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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 
witht 
 
ÅCustomer appointments at the fair 

ÅSales training for your employees for successful 
customer discussions at the fair 

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

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

Å 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.  

Å 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 

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

Å 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 

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

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

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

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

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

Å 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. 

Å 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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ÅStart:  
1 month before the 
beginning of the fair 

ÅGoal:  
Analysis of success 
potentials and controlling 

ÅMethod:  
Evaluation of fair successes 
and visitor requests 

ÅStart:  
1 ¦ 2 months before the 
beginning of the fair 

ÅGoal:  
More Turnover based on 
your empathic staff 

ÅMethod:  
Two days of Training 

 

Good Fairs Need Preparation 

ÅStart:  
2 ¦ 8 months before the 
beginning of the fair 

ÅGoal:  
Appointments with your 
potential customers. 

ÅMethod:  
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 

ÅFrom ú 2.900,-  ÅFrom ú 3.900,- ÅFrom ú 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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