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91% of attendees say that 
tradeshows impact their 
buying decisions because 
the competition is in one 
place, allowing for comparison 
shopping in real time1.

1. PRE-SHOW WARM UP

WHICH PRE-SHOW MARKETING TACTICS ARE THE 
MOST VALUABLE EXHIBIT MARKETING TOOL?2 

Having a comprehensive foodservice tradeshow strategy ensures the best return on your marketing 
investment. If all your efforts are focused on creating an impressive booth, you’re missing out on 
opportunities that can drive real results for your business. Follow these best practices and get the 
most out of your tradeshow dollars with proven tactics.

Pre-show marketing is key to a successful foodservice show. Every show is different 
and understanding the mindset of the attendees will ensure the best strategy. 

To attract qualified leads, develop messages that communicate your core brand 
promise and meet the needs of potential customers attending the show.

of exhibitors using 
pre-show marketing tactics 
saw increased booth traffic 

and 37% saw improved 
quantity and quality of leads2.

82%

of exhibitors said 
personalized 

pre-show tactics achieve 
higher returns than 
nonpersonalized2.

44%

2. AT-SHOW PROMOTIONS
Getting attendees to your booth is only part of the battle. Keeping them there long 

enough to listen to your message can be an even bigger challenge. With all the 
excitement going on the tradeshow floor, attendees are easily distracted and can 
skirt out of your booth before you get a chance to talk to them. Pull your audience 
in with a great booth design and then engage them with promotions, giveaways 

and competitions. Draw them deeper into your booth and you’ll have a better 
chance at a deeper conversation that will drive sales.

of tradeshow attendees have buying authority.3

81%

SHINY OBJECTS: GIVE ATTENDEES A REASON TO VISIT4

DANGLING CARROTS: ENGAGE YOUR SALES TEAM

Competitions Exclusive OffersGiveaways Social Media

Eye-catching StandGames Other

23%

34% 31%

19%
11%

48%

12%

What are the most important factors for you when choosing to exhibit at a tradeshow?

Motivating your team to interact with your customers and prospects is an important 
part of closing the deal. If you make every interaction worth your sales team’s time 
through promotions and incentives, they’ll work harder to earn more. And that will 

result in better, more qualified leads for future business.

Social Media
26%

E-Marketing
30%

13%
Personal Calling 
Campaigns

11%
Print/Web Advertising

10%
Postcards/Letters

4%
Direct Mailers/
Packages

6%
Other

3. POST-SHOW FOLLOW UP
The longer you wait to follow up with leads after the show, the quicker and easier 
it is to forget your message and move on. Relationship needs nurturing. Having a 
solid post-show communications strategy in place ahead of time will ensure those 

leads you worked so hard for don’t slip through the cracks.

VARY YOUR FOLLOW UP TO INCREASE RESPONSES
How do exhibitors follow up with tradeshow leads?

68%

81%

25% 27%

42%

1%
6%

Phone Call Face-to-face meeting

Email Don’t follow up leads

Direct Mail Other

Social Media

1 HuffPost 2016      2 Exhibitor Magazine, June 2017     3 CEIR: The Spend Decision: Analyzing How Exhibits Fit Into The Overall Marketing Budget     4 Display Wizard Study 2017

Esrock is the only foodservice brand activation agency that leans on 40 years of strong industry relationships for real insights 
that shape our common sense marketing solutions. Find out how our exclusive services can drive results for your business 
at www.esrock.com 708.349.8400  |  esrock.com 

WANT TO KNOW MORE? 
Contact Amanda Peters, Sr. Brand Activist, Esrock Partners at 708-349-8400 or apeters@esrock.com


