
 
 
 
 
 
 
 
 
 
 
2/28/2008 
 
We’re happy you’ll be joining us at the 2008 Lakewood Area Home Show! 
 
Enclosed is your vendor packet, including: 
 
®  Release form to fax to (440) 546-2657.  We will che ck you in during set up with your release form. 
 
®  “How to Profit from your Expo” tip sheet.   ®  Map to Harding Middle School. 
 
®  Numbered booth layout and exhibitor list.  ®  Posters to post prominently, everywhere you can! 
  
®  Home Show tickets to hand out to your customers. ®  ’See you at the Show’ Cards.   
 
Set is Friday:   5:00 PM - 7:00 PM and Saturday:  8:00 AM - 9:45 AM.  Tear down begins Sunday AFTER 5:00 PM. ��
 
You may park in front of the main gym to unload (there will be a sign).  After unloading, please park your car in one of the 
designated vendor parking areas that will be identified at check-in so that we can keep the main lots open for consumers! 
 
Thank you again and we look forward to seeing you a t the show, 
 
David Schroedel 
Jeri Vespoli 
Collaborative Marketing Services 
PO Box 470693 
Broadview Hts, OH  44147 
440-359-1974 
Agents for the Lakewood Area Home Show 2008 at Harding Middle School, 16601 Madison Ave, Lakewood  44107 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



         
Trade Show Tips 

 
 

Following are some tips taken from the Ohio Chamber, the International 
Association of Fairs and Exhibitors and talented marketing professionals. 

 
�� Learn more about your clients’ and prospects’ expectations.   

o Ask, don’t tell. 
o Get feedback about your products, services and image with leading questions like 

�� What have you heard about ABC Company? 
�� What do you think of our xyz service? 
�� What have been your experiences with this product? 
�� What are you looking for in a supplier? 

�� Keep it short and keep it about them, not you!   
o Write a script that briefly and accurately describes how your product or service helps your 

customers and prospects.  I.E. What’s in it for the m? 
o Studies show the human brain can remember just seven pieces of information at a time. 
o A good presentation should take from one to seven minutes, depending upon the objective and the 

interest of the prospect. 
�� Whenever possible, be in front of your table, not behind it. 
�� Be prepared with answers to questions and objections. 

o Practice (have your employees practice) your short script, including answers to objections and 
questions that may arise. 

�� Entertain and excite them to help them remember you. 
o Freebies are fun.  Advertising specialties such as imprinted pens, hats, mugs are a great ‘take 

away’ item that will remind prospects and customers of your business.   
o An entertaining video or attention getting pictures at your booth can attract attention and further 

imprint your brand on their minds. 
o Giveaways make a great memory…be the one who gave away the IPOD or Color TV!  Hint:  

Partner with a business in your area who sells an item that compliments yours and promote them 
as the giveaway provider in exchange for a giveaway donation.  

�� Collect information for follow up, and then FOLLOW UP. 
o Use a raffle, email newsletter sign up or free info rmation offer  to collect information  that you 

can use later, such as name, address and email, to follow up with prospects from the show. 
o Maintain prospects and customers you gain at the show in your customer information system 

and stay in touch with them!  It can take as many as seven separate GOOD impressions and 
calls to action to achieve the desired action.  If you have not used valuable information, offers or 
goodwill to stay in touch with leads from the show, you will have wasted them.  Contact one of the 
many local marketing, database and advertising specialists in our area if you need some help! 

�� Use the show’s appeal and shared advertising to get even more exposure. 
o Add additional branding messages, coupons or what’s in it for them messages in the show’s Full 

Color Postcards or Program.  
o Send press releases about what you will be doing at the show to local media! 

�� Walk around! 
o Research your competition. 
o Gain valuable creative ideas.  
o Locate potential new suppliers.  
o Initiate cooperation and alliances with other exhibitors whose businesses compliment yours!  

 
A Lakewood Chamber of Commerce and Lakewood City Schools Community Education & Recreation Dept Event       info@cmsohio.com 



 
 
 
 
 
 
 
 
 

Sign and fax to 440-546-2657 by March 1 
 
 

RELEASE AND INDEMNITY 
 

 
The undersigned agrees to release, indemnify and hold harmless Collaborative Marketing Services 
(CMS), the Lakewood Chamber of Commerce, the Lakewood City Schools Recreation and Education 
Department, Lakewood City School District, and their agents and employees from all liability, claims or 
damages, whether to person or property, relating to or arising out of the Lakewood Area Home Show. 
The undersigned further acknowledges that they have their own insurance which in amount and 
coverage will insure against any claims arising out of the undersigned’s activities at the Lakewood Area 
Home Show. By accepting the assistance of volunteers during this activity, the undersigned further 
acknowledges and agrees that the volunteers will not be held liable for any loss or damage in providing 
such assistance. The undersigned is solely responsible for complying with any laws or regulations that 
may apply to their activities. 
 
 
_____________________________  Signature__________________________________ 
Date  
       Print Name________________________________ 
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