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Maximizing the Value of Trade Fairs & 
Industry Events

How to Unlock the Full Potential of 
Participation
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Content

1. PRE-EVENT: PREPARE FOR SUCCESS
•  Research exhibitors, attendees, and target airlines
•  Prioritize potential clients aligned with our market expertise
•  Schedule meetings early and secure key decision-makers
•  Define a clear value proposition
•  Leverage LinkedIn and event networking tools

2. DURING THE EVENT: ENGAGE WITH PURPOSE
•  Maintain a professional presence (with or without a stand)
•  Focus on listening before pitching
•  Attend networking events and industry sessions
•  Expand connections beyond formal meetings
•  Capture insights, opportunities, and next steps

3. POST-EVENT: CONVERT OPPORTUNITIES
•  Follow up within 3–5 business days
•  Share relevant data, presentations, and proposals
•  Track opportunities through a structured process
•  Report market intelligence and trends to existing clients
•  Nurture relationships for long-term growth
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Secure Valuable Meeting Time

• Use official event networking and matchmaking platforms

• Reach out several weeks before the event

• Send personalized messages

• Clearly explain why a meeting would be valuable

• Prioritize high-traffic and high-attendance days

Best Practice:
Aim to have 70–80% of your schedule confirmed before arriving.
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Q&A
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Thank you!
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