
Offer February 2020 

Optimize your fair success with: 
Customer appointments, employee 

training and evaluation of the trade 
fair appearance 

More sales with fairs 



© Interconnection Consulting 

Successful fair appearance: 
We deliver either raw material to you or the whole package! 

Our Solution 

Our Solution Starting Position 

Plan your fair success! 
According to your needs we can provide you 
with… 
 
• Customer appointments at the fair 

• Sales training for your employees for successful 
customer discussions at the fair 

• Evaluation of your fair success based on 
feedback, image and satisfaction analysis with a 
geographic analysis and visualization 

• Fairs are often a unique opportunity to generate 
new contacts.  

• Almost all companies book the most important 
fairs of their industry as exhibitors which can 
cost a lot of money. It is often difficult to 
estimate whether that money is well spent.  

• In order to actually gain new contacts with the 
fair appearance or to strengthen customer 
relations and the fair team gets the most out of 
the actual fair situation, profitable measures are 
necessary 
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The fair as an interest generator 

Successful fair appearance 

1 Fair appointments 

2 Staff training 

3 Measure fair 
success 

A fair is often a unique opportunity to generate new contacts. The maximum potential 
of your fair appearance should be fully exploited  

Fairs are the ideal start to an acquisition machine. Customer appointments are 
one of the most important factors in getting into a conversation. This process of 
generating new contacts must be controlled 

To ensure that customer meetings are conducted efficiently and visitors 
are been supervised professionally, it requires a well-trained staff team 

Fairs do cost money, whether they are successful must be 
measured by intelligent market research. 

Our Solution 
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The Strategy for a successful fair appearance 

• Success can be measures: with the 
evaluation of customer appointments, 
evaluation of the sales engine, image 
analysis and customer satisfaction 
measurement 

• Image analysis ex-post provide 
valuable information on the number 
of visitors at the fair, which brands 
have attracted attention and the 
motives of the visitors 

• With a customer satisfaction 
measurement the own fair 
appearance is measured and 
compared to the competition 

• The results are visualized in the form 
of geomaps and analyzed 
geographically 

• In order for the acquisition machine 
to have low wastage, a trained fair 
team is necessary 

• Employee trainings are necessary, 
because a fair is a different situation, 
where employees take on a different 
role and thus behave differently 

• With a training focused on the fair 
appearance and fair discussions, 
every fair will be a success 

• Growth through new partners is 
tedious but necessary – fairs are the 
ideal start to an acquisition machine 
and often a unique opportunity to 
generate new contacts. 

• The process of generating new 
contacts must be meaningfully 
controlled: this includes an updated 
and personalized database of 
valuable contacts and information 
about company size, partners and an 
invitation to talk at the fair. 

 

Fair appointments Fair staff training 
Measuring fair 

success 

1 2 3 

Our Solution 
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• Start:  
1 month before the 
beginning of the fair 

• Goal:  
Analysis of success 
potentials and controlling 

• Method:  
Evaluation of fair successes 
and visitor requests 

• Start:  
1 – 2 months before the 
beginning of the fair 

• Goal:  
More Turnover based on 
your empathic staff 

• Method:  
Two days of Training 

 

Good Fairs Need Preparation 

• Start:  
2 – 8 months before the 
beginning of the fair 

• Goal:  
Appointments with your 
potential customers. 

• Method:  
InterConnection creates a 
Database for you and 
brings the most important 
leads to your booth. 

Fair appointments Fair staff training 
Measuring fair 

success 

1 2 3 

Duration & Steps 
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Three pillars to double your fair success 

• From € 2.900,-  • From € 3.900,- • From € 5.000,- 

 

Fair appointments Fair staff training 
Measuring fair 

success 

1 2 3 

Costs 

Evaluation of an evaluation sheet with 
visualization of the results 

Two-day training for up to 8 employees 
This includes a database of approx. 400 

potential contacts, which is segmented 
according to specific criteria and 

scheduling appointments at the fair 
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Fair appointments for your successful fair attendance 
appointments 

Appointment 
scheduling before the 

fair 
 

Make valuable 
contacts 
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We fill your fair booth with the right visitors 

1. Fair appointments 

Interconnection 

Screening: first 
contact & 
segmentation 

Presentation and completion of sale 

Client 

We create a database of potential contacts based 
on your criteria  Phase 1: 

We provide the contacts with preliminary 
information and schedule appointments at the fair 
on behalf of your name 

Phase 3: 

Fair attendance 

Professional contact by the 
client on the fair 

Database:  
creating a database of potential contacts 

Invitation to a meeting on the fair and contacting 
potential contacts by our sales team 

We segment the companies according on predefined 
criteria such as company size, number of employees, 
fair attendance 

Phase 2: 

Appointment check and feedback regarding the 
satisfaction with the meeting, product etc. 

