Let me be straight with you . Trade fairs are not regular events . They are intricate systems with numerous
components. Booths, exhibitors, visitors, schedules, sponsors, speakers . If one piece fails , the entire event

struggles.

| have organized over 50 trade fairs , and | have witnessed skilled planners and awful ones. The distinction

between a fully-booked, acclaimed exhibition and an embarrassing, empty hall is almost always the organizer .

So here are my tips for selecting an event organizer for your trade fair . Whether you hire us or another agency,

ask these questions . Demand these answers .

Why Your Wedding Planner Can't Run Your Trade Show

Here is the first question . How many exhibitions have you planned?" "What was the largest number of exhibitors

?" "What was the largest attendance ?"

A corporate gala has a platform, chairs, and a meal. A wedding has a ceremony and a party . A trade fair has 50
or 500 exhibitors . Each participant has their own requirements. Power, internet, tables, chairs, signage, staff,

giveaways . This is a different magnitude.




Ask for references from past trade fairs . Contact those customers. Inquire: "Did the organizer handle exhibitor

requests quickly ?* "Did they solve problems during setup ?" Would you book them again?"

At Kollysphere agency , we specialize in trade fairs and exhibitions . We do not do weddings . We do not conduct

birthday celebrations. We execute exhibitions. That is all we do . Because specialization leads to expertise .

Your Exhibitors Are Your Customers Too

This is what many customers overlook. The exhibition planner works for you. But the organizer also works for

your exhibitors . If vendors are dissatisfied, they will not come back next season. Your exhibition fails.

Ask the organizer : What is your vendor-to-employee proportion?" A good ratio is one employee for every

twenty vendors. For a show with one hundred vendors, five committed vendor assistance employees.

Inquire: What is your vendor information procedure?" Do you send weekly updates ? Do you have a help desk

during setup ? Do you provide an exhibitor manual ?

A skilled exhibition planner will possess a lengthy vendor guidebook. It will contain: setup times, breakdown

times, power ordering, internet ordering, furniture ordering, shipping instructions, hotel recommendations .

With us, our vendor Kollysphere guidebook is extensive. We update it for every show . We send it 90 days before
the event . Vendors appreciate our effort. They come back next year birthday party event planner birthday

planner malaysia birthday party planner ki .

Venue Logistics for Trade Fairs

A ballroom for a wedding has one load-in . The musicians bring their equipment. The florist brings flowers .
Finished.

A trade fair has 50 or 500 load-ins . Trucks lined up at the loading dock . Machinery shifting crates. Carpenters

building booths . Electricians wiring displays .
Ask the organizer : What is your delivery timeline?" How do you avoid congestion?"

A good answer is a timed schedule . Vendor A delivers from morning to mid-morning. Vendor B from late

morning to noon. Exhibitor C from 1-3 PM . No overlap . No fighting for dock space .

Ask about floor load . What is the location's floor weight capacity?" Exhibition booths can be heavy . A car display

might weigh two metric tonnes. If the location surface cannot hold it, you have a big problem .

At Kollysphere , we supply a comprehensive delivery timeline two months ahead of the gathering. We assign each

exhibitor a 2-hour slot . We implement it firmly. Tardy deliveries queue. The exhibition starts promptly.

Visitor Marketing: Will Anyone Actually Come

Here is the most important question . You can have 500 beautiful booths . You can have perfect logistics . But if

no attendees arrive, your trade fair is a failure .
Request from the planner: "What is your visitor marketing plan ?"
A bad answer : We will distribute a message."

A good answer : "We start 6 months before . We use paid social media (Facebook, LinkedIn, Instagram) . We work

with trade associations to promote to their members . We offer early-bird registration discounts . We invite key
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industry speakers to attract their followers . We anticipate two thousand attendees."

Ask for past attendance numbers . "How many visitors came to your last trade fair ?" "How many registered vs

how many actually showed up ?" A moderate conversion is typical. 70% is good . 80%+ is excellent .

