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Your Booth, Your Team: Training for Success

No plan, no training but in a drag race…



- Lou Holtz 

“All winning teams are goal-oriented. 

Teams like these win consistently because 

everyone connected with them 

concentrates on specific objectives.”
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1. Sell your products & solutions

2. Communicate information about your company, 
your solutions and your brand to a wider audience

3. Learn more - about the markets & industries you 
serve, your suppliers, your competitors

Trade Shows: No other marketing medium offers the 
opportunity to sell, network, explore latest innovations, 
improve knowledge of industries, research variety of 
technologies, learn more about the  economics of 
variety of markets & industries.

HOWEVER! You will hear… 

Before the goal 
setting,  before 
the training….

Ask the question,  
“Why are we 
exhibiting at 
IMTS 2026??”

IMTS Exhibitor Workshop 
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We all hear,  “Trade Shows are expensive. Do we really get
 a ROI on this investment of time and money? 

If you operate a booth or display poorly, without setting goals, without 
some basic training, then you may not have spent your company’s 
money wisely. 
To a large degree, the results you get are a consequence of your pre-
planning, your goal-setting and training. 
 

IMTS Exhibitor Workshop 



Intentional
Planning:

Goal Setting

6

Intentional planning is having a focused process 
of aligning actions with your goals. 

To reach the goals, establish well-defined action 
steps and assign ownership to each step

Goal – Increase number of visitors to booth by 
10% over 2024 to grow contact & customer base.
Action Step – Implement an email campaign to 
customers inviting them to booth, with followup by 
regional sales to set up meeting times.
Ownership – Marketing team, sales team, admin 
staff (assign names)

IMTS Exhibitor Workshop 



Intentional
Planning:

Goal Setting
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Set appropriate number of goals  for your overall 
booth or company. Inform everyone working the booth 
of these goals. 
Example: Increase lead capture by _%

Teams and departments can, and should, set specific 
goals. This includes Sales teams, internal teams from 
engineering, software, production, service, HR. 
Anyone working in a booth at IMTS should be 
knowledgeable of their goals for their company and 
have communicated within their own department or 
team their own goals. 
Example Engineering/Software: Increase 
connections to Ai vendors & exhibitors promoting 
solutions for manufacturing 

. 
IMTS Exhibitor Workshop 
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Goals 

IMTS Exhibitor Workshop 

For your booth goals keep them 
simple, one sentence each. 
These should be completed by 
February/March, as much of 
your Marketing will be driven by 
these goals. 

Communication: Share with 
anyone who will be impacting or 
acting on these goals. Basically, 
everyone working in your booth. 
What actions are needed from 
their team to achieve the goals?
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Pre-Show Training

Six+ Months Prior:
Who is going?  What is their role while there? Do you have the 
correct number of people and the correct people to meet goals? 
What are the needs of team?
What is the schedule for team

One to Two Months Prior:
Product training: refresher for products overall
Demo training, whether the demos are live or on video
Booth Logistics – what is where and why

IMTS Exhibitor Workshop 
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Pre-Show Training 

Sales Training-Week of Show:
Customers, regions, products, markets – Who is saying what 
to whom, and are the messages defined and aligned?
How do you want your company to be viewed. Each person 
working your booth is a representative, a salesperson.
Remind team of company goals for being at the show
Booth logistics

IMTS Exhibitor Workshop 



How do you 
want your 

company to 
appear? 
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With every person that enters your booth, the 
interaction with them can be positive, negative 
or indifferent. 
Whether it is a customer, a student, a member 
of the press, a vendor, or a competitor, you 
want that interaction helpful, to be a brick on 
the road to building a constructive 
relationship.  How & Why.

IMTS Exhibitor Workshop 

Remember the 
reasons why you 
are at IMTS.



Post-Show Survey:
2 – 4 weeks 
Keep survey questions same to compare
Share results 
Review survey results in December of following year, pre-IMTS
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Post-Show

Assess Results:
• Leads (CRM on-going)
• Lost opportunities
• Press 
• Industry or Market information

IMTS Exhibitor Workshop 
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Thank you!

IMTS Exhibitor Workshop 
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