
Trade show follow up. Finishing what you started.
by Tony Pires

Would you plan to have a big party at your house?  Start 
preparing for it months in advance; spend money on party favors 
and fancy invitations.  Prepare all the food and drinks and even 
have a nice token for your guests to take with them and then at 
the last minute decide that you don’t want to do it. Probably not, 
right?  Well that’s what a lot of businesses do when they don’t 
have a way to follow up with prospects after a trade show, and 
even worse don’t even try to follow up.  They waste a lot of time 
and money.

There are 3 phases to any trade show... Before the show, 
during the show and after the show.  What you do after the 
show is where the sale is really made.  So your strategy for 
communicating to prospects after the show is even more 
important than your communication before and during the 
show.

Informational packets and a special or entertaining promotional 
product are the first part of your post show collateral. Send your 
literature and promotional piece via FEDEX or UPS or Express 
Mail.  If possible create unique packaging to send your material. 
Tubes, bottles, chinese food boxes are cool ways to get your 
prospects to notice your material and want to open it.

Follow up with a phone call to ensure they received your 
material. Ask if there is anything  else that you may be able to 
provide to help them in their decision making process.  Of course 
the goal is to set up a meeting where you have the opportunity 
to discuss their needs, so make sure you ask for one.

True trade show success is not measured by the 

number of catalogs handed out or the number of 

business cards collected.

Follow-up is the most crucial part of the trade show marketing 
equation. Trade show success is not measured by the number of 
catalogs handed out, or the number of business cards collected.

It’s the sales generated from the leads made at the trade show 
that make your participation in the show successful. Pre-
show planning and organization is the key to immediate and 
successful post-show follow up. So, find the appropriate sales 
literature, promotional products and packaging that will turn 
those hot show leads into profitable sales and lifelong clients.

Call 800.466.9880 or click here to see how CFS 

Inc. has the solution for events your  

organization is planning.

312 E Main St | PO Box 1204 | Norton, MA 02766 | 508.285.2800
443 Route 130 | Sandwich, MA 02563 | 508.888.1900

answers@cfsinc.com

cfsinc.com

http://www.cfsinc.com
mailto:answers@cfsinc.com
https://www.facebook.com/CFSfulfills/
https://twitter.com/CFSfulfills
https://www.linkedin.com/company/1400224/
https://plus.google.com/+CFSIncNorton
http://cfsinc.com

