or less durable than what you originally anticipated. This risk is not only 

about Chinese suppliers, but this is internationally wise. 

 

 

In this sector, the products we set up on the field are subjected to a lot of intense wear-and-

tear from the public, whether it is children jumping on inflatables or corporate/private guests 

using our furniture. If a material is too fragile, it can break much earlier than expected, which 

directly compromises customer safety and forces us to retire the product early from our 

catalog. This vulnerability is even worse because of the long geographical distance, if we 

receive a defective or under quality item, returning it to Asian factories is practically 

impossible due to the costly shipping costs and long-time constraints. 

 

 

Lead time volatility and the zero-tolerance event environment : 

 

To me, the most critical disadvantage of global sourcing is how unprecise and unstable the 

production and transport timelines can be. In a standard manufacturing environment, the 

fabrication delay for highly customized or unusual items is almost always based on broad 

estimates rather than a fixed, guaranteed date. Because it is never really sure when they will 

finish if it is not a product they often produce, our commercial team always needs to build 

extensive time margins security into every project schedule. This lead time volatility interacts 

directly with international transport channels, presenting distinct challenges depending on the 

method we choose : 



37/57  

Ocean freight constraints : Door-to-door maritime transit from Asia to Switzerland requires an 

incompressible window of approximately 60 days. This long timeline means global sourcing 

can only support projects planned months in advance, removing any option for short-term 

operational reactivity. 

 

 

Rail freight constraints : Door-to-door rail transit between Asia and Switzerland typically 

spans an incompressible window of 15 to 25 days. While faster than ocean freight, this mode 

remains highly vulnerable to geopolitical disruptions at border crossings, gauge-change 

bottlenecks, and severe winter weather conditions along the Eurasian corridors, which can 

unpredictably stall the supply chain. 

 

 

Air freight limitations : Even when utilizing expedited air freight, shipping cycles routinely 

take 9 to 10 days due to consolidation delays, export paperwork, and customs backlogs. 

 

 

This structural rigidity creates a lot of friction with the core nature of the event industry, 

which operates in a strict "zero-tolerance" environment. In this business, event dates are 

completely fixed and unmovable. In a traditional corporate company, a 5 day shipping delay 

might just cause a minor inventory shortage in the warehouse. But in event management, even 

a 5 hour delay on the day of the manifestation can completely ruin the whole project. It 

inflicts severe damage on the agency's reputation and can also lead to heavy financial 

penalties for breaking the contract. 

 

 

I experienced this operational anxiety firsthand when managing an order of custom piñatas 

from an external supplier in France, due to transport delays, the piñatas arrived at our facility 

on the exact day, a few hours before the event, leaving zero margin for error or quality 

adjustments. More recently, we received the packages of the tableware we ordered, our 

Chinese partner had forgotten to put 2 000 cups, I talked to her and she sent the rest by air but 

it will take 7 working days to arrive, complicating the project we had, so in case of 
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unexpected problems, the long distance from the factory might makes last minute solutions 

impossible. 

 

 

2.3.3. Strategic management recommendations 

 

To optimize the agency’s global efficiency, supply chain and manage the operational risks I 

detailed above, I suggest three structured, actionable management recommendations based 

directly on my field observations and daily work at the office : 

 

 

1. Implementation of standardized time buffers and safety margins : 

 

I think the agency needs to implement a mandatory procurement margin that always adds a 

fixed administrative and logistical security to the fabrication delays given by foreign factories. 

For instance, during my internship, a recurring order of dishes and tableware that we ordered 

for Yatouland experienced an unexpected manufacturing delay. It took at least two weeks 

longer to produce than what was initially planned, which can be a massive problem when you 

have events coming up fast. 

 

 

To prevent these types of factory delays from threatening our live event deliveries, we should 

mandate a minimum 20 to 30% safety margin on all overseas production calendars. If a 

Chinese manufacturer quotes a 30-day production window, Optima Live’s internal project 

management sheets must calculate the operation using a 40-day baseline for example. This 

simple buffer ensures the agency remains completely insulated from unexpected factory 

backlogs. The following of an offer proposing items coming from international sourcing is 

also important, if the client takes a long time to sign the offer, and that we didn’t pay attention 

to the delays, it can be undoable. 

 

 

2. Institutionalization of a "Ready-to-produce" procurement catalog : 

 

To reduce our administrative fees and completely eliminate upfront design delays, I 

recommend that the agency expands its use of "Ready-to-produce" (RTP) procurement 

protocols. This method was really efficient and convenient when I managed the reordering of 
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the Yatouland custom tableware. Because this tableware is something the agency buys very 

often and from the exact same supplier, the entire design blueprint and quality standards are 

already locked in the factory's database. 

