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“Wool@J13 will forever hold a special place in my heart. It has
made me brave.”
Clare Wilson, The Knackered Psycho, first time exhibitor 2017
https://knackeredpsycho.com/2017/05/20/woolj13/
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How to work out if a show is right for you
Different shows attract different audiences and people attend
particular shows every year, so before you invest in a stall space
make sure the show is right for your business.

Visit the show
The best way to work out if the show is right for your business is to go visit it as a
punter. Take a notebook and pen to make notes about the sorts of business exhibiting,
what they are selling and what you do not see selling. Check out who the shoppers
are, how old are they? What are they wearing? Which stalls are they stopping at and
whose are they walking past? What colours are they drawn to and what skills are they
looking at?

Take photos
If you see a stall that looks especially inviting, ask if you can take a photo. What parts
of the set up do you like? What works and why are people attracted to it? Can you
walk straight into the space or have they used tables? Take photos of the show as a
whole and when you come to do your application, refer back to them. Is this the show
for you?
Talk to shoppers
You don’t have to do a market research job with a clipboard and pen but you can sit
and have a coffee while asking someone nearby what they like about the show, what
they have bought and which stalls are worth checking out. Then you will know if the
mix of exhibitors works for visitors, what people are buying and where they are buying
it from, plus what they liked about what stands and why. People are usually happy to
pass the time of day by letting you know what they think of an event. And they are
likely to come back for the next show, more than likely bringing friends with them.
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Footfall is not everything
A busy wool show is lovely, lots of happy shoppers squishing all that yarn. But it
doesn’t always translate into sales and that is one of the great mysteries of the

universe. At the same time, just one or two customers at a busy and a not so busy
show can make your weekend with a huge haul. So don’t judge a show by its numbers,
but by its shopping bags. If there are lots of them in the hands of those happy
shoppers, this show works.

Check out the ethos of the show
Wool@J13 sets great store by education, learning & fun, plus taking care of the
exhibitors without whom the show cannot work. A happy customer, they say, will come
to play & stay to buy and a happy exhibitor will not only want to
return but will help to market the show by that invaluable tool
‘word of mouth’. Exhibitors talk and listen to each other. You will
do the same, whether your experience has been positive or
negative.
So, look at what the show provides a) for its visitors b) for its
exhibitors. Is it just wanting to sell its stand spaces or is it giving
attention to the mix of exhibitors brought to the show, how well
are the exhibitors looked after, are workshops offered and, if they
are, what do they offer and are there additional activities for
visitors, making the show even more attractive. What about food outlets? Visitors will
be spending all day at the show. You want a happy and satisfied customer to visit your
stand, not a grumpy ‘I didn’t like the cheese sandwiches’ customer who is not in the
mood to buy. How does the show’s ethos translate into action?

(3)

8 questions to ask when applying for a show

What is the application criteria?
If you are planning to apply for any show, even a great show like Wool@J13, then
read through the application criteria first. We offer reduced pitch rates for our Saw
Them Here First Section because we understand that new businesses can struggle
with the initial show investment. But to receive that discount, we have certain criteria
we need you to meet: that you live within 50 miles of junction 13 of the M6 and that
you are within your first year of trading, both criteria laid down so that we can support
new businesses in the region.
Do you meet these requirements? Then it is well worth applying. Lots of other shows
have criteria for applications too. They might want you to have been trading for a
certain amount of time or to have had experience or they might want to ensure local
businesses are supported or that there is a good mix of businesses appealing to a
broad range of customers. Equally, the show might want to appeal to a certain niche.
Does the pitch include a table?
Most wool shows will just be renting you space for your business. It will have nothing
else in it but fresh air, so you need to populate that space yourself. It is worth asking
well in advance if they provide tables and
getting one booked. However, remember that
tables take up space and if you are selling
wool, for example, you may find you want to
take a grid wall instead, freeing up that space
for people to walk about in. But if you think you
might need table top space, then check in
advance and book in good time.