With us, we spend 30% of our budget on visitor marketing . We do not simply wish for attendance. We make

them come . We monitor each signup origin. We increase investment in what succeeds. We cut what doesn't .

Sponsors Are Partners, Not ATMs

Exhibitions generate revenue from two sources. Vendor space charges. Sponsorships .

A bad organizer accepts corporate funds and vanishes. A skilled planner treats sponsors as partners .
Inquire: How do you implement corporate backing?" "Do you just put logos on a banner ?"

A solid response: We create sponsored experiences . Supported beverage stations (brand on containers).”

"

“Sponsored charging stations (logo on phone stands) Supported presentation blocks (opening

acknowledgements).”

Request backer renewal percentage. “What percentage of sponsors return each year ?” Above 70% is good . Over

four-fifths is outstanding. If backers do not repeat, something is problematic.

With us, our backer renewal rate is high. We survey sponsors after every show . We ask what worked and what

didn't . We refine each iteration. Backers observe. They write bigger cheques next year .

Booth Layout and Traffic Flow: The Science of Exhibition Design

Here is something most people don't notice . A poor exhibition design generates empty spaces. Visitors walk in,

get confused, and leave early . Exhibitors in bad locations are angry .
Ask the organizer : What is your stand placement strategy?"

A good answer : We place dining and beverages at the rear. This forces visitors to walk past booths . We place
favoured presenters in the centre. This distributes attendees across the space. We position check-in at the

entrance, departure at the exit. A single entry path, a single exit path. No shortcuts to the exit .

Ask for a sample floor plan . Does it make sense ? Can you envision moving through? If you are disoriented,

visitors will be too .

With us, we use heat mapping software . We examine where attendees travelled at previous exhibitions. We see

which areas were crowded and which were empty . We adjust our layout accordingly . Dead zones disappear .
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Protecting Yourself from Bad Trade Fair Organizers

Trade fairs are expensive . Space charges, backing costs, promotion, personnel. You require a robust agreement.
Here are ten clauses that must be in your trade fair organizer contract :
Minimum exhibitor commitment (organizer promises at least X exhibitors) .

Minimum visitor commitment (organizer promises at least Y visitors) . Reimbursement conditions if guarantees
are unsatisfied.Exact booth layout with your location marked . Installation and removal timeline.Marketing plan
with specific channels and dates .Sponsorship activation details (what you get for your money) .Insurance
requirements (both organizer and exhibitor) . Termination terms (which party pays and what amount).Force

majeure clause (pandemic, weather, etc.) .

If an organizer refuses to include these , walk away . They are concealing something. They do not believe they can

meet the minimums .

At Kollysphere agency , our agreement contains the full list. Plus three more . We desire your confidence. We

want you to sign with trust . Because we understand we will perform.

Five Reasons to Walk Away
Let me conclude with cautions.

Warning sign one: The planner has never executed an exhibition previously. “But we do great weddings ."

Incorrect. Exhibitions are distinct. Do not become their trial.

Red flag #2 : The organizer cannot provide references . “Privacy reasons .” Untrue. Satisfied customers are willing

to converse. If no one will speak for them , there is a cause.

Red flag #3 : The planner guarantees everything but documents nothing. “Trust us .” No . If it is not in the

agreement, it is not real .

Red flag #4 : The organizer is cheap . An exhibition requires funding. Good venues, good marketing, good staff .
If their fee is half of everyone else's , they are cutting something . Safety, marketing, or insurance . Do not gamble

your standing.



Red flag #5 : The planner criticises rivals repeatedly. All others are awful.” Professional people focus on their own

strengths . They do not need to tear others down .
If you observe these indicators, depart. There are other organizers .

Looking to select the proper exhibition planner? Reach out to us now. We will share our previous exhibitions. We
will supply contacts. We will document every detail. And we will produce an exhibition that fills up, draws

attendees, and earns your satisfaction.



