
Participation in the exhibition
6 steps to make participation in Wialon IoT zone as productive as possible.

Step 1. Spread the word about your participation

Gurtam always takes care of getting as many visitors at the booth as possible. But many things
depend on you too: you should get properly prepared for the event.

At first, write short news about your future presence at the event: tell the readers why your booth
is worth attending, who will be present (maybe it’ll be a top manager that is normally hard to
meet), what new (or tried and tested) solutions you will showcase. Don’t forget to point your
booth’s number and the way to find the booth (use a hall plan and a booth layout).

Spread the news through all channels available: your website, social media, signatures in emails,
emails themselves and so on. Invite the journalists you know. Try all possible methods!

Step 2. Invite important participants

This is, perhaps, the key point. Of course, there will be visitors and participants at the exhibition,
but it is your responsibility as well to provide visitors constant flow and live traffic at the booth.

Was having a hard time trying to arrange a meeting with a potential client? The exhibition is an
excellent reason to invite them to talk in person.

The current client stopped responding and lost the enthusiasm they had before? It happens
sometimes. Invite them to attend the event, have a change of surrounding, and discuss the
latest news with you.

Define the agenda beforehand – share the issues you want to discuss, and make it straight what
your client is worried about. Compose “the client profile” to understand better who your client is
and what is the best way to communicate with them.

Come up with the meetings schedule and share it with your employees. You wouldn’t want all of
them to be busy at the same time. Google Calendar or Google Spreadsheet is great for this
purpose. Try to set up the meetings for the least busy exhibition working hours: early morning,
lunch, or the last working day.
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Step 3. Get the materials ready

When we say materials we mean printed materials (leaflets, brochures, business cards) and
branded promotional gifts that you will hand out to your visitors. It makes sense to prepare
different materials for different visitors: a current client, a potential client, just a passer-by. For
those who got to your booth by chance and other interested people prepare something simple
like a low-priced leaflet with your company description.

Make sure that your presents will be in plain view after the exhibition: notebooks, pens, mugs,
wall clocks, and post-it notes are better than the gifts that only their owner uses.

Step 4. Hold a meeting with your team

It is a matter of utmost importance to synchronize with your team. Distribute the tasks among
your colleagues several days before the event: who is responsible for a router, who controls the
printed materials readiness and the booth layout, who arrives beforehand. Coordinate your
working schedules and meetings time. Agree on who gathers the rest of the materials after the
exhibition and moves out.

Step 5. Work with enthusiasm

Arrive well in advance to get the working place ready and stay to the end – very often people
decide to attend the exhibition in the evening right after work. During the last working hours, you
will be able to communicate with other exhibitors and visit their booths – some of them can
even become better business partners for you than the exhibition visitors.

Don’t forget your badge, business cards, a notebook with a pen (you will make notes during the
meetings so not to miss anything – write down not only the facts but the emotions and mood of
your interlocutor).

Before presenting your solution analyze who you are dealing with. Make sure that they are your
target audience before laying your cards on the table, revealing the prices, and demonstrating
the product.

During the meetings with current clients and leads, do not limit yourself to agenda only: ask
about the latest news and the feedback on your work, tell about your news, present your
promotional gifts, write down the list of things you are going to send in a follow-up email (make
sure that your interlocutor doesn’t mind receiving this kind of email after the event). Do your best
to resolve maximum issues at the moment. Through the phone and emails, the discussion
might take more time than expected, and the next meeting might not be arranged soon.
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At the end of the day, sum up the results together with your colleagues, share your impressions,
and the things that must be changed the next day.

During the last working day, don’t forget to book the most advantageous place for the next year.

Step 6. Safeguard what has been achieved

Don’t forget that the work isn’t finished after the end of the exhibition.

Log all the gathered information about the clients and meetings with them in the place where
you usually store it (CRM, file). Do follow-ups. Count up the number of leads you got from the
event (compare in three months to see how many of them have already become your
customers).

Send emails to all those you promised to send them. If they don’t respond, remind about
yourself. And one more time. And again. And again. Close the deal.

Write down your impressions on the exhibition: if the booth was good enough, if the place was
nice, the number of materials you planned to hand out and how many of them you actually
handed out, if your team got a handle on everything. All these things will soon vanish from your
memory, and we hope you would keep taking part in other exhibitions.

Any questions left?
Gurtam marketing department is always willing to provide you with proper consultation. Write at
marketing@gurtam.com.
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