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Get Ready...
While event season can be exciting, we also know 
it can be stressful – especially when managing 
multiple events simultaneously. We’ve compiled a 
list of 10 tips and tricks to make your event season 
a breeze. 

From social media best practices to giveaways and 
promotions, this list will have you more prepared 
than ever.

TIPS & 
TRICKS
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First and foremost, design and presentation is key. During an event, your booth and your team is the first 
impression potential customers have of you. A well-designed booth will make you stand out from competitors 
and make a lasting impression. While your booth should reflect your company brand, it should also be open 
and inviting so visitors want to step inside your space. Consider adding incentives to keep visitors engaged, 
such as contests, games, a massage chair, etc. Don’t be afraid to make a splash and make sure people are 
looking at you!

When you commit to an event, you should know 
exactly why you’re going and what you hope to 
get out of it. Document these goals, and what 
you’re going to do to achieve them. How many 
leads would you like to get? How many meetings 
do you want your team to schedule? What is 
your ideal ROI to label the event as a success? 
Ask yourself: do you need to scan everyone’s 
badge, or only legitimate leads? 

Once your tangible goals are identified, you can 
create effective marketing strategies to achieve 
them. After the event, connect with your team 
to see which goals you achieved and which ones 
you did not. Learn why and adapt for the next 
tradeshow. There is no right or wrong here, and 
every event is a learning experience.

Set goals and 
track them. 

01It’s called a tradeshow for a 
reason… put yourself on display!
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Always have a game plan laid out for every member of your booth staff before the event begins. Ensure 
everyone knows your elevator pitch, or the perfect way to draw visitors into your booth. In addition, before the 
event you can practice qualifying leads and disengaging with non-potential clients (keep an eye on the prize!). 
Your whole team should know what your offers are, what handouts are available, and what visitors can expect 
from you after the event. 

Most importantly, your team should be well-informed about what they need to do and where they need to be. 
Other booth staff best practices include storing all backpacks, jackets, etc., and never leaving food or drink out 
in the open. It’s the little things that keep your booth looking pristine and inviting to visitors. 

Don’t let yourself (or your team) hide 
in your booth or behind your laptop 
or cellphone. Periodically, send team 
members to walk the tradeshow floor and 
meet with their connections or visit with 
customers. Also, attend sessions, after-
parties, and cocktail hours—make an 
impression anywhere and everywhere you 
can. 

The more accessible you are during an 
event, the more likely your audience will 
come to you. Don’t be a statue in your 
booth, be a part of the community.

Get up and 
engage!

03Train your booth staff.
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Promoting your presence before, during, and 
after an event is a key way to stay in front of your 
audience and stay top of mind. Before the event, 
you can share posts from the event hosts and 
regularly post about how excited you are to be 
attending the event. Post about where people 
can find you. Where is your booth? What time 
is your session? Will you be attending the after-
party?  

Challenge every member of your team to post 
about the event. Post selfies with your fellow 
teammates or the clients who came to visit you. 
Take a quick video letting your connections know 
you’re on your way to present your session (tell 
them how awesome it will be!). Pro tip: get them 
talking about what they learned and the value 
they find in the event. Not everything has to be a 
pitch, and there’s always something to talk about 
on social media.

Email is not dead, and your audience will pay attention to valuable email content. Sending short and concise, 
while still high-value, email blasts to attendees before and after the event is highly effective. Before the 
event, make sure your audience knows where to find you and what the value of visiting you is. Afterward, 
implementing a follow-up campaign to stay connected and keeping them informed is critical.

05Utilize email campaigns  
to your advantage.

06Don’t forget 
about social 
media.
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Identify industry experts, social media 
gurus, or influencers within your community 
or target market. Collaborate with them to 
create a campaign to amplify your trade 
show presence – even if it’s just a social 
post or two. You can invite them to visit 
your booth or connect with you during 
the event. Having the endorsement from 
community leaders helps boost your brand 
visibility and attract more visitors.

Let’s face it: people love free stuff. Not only does having an innovative freebie elevate your brand’s impression, 
but it also makes it easier for a potential lead to hand over their contact information (which is what you really 
want out of each interaction, right?).

Ditch the basic pens and notepads and bring in something exciting. Offer eco-friendly or tech gadgets for 
freebies while you engage with booth visitors. For drawing-style giveaways, think outside the box. What about 
a high-end coffee maker or a new laptop? We once saw a company giving away a car at a tradeshow! 

07Get creative with  
your giveaways.

08Collaborate 
with your 
community.
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For many software and technology companies, event season is an important part of the year for lead 
generation and community connection. While it can certainly seem overwhelming, and sometimes 
never-ending, it can also be fun and rewarding when done properly. By following these ten tips and 
tricks, your next event is sure to be a success.

Another way to increase your company/brand visibility and position yourself as an industry expert or thought 
leader is to become a speaker and present a session during the tradeshow. Most tradeshows will open session 
submissions a couple months before the event, where you can submit your ideas for educational sessions. 
Another way to get a session is through your sponsorship. 

This is an excellent way to connect with your audience in a way that doesn’t feel too “sales-y.” Remember 
to be educational. This will set you up as a thought leader and showcase you and/or your team as experts. 
Oftentimes, your audience will find this a more authentic way to learn more from you. Encourage those 
listening to you to continue the conversation one-on-one later during the event. 

09Become a speaker!

Last, but certainly not least, consider offering 
an exclusive deal or promotion exclusively for 
trade show attendees. This is a highly effective 
strategy that creates urgency and boost interest 
for your company not only throughout your 
booth, but the entire event. Offers can include 
time-limited discounts, bundle offers, pre-
registration incentives – anything you can think 
of that encourages immediate engagement. 

10Offer an 
exclusive 
promotion.
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The Solutions connection is a one-stop directory 
of software add-on solutions spanning multiple 
ERP, CRM and other technology publishers. This 
multi-faceted search tool helps end users quickly 
find their ideal solutions and connect with industry 
partners and software vendors.

Start your search today!

TheSolutionsConnection.com

TSC@ThePartnerMarketingGroup.com 

The Partner Marketing Group (TPMG) was founded 
in 2008 to educate, inspire, and support technology 
and software publishers’ marketing initiatives. 
TPMG is dedicated to providing marketing 
consulting, strategy, planning, campaign creation, 
outbound and digital marketing strategies, 
marketing content and design, and more to help 
software marketers grow and succeed. 

ThePartnerMarketingGroup.com

info@ThePartnerMarketingGroup.com
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