Creating a Wedding
Show Booth to
Remember

“The 5 Senses of a Wedding Show”




We've taken home a little hardware

IWichele /@l)ﬁaz..fhn

PHOTOGRAPHY




What are you

selling?




How do you choose
which show is right for

you?

®»Research your ared
®»How many are offered
»\When are they offered
»How well are they attended
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» Aftend local wedding shows



How do you choose which
c— show is right for you?

» What does your finances say¢
» What size booth can you purchase
» How is your marketing supplies
» Do you need new banners/flyers
» | ook at the ROI...
=» How many leads do you need to convert
» Whenis a good time to do a show?
®» How busy are you currently
®» Are you booking this year or future?
» Can you follow up




List all the shows on your welsite
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Wedding Shows & Open

Houses

Join us at upcoming events, open houses, and networking
experiences to meet our team, connect with vendors, and
get inspired.
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“The 5 Senses of a Wedding Show”

The Five Ganses
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The
“LOOK™
is the
easiest
and will
set the
tone of

your
booth



Who are you
and
what are you selling?
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A GetAway Travel Group Company
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Be proud of
who you
are...you
earned it!
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Mary Kay Updo's Studios Magnolia Ridge Bessantials Cake J'adore Ross
Photography photography

a 2

S %

] ™

@ w

¥ 2
c
e
v
o
=
@
o
&

W -

= Bloemenbinder Southern Bride Nixon Face Forward REV on Call @

Flowers Photography a

]

=

o

c

=

o

]

o White Rust Left Lane MSA If it's Paper Aura Marzouk §

L} Photography Productions Entertainment Photography 3

x A

a 7
=

8 g

S -

5
o

: TENT LAYOUT

: #

S e

© =

S w

b4} &

g z

3 2

o =

A £

: g

§ g

Knot Your Average Megan Travis Abba Design shores Cleaning Melindz Jean Tzilored Just Priceless
Events Photography Photography Occasions










Hear, Smell &
Taste



Teamwork makes the dream work
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It's a feeling
you gef...







The don’ts of a wedding show...

» Do not sit behind or at your booth
= Do not eat at your booth

» Do not play on your phone
»Beware of your body language



Tips to have a successful day...

* When should | arrive?

* What should | wear?

 What should | hand out?

* Glveaways

* Feature Table

* How do | collect information?
* Follow up
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Network as much as possible




you

Have you thought
about having

a past client your
booth?







Dress
orofessionally
and
comfortable




What should people walk away with?
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Give a little S WAG away....
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Be a Sponsor
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OW cdn
we
contact
you?
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LET'S TALK

Ready to create something extraordinary?
Let's make it happen.

Get In Touch

Scan Me



There are ovents held to allow loc:
| "Allow us to tie up all of your looss ends!

Check out our Facebook fan page for a 3
list of vendors showcasing that month. 3 oliday Party

verageEvents.com 3 Plantation

DTRIAD
/\BRIDAL

We've met...
now what?
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Other opportunities
to meet couples

= Open houses at venues
= Festivals

= Luncheon Sponsorships
= Local School Events

= Chamber Events

= Golf Tournaments

= Networking Events

= Holiday Events

CHAMMAN'S ROVAL CLun
Vs M seenen base

Your Average Events

Your Average Travel
s o tie up all of your loose ends”™
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Award Winning

“Allow us to tie up all of your loose ¢




Always ask If
there are other
ways you can

showcase In

thelr
show/open
house...

THE LUXURY INCLUDED' VACATION




Festivals




Local Schools




Chamber Nights
&
Networking
Events
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What does
USP
stand for?




I WEDDINGWIRE

COUPLES" CHOICE

AWARDS"®
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HI, MY NAME IS \
JENNIFER BALL

| AM A CONTRIBUTING AUTHOR
FOR “PLANNERS UNPLUGGED"

Alamance
Community College GERTIFIED WEDDING IADWP®

iy N SUND A
PROITSSIONAL International Association of
Destination Wedding Professionals
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What’s going to
make you stand out?
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