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10 Tips for Working a Trade Show

Nothing feels more like Christmas morning than attending an industry trade 
show or conference.  Considering the hundreds of potential prospects 
under one roof – plus the vast amount of information floating around the 
hall – it’s easy to grasp the enormity of the gift.

Some of my most enduring relationships and memorable successes had 
their genesis in a crowded booth, an entry foyer or food court in a Chicago, 
New York or Los Angeles convention center. And over time, I’ve found ways 
to organize my time and exploit the opportunities found in a trade show’s 
frenetic, networking-friendly environment. Here are 10 ways to get the most 
out of your visit:

1.Do your homework. Before you arrive, prepare a list of people you want 
to see and booths you’d like to visit. 

2.Pay your respects to old friends. Be sure to greet the people you’ve 
spoken with in the past, including candidates, employers and industry 
insiders. 

3.Make friends with the sponsors. Trade shows are underwritten and 
organized by publishers, associations, companies or special interest 
groups. Take a moment to thank them for their contribution to the 
industry. 
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4.Travel light. Five hours on your feet can get tiring, so leave your laptop, 
briefcase or six-inch heels in the car or in your hotel room. 

5.Avoid the trinkets and trash. Promotional items such as logo-embossed 
coffee mugs, T-shirts and refrigerator magnets will weigh you down and 
accelerate fatigue. 

6.Gather contact information. This is your chance to pick up business cards 
and build your email list. Remember, your primary goal at a trade show is 
to gather fresh leads and advertise your brand. 

7.Distribute collateral material. Hand out business cards or lightweight 
brochures to everyone you meet. If you have an image that can be 
shared quickly on a tablet computer or smart phone, have it ready for 
viewing. 

8.Float like a butterfly. Everyone’s time is scarce, so don’t linger too long 
with any one person. Save your in-depth conversations for later. 

9.Keep your presentation simple, as in, “I’m Nick Azar, and I’m a sales 
executive specializing in our industry. I’m here to visit with old friends and 
meet new ones. Do you have a business card?”

10.Jump on hot tips. For example, if someone mentions a new competing 
product, or a company that might be interested in a product like yours, 
probe for information, as in, “Who would I talk to about that?” or maybe, 
“How would they use our product?.”
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Here's an advanced tactic is to be more aggressive and less passive when 
interacting with people. Instead of simply stating your name and 
occupation, you might consider making a sales or marketing presentation 
that relates to something you've found to work well with this particular 
vendor products.

For example, if you happen to meet a president or director-level person at 
his or her booth, go ahead and pitch a product, or service as in, “You know, 
we offer a product, or service that could increase sales at your company. 
The product is currently used by one of your competitor’s, but we believe, 
with our product, or service, your company can have a bigger impact on the 
market. Is this a product, or service you might like to hear more about?”

Or, if you meet a midlevel person, or just a sales associate you could pitch 
a product, or service as in, “I just completed a survey on a product, or 
service with one of your company’s competitors. Tell me: are you the sort of 
company who might want to look at a new, but rewarding product or 
service?” And if the answer is yes, you can continue the conversation. If the 
answer is no, you can begin to gather names.

And so it goes. A day at a trade show is like a month on the phone. Pound 
for pound, it yields the highest return on a relatively short investment of 
time.

To find out more about how to get the best out of your trade show 
experience, and to learn how to exploit the opportunities found in a trade 
show’s to better benefit your business, call us today at (661) 810-2446, or 
visit us on-line at www.azarandassociates.com
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