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Trade Show Promotions 

Your presenters: 



Trade Show Promotions: Agenda 

• 3 Questions You Need to Answer 

Before Choosing Trade Show 

Promotions 

 

• A Grab Bag of Promo Ideas:     

17 Pre-Show, 27 At-Show 

 

• 8 Common Promotion Mistakes – 

and How to Avoid Them 



Please include us in your tweets about the webinar 

Twitter: @SkylineExhibits 

 





  

• To create awareness about a new product or service 

• Get new leads who will be at the show 

• Nurture existing clients 

• Other 

• We don’t use promotions 

Poll: Why Do You Use Trade Show 

Promotions? 

AM Session PM Session 



From “What’s Working In Exhibiting” White Paper  -  

Benchmarks and Best Practices Study  

Pre-Show Marketing 

Exhibitors say pre-show marketing is the #1 method to 

increase trade show results! 



3 Questions You Need to Answer Before 

Choosing Your Trade Show Promotions 



1. What is Your Main Exhibiting Goal? 

• Generate leads 

• Increase awareness 

• Strengthen client relationships 

• Something else 

 



2. What Percent of the Audience Would You 
Like to Attract? 

• HIGH Percentage: 

 Attract everyone with popular 

giveaways 

 

• LOW Percentage: 

 Filter with offers only your 

buyers would want 

 
Thanks, Bob Milam 

 



3. What Promotions Will Appeal to Your 
Target Market? 

• Start with your main marketing messages 



3. What Promotions Will Appeal to Your 
Target Market? 

• Adapt to your target market’s likes based on their 

demographics 

– Age 

– Gender 

– Education 

– Income 

– Ethnicity 

• Psychographics 

– Interests 

– Attitudes 

– Values 

 



3. What Promotions Will Appeal to Your 
Target Market? 

• Use Alexa.com to find your 

audience’s demographics 

– Look up your website 

– Look up your shows’ websites 

 



3. What Promotions Will Appeal to Your 
Target Market? 



A Grab Bag of Promotion Ideas:  

17 Pre-Show, 27 At-Show 



Audience Poll 

How do you feel about trade show promotions: 

• Promotions just don’t seem to work for us 

• We get some, but not a lot, of results from promos 

• Trade show promotions are worth the effort 

• Promotions are essential to our trade show success 

AM Session PM Session 



From “What’s Working In 

Exhibiting” White Paper  

Pre-Show Promotions Increased Booth Attendance 

• Email blast using own list 

• Facebook 

• Twitter 

• LinkedIn 

• Email event producer list 

• Phone calls key clients 

• Advertising magazines 

/Websites 

• Mailers 

• Post-Cards 

• Other event mgmt. tools 

• Other social media 

• YouTube 

• Dimensional mailers 

• Other 

74% 

46% 

39% 

35% 

34% 

29% 

29% 

 

21% 

20% 

17% 

13% 

8% 

1% 

10% 

 



17 Pre-Show Promotions 

• 11 inexpensive promotions 

– Investment is ‘effort’ 

 

• 6 more expensive promotions 

– Require greater investment 

 



Inexpensive Pre-Show Promotions 

1. Post your trade show schedule on your website 

with a link to sign up for appointments 



Inexpensive Pre-Show Promotions 

2. Send a pre-show email blast to your clients and top 

prospects located close to the show 



Inexpensive Pre-Show Promotions 

3. Put your booth number on all your pre-show 

promotions: email, direct mail, ads, website 



Inexpensive Pre-Show Promotions 

4. Email invitation to a pre-show micro-site with targeted 

messages and offers 



Inexpensive Pre-Show Promotions 

5. Put stickers with booth location and show info on all 

outgoing mail 



Inexpensive Pre-Show Promotions 

6. Have your sales people invite their prospects to visit 

your booth and set up meetings in advance 



Inexpensive Pre-Show Promotions 

7. Send an email invitation to: 

 

• This year’s pre-registered 

attendee list 

•  Last year’s attendee list 

12 Trade Show and Event 

Promotions to Avoid: 

 

http://bit.ly/show-hashtag-skyline 



8. Use social media to reach more attendees 

Inexpensive Pre-Show Promotions 



8. Use social media to 

reach more attendees 

Inexpensive Pre-Show Promotions 

Social Media webinar recording: 

