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∗ Pre planning  
∗ 8 point exhibition strategy 
∗ Creating a Buzz 
∗ How to engage with the visitor 
∗ Sell not tell 
∗ Data Capture 
∗ How not to Exhibit yourself 
∗ Exhibition follow up 

 
 
 

Programme 





 
∗ Why are you exhibiting? 
∗ What is the cost to you of exhibiting? 
∗ What ROI are you expecting 
∗ What are your objectives? 
∗ What is your event strategy? 
∗ What is your mind-set? 

Exhibition Pre Planning 



1. Let your customers and new potential customers know that you are 
exhibiting. 
 
 

2. Design your stand- what does it say about your company, what is your 
budget. KIS 
 

3. Set up and break down. What time does exhibition commence? 
 
 

4. Plan what are you promoting and why? 
 
 

5. Decide who will be your exhibition team on the day? 
 

 
 
 
 
 

8 Point Plan 



5.  Set your objectives 
 
∗ How many leads are you aiming to achieve 
∗ What are the teams targets on the day 
∗ How are you going to motivate the team 

 
6. How are you going to attract people to your stand 

 
7. How will you capture data 

 
8. How will you make money following the exhibition? 

 

8 Point Plan 



CREATING A BUZZ 



 
 

∗ IN GROUPS LIST 5 WAYS IN WHICH YOU CAN CREATE 
A BUZZ TO ATTRACT VISITORS TO YOUR STAND 

How Do You Create a Buzz 



∗ Stand Layout 
∗ Choice of colour 
∗ Competition 
∗ Demonstrations 
∗ Making your stand accessible to visitors to browse. 
∗ Sweets, goodies 
∗ Product samples/give aways 

 

Ways To Attract Visitors To Your 
Stand  



∗ Touchy/feely products 
∗ Literature 
∗ Use of aisle space 
∗ Fun/Entertain! PIN TAIL ON DONKEY, LUCKY DIP, 
∗ The way that you and your team are dressed! 
∗ The way in which your team engage with visitors 
∗ Food and drink? 

 

Ways To Attract Visitors 





 
∗ 7 SECOND RULE 

 
∗ SPEED DATING?  
∗ Eye Contact 
∗ Engage/ Qualify 
∗ Exchange information  
∗ Good bye 

 

How To Engage With The Customer 



 
OPEN QUESTIONS 
∗ WHO, WHAT, WHERE, WHEN, WHY, HOW? 

 
CLOSED QUESTION 
∗ SHOULD, COULD,WOULD, DOES, CAN, DO ARE 

Engaging Questions 



 
∗ IN GROUPS GIVE EXAMPLES OF 5 ENGAGING 

QUESTIONS 

ENGAGING QUESTIONS 



 
∗ HELLO, WHAT IS IT YOU ARE YOU LOOKING FOR AT 

TODAYS SHOW? 
∗ HELLO, WHERE HAVE YOU TRAVELLED FROM TODAY? 
∗ HELLO, WHAT COMPANY DO YOU WORK FOR? 
∗ HELLO, WHO DO  YOU CURRENTLY USE FOR ALL 

YOUR PRINT? 
 
 

Engaging Questions 



 
 

∗ HELLO WHO DO YOU USE FOR YOU COMPANYS 
MARKETING? 

∗ HOW DO YOU PROMOTE YOUR BUSINESS? 



Selling Not Telling 



 
∗ FEATURE      =  WHAT IT DOES 

 
∗ BENEFIT        =  WHAT IT DOES FOR THEM 

 
∗ CUSTOMERS DO NOT BUY PRODUCTS THEY BUY 

BENEFITS 

What Are The Benefits 





JAUN SHEET DOES PLENTY 



 
 

IN GROUPS LIST 1 BENEFIT OF A PRODUCT. 

What Are Your Benefits 



Data Capture 



∗ used fairly and lawfully  
∗ used for limited, specifically stated purposes  
∗ used in a way that is adequate, relevant and not excessive  
∗ accurate  
∗ kept for no longer than is absolutely necessary  
∗ handled according to people’s data protection rights  
∗ kept safe and secure  
∗ not transferred outside the European Economic Area without adequate protection  
∗ There is stronger legal protection for more sensitive information, such as: 
∗ ethnic background 
∗ political opinions 
∗ religious beliefs 
∗ health 
∗ sexual health 
∗ criminal records 
∗ Source : www gov.uk/dataprotectionact 

Data Protection Act 

https://www.gov.uk/eu-eea


 
∗ Light Pens 
∗ Business Card Drop 
∗ Forms using  grading system 
∗ Competitions 
∗ Buy mailing list from show organiser  

 
 

How Can You Collect Data 



∗ Body Language 
∗ Stand positioning 
∗ Behaviour on stand 
∗ Overall image of individuals 
∗ Labelling/Graphics, do they say what you do? 
∗ What does the visitor see 
∗ Are you reactive or proactive 

How Not To Exhibit Yourself 



∗ Body language 55% 
∗ Open, not with back to visitors always forward facing 

to engage, eye contact 
∗ No slouching 
∗ No sitting 
∗ No perching 
∗ No frowning 
∗ Stand Positioning 
 
 

Body Language  



 
 

∗ Plan what your follow up strategy 
∗ Direct calling. E mailing, Post??? 
∗ Within 7 working days all leads should  be contacted 
∗ Set conversion rate objectives 

 

Its All Over Now… or is it!!?? 
Post Exhibition Follow Up 



∗ PRE PLAN EXHIBITION STRATEGY 
∗ PLAN  STAND LAYOUT 
∗ DECIDE WHAT PRODUCTS YOU ARE PROMTOING 
∗ SET OBJECTIVES 
∗ BE PROACTIVE, ENGAGE WITH THE VISITOR 
∗ COLLECT DATA 
∗ SELL NOT TELL 
∗ FOLLOW UP 

Summary of key points 





 
 
 

Thank you 
 
 
 

JME Associates 07725 175944 julia.edkins@btinternet.com 
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