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The Untapped Potential of 

Your Tradeshow Network  
  
  
  
When it comes to networking opportunities, trade 
shows provide one of the best venues. Here is the 
one place where everyone in your industry 
congregates for a few short days and is focused on 
one thing – business. 
  
Over the last few years we have seen a significant 
drop in the number of people who attend shows 
while the quality of those who do come has risen. 
This is important news for an exhibitor or a visitor 
who wants to meet and greet those often 
inaccessible industry people. 
  
These are the same people you have left countless 
unanswered telephone, e-mail and text messages 
for. These may be the same people who will 
ultimately decide on the purchase of your product or 
service. They will be the movers and shakers - 
people who have their finger on the pulse of your 
industry. All you need to do is be prepared. 
  
Here are a few tips on preparing your networking 
activities for your next trade show. 
  
1.  Define your objective. Be really clear about 
what you want to accomplish whether it’s meeting 
decision makers, product experts, industry gurus, 
forecasters or people who work for your 
competitors.  Ask yourself, “What do I want to 
accomplish with these people?”  If you want to learn 
more about your industry for example, take this 
statement a step further and ask, “What 
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specifically?”  
2.  Make a list of the people you want to meet 
and the most likely place to meet them. This 
will include such places as receptions, on the show 
floor, at participating hotels, during industry events 
such as meetings, banquets and sporting events or 
at a lecture.  
3.  Attempt to reach these people ahead of 
time to set up a pre-arranged meeting. This is a 
great idea because the people that you want to 
meet, just like you, are busy and have full 
schedules.  
4.  Get involved in the social network. Start 
your own Facebook or Twitter page and actively 
follow others. Commenting on blogs is a good way 
to begin to build your credibility.  
5.  Develop a list of questions. Rather than 
leaving the meeting to chance it’s always better to 
spend a bit of time preparing the questions ahead of 
time.  
6.  Recording information. Whether you record 
information electronically or manually, make sure 
you note down the information you are gathering 
and the promises you have made. .  
7.  Bring your business cards. Its simply good 
business etiquette to exchange business cards 
during a business meeting. Having this contact’s 
card also gives you their vital statistics so you can 
get in touch with them after the show in case you 
have additional questions or need some clarification 
on the information they gave you.  
8.  Thank them. Not only after the meeting is over 
but immediately after the show. It’s good business 
practice to send an e-mail or letter thanking them 
for the time they spent with you and the value their 
information had.  
9.  Look for opportunities to add information of 
your own. During your face to face meetings you 
may stumble across bits of information the person 
you are meeting with may be looking for. Here is a 
great chance to give something back to the 
conversation. But, be careful and avoid gossip. Keep 
the information you are sharing factual and positive. 
  
Sometimes we get so focused on setting up an 
exhibit or planning a trip we neglect the power we 
can cultivate with a strong network. Put these nine 
simple steps to work at your next show and reap 
the rewards that come from adding networking to 
your show schedule. 

By: Barry Siskind, Author, www.siskindtraining.com 
  

  

12 Ways "Dad Advice" Applies to Email 
Marketing Principles 

  
  
  
1.     Always introduce yourself with a firm handshake – 
Send out a ‘Welcome Email’ to all new subscribers fully 
introducing the concept, product, company or campaign. 
  
2.     First impressions are important – Most unsubscribes 
happen after the first email, so make sure you’re putting 
your best self forward. 
  
3.     Always be polite – Address your subscriber with a 
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personal greeting at the beginning of each email. 
  
4.     Never tell a lie; it will come back to bite you – 
Avoid using misleading subject lines; even though they 
may get the email opened, you won’t like the 
repercussions. 
  
5.     Think before you act – Proofread, proofread, and 
proofread. Once the email is sent, you can’t take it back. 
  
6.     Treat others, as you would want to be treated – 
Avoid blasting irrelevant content/too many messages. 
  
7.     In order to get, you first need to give – Present 
offers of value to your subscribers if you want them to 
reciprocate with purchases down the road. 
  
8.     Respect others’ wishes – Don’t reject people just 
because they want to communicate differently (e.g. via 
Facebook, Twitter or other social channels) instead of just 
email. Instead, find a way to work with them and 
accommodate their communication preferences. 
  
9.     Don’t be afraid to admit your mistakes – If you 
make a mistake in an email (e.g. wrong sales price or 
date, offensive content), follow up with an apology or 
other appropriate response. 
  
10. You can’t impress everyone – People will opt out of 
your emails, and there’s nothing you can do about it. 
Instead of trying to target everyone, focus on your most 
important audience(s). 
  
11. Don’t forget your manners/Say thank you – Don’t 
underestimate the importance of telling your customers 
you appreciate their support/business, and do so in a 
genuine way. 
  
12. Learn to listen – Customer feedback is important. 
Consider sending a short survey to gauge feedback on 
issues that are key to your business so you can better 
understand what your customers want. 

By:  John Murphy, President, ReachMail
  

         
 

    

 

This message was sent from T. Neal Munn Rhino Marketing to tneal@rhinomarketing.com. It was sent 
from: T. Neal Munn, 117 Kingsland Way, Piedmont, SC 29673. You can modify/update your subscription 
via the link below. 

 

 
Manage Your Subscription  |  Forward To a Friend 

 


