
WELCOME TO



Introduction

• Marketplace Events
• Our Mission:  To create vibrant marketplaces connecting enthusiasts with experts, products 

and services in dynamic face-to-face environments.

• YOUR Team
• Cathy Berthold, Senior Exhibit Sales Consultant
• Rese Pardue, Senior Exhibit Sales Consultant
• Teri Callahan, Show | Office Administrator 
• Caitlin Dorney, Assistant Show Manager
• Rosanna Hrabnicky, Show & Sponsorship Manager



Today’s Agenda

➢ 2019 Show Updates 

➢ Marketing Research and Opportunities
Research, Creative, Opportunities and more

➢ Sponsorship and Features 

➢ Exhibit Like an Expert



Who Attends?



Focus is on remodeling, outdoor living, 

landscaping, new construction and décor.

This branded show will attract the very serious 

project-minded homeowners. 



Who Attends?

• 92% are homeowners
• 72% attend with a project in mind
• $113k average annual household income
• 84% are likely to recommend to return to the show in the future
• 74% attend with spouse – You meet BOTH decision makers!

• 80% saw everything they came to the show to specifically see
• 58% spent more than 3 hours at the show
• 80% had not attended a home show in prior 6 months
• 72% were satisfied or very satisfied with the show

Source: 2018 Marketplace Events Benchmark



What are they shopping for?

➢ 56% are planning to complete a major yard/garden, landscaping 
and/or patio/deck project

➢ 68% kitchen/bath remodel

➢ 28% will be shopping for flooring

➢ 79% have a home renovation project 
between $5,000 – $100,000

Source: 2018 Marketplace Events Benchmark



2019 Show Updates

➢ Front Entrance Outdoor Living Oasis – Peabody Landscape

➢ Weaver Barns

➢ Tiny Homes 

➢ Cambria Bistro 

➢ Main Stage

➢ Celebrity Appearances – Clint Harp

➢ NARI Partnership

➢ The Marketplace

➢ Drab to Fab – Upcycle Challenge

➢ Home Sweet Gnome

➢ Media Promotions



Maximizing Your Show Experience
Through Marketing



Marketing Strategy

➢ Media Campaign
➢ 66 shows to test, track and gather research
➢ Strategic marketing and PR that attracts qualified homeowners 
➢ A strong media buy with strong partnerships with key media

➢ Promotions & Contest Highlights
➢ Unique tie-ins and promotions with all media partners
➢ Attendance-driving celebrity appearances and features
➢ Digital: Behavioral ad campaign based on our target demo
➢ Award winning social media that drives ticket sales

➢YEAR ROUND  
➢ Email: Email blasts to our 52,000+ opt-in database

➢ Social Media: Facebook, Twitter, Instagram

Media Buy
$150,000!



Show Marketing
How do consumers hear about the show?

• TV 
• Newspaper/Magazine 
• Radio
• Friend or Relative 
• Billboard/Poster 
• Digital / Social Media / Email



PR AGENCY added value

Live on Lakeside

1/31/2013 11:27 a.m. 



Driving Traffic through 
our Show Website 

Top 5 visited pages on website
1) Home Page
2) Exhibitor List (Online Web Listing)
3) Sponsors Page
4) Ticket Prices
5) General Info –

