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Editorial n
Dear Members,

Good day !

When we are fast approaching to Indplas'12 I think you are all agree to me if

I write something about exhibition - why Exhibitions are important and how

exhibition can promote business.

In an Exhibition everything your company stands for is being exhibited on the

show floor.

Exhibiting is a powerful tool in enhancing your brand as well as an extension of

your sales and marketing function. Everything you present needs clarity of

purpose, consistency and focus. When you exhibit a product the customer can

see the actual product by visiting your stall, get product details, its quality and

take decision whether the same is up to your expectation and meeting with

your requirements. This is not possible by simply going through the brochures

or catalogues.

Promoting your presence at exhibitions is about developing promotional

opportunities that attract business and communicate a consistent image to the

market.

Your exhibition promotional campaign should accomplish three things:

. Attract visitors to your stand

. Engage the visitor and allow interaction

. Get your products or services accepted by the visitors

There are many avenues to promoting your presence at an exhibition,

including:

o Direct mail campaigns

. Advertising

. Sales letters, business letters and emails

. On your website

. Sponsorship opportunities

Take advantage of as many promotional opportunities as possible - but make

sure they fit within your marketing objectives. Everyihing you develop should

have the same look and feel. Consistency and repetition are vital in brand

awareness. People buy from brands they know and can trust. The perception

you create of your company, products or services has a major influence on the

buying behaviour and brand preferences of prospective customers.

Yours truly,

Pradip Nayyar
Editor
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