Best Practices for EVENT SUCCESS

Proven Practices
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Don’'t get LOST in the NOISE

PRE-SHOW PREPARATION
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$ 40.1 billion

global B2B
tradeshow market
valued in U.S. dollars by

year 2023.

......

Source: statista.com
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Secure the BEST BOOTH LOCATION
at your Next Trade Show
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Key ingredients for
GREAT BOOTH STRATEGY

1. Write the play 2. Design to ENHANCE 3. Provide a

BEFORE you SELLING vs. creating a POSITIVE CUSTOMER
design the set monument to your EXPERIENCE vs.
ego Satisfying personal
taste



10 ways to ATTRACT VISITORS
to your booth
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6 tips for
BUILDING a REMARKABLE booth
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Booth Design Ideas to help you
STAND OUT

Let's take a closer look at
how your tradeshow booth
DESIGN can ELEVATE you
above the competition

2-D vs 3-D

TRADE SHOW
BOOTH
DESIGN IDEAS



2-D Tradeshow
booth design ideas -

GRAPHICS
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3-D Tradeshow
booth design ideas -

THE SPACE




Tabletop DISPLAY EXAMPLES




10 X 10
BOOTH DISPLAY EXAMPLES




Start small, but keep
FUTURE GROWTH in mind




Examples: top 10 for 2022
inspiring TRADE SHOW GIVEAWAYS

4. Custom T-shirts
Event

X PO,

Center

2. Custom Hats
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MARKETING

i ENGINE

3. Custom Hand 5. Custom Tumblers

1. Custom Water
Sanitizer

Bottles




Examples: top 10 for 2022
inspiring TRADE SHOW GIVEAWAYS

9. Custom Koozies®

1 7. Custom Pens and Can Coolers

P

~ MAYRIGHT
Cardiac Wing

8. Custom
Stress Balls

6. Custom
Tote Bags

10. Custom
Chip Clips




Examples: Booth Games that
DRIVE TRAFFIC

Business Card J Matching Social Media:

Twitter Drawing

Contest Prize Wheel l

A s

Dice: Roll Counting
Doubles Games

Bean Bag
T0SS




PRE-SHOW PREPARATION
ARE YOU TRULY LISTENING TO YOUR CUSTOMERS?

96%

of people think the

businesses they deal

with could improve
when it comes to
communication.

Source: project.co
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It's Important to get
TEAM BUY-IN
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Understanding STAFF
STRENGTH

prE-sHOW (Y
BRIEFING [
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Understanding YOUR WHY

The 9 WHYs:

Contribute: To contribute to a . Right way: To do things the right
greater cause, make a way
difference, add value or have

an impact . Challenge: To think differently

, _ and challenge the status quo
Trust: To create relationships

based on trust Master: To seek mastery and

understandin
Make sense: To make sense g

out of things, especially if _ _ :
complex or complicated . Clarify: To clarify or create clarity

Better way: To find a better . Simplify: To simplify
way and share it




The Psychology of
SALES & RELATIONSHIPS" B

FRONTAL SMBle =
CORTEX = MOTIVATION

DECISION MAKING
& PROCESSING



Understanding KEY ZONES

ZONE 1: COMMON INTEREST

= Recognizable images
= Humor & wit
* |nstant solution to a buying problem

ZONE 2: POTENTIAL INTEREST

= Sighs with more detail
= Drawings, demonstrations, videos
= Catalogs, brochures, giveaways

ZONE 3: GENUINE INTEREST

/ = Sighs with even more information used in presentations
= One-on-One presentations, in-booth seminars




ACTION Strategy

“What is your role in the company?”

“How are the decisions about your hotel website services?”
“Who is going to have greater use for this service?”

“Tell me a bit more about your company.”

CAPABI LITY “How many employees do you have?”

“Do you have a budget set aside for this service?”

“When do you want to proceed with this idea?”
“When can we meet to talk about your company growth needs?”
“When is the next open to buy?”