 

 

When reordering, my role was simplified to communicate the desired quantities. It was much 

easier and quicker because I just had to ask the sales manager for the exact same product as 

usual, without wasting any time making new designs or waiting for prototypes. The agency 

should try to optimize the same setup for other highly repeatable catalog assets such as our 

standard promotional items, silk bracelets (for the Yatousplash water park for instance), or 

uniform inflatable modules. By preserving these pre-validated technical blueprints with 

trusted suppliers, Optima Live can instantly initiate production runs and cut down 

administrative lead times by several days or weeks. 

 

 

3. Formalization of a contingent dual-sourcing framework : 

 

Finally, to balance financial optimization with operational agility, Optima Live should 

transition from a single-source model to a contingent dual-sourcing strategy, a framework 

strongly supported by supply chain agile theories (Christopher, 2016). While China must 

remain the agency’s primary source for high-volume, long-term catalog investments due to its 

unbeatable prices, and must establish a pre-vetted network of secondary European backup 

suppliers (especially located in Spain, Poland, or France for example) to handle last-minute 

emergency orders. 

 

 

As my comparative sourcing research and phone calls showed, European manufacturers 

operate in a premium price tier that reduces the net margins and its competitivity, costing at 

least 5 to 10 times the price we usually pay in China. However, they offer incredibly short 

transit lead times (often 7 to 14 days via land transport) and operate within our same time 

zone. If a premium corporate client requests a highly customized modification on short notice 

and is completely ready to pay the higher price for speed, we should consider it and activate 

our European backup supply lines, start to try to find partnerships in Europe. This dual-

sourcing methodology allows Optima Live to maintain its strong reputation for absolute 
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operational reliability on short notice while keeping its primary global supply chain focused 

on long-term profitability. 
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Conclusion 

 

 
This semester spent as an intern within the fast-paced ecosystem of Optima Live Sàrl has 

provided me with a complete, multi-dimensional view of the event management industry and 

its international dependencies and needs. By addressing my core research question, this study 

has successfully demonstrated that international sourcing is not an isolated administrative 

task, instead, it completely influences and reshapes every single step of the daily organization, 

moving directly from initial desktop negotiations to the physical labor on the ground. 

Sourcing our inventory globally directly shapes how I build budgetary formulas on Microsoft 

Excel, forces me to master technical nuances like the difference between continuous airflow 

and airtight structures, and dictates how I design visual moodboards and detailed spatial 

layout plans on Canva to help clients project themselves into the venue, project or even just 

the products. On an operational level, I experienced using English as a shared business 

language, especially on WhatsApp by establishing a strict, bulleted "feedback loop" protocol 

before launching any production run, Business English as a Lingua Franca (BELF) 

(Kankaanranta et Louhiala-Salminen, 2010). 

Furthermore, we managed the asynchronous friction of a 6 to 7 hour time difference by 

optimizing our morning schedules in Geneva to achieve real-time problem resolution right 

before Chinese shifts concluded. Finally, my participatory observation during major 

assignments such as the weekend operational turnarounds for institutional seminars, parties, 

concerts… at OptimHall or laying down 1,300 square meters of carpet under strict security 

protocols for the "Village Ressource" project at Palexpo proving that the internal event sheets 

must be drafted with absolute geographical, temporal, and technical precision to avoid 

structural lead-time volatility of global transport channels to the logistics team. 

Of course, it is necessary to recognize the specific limits of this study. Because my internship 

was bounded by a single semester, my practical sourcing data was mostly focused on specific 

product streams, such as the mass procurement of custom-branded Yatouland tableware and 

promotional items, alongside a few specialized custom inflatable structures shapes. 

Additionally, international maritime freight rates and customs clearance backlogs are subject 

to highly unstable macroeconomic shifts, meaning that the logistical timelines and financial 
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calculations evaluated during these few months represent a snapshot in real time rather than a 

permanent operational certainty. 

On a personal and professional level, this experience has been incredibly rewarding and 

marks an essential milestone in my development. At the beginning of my internship, making 

professional phone calls to unknown clients, suppliers, or local shops was a little bit stressing 

for me, which made my first exchanges hesitant. By preparing my files thoroughly 

beforehand, speaking slowly, and confronting the daily realities of the office, I successfully 

overcame this communication obstacle and gained massive personal confidence. 

This internship allowed me to perfectly bridge the gap between my academic training in 

Applied Foreign Languages (LEA), where I learned the importance of trilingual commercial 

management, cultural adaptability, and linguistic precision, and incorporated the concrete 

operational demands of the corporate world. This total immersion has completely confirmed 

my career project. To build upon the financial, digital, and supply chain skills I acquired at 

Optima Live, I now plan to continue my academic path by applying for a Master’s degree in 

International Business and Tourism Management in Chambéry, aiming to ultimately master 

the management of global logistical networks within the international event and hospitality 

sectors. 
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Appendices 

 

 
Mid-intership report : 

 

 

 

Name : Enzo Magnenat 

 

Host Organization : Optima Live, Geneva 

Date : 11/05/2026 

Subject : Mid-Internship Report 

 

 

 

My integration in the event agency is going well and I am not facing any problem, 

everybody is nice with me and they all teach me continuously and help me if I have a 

question or don’t know how to do something 

 

 

My internship supervisor sometimes brings me to places or companies to help organize, 

carry and set up things such as pieces of furniture, inflatables, technical materials etc… 

He explains to me how technical materials work and why and how we set them up. 

