Exhibiting at a Trade or Home Show can be a great ay to grow your
business. Like all aspects of your business, plamg is essential. Before
you sign up be sure to consider these ...

Four Steps to Trade or Home Show Success

Wait a minute; my last Trade Show was a disaster! Was that your exjg&ridre have

all been there. We participated in a trade or home show and it was a disaster! The
preparation was hectic; the hours were long; the return disappointing. Theresare thr
typical responses to this experience. One is to say “Never again”, secondyis“ive

just need to do it, even if it is an unpleasant experience”, and third “We’ll do it again but
better!”

Let’'s Make Sure Your Next Show is a Success

Trade and Home shows present unique opportunities to introduce
your products and services to a multitude of prospects. Participating
in a show should generate a positive return on your investment. So,
take heart and let’'s see what it takes to be a successful show
participant.

Four Steps to Trade Show Success

That'’s right, just pay attention to these four steps and you will be on the way tesducce
The four steps ar@eciding to Attend, Preparation, Show TinsdFollow-Up. Paying
attention to each of these four will make your participation a success. Missiogrone
lead to a repeat disaster.

Deciding to Attend!

There has to be a reason!

Why are you exhibiting at the show? That is the first and most importantaqueste

asking yourself. Do you want to grow and reinforce your top of mind awareness? Are you
introducing a new product or service? Do you want to generate leads for futowe foll

up? Will you be making sales at the show?

While all of these are legitimate reasons to exhibit at a show, you want to libagure
exhibiting is in line with your overall sales and marketing strategy.

Next, be sure to select a show that is compatible with your goals. Does the sh@av have
theme that is compatible with your goals? Will the demographics of the steowlees

be consistent with your customer demographics? Will there be sufficient aitertda
make exhibiting worthwhile?

Once you select a show to attend, it is time to set some specific goaisy Sediific

goals will help you to successfully accomplish your strategic gogbsdwding a focus
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for your plans. If you know what you want to accomplish, whether it is lead gemeoati
sales, the rest of your plans will fall into place. Now it’s time for ...

Preparation!
Just Pack up Some Samples and Go — Wrong!

Now that you have decided to exhibit at a show, you can’t just pack up the night before
and expect to have a successful exhibit. Preparation is required for you to be laenong t
most successful exhibitors.

With your strategy and goals in-hand, now is the time to plan to succeed.

Image

No matter what your goals are, the first consideration is the imaggotinatant to
project for your business.

Are you building an image of a high quality provider? Make sure that your show
materials support that image. What is the condition of your display materels, ar
they tired? Do they need a new, fresh look? Make sure that all of your materials
are professionally designed and produced.

Does your staff have a consistent, professional appearance? Making syoeitha
staff is easily identifiable is important. Your business will appear priofesisand
potential customers will be able to seek out your staff.

Select your show staff to be those with an outgoing, and friendly personality in
addition to knowledge of your products and services. They should be able to
readily engage prospective customers and answer questions.

Once your image is established, it is time to consider your specific goals.

Building Awareness

If you are a new business or just moving into an area and you want to build product
awareness, start with a thorough understanding of the image that you wish tb projec
What makes your business different from your competitors? How will you baild y
image?

As an exhibitor, you need to consider:

How will your potential customers remember your company?

Will you be handing out collateral (brochures, coupons) materials?

Will you provide them with an imprinted promotional product? (Be sure to select
an appropriate product that those potential customers will retain.)
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As you prepare materials, ensure that all of your products reflect the thmtgyou wish
to project. There is no substitute for professionally designed and produced saferal
planning and production will reflect poorly on your business.

Selling Products

If you plan on making sales at the show you must understand
pricing pressures that may be present. Will show attendees be
expecting sale prices? Will there be others selling competing
products? Does your company have established credibility
with the attendees or will you need to establish trust at the
show?

Don't forget the logistics. Can you store sufficient inventory

at the show to meet your sales goals. Will you be able to re-
stock? What choices will your customers be expecting? Will
you offer delivery after the show?

What about business licenses, collecting payments, processing credit carasgethd m
Make sure you consider all of these aspects well before the show. Don’t totigen t
your staff in any special procedures required for the show.

Lead Generation

Are you looking to generate leads? Do you want to pre-qualify your leads at the show
How about pre-qualifying leads even before the show?

Make sure that your staff understands your goals. If you want to pre-qealify at the
show, how will you do that? Your approach to pre-qualify leads will depend on what
products and services you offer. Perhaps you will need to have a small confeeance a
where your staff can discuss the needs of your potential lead. This will goalie
establish a rapport as you qualify that lead. If your pre-qualificationresgants are less
intensive, perhaps the pre-qualification will be based on a conversation.

However you pre-qualify, be sure that you have a method to collect complete contact
information. To solidify the relationship that was initiated at the show, consider prgvidi
your pre-qualified lead with a small gift along with your contact inftion. For

example, if you are an architect, consider providing a potential client with an
architectural scale or templates imprinted with your company’s dantacmation.

Part 2 of this article addressing the last two steps for a successful Showe&cgevill
be coming soon!

Remember, at The Print Raven we can help you with all of your show needs. We can
provide show booths, banners, posters, and all of your printed materials and promotional
products.
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