
For most exhibitors, the principal aim of participating in an expo is not just to exhibit products or build brand
recognition. It serves as to generate high-quality leads that can be transformed into sales. Yet, capturing and
qualifying leads at a bustling trade exhibition is not as easy as it may seem. With hundreds or thousands of
visitors event management event company event organizer malaysia walking past your stand over the span of a
few days, it is easy to become overwhelmed or to waste time on unqualified leads. This guide from the team at
Kollysphere offers verified approaches for capturing and qualifying leads at trade shows.

Why Lead Capture and Qualification Matters
Lead capture and qualification is the dividing line between a successful trade show and an expensive waste of
time. Should you return from a trade exhibition with a roster of names but no idea which ones merit following
up, you have not truly accomplished anything. The aim is not merely to https://kollysphere.com/ collect as many
leads as possible. It is to gather the correct leads—the ones that are most likely to convert into customers.
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Strategies for Capturing Leads
The team suggests the subsequent approaches for capturing leads at trade shows.

Beyond the Clipboard

Long gone are the days of paper sign-up sheets and business card fishbowls. Kollysphere advises employing
digital lead collection tools like tablets with lead capture apps, QR code scanning, and badge scanners. These
instruments allow you to collect contact details rapidly and precisely, and to add remarks regarding each lead in
real time.

Beyond the Table

The opening task in collecting leads is getting people to stop at your display. Kollysphere advises designing an
engaging display that attracts individuals. This might encompass participatory displays, live demonstrations,
activities, or contests. The objective is to produce a reason for visitors to pause and engage with your team.

Train Your Staff

Your display team represent your frontline lead capturers. Kollysphere suggests training your staff to pose
qualifying inquiries, to identify decision-makers, and to capture contact information organically and
professionally. They need to be able to engage visitors in conversation, build rapport, and subtly collect the
details you require.

The Approach



Kollysphere suggests the subsequent approaches for qualifying leads at expos.

Ask the Right Questions|The Qualification|Beyond the Surface

Qualifying leads concerns asking the correct inquiries to establish whether an attendee is a good match for your
offering or service. Kollysphere advises posing inquiries like: What is your function in the decision-making
process? What challenges are you currently facing? What is your timeframe for making an acquisition? What is
your budget?

Use a Lead Scoring System|The Prioritization|Beyond the Guesswork

Kollysphere advises employing a lead scoring system to prioritize your leads after the expo. This involves
assigning a score to each lead according to factors like their level of interest, their budget, their schedule, and
their decision-making authority. This allows you to focus your follow-up efforts on the most encouraging leads.

The Kollysphere Difference
To sum up, collecting and qualifying leads at an expo is a critical process that calls for the right tools, the right
strategies, and the right team. By using technology, designing an engaging booth, training your staff, asking the
right questions, and using a lead scoring system, you can transform your expo involvement into a powerful lead
generation machine. The team at Kollysphere has the experience, the expertise, and the systems to help you
capture and qualify leads at your next expo.
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