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Introduction	

Managing	Consultant	
Globally	Cool	

Dutch													
Born	35	B.G																	
2	kids	|	1	wife																			
1	dog	

Sports	lover:	tennis,	
cycling,	surfing,	skiiing,	
scuba	diving	

Export	marketing	strategist	
consultant,	trainer	and	
coach	

25+	years																					
50+		countries							
5,000+	trained	

UN,	governments,	
technical	assistance	
bodies,		chambers,		
associations,	trade	
promotion	bodies		



INTERNATIONAL BUSINESS MADE EASY

About us … 
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Some clients 
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Success factors 

  Preparation: Research, targets and planning  
  Proposition: Stand and stopping power 

  Performance: The trade fair team 
  Post-trade show: The follow-up  

4Ps	
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Interactive	game	

Go	to:	
www.kahoot.it	

Enter	pin	code	
nickname	



INTERNATIONAL BUSINESS MADE EASY

Objectives of exhibitors 



INTERNATIONAL BUSINESS MADE EASY

Objectives of visitors 
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EFFECTIVE TRADE FAIR  
PARTICIPATION 

1. RESEARCH, TARGETS AND PLANNING 
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Question 

Name 3 tradeshows that you want to 
participate and explain why 
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Buyers’ criteria to visit specific exhibitors 
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1. Promoting your brand/company/products 

2. Face-to-Face Networking 

3. Check the market trends 

4. Check the competition 

 

Your objectives…? 
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Trade Fair Preparation 

  What are your objectives?  
  Who do you want to meet? 

  What are the trade fair opportunities? 
  Check international trade show directories (e.g. 
www.auma.de) 

  Check trade fair period and cross check with other events 
  Check trade fair reports, exhibitor and visitor numbers 
and profiles 

  Check exhibitor catalogue of  previous year(s) 
  Check costs, type and location of  space available 
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Example of budget for stand (9 m2) 

Description	 Cost	(USD)	

Space	rental		 4,000	

Design	&	Construction	 2,000	

Shipping	&	clearance	 1,000	

Promotion	kit	 1,000	

Other	expenses	(visa,	hotel,	tickets)	 2,500	

GRAND	TOTAL	 10,500	

Appointments in 3 days = 30 appointments 
10,500/30 = 350 USD per Appointment 
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Trade Fair Preparation 
  Pre-select a fair 
  Visit the fair before exhibiting at the fair 

  Identify ideal locations and stand varieties (aisle 
stand, corner stand, island stand, head stand etc.) 

  Identify visitor flows  
  Identify atmosphere 

  Identify competitors’ presentations and attitudes 
  Identify best hotel accommodation 
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Trade Fair Preparation 

  Make a concept exhibition plan 
  Set the targets (incl. the learning…) 
  Calculate a budget 

  Decide on participation 
  Establish a project team 
  Plan a 12 months preparation period 

  Prepare checklist and deadlines 
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Timeline for Tradeshow Participation 
1	year	prior	

•  Research,	trade	show	
selection,	budgeting	

•  Targets	and	concept	plan	
•  Kick	off	project	team	
•  Stand	selection	

3	Months	prior	
•  Design	and	production	of	

promotion	kit	and	
documentation	

•  Entry	in	exhibitor	directory	
•  Start	social	media	campaign,	

connect	and	schedule	

1-2	Weeks	prior	
•  Follow-up	mailings		
•  List	of	pre-scheduled	

appointments	

6	Months	prior	
•  Preparation	of	booth	design		
•  Develop	stopping	power	

and	promotion	strategy	
•  Decide	on	line	of	exhibits	
•  Arrange	logistics	

1	Months	prior	
•  Send	invitations	to	buyers,	

press	release	
•  Finalize	event	rundown	
•  Finalize	technical	issues	

such	as;	shipping,	audio	
rental,		refreshment,	etc	
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Summary 

1.  Set	objectives	
2.  Plan	well	ahead	
3.  Take	time	to	learn	
4.  Use	a	checklist	
5.  Don’t	wait	for	visitors.	Invite!	
6.  Target	your	prospects	
7.  Build	connections	
8.  Use	social	media	and	(trade	fair)	directories	
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EFFECTIVE TRADE FAIR  
PARTICIPATION 

2. PROPOSITION AND STOPPING POWER 
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ü  The message 
ü  The unique element 
ü  Stand concept and stand design 
ü  Use of  visuals and special activities 
ü  Resources (Team and budget) 

 
 

How to stand out from the crowd? 
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Unique Value Propositions (UVP) 
 

UVP is the defining factor or characteristic 
that makes a brand or product different 
from its competitors. 