Dates/Hours/Location



Exhibitor Listing 
• Instructions to set up your exhibitor 

listing are available on our show website 
under Exhibitor Kit



PROMOTE YOUR PARTICIPATION 
In Your Company’s Own Marketing & Advertising

➢ Include “VISIT US AT THE HOME SHOW, 
BOOTH #123” in your existing advertising…

➢ Email signature and voicemail messaging

➢ Your website

➢ Your Facebook page, your Twitter site

➢ Forward the show’s email blasts
to your company’s consumer contact list

➢ All advertising



Sponsors To Date



Marketing Opportunities at 
Affordable Pricing

➢ Banner Ad
➢ Floor Decals 
➢ Email Blast Inclusion
➢ Promotional Contests



FLOOR DECALS
ENTRANCE/EXIT

Marketing Opportunities at the Show

CELEBRITIES



FEATURES

Sponsorship Opportunities at the Show

MAIN STAGE

➢ Official Product Sponsor
Windows

Roofing

Mattresses

Nature Stone Flooring

Gutter Protection

➢ Create your own…
Ask the Expert / DIY Stage

Make It, Take It

Ultimate Garage

Electronics and technology area

Designer Vignettes / Home Decorating



Show Guide – Inserted in Ohio Magazine

• Over 358,000 engaged readers
• Subscriber count of 53,000



Preparing for the SHOW
Cathy Berthold & Rese Pardue



General Show Information



Dates & Hours:  
Friday, January 11th Noon – 9:00 PM
Saturday, January 12th 10:00 AM – 9:00 PM
Sunday, January 13th 10:00 AM – 6:00 PM

Move-In:
Tuesday, January 8th 8:00 AM – 4:30 PM *Features Only
Wednesday, January 9th 8:00 AM – 4:30 PM
Thursday, January 10th 8:00 AM – 1:00 PM
Friday, January 11th 8:00 AM – 11:00 AM

Show will call you with your move-in times.

Move-Out:
Sunday, January 13th 6:01 PM – 11:00 PM
Monday, January 14th 8:00 AM – 3:00 PM



Move In

Commercial vehicles must purchase labor from FERN (i.e. semi-trucks, box trucks, or any 
vehicle with a lift).

1.  Arrive at your installation time.

2.  Proceed to loading dock area – Loading Dock for Halls C &D. 19 Convention Center Drive  
Columbus, OH 43215.

3. There is a designated unloading/loading area on Show floor (Hall A)*Pending

4. Unload vehicles with your own personnel (allotted time for unloading/loading).

5. Drive your vehicle out of the building via specified door.

6. Return to booth and assemble your display.

YOU MAY USE YOUR 2-WHEEL OR 4-WHEEL DOLLY/CART TO 
UNLOAD/LOAD YOUR  VEHICLE.  

FERN WILL HAVE A LIMITED AMOUNT OF CARTS TO USE 



Move Out

No exhibits may be taken down until Show closing on Sunday, January 13th at 6:01 PM –
11:00 PM & Monday, January 14th 8:00 AM – 3:00 PM

REMEMBER - Remove your entire exhibit.  Bring your own TWO WHEELED OR FOUR WHEELED 
dollies for handling your exhibit material during move-out.  If you stack  products and literature to be 
picked up later, be sure to mark "DO NOT TRASH...HOLD FOR PICK UP!"  Keep in mind that even 
though we have security, move-in and move-out present the highest chance of damage and theft.  
We encourage exhibitors to remove as much as possible at Show closing. 

IF YOU BRING IT IN, HAUL IT OUT! Whether a display is removed from the Show to be used again, 
or is to be destroyed, remove your entire exhibit. The Convention Center should be left in broom-
clean condition



Show Time!

Exhibitors may enter building ONE HOUR prior to show

Exhibitors must staff booth for entire duration of show – no leaving early! 

Exhibitors can stay in building a HALF HOUR after show close each day

Exhibitors exiting the show floor during the show with merchandise/valuables 
must fill out Product Information Form when exiting. See Security for this 
form.

NON EXHIBITORS IN YOUR BOOTH: please contact show team on how 

they can be identified. They may not distribute literature in any way in the 
facility



Included with your Booth

➢ Standard pipe & drape

➢ Complimentary tickets

➢ Exhibitor badges 

➢ 24 hour security

➢ Online Exhibitor Listing

➢ Listing the official show guide

➢ Exhibitor training seminars

➢ Exhibitor manual for pre-show planning



Where to go to find important information:

➢ www.ohiohomeandremodelingshow.com

➢ Scroll all the way down to the bottom 

➢ Any important forms will be 
posted to this page 

➢ Exhibitor Kit 
- Rules & Regulations

➢ FERN Services Guide
- Order and pay for services by 
December 14th, 2018 to receive 
advanced rates!

Show Info on Website

http://www.ohiohomeandremodelingshow.com/


Hotel 
Accommodations:

Hyatt Columbus Downtown $149.00
Reservations: 614-463-1234
(book by December 18th, 2018)

Parking at Show:

South Garage, Vine Garage, Goodale 
Garage, East Lot – rates vary between $10-
$12 daily. 