Is there flooring in your space and is it under cover?
Not all shows are indoors and not all space is guaranteed to have flooring or covering.
You might be expected to bring your own. Ask in advance where the space will be. If
you have done your research, you would have visited the show the year before so will
have an idea of what your area might look like. You don’t want to turn up on the day
and find you are outside and open to the elements or squishing about inside a marquee
on a grass floor (which might turn to mud if it’s wet).
Wool @J13 is an outdoor show which has a Shop Til You Drop marquee with wooden
flooring, making it a more pleasant experience for exhibitors & visitors alike, so if you
are applying for this you can be sure of having a firm footing. However, not all of the
show is under cover and no one can predict the great British weather, so check out
the weather forecast and pack your wellies if necessary.
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Where can you charge your phone?
Not just your phone but any electrical items you might have. Do you need lights for
your display? Will you be taking card payments? You need to know where your nearest
plug sockets will be and to be aware that you’ll probably have to share them with other
traders. Make sure everything is fully charged before you get there and know where
you will need to plug in for emergency power. Some shows will charge extra for
electricity hook ups if the show is not in a building because it is costing the organisers
extra to provide this. If it is in a building, you may have to pay a charge for the electric
supply – see your application form for this and if you don’t want to pay just for charging
your phone or your card machine, make sure your fully charge both overnight at your
accommodation.
What extras will you need to pay for?
Aside from the space hire, you might need to hire some extra things to help your
products sell. You need to check out whether these things are included in the price or
come at an additional cost. Most shows hire out space only in their initial fee because
not all traders need everything. Consider if you need tables, chairs, electricity or wifi
to operate at the event.
Is wifi included?
If you plan to accept card payments then you will need wifi. Most shoppers expect to
be able to pay by card and you are likely to sell bigger ticket items if you have the
technology to accept card payments. Most card machines use wifi and if there is no
connectivity at the show, you need to know in advance so that you can prepare and
take a wifi hotspot with you.
Will you need insurance?
It is very rare that a show will not require you to have public liability insurance and
often you are required to have this at the point of application. If you have annual cover,
then it is up to you to ensure your coverage is appropriate for the show at which you’re
selling. Here at Wool@J13 we are always happy to recommend places to check out
but do shop around for what suits you.
Can you pitch share?
Shows are a financial investment and one way to reduce your overheads is to share
a pitch space with another trader. If you have
a friend who is also planning on applying,
then it might be worth looking at how you can
share the space. But you will need to check
with the organisers first if that is okay.
Sharing a pitch not only halves the space
rental, but you can also share travel costs
and reduce your accommodation overheads.
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What hidden costs can you expect?
You’ve done your budget, you’ve got your insurance and you’ve paid for your pitch
space. You’ve also asked if you need to hire additional furniture or cover electricity
and wifi costs.
Yet you end up spending more on the show than you intended to. How did this
happen? You may not have accounted for hidden costs involved in the show. This can
be anything from accommodation, travel, taking a day off work the day before to set
up, subsistence while you are there (including evening meals & drinks with fellow stand
holders maybe), flyers and business cards, stall decoration and props. Some of these
things you can recoup the costs of by doing multiple shows and some will just be show
specific.
At Wool@J13 we are completely open about our costs so you will always know how
much you are paying out. We even offer camping to help keep your accommodation
costs down. When you do your show budget, walk yourself through every single step
of the event and maybe add a small buffer for the unexpected.
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How to create a show budget
To get the most out of your show, you will want to make a show
budget. We know that a show like Wool@J13 has more value than on-the-day sales
because you are getting your brand in front of potential customers. Make sure you
take flyers, business cards and a mailing list sign up with you to make the most out
of meeting people ready for your future sales.
But when we are looking at the cold hard cash of a show, feel free to use our basic
show budget. We recommend you walk through every step of your event in the
weeks running up so that you have captured all possible costs. You can access our
budget template here or make one that fits your needs. We’ve put in all the formulas
for you so you only need to plug in the numbers. It should look a little something like
our example below:

Outgoings (Expenditure)

Stock + Income

Description

Description

Cost

RRP

Amount

Profit

Units

Sold

Space hire

200

Wool

5.99

12

6.01

10

Furniture

20

Wool

5.99

12

6.01

50

Wifi

10

Wool

5.99

12

6.01

30

5 @12 =
60.00
40 @12
= 480
20@12
= 240

Insurance

50

Pattern

1.5

3.99

2.49

100

30@3.99
= 119.70

Electricity

10

Accessories

2

4

2

30

Travel

50

Bags

5

12

7

30

Accommodation

80

0

Subsistence

75

0

Printables

70

0

Props
Total

20 @ 4
= 80.00
15 @ 12
= 180

0
565.00

Unit total

250
Gross Profit from stock
sold

Gross profit £610.35 –
Outgoings £565.00 =
Net Profit/loss: £45.35
Float

100

End Cash

This is just an example but you can access the template worksheet on the link here

