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Trade Show Marketing Tips



Pre-Show Marketing
1. Build your list of contacts for outreach.



Pre-Show Marketing
2. Launch an email campaign.



Pre-Show Marketing
3. Prepare a mailing.



Pre-Show Marketing
4. Launch a digital marketing campaign.











Pre-Show Marketing
5. Connect with the show’s public relations team 

if you have something newsworthy to share.



Communications During 
the Show
1. Post and engage on social media.















Summary
Pre-Show
1. Build your list of contacts for outreach.

2. Launch an email campaign.
3. Prepare a mailing.

4. Launch a digital marketing campaign.
5. Connect with the show’s public relations team if 

you have something newsworthy to share.

During the Show

1. Post and engage on social media.



Follow us on...
Facebook

@homeandgardenevents

Instagram
@denverhomeshow

Twitter
@homeshows



#denverhomeshow

See you at the



Michelle Ellis
720.432.8130 (office)

303.324.6058 (cell)

michelle@ellis-comms.com



March 23 – 25, 2018

EXHIBITOR TRAINING SEMINAR



Marketplace Events
Our Mission...

To create uniquely vibrant marketplaces that connect qualified 

enthusiasts with trusted companies

The Denver Team
•Laura Martin 

Exhibit Sales 

•Rachel Whitmire

Show|Office Administrator

Operations Coordinator

•Leonor Fonseca

Show Manager



Today’s Agenda

• 2018 Show Overview

• Exhibiting Success Tips

• Interactive Exhibitor Listing 

• Marketing Opportunities

• Booth Awards

• A Little of This A Little of That

• Prizes and Q and A



Celebrity Guests

Kevin O’Connor
Of  the PBS Series

“THIS OLD HOUSE”

AND

“ASK THIS OLD HOUSE”

APPEARING

FRIDAY & SATURDAY



Celebrity Guests

JOAINE SPRAGUE

Of the revived hit TLC show

“Trading Spaces”

APPEARING

FRIDAY, SATURDAY  & 

SUNDAY



2018 BACKYARD WARS

TINY HOME VILLAGE

GLAMPING FEATURE

COOKING STAGE

SHOW FEATURES 



Exhibiting Success Tips

1. Who Attends the Show

2. Pre-Show Planning

3. First impressions

4. Selling

5. Post Show



Who Attends?
• 94% are homeowners

• $105,769 average annual household income

• 87% attend with a project in mind

• 77% attend with a spouse – meet BOTH decision makers

• 75% are ages 35 – 64

• 95% live in a Single Family Home

• 91% plan to spend up to $10,000 with an exhibitor within a 

year

• 64% have a home renovation budget of up to $30,000

• 84% have not attended any other home shows in the area 

in the past 6 months

Source: 2016 Marketplace Events Attendee Survey



What are they shopping for?
• 70.4%          General Contractor, Remodeler, Builder

• 66.4%          Kitchen and Bath

• 22.6%          Furnishings & Decor

• 37.5%          Flooring

• 75.4%          Landscaping, Outdoor Living

• 30.8%          Windows/Doors

• 17.6%          Painting

• 4.1% Mattress



Pre-Show Planning

31



Selection & Evaluation

of Show Staff

• Good personality and prospecting skills

• Product knowledgeable

• Easy to talk to, approachable 

• Good attitude about shows and role in 

marketing strategy

• Can they close??



Show Goals

• What are you looking to achieve from 

exhibiting?

Leads, Exposure or Sales?

• Set realistic expectations

• Breakdown your goal to a daily number

• Share  with your staff and review daily



Schedule

• Punctuality 

• #1 complaint from our guests – all booths 

not staffed at opening and closing of 

show!

• Make sure you have enough staff for the 

peek times of the show

• Schedule in time for breaks and meals



First Impressions



Before You Get There

What do you do?

• Offer a Service

• Sell a product

• What is your focus going to be

• 3 second rule



Use a theme to create an experience



Think billboard -not bulletin board



Cluttered, cramped, bad first 

impression



Selling…



Your staff must acknowledge that 

SHOW SALES are different than other 

face-to-face sales…

• Time is Compressed

• Expectations are High

• Attendee Profiling—Be Prepared to Qualify Interest 

Quickly

• Must Listen and Respond Accordingly

• Must Follow up in a Timely Manner that Meets the 

Attendees Needs.



Booth Staff needs to quickly determine…

• Needs

• Timing

• Budget

• Concerns

• How is the homeowner making their decision?

• How are you following up with them?





80% Listening/Hearing

20% Responding

Open Ended Questions will provide you with the 

information you need to best qualify interest, 

understand needs/wants and verify a lead.