The UVP must meet these criteria: 
ü  Valuable to customers/visitors. 
ü Rare among the current and potential competitors. 
ü  Imperfectly imitable (cannot be easily copied). 

The message and the UVP 
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The message and the UVP 
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A	
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Stopping Power 
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Stopping Power 
 
Raise	the	Attention,	Interest,	Desire	through		
	
-	stand	design		
-	stand	staff		
-	communicating	the	unique	value	/	experience		
-	strong	visuals		
-	limited	focal	points	
	
	
>	Good	Practices	
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Summary 

  Stand out from the crowd. Be different 
  Establish a strong identity  
  Minimise number of  focal points. Less is more. 

  Display at different levels 
  Use strong visuals 
  Catch the eye, at eye level  

  Communicate your UVP  
  Play with (spot) light 

 
 



INTERNATIONAL BUSINESS MADE EASY

EFFECTIVE TRADE FAIR  
PARTICIPATION 

3. THE TEAM| DO’S AND DON’TS 
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Assignment 
1.  List at least 3 critical success factors for the 

sales and promotion team at a trade show. 
What should they DO? 
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Critical success factors at the show 

Do’s: 

§  Sell yourself first (non verbal 
communication), then the company and then 
the product 

§  Be approachable, honest, polite and 
hospitable 

§  Radiate motivation and spirit 
§  Be inviting, but don’t be too eager, don’t 

lean back either 
§  Be in front of  the stand, but don’t block the 

entry, and don’t isolate yourself  
§  It’s all about Total Communication! 
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At a tradeshow: Constant communication 

§  Verbal 
§  Content 

§  Tone of  voice – volume and intonation  

§  Non-verbal 
§  Attitude, posture, gestures 
§  Enthusiasm 

§  Eye contact 
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Effectivenes of communication 

 
§  Content: 7% 
§  Tone of  voice: 38% 

§  Body language: 55% 
 (British Journal of  Psychology) 

It’s	not	What	you	communicate,	it’s	How	
you	communicate!	
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Critical success factors at the show 
Do’s: 

§  Make Pre-scheduled appointments 
§  Be on time, have enough time for next appointment 
§  Be prepared with presentation slideshow, product 

knowledge, FAQs and services you can offer, tablet 
with ‘WoW’ pictures, video, facts and figures 

§  Qualify the visitors: The really interested, the 
sightseeers, the competitiors, press…. 

§  Ask visitors what they are looking for, their needs. 
LISTEN! 

§  Compile buyer’s data, interests and requirements.     
Fill out a business contact form and enter in 
database 

§  Agree on an action and follow-up! 
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How to engage effectively? 

  Listen actively to understand the need 
  When you talk, ask questions 

  Ask open questions to learn 
  Ask closed questions only to confirm 

  Be alert to body language (non verbal cues) 

  In case of  crossed arms, multi-tasking (mobile 
phone), wandering eyes…. Change the course of  the 
conversation 

  In case of  hesitance, assist and clarify 
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SPIN questions 

  Situation questions 
  Data gathering (which markets do you cover? Who are your 
current partners etc.) 

  Problem questions 
  Uncover problems (what are difficulties that you experience 
or foresee in the future etc.)  

  Implication questions 
  Identify possible consequences (How would that affect your 
company’s position etc.) 

