Exhibiting at trade shows can be a valuable opportunity for companies to showcase their
products or services, network with potential clients, and build brand awareness.

If you would like to receive a bespoke ‘Maximise Your Trade Show Presence’ presentation we
offer a 1-day master class, covering staff training, stand design, show marketing and much
more.

Here are some best practices to help you make the most of your trade show experience:

1. Set clear objectives: Define specific, measurable goals for the trade show, such as
generating leads, increasing brand visibility, or launching a new product. Ensure that your
team understands these objectives.

2. Plan early: Start preparing for the trade show well in advance. This includes designing
your booth, creating promotional materials, and training your staff on the key talking points
and product knowledge.

3. Create an engaging booth: Design an eye-catching booth that reflects your brand and
attracts attendees. Use interactive displays, videos, and demonstrations to engage visitors
and leave a lasting impression.

4. Train your staff: Equip your booth staff with thorough product knowledge and effective
communication skills. Encourage them to be friendly, approachable, and knowledgeable
about your offerings.

5. Offer promotional items: Provide attractive giveaways or promotional items that are
relevant to your brand. These can serve as reminders of your company after the trade show
has ended.

6. Collect leads: Have a system in place to collect contact information from potential leads.
Consider using lead retrieval technology or collecting business cards to follow up with
prospects after the event.

7. Network with other exhibitors: Take the opportunity to network with other exhibitors and
industry professionals. Building relationships with other companies can lead to potential
partnerships or collaborations in the future.

8. Promote your presence: Use social media, email marketing, and other promotional
channels to announce your participation in the trade show. Encourage attendees to visit
your booth by offering incentives or exclusive previews.

9. Follow up promptly: After the trade show, follow up with the leads you collected in a
timely manner. Send personalized emails or make phone calls to nurture these leads and
convert them into customers.



10. Evaluate your performance: Assess your performance at the trade show by analyzing the
number of leads generated, the quality of interactions, and the return on investment. Use
this information to improve your strategy for future events.

By following these best practices, you can maximize your company's presence at trade
shows and increase your chances of achieving your desired outcomes.



