


ADIL SAMIT
CEO & Founder of 3 Companies

Over 15 years marketing experience, 
including over 9 in online marketing. 
Specializes in opening new markets and 
territories for small to medium sized 
traders and manufactures.

As a founder and CEO of Nocti, I develop 
innovative online marketing strategies to 
help companies to enhance branding, 
elevate market presence, and generate 
revenue. 

My expert understanding of and ability to 
optimally use social media, SEO and 
marketing technology tools for 
businesses allows me to offer companies 
a unique and successful approach to 
driving sales within their organization.









Join Us



Business Game
You should focus on our training 

most of our questions will be 
connected with our course today.

Only the first person who act fast 
will have the chance to get the 

award.





ARE 
TRADE SHOWS 
MARKETING OR
SALES EVENTS?



EXHIBITIONS ARE 
EXPENSIVE. 
VERY EXPENSIVE.

Participation, booth cost, design, 

furniture, staff, promotion, printing, 

samples… trade shows are usually 

the most expensive type of event a 

company can have.

Hence you need proper ROI (Return 

On Investment).



Who in your company is most
capable of bringing this return? 



Why are trade shows real sales events?

CAPTURING LEADS
TO GENERATE SALES

The ultimate purpose of attending 

such business event should always 

be capturing leads to generate sales.



Why are trade shows real sales events?

CAPTURING LEADS
TO GENERATE SALES

Reaching this goal implies have 

people able to explain your product 

in simple words, demonstrate it, 

highlight its benefits and sell it



How to collect information
in order to sell? 



YOU ARE NOT 
SUPPOSED TO SELL
ON YOUR BOOTH

Most visitors are not coming to buy, 

they visit a trade show to discover 

new products and compare offers. 

As a result, you will need to collect 

prospects information and take 

notes that would help a sales person 

closing a deal.



Trade shows are 
marketing events! 



Why are trade shows are marketing events?

GETTING TRAFFIC IS THE 
SPECIALTY OF YOUR 
MARKETING TEAM

Promoting the event, decorating 

the stall, preparing flyers, brochures 

and business cards, choosing the 

right location, managing the 

budget… all these will be better 

handled by a marketing person!



DID YOU GET 
CONFUSED?

IN THE END, ARE 

TRADE SHOWS SALES 

OR MARKETING 

EVENTS?



DID YOU GET 
CONFUSED?

TRADE SHOWS ARE 

BOTH SALES AND 

MARKETING EVENTS



BEFORE 
THE SHOW?



REALITY 1

An average of only

10-15% of trade show 

exhibitors invest in
pre-show marketing 

effort



REALITY 2

70% of show attendees 

plan a list of booths to 
visit before even setting 

foot on the trade
show floor.



REALITY 3

81% OF TRADE 

SHOW ATTENDEES 

HAVE BUYING 
AUTHORITY



TRADE SHOW MARKETING BEFORE THE SHOW.

- PRE-SHOW E-MAIL

- PRE-SHOW BRANDING

- PRE-SHOW SOCIAL MEDIA

- PRE-SHOW CONTENT

- PRE-SHOW MAILER

Before the show you have to announce your trade show presence via press 

releases, social media, your company’s website and blog, email signatures, etc.



PRE-SHOW
MAILER



PRE-SHOW MAILER

Traditional mail is still a common 

way of reaching out to tradeshow 

attendees. Consider sending out 

visually appealing postcards or 

invitations, ideally individualized to 

the recipient.



PRE-SHOW
E-MAIL





PRE-SHOW E-MAIL

Follow up your mail campaign with 

individualized emails, reiterating 

your invitation and including a link 

to your tradeshow landing page. 

Additionally, take advantage of the 

immediacy of email by sending out a 

last minute reminder for attendees a 

day or two before the show.





PRE-SHOW
BRANDING



CREATE NEW COVER 
IMAGES FOR ALL 
YOUR SOCIAL MEDIA 
SITES

Let people know that you’re going to 

be at the trade show and which 

booth you’ll be in. Just don’t forget 

to swap the cover images out after 

the show is over. Some larger 

conferences will even have custom 

exhibitor badges you can 

incorporate into your design.







PRE-SHOW
CONTENT



OFFER SOMETHING
OF VALUE

You shouldn’t be “just” selling on 

social media and on your blog 

anyhow, Sure you can push out 

some content that lets people know 

that you’ll be at trade show, but 

that’s enough.

offer something of value, and they’ll 

be more receptive to actually 

checking out what it is that you can 

offer them!



PRE-SHOW
SOCIAL MEDIA





Monitor Show
#Hashtags

This should be your starting point in using 

social media for exhibiting. Most shows now 

use a unique hashtag(s) to help attendees 

and exhibitors get connected and start 

conversations online. Monitoring the 

hashtag will help you get involved with 

attendees and get a better understanding of 

overall sentiment and interests of your 

future visitors.



INSTAGRAM



TWITTER



FACEBOOK



LINKEDIN



Hashatit is the one and 

only Social Media search 

engine where you can 

search for #hashtags, 

venues, people, companies 

and more.

HASHATIT.COM



SocialSearch is the one 

and only Social Media 

search engine where you 

can search for #hashtags, 

venues, people, 

companies and more.

SOCIAL 
SEAR.CH



CREATE YOUR OWN 
UNIQUE HASHTAG

Some exhibitors decide to use a 

hashtag entirely their own for 

marketing purposes. This is a great 

idea but remember to give visitors a 

reason to use it. Otherwise, it’ll end 

up being pretty useless. 



SHARING SELF 
VIDEO

Take a 30-second video of yourself 

with your cell phone explaining who 

you are, what company you 

represent, and what people will be 

able to learn at the trade show if 

they see you there. Give them a 

reason to visit the booth. Upload this 

to YouTube and post it to your 

company social media profiles.





DESIGNATE A SOCIAL
MEDIA LEADER

When the show floor opens your 

booth is going to be hectic, and your 

sales people will likely be busy with 

clients. Posting, engaging and 

monitoring is a full-time job so if you 

can afford it, bring a team member 

who is there solely for social media 

and marketing.





AT 
THE TRADE 

SHOW?



THE 3 SECOND RULE

Does your stand clearly 

communicate your main message in 

3 seconds?

This is how long you have before 

your visitor’s attention wanders to 

another stand.

















PUTTING THE RIGHT
PEOPLE ON THE JOB

Choosing the right people can 

significantly increase the chances of 

achieving and exceeding your show 

objectives.

Visitors judge a good stand on 

enthusiasm, friendliness, product 

and company knowledge, listening, 

consultative selling skills and 

professionalism. Having your staff 

excel in these areas will put you 

ahead of the competition.













CHOOSE THE RIGHT
MARKETING 
MATERIALS FOR 
YOUR TRADE SHOW!

Does your stand clearly 

communicate your main message in 

3 seconds?

This is how long you have before 

your visitor’s attention wanders to 

another stand.







Kiosk Pro can display web 

pages, documents or audio 

& video files as a 

streamlined kiosk, ready 

for the public.

KIOSKPROAPP
.COM





VIRTUAL REALITY &
TRADE SHOW

If you are presenting a virtual reality 

demo at a tradeshow, you must have 

a primary objective. The demo could 

help you generate awareness about 

your product, attract genuine 

prospects or engage visitors. 

This goal should help you build a VR 

demo accordingly.







AFTER 
THE TRADE 

SHOW?



Increase your exhibition's 

return on investment 

today - promote your 

booth, capture leads & 

convert prospects easily

MYFAIRTOOL
.COM







Thank You
For Your Attention