  Need-pay off  questions 
  Get the visitor to tell you the benefits your solution can 
offer (If  we would offer….how would that help you..?) 
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The right question … 

“  

  …. The	wise	man	is	not	
he	who	gives	the	right	
answers,	but	he	who	asks	
the	right	questions……	

	 		(Chinese	wisdom)	
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Once you understand, you pitch 

•  Your solution to the 
needs 

•  Your added value 
•  The (unique) benefits 
•  Track record 
•  Convincing power 
•  Supporting evidence 
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Assignment 

1.  List at least 3 critical success factors for the 
sales and promotion team at a trade show. 
What should they NOT do? 
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Critical success factors at the show 

https://www.youtube.com/watch?v=8Y-fGexyz7k&feature=youtu.be	
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Critical success factors at the show 
Dont’s: 
o  Radiate negative energy, be absent minded 
o  Ignore visitors 
o  Eat in the stand 
o  Leave the stand unattended 
o  Switch off  the light …  
o  Give too much information, buyers can’t digest and 

remember everything (find 3 UVPs) 
o  Be unprepared and give unverified facts and figures 
o  Make your next appointment wait too long 
o  Act defensive in case of  harsh questions, keep calm, 

prepare yourself  with the answer and facts!  
o  Run out of  business cards…. 
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The Follow-up 

Your	trade	fair	
participation	is	the	bait		
	
Your	follow-up	provides	
the	catch!	
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Planning the Follow-up 
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Folow-up: The thank you email 

ü  Send the email within one week after the show 
ü Do as promised and refer to the meeting and what 

you agreed 
ü  Show where they can download more information 

from website (or download link) 
ü Use personalization 
ü  Identify the show in subject line 
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THANK YOU 

www.linkedin.com/company/globally-cool	

www.facebook.com/globallycool	

www.twitter.com/begloballycool	 www.youtube.com/begloballycool	

www.instagram.com/begloballycool	

THANK	YOU	
more	info	

GLOBALLYCOOL.NL	
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The	Elevator	Pitch	

You have less than 3 minutes to sparks the buyer’s interest on 
your product 
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Summary 
 1.  DO YOUR RESEARCH! 

Before you commit to a trade show, do your research to make sure your 
efforts will be worthwhile.  
 
2. PLANNING, PLANNING, PLANNING! 

•  Make a Budget 
•  Make sure you book the right location for your booth 
•  Concept for your booth design. Stand out!! 
•  Preparing the presentation, promotional materials & press 

release 
•  Appoint the right person or team as a representative 
•  Organize travel (booking accommodation & flights) 

 
3. Maximize Your Efforts & Time! 

•  Pre-Scheduled Appointments 
•  Prepare your pitch!! And give it your best. 
•  Allot time for seminars, checking market trends and competitors 

 
4. FOLLOW UP! 

•  Send follow up and thank you email no more than 1 week after 
the event 

•  Compile the contacts to your database 
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EFFECTIVE TRADE FAIR PARTICIPATION 

The communication strategy 
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Question 

1.  Do you send invitations prior to a trade 
show? If  so, to whom?  

2.  Which sources do you use to identify (and 
invite) potential prospects?  
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The communication strategy and plan 
Activation of  the communication channels before the fair is crucial! 

ü  Pre-scheduled appointments system 
ü  Invitation of  buyers, press and other stakeholders 
ü  Make noise, create a buzz  

 

ü What to communicate 
ü Who are the buyers and 

influencers 
ü Which platform 



INTERNATIONAL BUSINESS MADE EASY

Where to find buyers? 

  Pre-scheduled appointment system 
  Business directories 
  Trade fair directories 
  Associations 
  Support organisations 
  Social media platforms 
  Your supporting Ministry 
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Pre-scheduled appointment 
systems 
Provided by the Event Organiser  
Example: SEAFEX meeting appointments 
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Business directories 

  Europages 
   http://www.europages.com  

   WLW  
   http://www.wlw.de  

 

  Kompass.com 
http://www.kompass.com   
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Trade fairs and associations 

  Seafood Expo Global 
   http://www.seafex.me 

 
  French Association of Frozen Food Importers 
(SNCE) 
http://www.snce.org  

   Dutchfish.nl 
   http://www.dutchfish.nl    
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Support organisations 

 
  CBI 

  https://www.cbi.eu/market-information/research-database/  
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Social Channels are not only use as 
promotion tools but an online global 

database. 
 
