


























...After the exhibition

Hopefully, you have achieved your set goals and established a good number of contacts
during the exhibition and the experience is fresh in your mind. Now’s the time to turn
those contacts into sales and analyse the effectiveness of the exhibition for your
company.

Debrief the team

Assess the achievements of the exhibition as well as what went wrong so improvements
can be made for the next exhibition. Ask your exhibition staff for their input regarding
improvements that could be made.

Measure and analyse the results

By measuring and analysing the results properly, it is possible to compare the
effectiveness of exhibitions with other communication methods. Analysing the results of
various trade events enables you to identify the exhibitions that best meet your needs.
Results from past shows can help to formulate goals for future shows and analysing
results can help you justify your investment and encourage your staff to work towards
your specified goals. Remember, sales can take place as a result of a contact made at
an exhibition months after the exhibition took place; for a full understanding of how
successful an exhibition has been, all these factors must be taken into consideration.

Follow up contacts

Contact the people you met at the exhibition and thank them for visiting your stand. Use
this as an opportunity to refresh their memory as regards your company and the
products/services it offers. Contact media representatives and ask them if they require
further information. Tell them how successful your participation was.

Reserve a stand for the next exhibition
If you achieved your objectives at the show, make sure you book early for the next year’s
exhibition so that you have a larger choice of stand locations.

Write a report

Summarise the results achieved at the exhibition in relation to the goals you set. This
will act as a good reference when planning your next exhibition as well as demonstrating
to your management the benefits your company can gain from participation.



Sponsorship

...Stand out from the crowd
...Increase brand awareness
...Raise the profile of your business

In today’s competitive market, increasing brand awareness can give you a vital edge over
your rivals. Exhibition sponsorship provides targeted exposure and a cost-effective, high
impact way to enhance corporate visibility. Sponsorship enables long-term marketing
objectives to be met through repeat exposure and reinforcement of your brand message.

If you are an exhibitor, sponsorship of the event will direct more visitors to your stand
and enhance the success of your participation. Your company will be highlighted as a
main exhibitor and ‘must see’ stand, giving you a competitive edge over your rivals. It is
also a great way to introduce new customers to your brand and remind past or current
customers to come and see you.

If you are not exhibiting at a particular show, but your company is related to the industry,
sponsorship of the exhibition is a fantastic way to make your presence felt and gain some
of the advantages of participation.

A number of standard sponsorship packages are usually available to suit your budget and

requirements. However, the best packages are those tailored specifically to your needs
following a great deal of brainstorming and interaction between you and the organiser.

Sponsorship is very flexible. The only limit is your imagination.



Visiting an exhibition

Exhibitions are a vast resource for trade professionals and all those involved in the
industry. It is a chance to examine products or services and meet their manufacturers or
providers. You can see a product in use and ask exhibitors extensive questions about
their product or service. Exhibitions display not only standard products/services
required in your industry, but also new, innovative products and updated models of
products you would already recognise.

Alongside product and service information, visitors can compile a full picture of the
market by assessing trends in the market and monitoring the competition. Exhibitions
are also a rich source of new ideas and applications, helping your business to grow.

The contacts you will meet in terms of both exhibitors and other visitors are another vital
source of industry information. Not only will they share their experiences with you, they
may become useful partners and associates. Exhibitions attract a wide range of visitors,
including buyers and sellers, trade associations and representatives of the press. They
also offer a number of networking events, such as conferences, seminars, workshops,
competitions and award ceremonies.

Other reasons to visit include:

= Putting a supplier’s claims to the test

=  Comparing one product with another

= Seeing a wide range of products in a short space of time
= Sourcing new products / technology

= Finding out up-to-date industry news

= Investigating the market

= Networking and making new contacts

= Maintaining existing customer relationships

= Appointing agents / distributors

= Obtaining technical knowledge

= Discussing business needs in a neutral environment

= Meeting technical staff to discuss problem solving or equipment updates
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ITE (International Trade and Exhibitions) was

established in 1991 to introduce high-quality

P events in emerging markets and promote
cooperation between local and international
companies. The events promote investment in
these countries and help international companies
expand into rapidly-developing markets.

ITE is now a leading organiser of international trade exhibitions and conferences, with a portfolio of around 150 events every year in 14 countries. ITE’s
events are supported by a large network of offices which play a vital role in understanding local market conditions. Its major events now enjoy global

recognition within the industries that they serve.

Exhibitions and conferences play a vital role in the development of many industries and ITE's experience in emerging markets ensures each event is well
promoted, meticulously planned and professionally delivered to provide the best possible chance for participants to do more business.

ITE organises events in a range of industries including: building & interiors, oil, gas & petrochemicals, travel & tourism, food & drink, motor & transport,
technology & telecoms, fire & security, healthcare & pharmaceutical, sport & leisure, metals & mining, fashion, clothing & textiles.

aeo www.ite-exhibitions.com

association of event organisers




