
8 ways to ensure your next

trade show is your best ever!

 1. Have clear and measurable goals
You must have a clear idea of why you are there and what you want to achieve 

     from your participation.
The goals set then act as the baseline for everything else you do.

 
 2. Book your stand as early as you can

Position on the show floor is important. Getting your stand close to the show 
     will generally only allow you the dregs. 

If you want to manage cashflow, ask the organisers for a payment plan so that 
     you aren’t paying too much upfront. They are generally open to this.
 
 3. Understand that the organisers WILL NOT deliver visitors to your stand

The organisers should get a boatload of visitors to the show.
It is then your job to ensure the visitors come to your stand with ‘pre’ and ‘at’ 

     show marketing prompts from you.
 
 4. Have one person in charge of your trade show effort. Make them own it.

Assign someone to organise and run the stand. Offer them an incentive to run it well. 
Hint: Don’t give this job to the cleaners’ dog. It is too important.

 
 5. Disengage quickly with 
      time-wasters

Be ruthless (not rude) with 
     non-genuine people at your 
     stand. Moving on tyre-kickers 
     is a skill you require. 

Bring conversations to a head 
     by suggesting a meeting later 
     (if you have to). Time is 
     precious at the show.
 
 



 
 6. Follow-up, Follow-up, Follow-up, Follow-up, Follow-up 

Leads should be followed up within a week and followed up with care. 
Prompt, individualised follow up is needed and reference the conversation had at 

     the show to demonstrate care. 
 
 7. Qualify your leads

One of the big reasons that follow up fails is the perceived quality of the leads gained 
Ensure conversations are role played in advance to help staff identify the quality of 

     the lead at the show. 
 
 8. Train your staff (Vested interest here? – Yes. Guilty!)

Statistics from Exhibitor Online suggests that 85% of the success of your stand 
     will be down to the people on it.

Your staff will MAKE or BREAK the show.
 
 Would you like more leads and clients from your next trade show?
 Then you need to book in for one of my FREE confidential Trade Show Success calls.
 This will be the most valuable 30 minutes you'll ever spend learning how to get the 
 best possible results from your next trade show. That's my commitment to you! 
 
 What we'll discuss: 

Your current show experiences and how you can change a few things to get 
     more clients from your next show. (New to shows? No problem. Plenty of tips)

Evaluation of your current spend and how this can be re-distributed to get a 
     better ROI on your investment.

The need to balance your ‘pre’, ‘at’ and ‘post’ show activities to plan, 
     execute and follow up efficiently and effectively at your next show.

 

So, if you’re committed to getting more clients from trade shows,
book your FREE Trade Show Success Call now by visiting

https://www.tradeshowtraining.com.au or call 0431 334 856.

“The training was helpful and I was glad I attended. Very
encouraged with your genuine engagement with

everyone you spoke with and your natural enthusiasm
throughout the presentation.”

Andrew Robertson
Sales Manager - MOI Australia

http://www.tradeshowtraining.com.au/

