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Tip:  Hold a pre-tradeshow meeting with your exhibit staff.  You can set or review these goals together to get a jumpstart on your show strategy!  Then, when you get back, have a post-show meeting to see how you did.
	THE NUMBERS

	How many total leads do we want to bring back from the show?

What is our goal number of sales generated from these leads? 

What is our goal revenue generated from these leads?

How many live demos are we going to do on the show floor (if applicable)?

How many meetings will we set at the show with potential customers for the week after the show?

	ABOUT THE ATTENDEES

	What are the attendees’ pain points in regards to our product? (i.e. cost, compatibility, necessity)


	TALKING POINTS

	What are our top three talking points to customers new to our product?
1. 
2. 
3. 
What are our top three talking points to customers we want to convert from a competitor?

1. 
2. 
3. 
What are our top 3 talking points to current customers considering a switch to a competitor?

1. 

2. 

3. 

	ELEVATOR PITCH

	What would we say if we only have 30-60 seconds to convince someone to buy our product?


	ONSITE MEETINGS

	Make a list of prospects to set on-site meetings with prior to the show.  Include existing customers and potential sales in progress.
1. 

2. 

3. 

4. 

5. 

	PEOPLE TO MEET

	Make a list of specific new people/companies we would like to meet at the show.
1. 

2. 

3. 

4. 

5. 

	RESEARCH QUESTIONS

	Is there anything we want to learn from attendees to help us improve our product?


	STRATEGIC ALLIANCES

	Are there any other exhibitors you think would make good strategic partners?  
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