I D E NTITY “What is your Name and Company name?”

“Have you worked with our company in the past?”

“What are you hoping to get from your website?
N E E D “Tell me a little about your situation now.”
“Do you use this technology now?”



Lessons from the BIRD THEORY

THE BEST SALESPEOPLE COMMUNICATE
IN THEIR PROSPECT’'S STYLE...
NOT THEIR OWN

OF PEOPLE'S IMPRESSIONS OF OTHERS

93% ARE NOT DIRECTLY RELATED TO WHAT..
BUT RATHER HOW THEY SAY IT
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Now that you know BIRD THEORY...

How do you
COMMUNICATE with
FIVE GENERATIONS
Working shoulder to

shoulder, in

TODAY'S WORKPLACE/
TRADESHOWS?




Generational COMMUNICATION
STYLES Comparison

Traditionalists: Boomers: Gen X:

e Formal yet personal e Somewhat formal through e Casual, direct,

e Through proper channels structured network and electronic

e One onone e Mix of electronic and e Sometimes skeptical
face to face * Need feedback

e Hate supervision

GenY: Gen Z:

e Fast, casual, direct, and e Love conversation, hate lecture
high-tech e Communicate with many people at

e Eager to please the same time

Utilize social media sites

Value speed versus accuracy
Continuously share their personal
and private thoughts, ideas, and lives




Building
GENERATIONAL RELATIONSHIPS

CONNECTIVITY

O o

RELATIONSHIPS

&%(O)%)& ENGAC?EMENT

& & & GENERATIONS
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Post-Show
LEAD FOLLOW-UP

1. Make your follow-up timely

2. Use the information from
the Lead Generation Card

3. To help with recall, Reinforce
your exhibit theme in
follow-up

Always respond in the way
4. the prospect told you to




EXHIBIT!

VISUAL CONCEPTS
"Inspiring ldeas. Exhibiting Results.”
EXHIBITOR SURVEY FORM

Complete to Enter

How many shows do you do each year?

Location of Shows?

Local 0 Regional [0 National 0 International O
Size of Booth?

Current Equipment?

We Love Our Current Equipment? Yes No O
Wishing to Update Soon? Yes[d No[OMaybe[]
If So,When? 3mo.0 6mo.[0 Next Year O
Next Show?

Exhibiting Goal?

Who else is involved in your tradeshow
program?

Unique Needs?

O 10 Portable
O Rental / Graphics
O Modular
O Other

Name:
Title:
Company:

Address:

City: St. Zip:
Phone:{ ) Fax:( )
E-mail:

Website:

Lead Generation Card

Be sure you Ask Qualifying
Questions from Your Own
Industry and obtain critical
Key Information from your

prospects.




You'll need a SYSTEM
to Stay in Touch
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. ..CONSISTENTLY
PERSONALLY
SYSTEMATICALLY




“People will forget what you said,

neople will forget what you did, '
out people will never forget P 17 1
now you made them feel.”

— Maya Angelou



Thank you!

Questions & Answers?

Contact Info:
DJ Heckes ceo@exhib-it.com

office: 505.999.1878 cell: 505.4400087/8


mailto:ceo@exhib-it.com

Tradeshow Industry RESOURCES

®
®
[

Center for Exhibition Industry Research (CEIR): ceir.org
Exhibitor Magazine: exhibitoronline.com

Event Marketer Magazine: eventmarketer.com
Exhibit & Event Marketers Assn: e2ma.org

Online sources of exhibit industry News:
Trade Show News Network: tsnn.com

Exhibit City News: exhibitcitynews.com

Trade Show Expo: trade-show-expo.com
Events in America: eventsinamerica.com
Conventions.net: conventions.net

Trade Show Advisor: trade-show-advisor.com

EXHIB-IT!: Download FREE White Papers

email csr@exhib-it.com ‘ phone 505.828.0574 ‘ Web exhib-it.com


http://www.exhib-it.com/resources/education-station/trade-show-white-papers

