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How to Sell at a
Tradeshow

First answer this question: Why are we
participating in this show?

Here are some guidelines you might follow
when answering that question:


	
To create an itch that only a sales call
will scratch! We are here to motivate and educate by focusing only
on two or three key benefits.



	
To reinforce that your company listens to
marketplace needs. To paraphrase Yogi Berra... “You can see a lot
just by listening.” We are here to listen more than talk.



	
To make a certain number of new contacts
(ask the show manager for the number) and to evaluate and qualify
the contacts as their roles (Influencer, Recommender,
Decision-maker) and resource capability.





How to Make This Show Experience Work For
Your Company and For You.


	
Establish a Rapport



	
Eye contact is very important. Say their
name and see how their eyes move. Do they focus directly on you? Do
their eyes wander?



	
Mirror that eye behavior, and SMILE!



	
Also mirror the contact’s posture and speed
of speech. Do they speak quickly? So should you. Do they speak in a
way that the sound of the vowels and consonants are clearly heard?
Mirror that.



	
Or do they speak very thoughtfully– feeling
the words? You should also begin there by mirroring that “feeling”
way of speaking.



	
Posture? If they stand with their weight
forward or on their heels, mirror that.



	
Use breath mints –
often.





Examine the Suspect’s Qualifications


	
Use open-ended questions (see Compelling
Questions below)



	
Listen and learn. Don’t force-fit prospects
to your solution.



	
Evaluate needs using booth graphics–the
benefit statements that focus on product value. Then determine the
status of contact.



	
Don’t ignore a person because of the way
he/she is dressed.





Energize by Communicating
Professionalism.


	
Know your product’s “USP”— Unique Selling
Proposition





Visit: http://www.smashwords.com/books/view/13415
to purchase this book to continue reading. Show the author you
appreciate their work!
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