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Is this how your exhibit program looks?



Want it to look like this?

SPEND

RESULTS



An Effective Exhibit Program Shouldé



Two Sides to Exhibiting Value

Save 
Money

Increase 
Results



Balance Logistics & Operations with 

Results Driven Exhibiting Strategies

1. Average exhibitor spends 
95% of time on logistics

2. Logistics only ensure your 
booth, products and people 
show up! 

3. Need to spend more time on 
strategic issues. 



Execute Strategic Practices 

That Deliver Business & Financial Results

1. OUTCOMES: Use Exhibiting by Objectives to support marketing, sales 

and CRM objectives and take advantage of the many opportunities 

tradeshows present.

2. SELECTIVE ATTRACTION: Develop pre and at-show marketing 

processes to attract enough of the right people to your exhibit and 

functions.

3. VISITOR EXPERIENCE: Deliver a high-quality visitor experience that 

secures a commitment to a next action with qualified visitors.

4. FOLLOW-THROUGH: Follow-up leads to convert visitor commitments

to action, ideally purchasing.

5. MEASUREMENT & LEARNING: Measure, report results, and learn 

from each show.



Exhibiting by Objectives
Exhibiting by Objectives Planning Tool.xlsx



Where the Tradeshow Dollar Goes

Å Average company 
allocates 40.3% of 
marketing budget 
to event/exhibit 
marketing

Å Exhibiting budget 
is spent on 8 
major areas



Track & Control Exhibit Spending
Exhibit Budgeting & Cost Control Calculator.xls



10 Power Budgeting Tips

1. Apply tradeshow budgeting rule of thumb

ɀ Floor space cost x 3 to 5

2. Budget more for: 

ɀ Driving qualified booth traffic

ɀ Delivering a quality in-booth visitor experience

ɀ Staff training 

3. Use zero-based budgeting to justify all expenditures

4. Ask yourself about each budget line item: Ȱ(Ï× ÃÏÕÌÄ ) ÄÏ ÔÈÉÓ 
differently at a lower cost and get the same or higher ÖÁÌÕÅȩȱ

5. Try to avoid cutting your budget where customers/ prospect can 
see it or if it detracts from your company image



6. Do not send too many staff ɀrule of thumb is one staffer per 
50 square feet of exhibit space.

7. $ÏÎȭÔ ×ÁÓÔÅ ÍÏÎÅÙ ÏÎ ÉÎÅÆÆÅÃÔÉÖÅ ÇÒÁÐÈÉÃÓȢ  %ÆÆÅÃÔÉÖÅ ÇÒÁÐÈÉÃÓ 
ÃÏÍÍÕÎÉÃÁÔÅ ΣɊ ×ÈÁÔ ÙÏÕ ÄÏ ΤɊ ×ÈÁÔȭÓ ÎÅ×ȟ ΥɊ ×ÈÁÔ ÍÁËÅÓ 
your product/service different, 4) benefits, not just features, of 
your product/service.

8. $ÏÎȭÔ ×ÁÓÔÅ ÍÏÎÅÙ ÏÎ ÉÎÅÆÆÅÃÔÉÖÅ ÇÉÖÅÁ×ÁÙÓȢ  +ÎÏ× ÙÏÕÒ 
exhibiting goals and how giveaways help achieve them.

9. 0ÌÁÎ ÁÈÅÁÄ ÁÎÄ ÔÁËÅ ÁÄÖÁÎÔÁÇÅ ÏÆ ȰÅÁÒÌÙ-ÂÉÒÄȱ ÄÉÓÃÏÕÎÔÓ ÆÒÏÍ 
show contractors.

10. Not everything is negotiable, but it never hurts to ask.

10 Power Budgeting Tips



Bonus Tip: Donôt Bring Too Much!
Determining Which Products to Bring and Demonstrate 

New Addresses a Top-of-
Mind Industry Issue, 
Need or Problem

Bread and Butter 
Products



Exhibits
¶ Consider buying a pre-

owned exhibit

¶ Consider renting an exhibit

¶ Negotiate a discount with 

exhibit house for upfront 

payment

¶ Shop material options ï

matte graphics panel vs. 

high gloss

Graphics
¶ Design strategically ïstrive for 

10-20% of show-specific 

messaging, re-use remaining 

graphics 

¶ Consider a freelance 

designer/animator and stock 

photos

¶ Price out graphics to local 

advertising or sign shops

¶ Switch to digital signage

Installation & Dismantle
¶Skip the rigging ïtalk with your 

exhibit designer to see if you can 

use up lighting to illuminate your 

overhead elements

¶Number your crates according to 

content, attach a diagram and 

include detailed construction 

instructions , along with electrical 

requirements and repacking 

instructions

¶Avoid weekends and overtime ï

try to negotiate with show 

management to install your booth 

on a weekday if possible

Transportation
¶ Switch to models ïif you have 

heavy products, consider a 

lightweight 3-D model or digital 

models

¶ Use double-duty components ï

some crates can be repurposed 

as desks/tables

¶ Store strategically ïif you have 

multiple shows in the same 

city/region, store some of your 

properties near that area

¶ If you do several shows, use the 

same freight carrier and 

negotiate volume discounts

Staffing & Travel
¶Donôt bring too many 

staffers ïrule of thumb is 

1 staffer per 50 square 

feet (or 2 for a 10x10 

exhibit)

¶Reward frugality ïto 

encourage staffers to 

spend less, offer a 

percentage rebate to those 

who stay under their 

allotted per diem

Show Services
¶ Read the exhibitor service 

kit. Pay careful attention and 

meet all deadlines

¶ Order booth accessories and 

services in advance

¶ Look for early-bird 

registration

¶ Bring your own supplies, 

such as electrical tape, surge 

protectors, cleaning 

supplies, trash cans, etc.

Promotion
¶ Take advantage of show 

advertising packages when 

available

¶ Order promotional items 

and giveaways well in 

advance to avoid rush fees 

and expensive shipping 

costs

¶ Print all your pre-show and 

at-show marketing 

materials at the same time 

to get quantity discounts

¶ Promote your participation 

using low-cost marketing 

methods, such as social 

media, your website, 

submitting press releases

Money 

Saving Tips

Additional Sources: 

Exhibitor Magazine ï

February 2014, CEIR 

Industry Insights Series, 

Trade-Show-Adviser.com

Audit Invoices!
Common errors:

ÅMissed early bird 

discounts

ÅIncorrect multipliers, such 

as rate per hour for 

electrical, or straight vs. 

overtime rates for labor, 

or incorrect square 

footage of your exhibit

ÅCharges for supplies you 

brought yourself.