 

We often take time to check everything he asked me to do, for example to contact 

Chinese suppliers to ask for a new inflatable design and order some new tableware for 

local events, or also making offers and contacting customers. We also for instance meet 

some customers at a restaurant to speak and conclude deals. 

 

 

During my internship I made significant progress in both my business and relational 

skills, 

 

 

To develop client and business management I can now make business proposals to 

clients in both French and English for the international customers. This has already led 
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to successful outcomes as several offers of mine are already validated and signed. I keep 

in contact with clients and call them or write to them to tailor as efficiently as possible 

their event for them. 

 

 

Communication wise, I actively try to find ways to optimize the agency’s website to 

make it more attractive, optimized and easy to use. I have enhanced my Canva skills to 

for example make visuals or business proposals. To make visuals my coworker also 

taught me how to use IA with strong prompts to make images for the website. I 

proposed visual adaptations for the website which had been accepted and implemented. 

Excel is also a tool that a coworker of mine taught me how to use, and to make 

quotations for the customers. 

 

 

On the international point of view, I am charged to order some products for special 

events. I speak with Chinese suppliers, check their design and ask them to change it or 

not. I study other options like for example in Spain or Poland to see the prices and 

delivery time differences. And with my coworker we will visit a 5 star hotel in Geneva 

with clients to meet customers and speak of an event, this visit is meant to be in English. 

 

 

Comparing my current activities with the goals of my internship convention, I follow the 

goals well and I can even do more especially from an international point of view. 

 

 

My goals are to prospect and help with communication. I could do more than just 

observing and proposing by myself business proposals for instance, or also advising 

changes on the website. 

 

 

The 'international environment' competency initially identified has become part of my 

daily operations thanks to my interactions with foreign suppliers or customers. And 

with the other part of the work which is to set up the event, like for example meeting the 

customers, carrying the pieces of furniture we rent them, putting the decorations, the 

activities… This helps me to have a real vision of what the event world really is. 
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I haven’t really faced or had any issue during my internship so far, everything is clear 

and if not I am helped by my coworker so everything is fine. 

 

 

Here is the research question I have in mind for the moment for my final internship 

report : 

 

 

Research question : 

 

 

 

"How does international sourcing influence the daily organization of events at Optima 

Live ?" 

 

 

Plan : 

 

 

 

Introduction : Overview of the Geneva events market and my missions at Optima Live. 

 

 

 

Part I : The agency and its global environment : 

 

 

 

1.1. What is Optima Live ? 

 

The history, the structure and the identity of the agency. 

Internal organization -here- 

What does the agency offer ? 

 

 

 

1.2. The environment of the agency and its market. 

 

Characteristics of the local market: 
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Competitive landscape 

 

The role and importance of international partners 

 

 

 

1.3. Skills and experience enhanced or acquired during the internship. 

 

Bilingual commercial management 

 

Digital tools for event planning and communication purposes 

Communication : meeting customers, phone calls, emails 

 

 

 

 

Part II : How does international sourcing influence the daily organization of events at 

Optima Live ? : 

 

 

 

 

2.1. Technical, linguistic challenges and cultural differences with non-French speaking 

partners. 

English as language and linguistic barriers 

 

Intercultural business and exchanges, adaptation (time-zones , currencies …) 

 

Technical specifications and custom requests 

 

 

 

2.2. From the commercial offer to the reality and its event logistics (tailored for the 

customer, handling and setup) . 

Designing the digital offer (depending on the kind of offer and needs to be attractive and 

competitive) 

The international supply chain and customs constraints (delivery time, problems we 

may encounter…) 
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Field reality: Handling, technical assembly, and setup (verifying everything, fixing 

potential problems…) 

 

 

2.3. Management of international sourcing and analyzing its benefits and inconvenients 

to have the best efficiency possible. 

Benefits in competitiveness and catalog diversity 

Inconveniences and risk management 

Operational recommendations for future project management 

 

 

 

Conclusion : Synthesis of results and personal perspectives. 
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* 

Creation of custom inflatable fitting rooms and its several steps : 

 

First designs from the supplier : 

 

 

 

 

Creating AI visual to have a better understanding of what we are looking for, also adding a 

closure system : 

 

 

 

 

 

 

 

 

 

 

 

 

 

The final design : 
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Qutoation example from a Chinese supplier : 

 



52/57  

The biggest signed project I have worked on during my internship : 
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Spatial layout example : 
 

 

 

 

 

 

Yatouland’s custom tableware : 
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Silk bracelets creation : 
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