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Objectives and Introductions

Preparing for the Convention and pre- Wendy McGar
show marketing opportunities Hinman Dental Meeting

Current trends that attract attendees and

crowds to your booth Melinda Kendall
Vice President Business Solutions
Ways to connect with attendees beyond sl

the booth and post-show
Barry Brown

Vice President National Sales
Freeman
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Exhibitor Goals

Exhibitors Looking To Collect Leads And Create Brand Awareness When Exhibiting At Trade Shows

Collect leads

Create brand awareness/grow market share
Launch new products

Meet with or entertain current customers

Sell on the show floor/write orders

Stay current with what’s happening in your industry
Keep up with or psych out your competitors

Meet with the press/generate buzz

Buy from or meet with other exhibitors/suppliers

Other

Q2. What are your organization’s primary goals for exhibiting at trade shows?
Respondents: 892

79%

75%

33%

32%

21%

15%

8%

5%

4%

4%
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Reasons for Remembering Exhibits

Product Interest

Well-Known Company

Product Demos
Stage/Theater Presentation
Booth Personnel
Color/Design
Giveaways/Samples

Literature

Source: The International Center for Exhibitor and Event Marketing, 2011
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Product Interest/Company Awareness

Make events part of integrated year-round
marketing

Consistent messaging
Consistent look & feel
Clear branding
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One Comprehensive Campai

(@ Generate

excitement in your
live presence

e [ earn about who is
going to attend

N Pre-Show

\

e Utilize knowledge to
maximize personal
engagement

e Gain more
information
g J
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N

Follow up with Ieads\

e Continue
conversation

* Repurpose content

Post-Show
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Exhibitors Promote Their Event Participation

44% send pre-show emails to their own list

7
\\@ 27% send direct mail to their postal list

EE 91% promote their exhibiting activities/events on their company’s

[ website
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42% promote their trade show activities on their social media
pages
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Source: Champion Exposition Services Exhibitor Trends Survey, June 2010.
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Pre-Show Marketing

Promote to customers and prospects
Email
Web site
Salesperson appointments

Social media

facebook

facebook

wall Thomas F. Hnman Dental M., © Everyone (Top Posts) v
Share: @ Post Photo
wall
B wa Write something...
[E7 Infa
&& Friend Ackivity
Fhotos Thomas P. Hinman Dental Meeting

E Events
B:E ‘ideas
7] Links

About

The Hirman is one of the nation’s
leading dental mestings and mosk
comprehe. ..

More

1.039
like this

25

talking about this

Create a Page

et Updates via RS5
Report Page

Share

Thomas P. Hinman Dental Meeting

Mon-Profit Organization

Join ug For the official opening ceremony on Thursday, March 22nd at our Keynote
Session and hear our Keynote Speaker, Former First Lady, Mrs. Laura Bush!

Like * Comment * Share * 21 hours ago * @
£ & peopls like this,

¥ Coco Fleming DEMTAL TEMPS will be in booth # 701 in the exhibit
| &._:: halll Come play the match game us and win a great prize!
21 hours aga - Like

Wirke 2 comment...

Thomas P. Hinman Dental Meeting
Another reason to register by the pre-registration deadline of February 23rd. .,
wau are guaranteed ko get inka General Admission {free) courses!!

Like * Comment * Share * January © at 10:15am &

Randy Romanaux, Benco Dental

Looking For & few small equipment items to round out the rest of your operatory?
Take a look at the specials Benco Dental has in the first quarter of the year. All of
the deals will be good through the Thomas P. Hinman Dental Meeting, Oh yeah,
there is also 10 months interest free financing on orders over $5,000,

Q1 2012 Sales Event :: Small Equipment

i, benco,com

Start the new year off right with big savings on the best in Small
Equipment! Our First sales event in 2012 features a huge selection of
handpieces, curing lights, scalers, aukoclaves, altrasonic cleaners and

Find Friends  Home

Create a Page

Sponsored Story See Al
Melinda Maginn Reilly likes
g Hub3pot,
“unsp’# HubSpot
o Like
Sponsored See Al

New in Boston!

groupon,com

5 Mew things to doin
Boston everyday,

Dress MUST Go (%9 Today)
dailydealfinder . org

Ending soan. Taday only.
Up to 90% off, Limited
coupons available, Act
now!

8
$9 Dress (Today)
o

Tieks by Gavrieli
The Ballet Flat,
Reinvented! Designer
Flaks wou can fit inoyour
| purse and wear all day,
L every day, Click now for
20% off!

& Like' 171,052 peopls like this.

PCMA EduCon in June

meekings., visitsanantonio, conm
Jain us in San Ankonio and
bring your Family for a
surmet gekaway, Meet,

cher azk forlz

10 Chat (3)
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Specific Messaging

Look for us at the Hinman Dental Meeting!

Be the first to see our new ___ product!

Get your questions answered by our product manager, George Smith!

Enter to win a !

FREEMAN



Hinman Pre-Show Opportunities

Mailing Lists - Lists can be customized based on
the audience you are trying to reach.

PreShow Planner - Let someone else do
the mailing for you.

