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What Does ROl Mean To You?

* Build brand awareness

* Drive booth traffic

* Showcase new and existing products
* Connect with existing customers

* Meet potential customers

* Gather competitor intelligence

* Networking
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What Does ROl Mean To You?

e Attract new distributors

* Meet with existing distributors Collect customer feedback in face-to-
face setting

 Sell products on the show floor
 RFQs

* New opportunities

e Leads, Leads and more Leads
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Define Your Goals

* Make sure goals are clear and measurable
* Determine your objectives

Align with business strategy
* Tracking and Improvements

“We are doing this because...”
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Set Yourself Up For Success Before The Show

v Attend the IMTS Exhibitor Workshop

* Maximize your showroom presence on IMTS.com

* Send personalized invitations

* Leverage print media for visibility

* Use e-newsletters to reach target audience

* Engage actively on social media

 Collaborate with partners to expand your reach

* Reach people while they are planning their show schedule
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Set Yourself Up For Success During The Show

o Staff your booth with the right people and the right number of people
* Engage in ongoing marketing and networking throughout the show

e Showcase live product demonstrations in the booth

* Host customer-focused events

* Giveaways — make sure they are engaging and memorable
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Set Yourself Up For Success After The Show

* Qualify all leads — Categorize as hot, warm, or cold

* Follow up promptly and personally with hot leads

* Enter all contacts and notes into your CRM

* Schedule post-show meetings while momentum is high

* Send athank-you message and a recap to all booth visitors

* Hold an internal postmortem meeting with entire trade show team
* Reach out to attendees you may have missed during the event
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Measuring Returns



Tangible Returns

* Quantifying Results
* |Leads generated, sales closed, and new opportunities created

* Tracking Methods

* Use lead management system, CRM integration, and consistent post-show
follow-ups help track show outcomes.

* Measuring Effectiveness

* Compare actual results against your pre-show goals to evaluate overall
performance
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Intangible Returns

* Brand awareness
* Increased visibility and recognition in the market
* Relationship Building

 Strengthen connections with customers and partners through face-to-face
engagement

* Employee Moral

* Boosts employee moral by bringing teams together and creating a shared
sense of achievement and creates positive momentum
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Bring It All Together

* Determine what ROl means for your company

* Planyour work and work your plan to ensure success before, during,
and after the show

* Evaluate results against your goals
* Applyinsights to improve for IMTS 2028
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Here to Help

01 - IMTS Audience

02 - Before, During, After
03 - IMTS Workshop

04 - IMTS Exhibitor Passport
05 - IMTS.com

06 - IMTS.com Rates

07 - Branded Social Video Package

08 - Noticias de IMTS eNews

09 - Technology Preview eNews

10 - Technology Preview eNews Rates [ L)

Mike DiFranco

12 - IMTS Floor Graphics

ACHIEVE THE IMPOSSIBLE

14 - IMTS+ The World According to...

SEPTEMBER 14 - 19, 2026 « MCCORMICK PLACE, CHICAGO mdifran CO@a mtonline.o rg

16 - IMTS+ Commercials

17 - IMTS+ Creators Lounge

18 - IMTS+ Technology Hubs
Total Media Coverage at America's Premier Manufacturing Event 19 - SmartForce Career Pathways 440-725—7300

20 - IMTS Bus Sponsorships

21 - Other Sponsorships

22 - IMTS.com Sales Accelerator
23 - IMTS Directory

24 - IMTS Directory Rates

25 - IMTS ShowDaily

Presented By Official Media Partner 26 - IMTS ShowDaily Rates
27 - Important Industry Show Issues
&I IMTS2 O 28 - Discount Structure

29 - AMT Membership
30 - Important Deadlines

Back Cover | Contacts
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