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Wendy gives her top tips for getting the most from the shows

0$ith the crazy trade 
fair seaon fast 
approaching and 
having attended 

a 23 year 'lifetime' of shows, I 
thought it worthwhile sharing a 
few top tips on how I've survived 
and got the most out of them. 
Whether you're a visitor or an 
exhibitor, we’re all there for mutual 
bene! t and both have equal 
pressures, so be mindful of each 
other's time.

12Make sure you pre-register 
online for free entry as 

tickets can be up to £20 entrance per 
day otherwise. Doing this you also 
receive all the ‘hot news’ updates in 
the run up to the show.

13$Good planning well ahead 
of the show is vital – use 

the fair planners and ! oor plans to 
plan your appointments so you’re 
not darting from one end of the 
hall to the other thus avoiding 
added pressure on your time and 
feet! The calmer, more composed 

and professional you feel arriving 
for each meeting, the better you'll 
perform. As the o"  cial show partner, 
Toys ‘n’ Playthings has great planners 
for this year’s Toy Fair.

14Be well prepared and 
organised – bullet point 

all discussion points and issues to 
raise on separate pages for each 
meeting and put each one in 
appointment order so you’re not 
frantically hunting for your notes 
in the meeting. Write only on one 
side to avoid another supplier 
from catching sight of your notes – 
people are better at reading upside-
down than you might think!

15 Stay focussed on what your 
objectives are are and don’t 

allow yourself to get distracted. Be 
clear on which product categories, 
properties and suppliers are your 
priority and stick to them.

16 Never, ever forget or run 
out of business cards! 

Ensure they’re instantly accessible to 
hand out in the event of a ! eeting 
conversation with a potential new 
customer! 

17 Keep a close eye on time 
as the hours will ! y by! Set 

up a silent alarm on your phone 
to vibrate 10 minutes before your 

next appointment is due to start 
to give you a chance to conclude 
the meeting and get to the next 
meeting. 

18Be clear on your budget 
if you have one and review 

it often throughout the show to 
ensure you don’t overspend or give 
suppliers false hope of a potential 
deal being struck.

19 Ladies, leave your favourite 
5” Jimmy Choo’s at home 

if you want your feet to survive 
pounding the aisles of the show!

1: Don’t drag round any 
more belongings than you 

really need – it’s awkward to carry 
and annoying for both you and 
exhibitors to have to # nd stand 
space for it. Don't be afraid of 
looking like a 'trolley dolly' and use a 
lockable wheelie case if you need to 
take lots of documentation, product 
samples etc. Also don’t forget to 
ask exhibitors for catalogues on a 
memory stick if you prefer, to save 
carrying papers you don’t need 
around, particularly at foreign 
shows.

21 Be fair and respectful of 
suppliers and buyers time.  

Time at shows is precious for 
everyone, on both sides of the fence 
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Next month, 
Wendy gives 
advice on How To 
Identify The Next 
Big Thing!

so if you realise mid-meeting that 
you really need more time, then 
check whether it’s ok to extend that 
meeting or possibly grab more time 
later during the show.

22 Exhibitors  – a stand at 
which all sta$  are chatting 

amongst themselves or looking 
bored is not inviting for a passing 
visitor! It's a guaranteed way of 
putting o$  potential new customers.
Set up a rota so that there is always 
one or two people standing up and 
ready to meet and greet anyone 
who comes onto the stand. 

23 If you’re going to be there for 
a few days, prioritise your 

longest or key appointments in the 
mornings when everyone’s feeling 
fresh and before appointments 
start to over-run as the day goes 
on. Leave yourself some free time 
in the afternoons to wander around 

the show and seek out new 
suppliers whom you don’t 
currently deal with but might 
just have the ‘next big thing!’

28 Toy Town Titan
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