

Trade Show Marketing Basics 
Used by: 
Fire Chief, Volunteer Coordinator, Public Relations personnel 

When to use: When using trade shows for recruitment 

Learn more: 
Recruitment and Retention Strategy, page 13 

Trade show marketing typically involves three phases: pre-show marketing, at-show marketing, and post-show marketing. Below is a short summary of what should happen in each phase of the marketing planning process. 

Pre-Show Marketing 

· Set goals for the trade fair (ex. The number of people who sign up for more information about volunteer firefighting; the number of people who take firefighter application forms); 
· Invite specific attendees to the trade show; 
· Advertise that the fire department will be attending the trade show;
· Develop and use consistent messaging in professional-looking brochures, handouts, and banners. These items must convey the department’s message quickly and simply; 
· Schedule specific people to be present at the booth at certain times;
· Plan for the promotions you will have at your booth (interactive events like demonstrations, contests, or giveaways). 

At-Show Marketing 

· Use promotions to draw people to the booth;
· Ensure those attending the booth know enough to be able to answer potential questions; 
· Talk to other groups at the trade show as a means of engaging with the community (and networking); 
· Have a sign-up sheet for visitors to add their information to if they are interested in volunteer firefighting. 

Post-Show Marketing 

· Follow up immediately with visitors who signed up for more information about the fire hall – give them more information about volunteer firefighting or invite them to a tour of the fire hall; 
·  Evaluate the success of the trade show as it relates to the goals you set at the beginning of the process. 
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