1159.70

610.35

(7)

How to apply for your first show
You’ve made the decision that it is time to take your business to
market but how do you apply for your first wool show? Selling to the
public face-to-face is a very different experience to sitting behind your
screen selling in your sleep. Most show applications ask for things like photos of your
stall set up, your insurance and information about your selling experience. But if it’s
your first one, you won’t have these. However, not having done a wool show before
should not put you off applying for one.
Here are our top tips to make that whole process easier for you:
Do your research
The reason shows ask for so much evidence about what you are selling and how you
plan to present yourself at a show is to make sure a) you are a good fit for the show
and that the show is a good fit for you and b) there are not too many of the same kind
of stands. There is nothing worse than half empty stalls thrown together, for both the
sellers and the buyers and almost nothing worse than half a dozen stands selling
exactly the same thing.
Also, different
shows are
marketed to
different wool
shoppers. Before
you even download
that application
form go and check
out whether or not
the show you want
to apply for is going
to attract your
customers.
The best way to do
this is to go to the
show as a
customer. Take notes, talk to the stall holders and the other people shopping. Check
out what people are buying, what brands they have in their shopping bags. Which
stalls are getting the biggest crowds and which ones are not? And check out the
website presentation and social media activity. Are both of these going to attract your
customers?
A show might be new, or cheap, or located close to where you live but that does not
mean it is right for your business. You might be planning on applying for one of the
more established shows but that does not mean your stall will get enough business if
it is attracting an audience who is not your ideal customer.
Know who your customers are. Visit the shows and if you don’t see them there or
you can’t see them taking part in or being impressed by the show’s online presence,
then think twice about applying.
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Do the maths
Selling at a wool show is an investment of both your time and money. There is no
guarantee that you will sell any stock but equally you are putting your business right
in front of your ideal audience and connecting with them in person. You need to know
your numbers before you start that application to know if the financial risk you are
about to take makes it worthwhile.

You will need to consider the cost of the stall hire, for example, whether you need
additional stall furniture such as a table or chairs. Electricity and wifi can also come as
an added costs so check what is included in the price and if the extras are not clearly
marked on the application ask before paying any deposit. Shows like Wool @J13
make the cost of optional extras clear in the application process. Not all shows do.
You also need to account for public liability insurance, travel costs, accommodation
costs (unless you can stay with friends nearby), food, drinks, and your time. Let’s not
forget the cost of building up your stock so you have a jam packed and attractive stall.
Make a list of all the things you will need to pay out for before you have even arrived
and set up stall, tot that amount up and arrive at the financial investment you will need
to risk for this show. If you know that number, then you will be in a better position to
know how much stock you need to sell to break even.
We understand that this may be a number which might prevent some of you from
applying. Your major layout is going to be the stand cost which is why Wool@J13 set
up ‘Saw Them Here First’, offering stands at half price to new businesses who operate
within a 50 mile radius of the show location & who have been trading for not more than
a year. If the show offers a similar package, it may be worth applying for.

Check for the application deadline dates
You’ve done the research, you’ve added up your costs and you’ve decided on the best
fit for your business. Congratulations. Now don’t miss that deadline date.
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PLEASE RETURN YOUR COMPLETED APPLICATIONS to the address below or by
email to hello@wool-j13.uk
RETURNING 2017 EXHIBITORS
To receive your discount we need

a £50 deposit by Friday 1st September 2017
You will be invoiced upon receipt of your application

