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Remember, Show attendee:
enough for them to see.

Pre Show Marla'ﬁ ger invites, e-mail alerts, and pre-show

advertising, is growing ever mo other opportunity to put yourself fi
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4.1S YOUR EXHIBIT STAFF A
Business cycles go up and down. That is a fact no one ¢
used” to be or “we are not getting the leads or closed s
to get over it and make sure that not one opportunity is miss
other people are there. They want your undivided attention and a
companies are doing business and keeping the flow of sales movm
mistakes!

5.ARE YOU STILLGREETING POTENTIAL CUSTOMERSWI
A Show is different from a strightforward retail environment. Unless that visitor already p'I
help you?” can bring on the automatic response of “No Thank You” , or “Not right now
greet with an invitation rather than a question. Example: Hello and welcome to... (name of E
take a look at our new... (insert your product of choice here). This approach almost certainly d
h L)
6. ARE YOU LEAVING YOUR DISPLAY UNATTENDED AT ANY TIME DURING THE EVENT?
out every industy we hear Exhibitors saying time and again “my retail location is just not getting much traffic these days™
e see that same Exhibitor spending part of the Show talking to friends, making personal cell phone calls from their display,
ving late, leaving the Show early, going off site for lunch, etc, while literally hundreds or even thousands of potential customers
are walking past their unattended display! Sounds unbelieveable, but this actually happens!

For specialized resources on “THE ART OF CONSUMER EXHIBITING” visit www.siskindtraining.com 7*