Advertise Show Specials - Let us help you
promote the offers you already have in place.
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Drawing Attendees

Education
Interaction
Participation
Engagement
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COMPANY NAME

Booth Design

1.Attract
2.Hold
3.Engage
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Your Compay Name Here




‘ Business Incorpomied

Booth Package Options start at $1250

© 2011 Freeman. All rights Reserved. Proprietary & Confidential. F R E E M A N



Or just add graphics

Banner Stand $412+

Table Drape $355+

FREEMAN



Drawing Booth Traffic

Informational/marketing/product material distribution 79%

Product demonstrations/simulations 57%

Flash video presentations — unmanned, auto loop _ 38%
Product showcases/displays (temporary storefronts) _ 36%
Swag/tchotchkes/premiums |G -

Drawings 28%

15%

Refreshments/food and beverage

10%

Theater/educational presentations with live speaker and seating

Entertainment (celebrity, magician, musical act, etc.) 4%

Other 3%

R B

Source: Champion Exposition Services Exhibitor Trends Survey, June 2010.
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Plasma screens help draw
attention and generate
excitement.
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So does hands-on
training

Provide education
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Get specific

Present technical data
Give access to technical experts

See, touch, feel
Proof points
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Use technology

Showcase your programs on the latest
technology

Utilize new systems to create
Interactive programs

Help attendees download your apps
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Games

Engage
Teach
Demonstrate
Involve...
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...ahd draw a crowd

FREEMAN



Stage/Theater Presentations

n your booth or in Event
Product Theater

Keep them:
Lively
Short
Highly informative
Facts, not sales
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Product Demonstrations

Appeal to:
Curiosity
Exclusivity

Involvement
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Engagement

Walk-through
demonstration

Attendee
participation

Immersive
Memorable
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Giveaways

Draw to booth
Reward for engagement

Make sure they remember who
gave It to them!

FREEMAN



Giveaways

Consider a higher value exclusive gift

Make attendee work for it
Watch demonstration
Play product info game

Passport program of multiple stations in
booth

Result: Greater interaction with
qualified leads

FREEMAN



Product Literature

Short, sweet, useful

Multiple pages for various products?
Provide stapler or folder
Ability to attach business card

Less is more...prompt to go online

FREEMAN



Boothmanship
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Send product experts along with salespeople

Train all booth staff before the event
Product/Company
Boothmanship




Train on your product and company

Product information and key messages
When/how to refer to product expert
How to get more information

How to use giveaways

FREEMAN



Train on boothmanship

Proactively engage attendees

Agree on 2-3 probing questions

Qualifies lead
Allows to tailor conversation

What are the key indicators that you have a
solution to fit the needs?

Engage in conversation - find out more about
their product needs, resources, purchasing
timeframe, etc

Listening is key — and write it down!

FREEMAN



Be friendly and welcoming!
No cell phones

No computer use

No sitting down

Avoid food in booth

Never turn your back to the aisle

Give staff sufficient breaks to sit, talk, recharge

OUTSIDE of booth

FREEMAN
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idea center

Beyond the Booth
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Marketing Opportunities

Increase exposure
Drive attendance to booth

Maximize the on-site opportunity
Educate
Demonstrate
Brand
Drive awareness

Drive leads

FREEMAN
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Marketing Packages

. Mobile Dental Clinic
u-.w..uuucn.a.mun 2640}
* Denad )
e Lf\un Mobele Clinic by July | 2010 and

Variety of price points

i 3 319,000
e (rafe I(NVlnm.mrdnazln
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Variety of locations

Floor plan logo
Social media

On-site sighage
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Participation

Go out and meet people throughout
the event

Attend some of the sessions, and
visit other booths

Rally a group for dinner

Send updates on your event
experience to social media
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Follow Up

Who is following up? When?
Use the notes from your lead collection
Personalize your note, and recap your conversation

Use the post-event attendee list to reach event those
who didn’'t make it to your booth

Send a post-event press release

Begin a program of year-round engagement

Newsletters, email communication, regional events, monthly
contests, ongoing engagement with customers

Source: Center for Exhibition Industry Research (CEIR), 2010

of all leads gathered

at trade shows do
NOT receive any
follow up*
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Following Up

Majority of Exhibitors Follow Up With Leads Within

One Week After the Event

Immediately during the event —
using the latest web-based lead...

Within one week after the event

Between two weeks to a month
after the event

Between two to three months after
the event

We do not typically follow up with
leads

Don’t know

e

B 2
| B2

| 2%

Ps%

Source: Champion Exposition Services Exhibitor Trends Survey, June 2010.

Exhibitors Are Using E-Mails and Phone Calls

For Post-Show Leads

Post-show phone calls to
leads

Post-show e-mails to leads

Post-show direct (postal) mail

Lead qualification/scoring

Other

Don’t know

E—
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Jz%

65%

65%
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Any questions? Type them into the question
box in WebEx now!
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To download the pdf of these slides, or share the recording with others, please go
to:

FREEMAN

INNOVATION DEDICATED TO YOUR BRAND



http://hinman.org/e_WhyHinman.aspx

Have a great event!
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