Get Interactive:

Trade show zombies - you know the kind. They move
slowly from one booth to next, eyes glazed over as if in some
sort of trance. Avoiding eye contact, they mindlessly place
whatever is on your table into their overstuffed bags. You don’t
actually expect them to respond to a hello or a question. So
what'’s the cure? How do you reenergize visitors to your booth
in order to interact with them and entice them to stick around
long enough to make a real connection?

We have
a few ideas ...

First, make sure you have
plenty of space . If you
expect to draw visitors in,
interact with them and keep
them around for a few
minutes for meaningful
conversation, your booth
should be large enough to
support momentary traffic
jams—especially because
crowds often seem to draw
more people to booths in the
world of trade shows. Consider using booth space strictly for
conversation and interaction, moving literature and publications
beyond the focal point by utilizing something an attractive
portable literature rack.

In anticipation of these crowds, your booth should be well-
staffed . Multiple people should be manning the booth to
engage visitors and answer questions or provide information.
Coordinate booth staff with matching clothing and name tags to
maintain order and a cohesive brand image.

Prepare your booth staff to
strike up conversations
with passersby and
visitors. Be pro-active -
don’t wait for visitors to
ask questions or introduce
themselves. Research
shows that you have about
15 to 20 seconds from
when they first arrive to
engage someone at your
booth or lose them.
Remind them to be friendly
and genuinely interested in
speaking with others.

Most important, your booth should provide interesting

content . Decorate your booth with colorful displays that
combing colorful photographs with interesting graphics and
targeted text. Set up product demonstrations or provide
product samples for visitors to try for themselves. Not selling a
product? Try architectural models of your buildings, maps of
your geographic reach, or anything else that is visually enticing
and likely to strike up a conversation.

Finally, have fun ! While all trade show booths worth their salt
provide information, only the best provide entertainment (when
appropriate). Maximize opportunities for entertainment and
engagement by incorporating a prize wheel or the ever-popular
miniature golf putting green in your display. Ask visitors to
complete a contact card or industry survey in exchange for a
spin of the wheel or chance at a hole-in-one. Prizes can range
from just plain silly, like yo-yo or stuffed animal attired in one of
your logo T-shirts, to the impressive, like a basket of high-end
wines or chocolates the latest electronic gadget.

Games not your thing? Set up a concession stand stocked with
seasonal treats or beverages and ask that visitors ask or
respond to a question before collecting their snack. This is a
great way to facilitate an impromptu poll related to your
business or industry that gives visitors a reason to stop by
again for results.

Before you know it, the visitors will not only be flocking to your

booth, they’ll be so engaged and entertained they won’t want

to leave. Visitors who have spent time talking to you, learning
about your business and having
fun are likely to remember you and
your business when you follow up
post-trade show. The same can't
be said for those zombies.
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