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Trade Show Booth Etiquette Guide

This guide outlines essential practices for professional services and technology firms attending trade shows.
Following these etiquette guidelines will help you maximize engagement, generate quality leads, and represent
your brand professionally. The document covers everything from personal presentation and booth
management to effective communication strategies and follow-up techniques.



Essential Dos for Trade Show Success

Be Approachable Lead with Listening

Stand in front of your booth rather than hiding behind tables or devices. Wear your Begin conversations with open-ended questions like "What brings you to the show?"
name tag visibly and dress to align with your organization's professional brand. Make or "What challenges are top of mind for you this year?" This approach allows you to
eye contact, smile, and proactively greet attendees who approach or walk by—don't tailor your pitch to visitors' specific needs. While you should have a concise value
wait for them to initiate contact. proposition ready, customizing your talking points demonstrates attentiveness.
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Maintain Cleanliness Engage Appropriately Embrace Technology

Keep booth areas tidy by storing personal items, bags, Give visitors adequate space and avoid aggressive Utilize digital sign-ins through QR codes or lead

and technology out of sight. Ensure all displays, approaches. Recognize that different attendees have capture apps instead of collecting business cards.
screens, and promotional materials remain neatly varying engagement preferences—some want quick Offer digital brochures to reduce printed materials and
arranged throughout the event. information while others seek detailed discussions. demonstrate environmental consciousness.

Team Collaboration Professional Relationships Universal Hospitality

Introduce colleagues based on visitor needs and Treat neighboring booths and competitors with Offer value to all attendees regardless of their lead
coordinate breaks to ensure continuous booth courtesy. Focus conversations on your strengths potential. Practice inclusive communication and
coverage. This collaborative approach ensures rather than criticizing competitors. Building positive accommodate diverse backgrounds and accessibility
visitors always receive expert assistance and industry relationships reflects well on your needs in all interactions.

demonstrates organizational efficiency. organization.



Trade Show Pitfalls to Avoid

] Device Distraction 2 Booth Clustering
Being absorbed in your phone or laptop creates an uninviting Having too many team members congregated at the booth can
atmosphere and signals disinterest in potential visitors. Set intimidate potential visitors. Space out staff and maintain a
designated times for checking messages away from the booth welcoming, open configuration that invites approach.
area.

= Visible Consumption 1N Forgetting Follow-Up
Eating or drinking in the booth area appears unprofessional. Failing to document conversations or set clear next steps
Schedule proper breaks away from the booth for refreshments wastes valuable connections. Make quick notes after
to maintain a polished presence. meaningful interactions and establish specific follow-up

expectations.

Effective follow-up begins during the event itself. After each meaningful conversation, capture key points in your event app or CRM. Be

specific about next steps, such as "I'll email you that case study by tomorrow." This clarity builds credibility and demonstrates professionalism.

Ready to make your next trade show a success? Contact us to learn how Edge Marketing's Marketing services support your team with booth
scripts, digital collateral templates, and expert guidance for hybrid and virtual event strategies that leave a lasting impression.



