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More sales with fairs
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training and evaluation of the trade
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Successful fair appearance:

We deliver either raw material to you or the whole package! Consulting

1C

Interconnection I

Our Solution

StartingPosition Our Solution

A Fairsare oftena uniqueopportunityto generate
newcontacts

A Almostall companiesbook the mostimportant
fairs of their industryas exhibitorswhich can
cost a lot of money It is often difficult to
estimatevhetherthatmoneyiswell spent

A In order to actuallygain new contactswith the
fair appearance or to strengthencustomer
relationsand the fair teamgetsthe mostout of
the actualfair situation profitablemeasuresire
necessary

© Interconnection Consulting

Planyour fair success!
According to your needswe can provide you
witht

A Customeappointmentst thefair

A Salestrainingfor your employeedor successful
customediscussionat thefair

A Evaluation of your fair successbased on
feedbackjmageand satisfactioranalysiswvitha
geographicanalysisand visualization
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The fair as an interest generator e mesiieg |

Our Solution

A fair is often a unique opportunity to generate new contacts. The maximum pote

Successtul fair appearance of your fair appearance should be fully exploited

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

To ensure that customer meetings are conducted efficiently and visitc
are beensupervisegrofessionally, it requires a wiglined staff team

2 Staff training

3 Measure fair Fairs do cost money, whether they are successful must be
success measured by intelligent market research.
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The Strategy for a successful fair appearance
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Interconnection
Consulting

Fair appointments

Fair staff training

Our Solution

Measuring fair
success

A Growth through new partners is
tediousbut necessary fairs are the
ideal startto an acquisitionmachine
and often a unique opportunity to
generatenew contacts

A The process of generating new
contacts must be meaningfully
controlled this includesan updated
and personalized database of
valuable contacts and information
aboutcompanysize,partnersand an
invitationto talk at the fair.

A In order for the acquisitionmachine
to have low wastage,a trained fair
teamisnecessary

A Employee trainings are necessary,
becausea fair is a differentsituation,
where employeedake on a different
role and thusbehavedifferently

A With a training focusedon the fair
appearance and fair
everyfair will be a success

discussions,

Successan be measures with the

evaluationof customemppointments,
evaluationof the salesengine,image

analysis and customer satisfaction
measurement

Image analysis ex{ost provide
valuable informationon the number
of visitorsat the fair, which brands
have attracted attention and the
motivesof thevisitors

With a customer satisfaction
measurement the own fair
appearance is measured and
comparedo the competition

Theresultsare visualizedin the form
of geomaps and analyzed
geographically
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Good Fairs Need Preparation Consulting

Duration & Steps

Measuring fair
success

A

Fair staff training

N

Fair appointments

N

A Start: A Start: A Start:
2, 8 months before the 1, 2 months befa the 1 month before the
beginning of the fair beginning of the fair beginning of the fair
A Goal: A Goal: A Goal:
Appointments with your More Turnover based on Analysis of success
potential customers. your empathic staff potentials and controlling
A Method: A Method: A Method:
InterConnectionreates a Two days of Training Evaluation of fair successes
Database for you and and visitor requests
bringsthe most important
leads to your booth.
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Three pillars to double your fair success

Interconnection I
Consulting
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Fairappointments

A Fromu 5.000,-

Fair staff training

A Fromu 3.900,-

This includes a database of approx. 406
potential contacts, which is segmenteag
according to specific criteria and
scheduling appointments at the fair

)

Twoday training for up to 8 employees

Costs

Measuring fair
success

A

A Fromu 2.900,-

© Interconnection Consulting

Evaluation of an evaluation sheet with
visualization of the results
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Fair appointments for your successful fair attendance e etion |
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appointments

Appointment
scheduling before the
fair

Make valuable
contacts

p.7



1C

We fill your fair booth with the right visitors e nesting |

1. Fair appointment:

Database:
creating a database of potential contagts

We create a database of potential contacts based

on your criteria /

We segment the companies according on predefined

criteria such as company size, number of employees, Screening: first
fair attendance / contact &
' segmentation
Invitation to a meeting on the fair and contacting
potential contacts by our sales team y Fair attendance >

Appointment scheduling >

We provide the contacts with preliminary
information and schedule appointments at the fair/

Professional contact by the

on behalf of your name _ :
client on the fair

Appointment check and feedback regarding the Presentation and completion of sale

satisfaction with the meeting, product etc.

Lead Controlling: Feedback
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