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Getting the Most out of
your Exhibition
Pre-event
Let others know which event you'll be exhibiting at - post on
social media platforms; twitter, Facebook and LinkedIn.
Set your objectives and decide what you want to achieve from
the exhibition:
How many people should you aim to speak with each hour?
Will you give colleagues the chance to walk and look around
the rest of the event?
What time will you get your lunch?
Will you attend any speaking sessions?
Visualise the best layout, imagine yourself as a delegate
walking around the floorplan – what is going to make you stop
and look at your exhibition stand in particular?
Make a list of everything you’ll need to bring with you to
make it easier in the lead up to the event (see our checklist
below).
Think about an event only incentive, a giveaway, game, or
a competition to run on your stand. Delegates love being
interactive! It’s also a great conversation starter for those
approaching your stand.
Get to know your stand neighbors on the build up day, you
may be able to point delegates in each other’s direction.

During the event
Lead generation – qualify your visitors and ensure you collect all
the relevant information from anyone you speak to on site if you
think they could benefit from your products or services. Scanners
are available to hire for the day.
Remind your staff to engage with delegates and ask lots of
open questions:
How are you today?
Listen carefully
to
delegate's answ
What line of business are you in?
ers!
How familiar are you with our …?
When would you be looking to …?
Have a walk around the event and take notice of how the
event is going. Look at other stands for inspiration for your stand
design next year, do some networking, get some fresh air, make
sure you take time to eat and stay hydrated.

Post-event
Please give any feedback to the event team, they will send
you a short questionnaire to complete via email.
Follow up, follow up, follow up! It's key to getting a great return
on your investment. Put time in your diary and set deadlines to
follow up with those who you met with on site.