Phase 4: 

Lead Controlling: Feedback 

Appointment scheduling 
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Fair Appointments: 4 Steps – Modularly Available 
1. Project overview 

• Project set-up including the 
project objective, target 
groups and approach 

• Creation of a database with 
contact data such as contact 
person and managing 
director, e-mail and phone 
number or optimization of an 
existing database 

• Identification of the proper 
contact person 

• Creation of a questionnaire for 
any further questions such as 
attendance at the fair 

• Classification of the customers 
according to criteria set by the 
client, e.g. size class of the 
company, current partner, 
general interest. 

• Appointment scheduling with a 
clients employee on the fair 

• The lead will be provided with 
information 

You get 

Contact-Database 

You get 

Database with actual Leads 

You get 

Appointments 

Kick-Off & Database 
Creation 

1 
Screening & 
Segmentation 

2 Appointment 
Scheduling 

3 

• Checking whether 
appointments have taken 
place and obtaining feedback 
regarding satisfaction with the 
appointment, product etc. and 
to what extend a cooperation 
is possible. 

Lead Controlling 4 

You get 

Feedback 
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Fair Appointments: What you get… 
1. Reporting 

Contact Database in MS-Excel with basic data: Contact Person, 
Address, Telephone Number / E-Mail 

The database includes the segmentation criteria such as: 
Company size, attendance at the fair, current partners etc. 

During the field phase you will receive weekly reports from us 
concerning the status of the survey, so that you are constantly up-
to-date on the success of the survey. 

You will obtain scheduled appointments, according to 
predetermined timeframes, directly in your Outlook or through 
Doodle. 

Database Creation 1 

Potential-Database 2 

Customer Appointments 3 
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Investment Costs for your fair appointments 
1. Project overview 

• Kick-Off & project set-up  
€ 500,-  for step1 & 2,  
€ 990,-  for step1 – 3/4 

• Cost per Database:  € 3,90 

• Additional costs per interview: € 
7-15 depending on the length of 
the questionnaire 

• 5 documented call attempts / no 
interest: € 7,- 

• Billing by an hourly rate and a 
success fee per appointment. 

• € 49,- hourly rate; € 19,- 
success fee 

Kick-Off 1 Power Database 2 Scheduling 
Appointments 

3 

• Billing by an hourly rate of € 
49,-. 

Lead Controlling 4 

Calculation 
example 

You receive a weekly feedback of the contacts and appointments. 
Without any further costs you are able to end a project, in case you are not satisfied with the outcome 

Calculation 
example 
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Calculation 
example 

Calculation 
example 

Potential Database 

Interviews with 200 companies 

Appointments 

20 appointments 

Feedback 

Feedback from 20 companies 

A current database 

Database with 400 contacts 

Cost are around € 5.000,- 
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Fair Training for the optimal fair appearance of your team 

Successful 
appearance at the 

exhibition stand 
 

Increase fair success 
with a motivated and 
success-oriented team 

Staff  training 
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Only a trained staff team guarantees a successful fair 
2. Staff Training 

100 Trade visitors 

70 are not addressed 30 are addressed 

24 are dissatisfied  
with the conversation 

6 are satisfied  
with the conversation 

The fair requires teamwork: unlike usual, one works at 
the fair not as a soloist, but as an orchestra. Fixed 
responsibilities are therefore a hindrance. Every single 
stand employee represents the entire company and the 
brand. 

 

A positive impression, a friendly customer approach, a 
professional conversation and a precise follow-up of 
the contacts not only leads to satisfied (new) customers 
but also brings more sales for the company. 

With a training focused on the appearance and 
discussions at the fair, every fair attendance will be a 
success.  
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Staff Training: Training Content 

The ultimate training 
to help staff succeed 

at fairs 

2. Staff Training 

Real conversational situ-
ations are theoretically 
explained with examples, 
trained through intensive 
role-playing and optimized 
by professional feedback. 