 

http://bit.ly/Social-Media-TSP 

http://bit.ly/Socia-Media-TSP
http://bit.ly/Socia-Media-TSP
http://bit.ly/Socia-Media-TSP
http://bit.ly/Socia-Media-TSP
http://bit.ly/Socia-Media-TSP
http://bit.ly/Socia-Media-TSP


9. Contact your industry press 

and tell them about the 

innovative new product you 

will be introducing at the show 

Inexpensive Pre-Show Promotions 



10. Invite top prospects to lunch or dinner at the show 

Inexpensive Pre-Show Promotions 



12. Send a postcard offering a free gift in your booth 

More Expensive Pre-Show Promotions 



13. Run a banner ad on the show website 

More Expensive Pre-Show Promotions 



14. Design more creative and 

compelling promotions to cut 

through the mailbox clutter 

More Expensive Pre-Show Promotions 



15. Send a promotion offering a more valuable gift in the 

booth, but only to your best prospects 

More Expensive Pre-Show Promotions 



16. Send half of something of value to attendees and 

promise to give the other half in your booth 

More Expensive Pre-Show Promotions 



Scholarship Winners Exhibitor Show 2007 

17. Ask the show for additional promotional opportunities 

More Expensive Pre-Show Promotions 



27 At-Show Promotions 

• 12 inexpensive promotions 

– Investment is ‘effort’ 

 

• 15 more expensive promotions 

– Require greater investment 

 



From “What’s Working In 

Exhibiting” Updated White 

Paper  

Which At-Show Promotions Work Well 

• Giveaways 

• Experts in booth 

• Education/ Info in booth 

• Contests 

• Presentations 

• Social Media 

• Food & drinks 

• Specials and discounts 

• Entertainment 

• Celebrities in booth 

• Donations  

• Other 

58% 

46% 

46% 

24% 

24% 

22% 

18% 

15% 

9% 

4% 

4% 

11% 



Inexpensive At-Show Promotions 

1. Offer a show giveaway, specials or discounts 



Inexpensive At-Show Promotions 

2. Offer candy to slow down attendees long enough to 

engage them 



Inexpensive At-Show Promotions 

3. Have someone from your company speak at the show 



Image from flickr.com/photos/jsutka/5146974327 

Inexpensive At-Show Promotions 

4. Have in-booth presentations or educational sessions 



Image from Bob Milam, tradeshowbobsblog.blogspot.com 

Inexpensive At-Show Promotions 

5. Have a contest for attendees in your booth 



Image from flickr.com/photos/terinea/182552114/ 

Inexpensive At-Show Promotions 

6. Have a press conference if you have important news 



Image from flickr.com/photos/interbike/5030967160/ 

Inexpensive At-Show Promotions 

7. Give away something useful to your target audience 



Inexpensive At-Show Promotions 

8. Add interactivity 

Image by Erfon Elijah from cultofmac.com 



Image by Erfon Elijah from cultofmac.com 

Inexpensive At-Show Promotions 

8. Add interactivity 



Inexpensive At-Show Promotions 

9. Use social media to extend the reach of your 

trade show 



Image from flickr.com/photos/sadsnaps/2611821599/in/photostream/ 

Inexpensive At-Show Promotions 

10. Give attendees something fun or entertaining to do 



Photo credit: http://www.flickr.com/photo/jasonbain/4382825665/ 

Inexpensive At-Show Promotions 

11. Have an engaging demo in your booth 



https://www.flickr.com/photos/ashleyhatch/2891835470/in/photolist-3d5Tj7-5pxpWf 

 

 