IMPORTANT – Trailers can ONLY be parked 
in the EAST SURFACE LOT.  Spaces can be 
reserved in advance on the Greater 
Columbus Convention Center website.



COMPLIMENTARY TICKETS

Your comp tickets will be mailed out to you
-OR you can pick them up at move in or during the show
-You can leave complimentary tickets at the will call office 

Comp tickets are provided are determined by booth 
size
-10 complimentary tickets for 100-299 square feet
-15 complimentary tickets for 300-599 square feet
-20 complimentary tickets for 600+ square feet



EXHIBITOR BADGES

Badges provided are determined by booth size 
and are your admission into the Show:
6 badges for 100-299 sq ft
8 badges for 300-599 sq ft 
20 badges for 600+ sq ft 



“You never get a 2nd chance 

to make a 1st impression!”

People form an opinion of you 

within a few seconds…make it count!



BOOTH MECHANICS

The Basics…
• Carpeting or flooring required

• Tables – professionally skirted OR cloth (no paper or 
plastic please!)

• Seating – bar stools best  

• 8’ maximum height, including signage 

• Finish BACK of displays

• No signage facing neighbors’ booths

• No handwritten signs



Before You Get There

• Mock up booth in office, warehouse, garage 

• Tape off exact size on floor

• Contents fit?

• Room for staff/visitors?

• Goldilocks Test: too much, too little, just right?  

• Consider expanding ? “3-Second/3-Step rule” 

BOOTH MECHANICS (cont.)



Before You Get There

Ask yourself, “Do we have…”

• neat, attractive display?

• neat, well-groomed, uniformed staff?

• inviting booth that welcomes guests?

• clear, concise signs? (THINK billboard not 
brochure!)

• a “Show Special” clearly advertised?

• lights, color, movement?

BOOTH MECHANICS (cont.)



Before You Get There

Did you…

• train staff, role play, share tips with team?

• review booth etiquette?  No eating, cell phone 
or iPad use, sitting, etc.

• provide an incentive for folks to stop and 
engage with your team? (contest or give away 
at the booth?)

SUCCESS AT THE SHOW



Did you…

• set sales goals for team/show?  Are they 
realistic, attainable and measurable?

• set incentive contests for your team? This 
keeps them engaged and makes it FUN!!

FACT: less than 25% of exhibitors set goals!

SUCCESS AT THE SHOW (cont.)



• Mail VIP tickets to top prospects; include nice note to 
visit you at show (include your booth # ☺)

• Thank NEW customers with VIP tickets

• Hold drawing at your store/showroom OR via social 
media to win VIP tickets to the show

• Have a party at your booth! Invite prospects & customers 
on a weeknight – ask them to bring a guest!

More Tips for Show Fun + Success



Before You Get There

Show Photos



Neat, product in flooring



Amazing what you can do with 100 square feet!



Great 10’x10’



10’x10’ vs. 10’x20’



10’x10’ vs. 10’x20’



Simple and effective!



No doubt what they do



Custom booth ➔”Showstopper”



Oboy Construction 
Booth progression – year one



Oboy Construction 
Booth progression – year two



Professional/Neat 
(but beware of “Castlebuilding”)



More room for engagement!



EXHIBIT SPACE DON’TS



Would you hire them for YOUR home?



Too much, too busy, messy



What went wrong here?



Should be in a 10’x20’ booth



Messy table coverings &
floor coverings –> uninvited!



View your booth from all angles!



8’ max height rule 



8’ max height rule (front)



8’ max height rule (back) 



8’ max height rule (front) 



8’ max height rule (back) 



Best in Show 
1 for each category

• 100 square foot booths 
• 200 - 400 square foot booths
• 400 + square foot booths
• 1 winner for Marketplace
• 1 winner for Gifts & Gadgets

Daily Awards (several winners!!)   
• Best Dressed
• Best Attitude

Booth Awards



Welcome Phillip Hicks with 
Created Hardwood Ltd



Welcome Jhoan Salazar with 
G/S Marble & Granite





And the winners are…