ALL OTHER EXHIBITORS
Deadline: Friday January 12th, 2018
12th & 13th May 2018

Most shows need applications in around 6-9 months in advance so create a hit list of
shows that you want to attend and put their application deadlines into your calendar
or diary.There is nothing worse than finally deciding on a market and realising the
deadline was yesterday.
If you have missed out, it is always worth emailing the organiser to see if you can be
put on a waiting list for any last minute cancellations.
Sort out your insurance
It is up to you to have public liability insurance. Public liability insurance protects you
if members of the public suffer personal injury or property damage because of your
business i.e tripping over stray yarn, improperly fixed floor covering. It can pay for
the costs of subsequent legal expenses or compensation claims and is an integral
cover for businesses that interact regularly with customers.
There are a lot of providers out there who will insure for market shows and so it helps
to shop around. Most will offer two types of cover: 1) Single event cover 2) Multiple
event cover (up to 10 shows a year) It will usually be cheaper to get multiple event
cover rather than single event cover and you can do this from as little as £50. Be aware
that you may need this in place when you apply.
Take photos of your stock and planned set up
You’ve got this far and you are ready to complete the form. You’ve read it carefully
and know what hidden costs you might need to cover. You are then asked to attach
photos of previous stall set ups or your stock but you haven’t had any market
experience. Don’t let this put you off.
First of all, make a mock up of how you might want to display your stand with all your
stock as this will help to focus your attention on what you will need for stock display.
Think of ways you can use props to
display your products, think about
the background and the space
where your customers will walk and
look at the photos you’ve taken of
other stalls when doing your
research for inspiration (you will be
glad you did this on set up day as
well). It doesn’t need to be perfect
but do try to make it look
professional. Now you’re ready to
take your photos.
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You don’t need a fancy camera for great photos but try take them in natural light. If
you are lucky enough to have a nice day (not necessarily sunny because digital doesn’t
cope well with contrast & you will get badly exposed photographs if you take them in
direct sunshine), grab your camera or phone, get your test stand set up and away you
go. Make sure your photos are of a high standard and, importantly, high resolution. If
you’re no good with a camera, is there someone you can ask for help with this?
Organisers receive favourable or unfavourable impressions of your business through
your visuals and are also more likely to use your photos in hard copy media publicity
if they are of a high enough resolution (Simply Knitting, Simply Crochet, The Knitter,
for example, popular magazines which Wool@J13 regularly use for their PR &
marketing), so give this time & attention.
If you are not sure of the difference between high res & low res photos, see our short
guide which follows this section.
Make sure your website and social media are polished
You don’t have show experience but you do have a kick-ass website or online store
and a consistent social media presence. It doesn’t matter if you are still building your
followers, but it does matter that you post on a regular basis. Check your online profile
for errors, tweak your sales text, set up your post schedules and interact with those
who are organising the show, who appear at the show and who plan to go to the show.
This will show the organisers that you are going to help promote the event and that
you have the right approach to selling to the public.
Spell check and send
Check over all of your application, make sure you have provided everything asked
for in the forms and that you are submitting before the deadline.

WOOL@J13 - 12th & 13th May, 2018

EXHIBITOR TRADE STAND

BOOKING FORM
APPLICATION CLOSING DATE: Friday, 12th January 2018
Returning Exhibitors - 10% off if you apply by 1st September with a deposit

Remember that not all application forms are the same and you need to read through
things carefully. Wool shows are often run by one or two people with a team of
volunteers and, as such, they are often busy doing everything, so they will appreciate
you getting the application right. When you are ready, press send. Sure this process
takes time and consideration but it will be worth it.
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A Short Guide to what’s what with High
Resolution (high res) & Low Resolution (low
res) photos
Around 2-3 MB for print (high res). Up to 500 KB for the
web (low res)
Digital images are made up of thousands of pixels (blocks of colour), and the number
of pixels in the image will determine how high the image’s resolution is.
The higher the resolution, the clearer the image and the better it will look in brochure
or catalogue designs. The opposite is also true. An image for an online screen does
not need as many pixels so a low resolution is acceptable. A bit like the difference
between 8 and 8. The first is not so easy to read because it is smaller and the
second more so, because it is bigger.
What to look for
If you want to know whether your image will be high enough resolution for a printed
brochure or advert, just look at the size of the JPEG. The two pics below look exactly
the same, but the first only can be used for print and the second only online.
The following will give you a guide:







If the JPEG is less than 250kb, it will only be suitable for use on screen.
250kb-500kb might be usable as a small thumbnail
500kb-1mb usable up to A7 (one eighth of an A4 sheet)
1mb-1.5mb up to A6 (one quarter of A4)
1.5mb – 2mb up to A5 (half A4)
3.5mb up to A4

