Business to Business Exhibitions Ltd.

- Introduction

- Layout of your stand

- Promoting your presence

- Event Logistics

- What the LSC expects from you

It's i Trainto ,ts n Trainto
our hands. Gain our hands. Gain
b b lan Heptonstall
S Trainto k"g"‘,’: e Trainto
gusrlnands. Gain g:rlﬂands. Gain
Agenda for today

Maximising the results
from your stand




Business to Business Exhibitions Ltd.

It's i Trainto It's in Trainto
our hands. Gain our hands. Gain
Planning Maximising the results from your stand
Exhibitions — need action, not reaction
Set Objectives — be specific Graphics
Pre-ev_ent Publicity — current customers & Design & layout
potential customers
Use of complimentary tickets People
Staff training & rotas Pre-preparation
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Learning and
skills Council
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Exercise - Part One
Writing Headlines that SELL!

Laying out your stand — the graphics
Decide on your headline - benefits
Main headline — BIG, clear
UPPER - lower case
Sub-headlines — establish credibility
Eye height — approx. 5’6"
Side walls — on outer edge
Colour & graphics for impact — to sell!!
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Laying out your stand — design
Use shop-counter method
Do not block off your stand
Work directly onto the aisles
Hospitality only for “Hot Prospects”
No staging or “white carpets”
Consider the likely visitor flow — 3 seconds
Demonstrations and computers
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Staff — The key to success — Part 1
Prospect gathering is the key
Devise an opening statement
How — which — why — when - where
Devise qualifying statement
Do demonstrations
Use physical object as a stopper
Use clipboards — official — looks professional
Rotas, breaks — no eating/drinking on stands

Exercise - Part Two

Devising the Qualifying Question...
is it a genuine prospect?
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Your headline & qualifying question
What exactly do you do?
Pointers - You-ability
Which means that...
Features into benefits
Your headline — 10 or 20 words max
Your opening qualifying statement

Staff — The key to success — Part 2
Offers — what — how to present
Use competitions to collect cards

Have enough literature — inexpensive, attention
headline, to distribute to all

Reflect stand, literature, etc as an entity
TEST - TEST - TEST

Staff — Lay down the rules
Qualify every person who is passing
Collect every name & Address — ask if they
already have a “widget”

Minimum result is that they walk away with your
information

All staff are briefed with an opening statement &
use it — “Can | help you?” - NO

Follow up your leads & don’t assume

Any gquestions?
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Introduction
35 Exhibitors
14 seminars
4 master classes
One to One sessions

Promotional Campaign

Promotional material

Direct Mail to over 45,000 business people

10,000 email shots

And the combined effort of the exhibitors

When and where?
Thursday 20" November 2008
St Marys Stadium, Hampshire
Seminar rooms
Car parking
Excellent accessibility
All under one roof

Event Timetable
Build up Wed 19t

Build up Thu 20t
Show open Thu 20t

Breakdown Thu 20t

3.00pm — 6.00pm
7.00am — 8.45am
9.00am — 5.30pm

5.00pm — 6.30pm
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Official Contractors
Stand construction Exhibit One

Electrics Richard Norman
Signage Exhibit One
Furniture Europa

What your booking includes?
Shell Scheme
Tickets
Name Board
Exhibitor Badges
Catalogue Entry — deadline now!

Additional Items
Furniture Fixtures
Stand
Insurance
Sign & Graphics

Service Level Agreement
10% November
20 January
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