Exhibiting Because The Competitors Are There Is A Good Thing!
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When most tradeshow sophisticates hear that a company is participating in a show or event only because their competitors are there, they throw up their hands and painfully exclaim, “The industry has not changed in 20 years.”   

After years of hearing how wrong it is to be in a show or event just because your competitors are there, we can now hold our heads up high and say with assurance that we are there for a good reason -- our competitors are there!

So what changed?   The answer is simple.  Competitor activities can be measured and evaluated.  

Examples of What You Can Measure

· Who is “hot” out there

· Industry and product trends

· Competitor effectiveness at shows

· What competitors spend to participate 

· Visitor perceptions, acceptance and brand recall

· Whether or not your customers visit competitor booths and what they talk about

· What your competitor’s customers say about them, and you

Gathering the Information
In ideal situations, it’s best to appoint one or two people from your company to check out the competitor activities at shows.  Prepare them by making a list of things you want to learn and prioritize these data points to ensure coverage of the most important things on the list.  Or, if you need preparing such a checklist, feel free to contact me.
And remember, it’s important to apply the “so what” factor to this type of information.  State the facts, then say “so what does this mean to our company’s operations?”    This helps separate meaningful information from interesting gossip.  

In summary, tradeshows and conferences are one of the few environments where you can observe most of your competitors under one roof and on one business trip.  Seize the opportunity, especially now because you learn how your competition responds to downturns in the economy and how to anticipate how they’ll fare on the other side of this slump.
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