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EXPERIENCE THE POWER OF LIVE EVENTS

The Essential Guide to
Exhibiting Overseas

From border crossings to language barriers, your indispensable
guide to exhibiting in another country.

Exhibiting is rewarding but challenging, particularly
if not on home ground, this guide tells you:

v WHO to speak to and how to do it
v WHAT to do at the show to maximise results
©c © 6 06 06 06 06 06 0 0 0 o v WHERE to avoid common exhibitor fails

v WHEN to book, travel, sell and celebrate
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At the Show

Eight steps to success:

1. ON ARRIVAL

So you made it, congratulations! Now it’s time to make all
that hard work and investment pay off. Make sure your
stand looks its best. If you think something is missing or
could be better, speak to the show organisers and on-
site suppliers - there is still time to spruce. Prior to the
show opening it’'s worth checking out the competition or
spotting ways you could attract more visitors.

2. SHOW TIME

Make sure staff arrive fresh and properly briefed on
objectives and local protocol. Everything from a handshake
to how you swap business cards has to be done according
to local custom and etiquette. Look smart, approachable
and interested in your visitors (so leave the phone alone).

3. USE SHOW MARKETING

Most exhibitions have websites, apps and daily newspapers
where you can market yourself - often for free. Make

sure you have something newsworthy to promote at the
show (like a new product or service) to attract attention.
Remember it’s not enough to let people know which stand
number you are on - give them a reason to seek you out.

4. COLLECT DATA

With thousands of potential visitors to your stand, it’s
important to keep track of who came and what they
wanted. Badge scanners can be useful, or you can have
visitors input their own data via iPads or other devices -
which is especially helpful for difficult spellings. Also try
to collect social media data such as Twitter handles.
Have a plan in place to qualify sales leads to help
prioritise the hot prospects.

Facelime

5. CONVERT YOUR CURRENCY

Make sure any prices quoted are correct and up to date,
and also presented in local currency based on current
exchange rates. Relying on old rates could cost you dearly.

6. AFTER HOURS

Time spent away from the show floor can be just as
productive, if you are hosting clients or simply ensuring
your team gets time to relax and recharge. A three-day
show can be physically and mentally exhausting, especially
when away from home, so make sure everyone gets breaks
and enjoys themselves, too. Organise at least one team
social event or excursion.

7. FOOD AND DRINK

As tempting as it may be to sample traditional street food,
it's probably wise to stick to familiar food and reputable
vendors. Also try to avoid strong smelling foods. Alcohol
should be drunk in moderation - especially in countries that
have different attitudes towards over-indulgence. Drink
plenty of water and have it freely available at the show for
staff to stay hydrated and alert.

8. CONSIDER RE-BOOKING

If the show is meeting or exceeding expectations, now
may be the time to re-book. You can guarantee your space
for next year as well as take advantage of any early-bird
discounts offered by the organiser.
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