Curiosity 

Information 

Attitude 

Impression 

Approach 

  

trifft die finale Kaufentscheidung und wer hat maßgeblichen Einfluss darauf? 

wird Ihr Produkt letztendlich gekauft – beim Fachhändler, Möbelhaus, Online, Second-Hand, 
etc.. 

The external impression – avoiding mistakes and applying skills 

Support Basics in the documentation of conversations and follow – up on meetings 

Goal 
Developing a conversation guideline with a definition of the goal at the fair: 
What do you want to present and what result you want to achieve 

Communi-
cation 

Learning the basics of professional communication and learning conversational 
skills 

Customer 
Assess different types of people and sell and present according to their motives 

Ability to evoke interest during a conversation and informing less 

Ability to work with brochures and information material 

Basics of body language in sales 

Basics of customer approach – avoid mistakes and act skillfully 
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Investment plan for employee training – fair appearance 

Project Step Investment costs 

Script preparation 
(included) 

 

Training with different 
situations 

 
€ 1.950,-/day  

(< 8 participants) 

 

€ 2.450,-/day  
(> 8 participants) 

1 
Employee training 
for a successful fair 
appearance 

Duration 

2 days 

Includes training materials in electronic format 
The seminar room can be provided by the client. Otherwise, we can offer seminar rooms in Vienna for € 59,- per person, including 
catering. Post operative support of the participants will be charged at an hourly rate of € 195,-. All listed fees are net, plus 20% VAT. 
Travel expenses will be charged separately. Austrian law applies. Payable: 14 days after receipt of bill/end of seminar. 

2. Costs 
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A fair appearance that pays off 
Fair success 

Measuring fair 
successes 

 
Systematic evaluation 
and optimization of 
the fair appearance 
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Measuring Fair success 

The fair appearance should not only be well organized, but also be followed up accordingly 

 

3. Fair success 

With the evaluation of the 
customer meetings you not only 
get an overview of the quantity 
of your meetings, but also how 
interested your conversation 

partners are in your company 
or product 

Image analyzes ex-post 
provide valuable information 
about the number of visitors 

attending the fair, which 
brands have been noticed and 

the motives of the visitors 
attending the fair 

 

 

 

With a customer satisfaction 
measurement the own fair 

appearance is measured and 
compared to the competition 
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Customer satisfaction survey 
3. Customer satisfaction Overall satisfaction: Satisfaction – Top Box (= % “very satisfied”), mean and comparison to XY 
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Image Analysis Ex-Post 
3. Image analyses 
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Why InterConnection Should Be Your Partner… 
About Interconnection 

• 15 years of experience and over 1000 clients 
worldwide 

• We have our own sales center with 15 places 
in Lemberg and expertise in 20 languages 

• Detailed and regularly updated corporate 
database for over 100 industries 

• Partners and offices in Vienna, Bratislava, 
Lemberg and Buenos Aires. 

• The high quality standards of a consulting 
company 

 

 

 

 

 

Projects of note in regards to generating leads 

 KOKUYO: Segmented database of 200 potential 
customers in Germany with scheduling appointments 

 Remmers Lacke: Identification of sales partners in Great 
Britain 

 Repair Care: Database of 200 customers in Germany 
with scheduling appointments 

 Rigips: Prospect inquiries with builders in Austria 

 Sigma Coatings: Segmented database of 100 potential 
customers in Germany 

 Hewlett-Packard: Search for retailers in Spain 

 Mettler Toledo: Search for distributors in 4 European 
countries. 

 

We are happy to support you in optimizing your marketing 
strategy! 
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Contact 

If there are any questions please  
do not hesitate to contact us! 

 

Interconnection Consulting 

Getreidemarkt 1, A-1060 Wien 

  

Mag. Panorea Kaskani– Market Analyst 

Tel: +43 1 5854623 -57      

Fax: +43 1 5854623 -30 

kaskani@interconnectionconsulting.com 

 

 

 
 
 
 

 Interconnection Consulting 
 

Vienna • Bratislava • Lviv • Buenos Aires • Oberstdorf  
 
 
 

www.interconnectionconsulting.com 
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