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Strategy #7   “Know the Show” (pg 6)

Pre-show strategy very important in achieving post-show goals.   

Ask … where is my target audience during show hours (i.e. workshops, convention floor, etc…)

  **keep in mind, other exhibitors can also be part of your target audience.

Show organizers – responsible for getting qualified people (i.e. target audience) on the floor.

Exhibitors – responsible for getting them into your booth.

Promotion ideas before the show . . .

www.1800postcards.com
www.postcardbuilder.com
Advertise your show in signature lines in all correspondence.

**The average trade show visitor will visit 28-30 exhibits in one 8-hour day.

Strategy #8 “Basic Promotion Principles (pg 7)

76% of trade show visitors are there to see something NEW.

Strategy #9 “5 Stages of Exhibit Selling” (pg 8)

**Most important step … #2 – Gather Information

Strategy #10 “Stage 1 – Meet & Greet” (pg 9)

I have no more than 30 seconds to create a good first impression … what should I say first?

DON’T SAY … Can I help you?  Majority of visitors will respond with No, I’m just looking.  Don’t ask a question to which the answer can be no.

DO SAY … Thank you for stopping by, my name is ________.  Hold out your hand and make eye contact.  Consider the booth your temporary home and present a welcoming atmosphere.

How should booth workers dress?

Always dress 1 notch better than your target audience.  

What about logo-wear?

Keep in mind that when wearing logo-wear you are a walking billboard.  Be very careful how you act and what you say (especially about competition).

Strategy #11 “Stage 2 – Gathering Information” (pg 12)

**You have 3-5 minutes to ask the right questions and hold a meaningful conversation.  Remember … the person asking the questions is in charge of the conversation.  

**Consider filling out the lead card for your visitor … allows you to make notes on card as to quality of lead.

Strategy #12 “The 80/20 Rule” (pg 12)

**Never talk for more than 2 minutes straight.  Train yourself and booth assistants to listen more than they talk.

Strategy #14 “Stage 4 – Get a Commitment” (pg 13)

**At the *end* of your interaction, give a gift as a token of appreciation.  This raises the perception of what I’m giving away.

Strategy #15 “Stage 5 – Questions to Anticipate” (pg 13)

**Most commonly asked questions will be about pricing, delivery and guarantees.

Strategy #17 “Prove Shows contribute to the bottom line” (pg 17)

After show productivity … 80% of all leads gathered at shows are not followed up!

Q&A …
How long should my staff work?

Be sure staff members get a break every few hours.  But don’t sit!!!  Once you sit down in the booth, it’s too hard to get back up.

How many staff members per booth?

Rule of thumb … for every 55-65 sq ft = 1 person

10x10 = 1-2 people

10x20 = 3-4 people (max 5)

Don’t put too many staffers in a booth … need to avoid the “huddle”.  Visitors will not break into a circle of people already talking.  
Avoid having your back to the aisle.

Turn OFF cell phones.

Don’t eat or drink in the booth.

What should I look for in booth staff?

--alive & energetic

--those who listen more and talk less

--must be a team player

--willing to participate in pre-show training

--look for people with a “customer service” personality
Conference Notes – Judy W.