 

ü Buyers who will visit 
the tradeshow 

ü Media who will do 
coverage on the 
tradeshow 

ü  Influencer to promote 
your brand 
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Activate your communication channels 

Website	

Social	Channels	

Email	
newsletter	

Press	release	

Invitation	letter	
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Activate your communication channels 

Website	

Social	Channels	

Email	
newsletter	

Press	release	

Invitation	letter	

•  The	basis	for	all	your	communication	
•  All	other	channels		link	to	it	
•  Up-to-date	
•  Professional	
•  In	the	appropriate	language	
•  Communicate	the	proposition	you	

present	at	the	fair	
•  Function	properly	(mobile	responsive)	
•  3	months	in	advance	
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Activate your communication channels 

Email	
newsletter	

Press	release	

Invitation	letter	

•  Start	3	months	in	advance	
•  Building	up	momentum	
•  Create	a	buzz	(around	values	and	features)	
•  Provide	reasons	to	visit	
•  Video’s	in	YouTube	
•  Connecting,	following,	mentioning,	RT,	

sharing	in	Twitter	and	Linkedin	
•  Identify	and	use	the	official		tradeshow	

hashtag	#	
•  Intensify	postings	in	the	run	up	to	the	show		
•  Use	categories	of	subjects	

Social	channels	

Website	
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Posting schedule 

Panga	matrix	
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Targeting for enhanced impact 

Where are your follower located and when are they active? 

http://followerwonk.com  
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Activate your communication channels 

Social	channels	

Press	release	

Invitation	letter	

•  Standard	is	quarterly	or	(bi)monthly	
•  In	HTML	format	
•  NOT	FROM	A		GMAIL	ACCOUNT	
•  To	stay	on	the	radar	
•  For	the	tradeshow,	start	2	months	

before	with	a	focus	on	the	show	
•  Also	after	the	show	
•  Always	linking	to	articles	on	the	website	

Email	
newsletter	

Website	
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Activate your communication channels 

Social	channels	

Press	release	

Invitation	letter	

•  Start	6	weeks	before	
•  Repeat	3	weeks	before	
•  Final	reminder	1	week	before	
•  Don’t	expect	wonders….	

Response	rate	may	be	low	

Invitation	letter	

Website	

Email	
newsletter	
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The Invitation letter 

§  Personalized (Dear …) 
§  Save the date! 
§  Invitation to what, where and when?    
 
§  What is the benefit, why should the person 

come? 
§  For whom? 
§  Who will be there from your side? 
 
§  Call to action (register, make appointment) 
§  More information > link to www (deeplink to 

news article) and contact details 

 
 
 

Attention	

Interest	&	
Desire	

Action	
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Activate your communication channels 

Social	channels	

Press	release	

Invitation	letter	

•  1-2	weeks	before	to	avoid	the	
mountain	of	press	releases	a	
day	before	or	on	the	opening	
day	

•  Multiple	press	releases	in	case	
of	multiple	news	topics	

•  Distribute	in	the	press	room	
at	the	show	

Press	release	

Website	

Email	
newsletter	

Invitation	letter	
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The Press Release 
A press release should be newsworthy.  
A good press release answers all of  the "W" questions (who, what, where, when and why). 
 
Have a strong headline.  
Your headline and first paragraph should tell the story.  
 
Write for the Media. 
Especially online media, will pick up your press release and run it in their publications with 
little or no modification. 
 
Not everything is news! 
Focus on the aspects of  your news that truly sets you apart from everyone else. Offer 
interviews. 
 
Stick to the facts.  
Tell the truth, avoid exaggeration  
 
Keep it simple and avoid fancy language.  
 
Contact information.  
Provide as much contact information as possible about your company. Be sure to attach 
some great images with your story and your company logo. 
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