Example: What brought you to the show today?

What type of home improvement projects are next 

on your list?



Selling Do’s

 Get a good nights sleep

 Be carefully groomed, wear comfortable clothes 

and shoes

 Be enthusiastic and use prospect’s name

 Keep the booth clean and keep moving

 Know your competition

 Sell the company as well as the product

 Smile☺



Selling Don'ts



Selling Don'ts



Selling Don'ts

 Sit or read in your booth

 Ignore prospects

 Talk or text on the phone

 Attack the aisles

 Overcrowd with staff

 Drink alcohol in your booth

 Display too much product literature



Post-Show



Follow Up
***Statistics show that 80% of leads are not followed     

up on after the show. Have a plan in place! 

• Consider a mailer, email blast, etc.

• Review results immediately and compare them 

to your goals

• Get Feedback from employees

• Provide feedback to show staff

• Start Planning for next show





How to get the most out of your



• Enter a full description of your company. 

• Use as many keywords as possible. 

• Select the category that best represents your company. 

• Include your booth number. 

• Offer a show special or discount. 

• Follow up with email requests. 

• Better Business Bureau Link.

• Remember this is the ONLY way for you to be listed on 
our website.

…



How to Create Your 
Listing… EASY as 1-2-3!

1. Go to 
www.homeshowdenver.com/add-

exhibitor-login, enter DHSMarch as
username and DHSMarEX8 as password

2. Enter your company information & 
logo.

3. Click SUBMIT and you're done! 

Questions? Call Rachel Whitmire at 
407-363-7653, ext. 10 or email 

rachelwh@mpeshows.com

http://www.homeandgardenshow.com/




Benefits of Creating Your Company Listing



Before You Get There



Promote Your Presence for Free

POSTERS + E-BLASTS

WEB BUTTONS

Custom options available

Additional Discount for Exhibitors 

Additional Discount for Exhibitors 



Marketing Opportunities at Affordable Pricing

E-BLASTS Participate in our year-round newsletters to advertise a show special, launch a new product, 
promote your booth location and keep your business top-of-mind during and in between shows. Get in 
front of this highly specialized group of homeowners. E-blast $300.00



Marketing Opportunities at Affordable Pricing 

WEB BANNERS Create a web banner for us to position on our website with a link back to your site. 
Through the year we send regular email blasts driving traffic to our website and our numbers spike 
tremendously around show time.                                             Web Banner Ad $500.00



Marketing Opportunities at Affordable Pricing

FLOOR DECALS- Be seen in different areas of 
the show floor and drive traffic to your booth.  
PACKAGE OF 3  $300

Aisle Signs Drive additional traffic to your 
booth along with getting extra exposure 
and brand recognition. 
SOLD IN PAIRS $400 
ONLY AVAILABLE IN CERTAIN SECTIONS



Booth Awards
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• ROOKIE OF THE YEAR
• BEST USE OF SMALL SPACE
• BEST KITCHEN+BATH 

DISPLAY
• BEST PROMOTER OF THE 

SHOW
• BEST IN SHOW (200 sf and 

under)
• BEST IN SHOW (Over 200 sf)
• BEST NEW PRODUCT

Booth Awards



THIS & THAT







SAVE MONEY - ORDER EARLY!

Hale Orders – March 9, 2018

Electrical Orders – March 6, 2018
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MOVE-IN

Drive In Access Begins:
Monday, March 19, 2018 at 8am

Drive In Access Ends:
Thursday, March 22 at noon

Please see the move in map for your specific move-in time 
based on your booth location. Note that early arrivals will 

not be permitted to enter. Late arrivals will only be 
permitted to the area being serviced at that time.



MOVE IN PLAN
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MOVE-OUT

Move-Out:
Sunday 5:01pm – 10pm

Monday 8am – 12 Noon



PARKING, EXHIBITOR BADGES & 

TICKETS
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Friday 10am – 9pm
Saturday 10am – 9pm
Sunday 10am – 5pm

NO LEAVING EARLY!

SHOW TIME



We will be open during move in, 
throughout the show and during move 
out.



DRESS FOR SUCCESS



FLOORING

Flooring must cover your booth from corner to corner.

▪ Carpet or carpet tiles

▪ Laminate

▪ Synthetic grass

▪ Rubber/foam
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TABLE COVERING

Tables must be covered on at least 3 sides, NO PLASTIC
OR PAPER. Covering must go all the way to the floor.
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Once your booth has floor covering and 
properly skirted tables, it is a blank canvas 

ready to accessorize. Keep it simple or go all 
out ….
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OH DEAR!
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Questions anyone? ….
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PRIZES