High Res: 2.76MB

Low Res: 56.7 KB
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How much stock should I take to my first
show?
Planning your stock for your first show will be a fine
balance of making sure you have enough to sell
while not taking so much that you’ve over invested
yourself.
You might want to start with checking out our post
about making a show budget because there’s a
handy worksheet on there where you can plug in the
numbers and see what you can afford to take. And
while there is no magic formula that will give you the
optimum number of units to sell on your first show,
you can plan well for it.
One of our Saw Them Here First traders from last
year said: “As a first-time exhibitor I had no idea how
much I might sell. I didn’t want to bring so much that
I ended up bringing loads home, but needed enough
so there was still some to sell on the final day.”
There are things you can do to get around this problem. Firstly, while it would be nice
to completely sell out on the first day, this is unlikely to happen. Set your practice
stand up well in advance and completely fill it with stock, checking that the display
looks okay. Take enough stock for another day’s trading of the same amount. This
should see you through the show okay.
If you do sell out, then celebrate. And take lots of flyers and sign up sheets for the
next day. Make a big fuss of the fact that you have sold out and people should join
your mailing list to see what they missed out on. A tip: keep one example of each of
your products, if you can, so that, on the 2nd day, people will be able to see these,
even if they can’t buy!
If you have lots of stock left, then build in some discounts for the afternoon on the
second day. Lucky dip bags work well. Pop in a couple of bits that you can sell for
less and maybe a discount card for your online shop. Seal them in a bag and let
people know they are getting lots of goodies for their money.
Create some final day offers into your pricing structure. This is a good thing to do at
the start because there will be shoppers who enjoy a haggle. If you have room to
discount, you might just bag that sale.
Don’t forget that you can offer a post-show sale on your website or Facebook for all
the stock you bring back. You might want to advertise this first to people who signed
up to your mailing list at the show.
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3 rules of exhibiting
Make sure you follow our 3 golden rules of exhibiting at a show if
you do nothing else. They’re short, sweet and very easy to follow

1. Take tissues, mints & water
You are about to spend two whole days talking to people and shaking their hands. You
will smile and say hello to hundreds of fibre-hungry shoppers up close and personal.
Take some tissues to wipe your nose, hands, tea spillage, mouth and anywhere else
you might need in order to look clean and presentable. Then pop a mint and start
smiling. And don’t forget to swig water regularly, or the words just won’t come out.

2. No eating in public
You’ve just taken a huge bite of your sandwich and someone stops to ask you a
question about your wool. What do you do? They have lots of other stalls to check out
and you don’t have chance to swallow and check for dropped mayo. Avoid the situation
by taking a quick lunch break during a quiet moment. If you have a friend helping you
on the stall, you can agree break times at the start of the day, but if you are flying solo,
ask a neighbour to watch the stall for five minutes while you grab a bite.
3. Get off your phone
If there are shoppers in the tent/hall, then you are working the room. There is nothing
more off putting for a customer than seeing a stall holder, head down, ignoring them
while they check their phone. If you can turn off your notifications on your phone and
check them at break times or when you get home, all the better. Especially if you need
your phone to run your payment system.
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5 ways to make the most out of social media at
your first show

As part of a show application, you may get asked to help promote the show to your
followers. Letting them know where they can come to meet you in person is a great
thing to do, as customers will often go to great lengths to meet their makers. However,
there are other things you can do to make the most out of social media for your first
show.
Find and Follow
Find out who else is exhibiting at the show and make sure you follow them. Tag them
in a post and let them know you will be exhibiting too and where to find you. Luckily
Wool@J13 sends out a handy little map for the stall spaces so not only can you
introduce yourself, you can easily find everyone else.
Twitter Lists
Make a list of everyone trading or who says they will attend. This means you can easily
follow their feeds and re-tweet their posts to your followers. They may be more likely
to re-tweet your posts in return and you will undoubtedly pick up a few new followers.
Tag the organisers and use their hashtags
While you are preparing for your weekend make sure you document it and share on
social media. You might find that if you tag the organisers they will make time to share
your posts and you can share theirs in return. Using any official hashtags will also
make your posts more easily located for any potential visitors.
Document your weekend
It is not just pre-show promotion that you can do. Take selfies on the first day of you
and your fellow traders. Get some selfie snaps with your customers showing off their
swag. Or you could video parts of the show. A few short videos of setting up, chatting
to people and asking them what they are buying can go a long way. Plan this out in
advance and have an idea of what you want
to film but don’t be afraid to change it if
something pops up like a brilliant band
playing at Wool@J13 who you happen to
catch in your break.
Blog a review
Make time in your post-weekend plans to
write a blog post about your time at the
festival. What were the highs, who did you
meet and whose stall impressed you the most? Contact the organisers for artwork and
a quote and get it posted as soon as possible.
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Tips from Traders