Inexpensive At-Show Promotions 

12. Get your client to hold your product 



Photo credit: http://www.flickr.com/photos/44244119@N08/4076838962 

More Expensive At-Show Promotions 

13. Offer one grand prize to get more attention 



More Expensive At-Show Promotions 

14. Put an ad in the show book 



Photo credit: http://www.flickr.com/photos/avantard/4491972155/ 

More Expensive At-Show Promotions 

15. Do door drops that target 

only show attendees at their 

hotel rooms 



Photo credit: http://www.flickr.com/photos/9422878@N08/5969291462 

More Expensive At-Show Promotions 

16. Pay to include an invite or a gift 

in the official show bag every 

attendee receives 



Photo credit: http://www.flickr.com/photos/fabiosantana79/4697644653 

More Expensive At-Show Promotions 

17. Get signage in the show hall promoting your presence  



Photo credit:  http://www.cesweb.org/exhibitors/sponsorships/sponsorships.asp  

More Expensive At-Show Promotions 

18. Sponsor something highly visible at the show  



Photo credit:  http://www.cesweb.org/exhibitors/sponsorships/sponsorships.asp  

More Expensive At-Show Promotions 

18. Sponsor something highly visible at the show  



Photo credit: Jon Petz, Trade Show Magician 

More Expensive At-Show Promotions 

19. Hire a performer to attract attention to your booth 



Photo credit: http://www.flickr.com/photos/44244119@N08/4076838962 

More Expensive At-Show Promotions 

20. Have a raffle or sweepstakes  



Photo credit: http://www.flickr.com/photos/barmano/3332052614 

More Expensive At-Show Promotions 

21. Give a free sample of your product 



Photo credit: http://www.flickr.com/photos/insidethemagic/5186433060/ 

More Expensive At-Show Promotions 

22. Give a free sample of a product made with your product 



More Expensive At-Show Promotions 

23. Offer themed food, especially if it smells good 

Image from flickr.com/photos/komunews/4089507913/ 



Photo credit: http://www.flickr.com/photos/ eveos/5600348830 

More Expensive At-Show Promotions 

24. Offer drinks to your booth visitors 



Photo credit: http://www.flickr.com/photos/ eveos/5600348830 

More Expensive At-Show Promotions 

25. Run presentations or video loops on large flat screens 



More Expensive At-Show Promotions 

26. Hire a celebrity that relates to your product or audience 



Photo credit: http://www.flickr.com/photos/spreeblick/35116837/ 

More Expensive At-Show Promotions 

27. Offer in-booth massages 



8 Common Promotion Mistakes – and How 

to Avoid Them 



Mistake #1: Get the Cheapest Giveaway 
Possible 



Mistake #2: Pile Giveaways In Your Booth, 
And Then Ignore The People They Attract  



Photo credit: http://www.flickr.com/photos/foleymo/3975064118 

Mistake #3: Offer Giveaways that Have No 
Tie-In to Your Message 



Photo credit: http://www.flickr.com/photos/foleymo/3974299809 

Mistake #3: Offer Giveaways that have No 
Tie-In to Your Message 



Mistake #4: Don’t Tell Your Staffers About 
Your Promotions 



Photo credit: http://www.flickr.com/photos/acvbpr/3592312615 

Mistake #5: Offer a Prize or Raffle Without  
Qualifying Entrants 



Mistake #6: Treat Your Customers Like 
Strangers 



Photo credit: http://www.flickr.com/photos/jasonbain/5786691657/ 

Mistake #7: Hire a Celebrity, Then Ignore 
the Line 



Mistake #8: Give a Great Gift, Then Don’t 
Follow Up 



Let’s Review 

Source: Skyline Exhibits and EXPO magazine 

3 Questions To Ask Before You Choose Promos: 

• What is your main exhibiting goal? 

• What percent of the audience do you want to attract? 

• What promotions will appeal to your target market? 



Let’s Review 

Source: Skyline Exhibits and EXPO magazine 

Grab Bag of Promo Ideas 

• Use email, mail, phone, ads, social media, and more to 

reach out to clients and attendees 

• Consider which promotions you can do with personal 

effort and which take more financial investment 

• Consider both pre-show invites and at-show activities to 

get more traffic and qualified prospects into your booth 



Let’s Review 

Source: Skyline Exhibits and EXPO magazine 

8 Common Promo Mistakes – And How To Avoid Them 

• Get quality promotions that will appeal to your audience 

and further your message, then train your staffers to use 

them to engage and persuade attendees. 



North America’s leading designer and builder of  

custom modular exhibits and portable displays 

            Island Exhibits                     Modular Inline Exhibits           Portable Displays 

Your Presenter 



Provider of free trade show education 

Live Seminars Blog E-Newsletter Books &  

White Papers 

Your Presenter 



What’s Working In Exhibiting 

• Updated 2015 

 

• 43 -Page research report 
 

• Best practices in trade show 

marketing 
 

• How exhibitors are: 

– Increasing results 

– Stretching budgets 

 



WindScape® Exhibit System 

New WindScape air-powered exhibit system: light weight, 

ease, and speed reduces hassles, lowers costs 

 



Q&A 




