
The IFEA’s 57th Annual Conven-
tion & Expo will be in Denver, Colo-
rado, September 21-23rd, 2012. With 
new hours this year, the IFEA Expo 
will be open on Saturday, September 
22nd, 2012 at 11:30 a.m. – 1:30 p.m. 
with lunch provided; and then 5:00 
p.m. – 7:00 p.m. for a hosted Happy 
Hour. The IFEA Expo Lunch and 
Happy Hour are sponsored by K&K 
Insurance. For more information on ex-
hibiting, contact Sylvia Allen at Phone: 
+1-732-946-2711; Cell: +1-732-241-
1144; Email: Sylvia@ifea.com; or go 
to www.ifea.com

There are! And wouldn’t it be fantastic if 
you won an award at the previous day’s 
awards presentation so you can proudly 
display it at your booth during the Expo! 
Just an idea!) If you have something new, 
different and exciting to share about your 
product/company… then share it! Now is 
the time to brag about your company!

Have an “IFEA Expo Only 
Discount” for Attendees

Everyone is looking for deals these days, 
whether they’re coupon clipping, buying 
Groupons, or going for the % off sales, 
everyone is looking to save money. While 
you have a captive audience at the IFEA 
Convention, don’t forget to provide an 
“IFEA Expo Only Discount” for attendees. 
After all, you not only want to come away 
from the Expo with contacts, but you’d like 
to make some sales too, right? Give them a 
deal they can’t pass up, if they sign on the 
dotted line right then and there. If you’re 
planning on contacting the attendees be-
fore the convention to let them know you’ll 
be there too (which you are, right!), this is 
a great time to fill them in on your “IFEA 
Expo Only Discount” you’ll be offering. 
That way they have a little time to think it 
over, before they chat with you in person. 
Also, be sure to mention it on all your 
social media sites and your website too.

AFTER THE EXPO
Well, you’ve let them know you’ll be 

there, you reeled them into your booth, you 
had a great conversation with them at the 

Expo… now what? You sit back and wait 
for their call? NO! Your job is not done yet. 
There’s still more leg work to be done after 
the Expo is over, so don’t relax yet!

Follow Up with Everyone You 
Spoke With

Hopefully you had some sort of track-
ing method to know who exactly you 
chatted with at the Expo? Whether you 
collected business cards, a sign-up sheet 
for a newsletter, or you were keeping 
score on your Convention Attendee List, 
be sure to take note of those you specifi-
cally spoke with. And then follow up with 
them. A quick phone call. A short email. 
A postcard or your product brochure. 
Anything! This is your hot audience!

Did you offer an “IFEA Expo Only 
Discount”? Perhaps follow up by sending 
them a different “post Expo” discount valid 
for a certain length of time. Perhaps con-
gratulate them on any awards they won? If 
they spoke, send them a note saying you 
enjoyed their session. If you had a nice 
conversation with them, just send them a 
note saying that too. Or, just send them a 
note thanking them for visiting your booth. 
Whatever you do, and in whatever format, 
the key is to follow up… and keep your 
company name on their mind!

Follow Up with Everyone  
You Didn’t Get a Chance to 
Speak With

With so many people in the Expo all at 
once, it’s difficult to chat with everyone. 

After you’ve contacted your hot audi-
ence, be sure to touch base with those 
that you didn’t get a chance to speak 
with. Your Convention Attendee list will 
have all their details. If they didn’t get to 
speak with you at the Expo, you didn’t 
get a chance to let them know about your 
“IFEA Expo Only Discount” . . a perfect 
excuse to get in touch with them! 

With a little leg work on your part, 
before, during and after the Expo,  
following some or all of these tips, your 
booth could be the one that is the envy  
of everyone else at the trade show! Floods 
of people could be at your booth! You 
could be the one making deals and  
shaking hands! Isn’t that a better  
scenario? We think so too!

70  IFEA’s ie: the business of international events Summer 2012

THE BOARD TABLE

Have you ever wondered why the “I” in 
IFEA is important? I mean, as I go about 
planning local events in my community, 
rarely am I thinking about the interna-
tional influence of other events on mine.

But in retrospect, the people I have 

met, the events I have experienced and 
the places I have gone have had a pro-
found effect on the vision and direction 
I use in creating my own events. I have 
picked up tips on managing volunteers 
from Rotterdam, children’s program-
ming from Korea, event décor from 
Beijing and marketing ideas from Dubai. 

Our profession is truly worldwide. 
Find any group of people and you will 
find celebration. Celebrations of culture, 
harvest, arts, music, religion, history, 
frivolity…virtually any interest.

IFEA provides a forum like no other 
I know of for the meeting of our peers, 
the exchange of experiences, the gen-
esis of ideas. While that forum is year 
round, through IFEA’s online webinars, 
our quarterly magazine “i.e.: the busi-
ness of international events,” the weekly 
Event Insider and Update newsletters, 
etc., the best opportunity to connect 
and learn from others is at the IFEA’s 

Annual Convention & Expo. 
This year, the IFEA’s 57th Annual 

Convention & Expo will take place from 
September 21-23, in Denver, Colorado, 
U.S.A. For a brief period of time you will 
be able to meet and interact with people 
from festivals and event large and small 
from around the world. Seminar topics 
will cover every interest and the Expo 
will showcase the pros of our industry.

Come expand your world at the IFEA’s 
Annual Convention & Expo. Discover for 
yourself the “I” in IFEA and take a bit of 
the world home with you.

See you there!

BRUCE ERLEY, CFEE, APR
2012 IFEA Board Chair 
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Email: berley@csg-sponsorship.com
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