We’ve spoken to some of the lovely people who exhibited at Wool@J13 last year to
let us know their top tips for trading at a show and here are some of the things they
said:

1. Staple a business card or your flyer to the shopping bag you give to your
customer. Then they know how to find you again.
2. Talk to the other traders, ask them for help and advice on setting up your stall.
Take photos of their stalls if you need to for next time.
3. Take a friend. You’ll need someone there for loo breaks and moral support.
4. Don’t eat in front of people. Take a break and go before or after a big rush.
5. Invest in a card reader. People expect them these days and will often buy
more because they can put it all on their credit card.
6. Practise your stand set up in good time before the show. Then you can tweak
it lots ready for the big day.
7. Set up your stand so people can walk into the space. It seems obvious but
build height at the back and let the stock flow downwards to the front.
8. As people walk into your stand space, step out to give them space to browse
and so that they won’t feel trapped. People will only step into a space which
has an exit.
9. Take an apron or money bag for easy access to change.
10. Knit or crochet with your products to show them off.
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Why there is more to a show than selling
You never know how a show is going to go. You hope for the best,
that you will sell lots of lovely things but there is always the voice in
the back of your mind that no one is going to want what you are selling. Here’s a secret
for you: not everyone has a great show every show. If you could predict what makes
shoppers buy, then you’d be minted.
If you do have a show that is not selling as you’d hope, take heart that there is more
value to a wool show than what you sell on the day.
Brand Awareness
Doing a show is like have a temporary store front. How often have you gone into a
shop just to browse only to go back again later to get something that you just can’t
stop thinking about? Put flyers and business cards with your logo & the name of your
business prominently displayed, on
your stall where people can easily
grab them and make sure you
include your stand number so they
know where to go back to. You want
them to remember 2 things: a)
where you are at the show so they
can find you again and b) who you
are so they can also find you after
the show. It’s no good being called
‘thingummy’. Make sure your name
is known to potential customers.
Build that list
Take a clipboard, paper & pen and ask people to hand over their email address in
return for updates about your business in the form of a regular newsletter. Someone
might want to get to know your products a bit better before investing, receive news on
new products or find out a bit more about you, the owner. Why should they buy from
you rather than from anyone else? Your mailing list is an opportunity to show them
why and a show is a great opportunity to build that list. Make sure the first thing you
do after the show is to put those email addresses into your database and send them
a personal email thanking them for stopping by your stall. You might even want to offer
them a discount, too, to encourage them to purchase.
Contacts
Some of the most important people you will meet on trading days, aside from your
lovely customers, are the other traders at the show. Make sure you introduce yourself
to your neighbours, as you’re about to work right next to each other for the next 48
hours. Some of our traders from last year have kept in touch and become good friends.
These people will understand how you feel at your first show and will more than likely
offer you some helpful pointers to make it the best show possible. More than that, they
are in the same business as you, so you can share stories and help each other out
with tips. Collaboration makes for stronger businesses.
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Social Media Junkie
While it is not good to sit looking at your phone, if you do get a few quiet minutes take
the time to get some photos on your phone and share them online. Make sure to tag,
for e.g. @woolj13 and any other traders whose social media accounts you know. Make
a Twitter list for them so you can quickly see and respond to any updates or shared
posts.
Stop the press
Wool@J13 invite press to cover the show. If this happens at the show you are at, it’s
a great chance to introduce yourself to the people who write about all things woolly.
Make sure you introduce yourself and your business. Offer them a business card and
ask for their contact details. This is important: the old adage of ‘it’s not what you know
but who you know’ still stands. When you have a good story (and you must have this
to get the attention of the press), you have to know
who to talk to and who to send your press release in
to. Sending a press release in to the general
newsdesk is the best way to get yourself buried, not
noticed. Send it to the person with whom you have
taken the opportunity to start a relationship. Press
contacts are much more likely to take a phone call
from someone they know and who, crucially, is known
to provide good copy, than from a stranger.
Building those relationships is part of stopping the
press at a show and your show stand is an excellent
opportunity to do this. If you are feeling particularly
forward, you could always ask them what sort of
stories they are looking to cover in future issues so
you can pitch them some ideas when you get home.
Never forget that the way you look at your business
may not be the same point of view that the press has.
Develop an inquiring mind and this will give you new
ideas. It’s all part of stopping the press and it can begin at your show.
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