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Exhibitor Marketing Webinar 
Wednesday, September 11 

2:00 p.m. EDT



Expo Team
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Expo Communication
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Badges

• Retailers – Red on their badge

• Buyers indicated on their badge 
with the category
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Floral

RETAILER

BUYER



What We'll Cover Today

• Marketing Toolbox
• Exhibitor Portal 

o Company listing
o Setting up meetings

• Fresh Ideas Showcase
• Best of Show Contests
• Online Directory/Resources
• New Chat Feature
• Managing Your Journey

o Tips on making the most of your tradeshow 
experience

• Q & A 
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Marketing Toolbox

• Exhibitor Directory
• Booth Tips
• Event Graphics
• Social Media 
• Tracking Leads
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Attendee List
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• Buyers and Media

• Meetings at your booth

• Teasers to visit your booth

• Attract attention



Exhibitor Portal
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• Online/Mobile directory

• Edit contacts to manage 
badges/booth logistics

• Change badge mailing address

• Upload Logo

• Promotional collateral

• In-Booth Events

• Schedule meetings

• Fresh Ideas 



Exhibitor Portal: Company Information
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Exhibitor Portal: New Features
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Setup Available Meeting Times
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Fresh Ideas Showcase
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• Submit by Sept 23.
• New Innovations as of Oct. 2023



Fresh Ideas Showcase

Fresh Ideas Showcase Categories:
1. Main Fresh Ideas
2. Certified Organic
3. On-The-Go
4. Packaging Innovations
5. Technology Innovations
6. Floral Innovations

• Best Overall Product Promo Award
• Sustainable Packaging Award
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Best of Show

• Best Overall Product Promo

• Best Sustainable Packaging

• Best First-Time Exhibitor

• Best Inline Booth

• Best Island Booth
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• Engaging Staff

• Stand out displays

• Sampling

• Consistent messaging



Exhibitor Resources

• IFPA Portal (freshproduce.com)

– Primary and logistical booth 
contacts

– Badges

– Attendee list
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• Exhibitor Portal (mapyourshow.com)

– Primary booth contact

– Company Listing

– Available meeting times

– Showcase listing

• Online/Mobile Directory

• My Show Planner

– Personalized schedule

– Chat Feature



Online Directory
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New Chat Feature

• My Show Planner Users

• Not tied to Registration

• Filter by their Reasons for Attending

• Filter by Interests

• Send messages and save chats
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MANAGING THE CUSTOMER JOURNEY 

AT THE GLOBAL SHOW

Presented by: 
Holly Sherrill, Marketech360
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▪Why Trade Shows

▪Goals/Objectives

▪Attracting Customers

▪Graphics/Designs/Signage

▪Staff

▪Leads & Follow up

Agenda



Attendance Starts With Four Questions
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1. Why are you going? 

2. Who are you trying to reach?

3. What do you want to communicate to this 
targeted audience?

4. What will be your measure of success?



Goals?

•Conducted 100 demos

•Took 350 leads

•Gave away 2000 food samples
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Make Them Specific

•Conducted 100 demos – 50% have “bant” (budget, 
authority, need, timing) and asked for a follow up 
appointment in the field

•Took 600 leads – 200 were our top tier targets
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Attracting Customers
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Build it And They Will Come??
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Promotional Plans
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• Pre-show advertising
• Social media
• Website
• Pre-set appointments
• Contest/Game
• Invite for

• Product launch
• Game
• Demonstration
• Sample
• Giveaway



Show Up
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Traffic Drivers

•Games

•Demos

•Sampling

•Giveaways
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Games: Careful Planning
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Demos: Have a Plan B
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Sampling: Role of Staff
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Coordinated Attire
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Themed Attire
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Graphics
Designs
Signage
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Tell Them Who You Are, What You Do
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Repeat Name
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Bright/Clear/Open
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Dark / Too Much Information
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Small Copy
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Get Creative
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Use a Theme/ Integrated Marketing
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Good Signage /Lighting /Stand Up
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Stand / Move Table
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Closed Off
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Open/Great Use of Lighting
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What's Wrong With This?
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Good Use of Space
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Stay Until the End
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Online
Showcases

49



Online Ad
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Show Up
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Fresh Ideas Showcase
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Fresh Ideas Showcases
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Fresh Ideas Showcases
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Fresh Ideas Showcases
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In – Booth Promotion
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Staff
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Source: CEIR (Center for Exhibition and Industry Research)

85% of your success  

 depends on:

Your staff



Because.........

“No matter how SMART 
your phone is, it will 
never replace human 
interaction”
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8 out of 10 visitors report what they remember most 
about their visit to your exhibit is their interaction with 
your staff
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Source: CEIR



Trade Shows Are Different
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Make Sure the Staff Understands
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Working Differences

•Visitors are coming to you

• Strangers – can be awkward for all

•Not knowing role or needs in advance

•Busy and slowwwwww periods

•Talking to multiple people at once
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Staff Role

•Be proactive not reactive

•Be welcoming

•Verify role

•Active listening 

•Explain/Assist

•Housekeeping
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Reaching Out

•Be ready to engage- “Show Ready”

•Eye contact

•Smile

•Greeting/Handshake
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*Statistics show if visitors are not greeted in the first 15 seconds they will leave



Reaching Out
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• “Where are you from/what do you do?”

• “What brought you by our booth today”

• “Are you familiar with our ..?”

“Hi, How are you?”



60-65% of All Communication is Non-Verbal

• Our Stance

• Our Gestures

• Our Posture

• Our Eyes
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Source: Albert Mehrabian MD Communication model 



Non-Verbal Communications
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Transition Guests

Make it a warm transfer

• Introduce

• Inform

• Integrate

•Extricate
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79% of Leads are 
never followed up 
on
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#1 Reason leads are not 
followed up on: 

• Not enough good, quality 
information captured

• Considered cold calls
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Take Care of YOU!
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Stay Hydrated

Select shoes carefully Smiling faces for all to see

Be well Rested



Ambassadors of the Brand

They can enhance, or detract from the brand
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Trade Shows Work If you...

Plan Completely

Execute Aggressively

Follow-up Thoroughly
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Holly Sherrill
holly@marketech360.com
205-807-5952
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“Your Training and Measurement Partner”



• Plan ahead

• Be prepared

• Network 

• Connect 
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QUESTIONS
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