
Welcome
Presenter - Tony Buddin

Maximise your exhibition



What do you hope to achieve today?



• About Business Link 

• The Importance of Networking

• About Kent 2020 Vision’10/exhibition layout & design

• 16 tips for success



Business link provides the Information, Advice and Support 
you need to start, maintain and grow a business

www.businesslink.gov.uk/southeast

www.eventskent.co.uk

www.directorykent.net

0845 600 9 006



Exhibitions are not just to find new leads but also to:

Find new suppliers

Develop customers relations

Find business partners 

Research Competitors

Launch a new product

Get new ideas



Networking

Lead generation is not just on the stand, but through 
visiting other stands, in meal and coffee areas and at 
workshops and presentations

In March on www.kent2020.co.uk you will able to ask 
other exhibitors and attendees to meet you on the day

So we need to be great at networking



Examples of elevator pitch openings

Undertaker 
I help people with the grief of losing a loved one

Plumber
I solve problems which can totally disrupt life at home

Car insurance sales
I ensure that following a car accident you are mobile at 
minimum inconvenience

Business Link
We are publicly funded and provide free impartial business 
reviews that are often the start of a real change in business 
performance

Objective
"tell me more" rather than "so what!"



Developing the elevator pitch

We work with…

Who have a need for, a problem with…

What we do is…

So that…

Which means…



Hello I’m Tony Buddin, my company is Business Link, we are
publicly funded and provide free impartial business reviews 
that are often the start of a real change in business 
performance

We work with all Kent independent businesses who are not 
fully aware of all the help and assistance there is available

What we do is to provide an impartial Business Review so 
that the business has a clear written plan of its priorities to 
which we add the information and sources of help to achieve 
these priorities – which means that the business is far more 
successful



Accolades from Kent 2020 Vision ‘09

“ I'm Nick Lowe, UK MD of Dacher,

At the last 2020 exhibition we made an excellent contact with a 
company that have now made us their preferred supplier for 
European road freight services.

I would certainly recommend Kent2020 09 as a not to be missed 
opportunity, see you there”



“I’m Tony King of Think Furniture, we quoted for 250 thousand 
pounds worth of business furniture and interiors at the last 2020 
exhibition and made excellent contacts.

We now consider the event essential for our growth strategy, 
and plan to have a bigger stand next year”

Accolades from Kent 2020 Vision ‘09



16 Tips for Success



1. The 6 “P’s”

Proper   Planning   Prevents

Particularly   Poor   Performance



2. Decide your objectives

• Sell a product on the day

• Leads for new customers

• Launch a new product

• Re-enforce brand

• Meet the media

• Test new product idea



3. Target customers

• What product or service?

• To whom?

• What is the customer benefit?



4. The message on the Stand

• Visually attractive

• One central theme

• Less is normally more

• Keep it simple

• Inform potential customers how they may benefit

• Hooks “ask me about”

• Only a few seconds to attract

• Magic words – New, saves time, saves money,  
makes money



5. Key competitive advantage

For your chosen product or service and its targeted 
customers, what makes you a little bit better than the 
competitors?



6. Stand layout

• Avoid obstructions

• Keep simple

• Use colour to stand out

• Use product displays – live demonstrations

• Interactive exhibits – people love to touch and feel



7. Branding

Theme on all customer seen material

• On stand displays

• Literature

• Give – aways

• Name Badges

• Uniforms

Reflect current marketing campaign



8. Stand staffing

Do not talk to each other



• First Impressions

• Technical and Sales

• Rotate staff (take breaks)

• Maximum number during workshop breaks

• Debrief at end of day

9. Stand staffing



10. Selling

• Max 30 seconds rule

• Can I help you – NO

• Act like an adviser

• Show genuine interest in their business

• Use visuals (Sale talkers)



11. Closing the sale

• Giving out literature is not a result

• People saying they will telephone you is not a result

• Make Appointments

• Agreement to telephone

• Write details in enquiry book



Networking is about helping other people

the hard sell is inappropriate, not appreciated, and less 
effective than acting in a supportive way

12. Networking – act like an adviser



13. The follow-up

For general enquiries send letter reselling benefits then 
telephone within 2 days



14. Literature

• Keep Simple

• Designed to generate a lead as a reminder

• Stress key benefits and its result

• Expensive material out of site

• Promote web site



15. Competition and prizes

• Relevant to products and services

• Keep simple

• Aim to collect business cards

• Aim to give you more time to talk



16. Pre-promotion

• Invite 25 customers to do more business

• Invite 25 prospects

• Send invitation with covering letter selling benefits and 
key competitive advantage

• Email link to booking page on www.kent2020.co.uk

• Discounts for on the day orders

• Invitation with invoices













Have we answered all your questions?



Networking Bingo



Kent 2020                     
Thursday 22 April 2010                             

Kent Showground, Detling, Maidstone

See you there!


