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   MARKETING AT TRADE SHOWS
Every year your city probably has a dozen or more trade show fairs where you can market your business. Here are some pointers sure to improve your chances for success.

1. Have a single focus. Be sure you know what your message is. Keep it simple and focused at your prospects.
2. Dare to be different (i.e. be the Risk Management Doctor or the Sales Genie. Offer to tell their fortune.)
3. Have a budget and make sure it is in line with your focus. 

4. Make sure to check the location of your booth in advance. Ask:

· Where is it? (Good foot traffic?)

· Who is next to you?

· Is there access to electricity, internet, WiFi, etc.? 

5. Get good name tags. Ones folks can see!

6. Get good business cards and signage. 

7. Get something they can munch on ASAP (candy, donuts, etc.). 
8. Dress “equal” to your audience.
9. Your purpose is to qualify. Don’t try to sell in the booth unless it can be done in less than 5 minutes. Discover whom you want to do business with. Who is qualified to buy? Obtain their contact information, and a commitment to take your call, and then move on.
10. You are the star of the show. Good exhibits are an important tool and your teammate, but it’s people talking to people that makes a trade show worthwhile. Be alive!
11. Your company’s image is on the line. People form first impressions when they look at your booth. Make sure yours projects a positive, exciting message. Your exhibit header must say who you are and what you do. Be specific. Think of your unique selling proposition. 
12. Establish rapport or nothing will happen. Be enthusiastic. Be friendly and generate responsive emotions in a prospect by mirroring their body language and being attentive.

13. Follow up begins before the show opens. Have a plan in place so you follow up every lead and don’t forget to invite your existing clients to your booth.

14. Nothing goes in your booth unless it helps qualify. Take a hard look at your booth and make sure every element helps the sales staff to quickly and easily qualify. 
15. Planning and training make the bottom line difference. Be sure your booth fits your marketing objectives and be sure your staffers are trained to qualify prospects quickly and are able to perform well in this unique business communication environment. 
16. Give away something of value for free. To get cards, offer a raffle, coupon for reports, CD, laptop, iPhone, $250 coupon, invite to a Webinar or workshop (even better if continuing education credits are available). Whatever you do, don’t give away junk! 
17. Invite top prospects to a private party that night. 

18. Follow up ASAP. Don’t sell as the first step. Instead, offer valuable information such as a report or a Webinar. 
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