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POST-SHOW ANALYSIS REPORT TEMPLATE

Date:
______________
To:
Trade Show Stakeholders


*Executive Staff

From:
Trade Show Exhibit Manager

Subject:
SHOW NAME ANALYSIS


SHOW GOALS AND OBJECTIVES

Review and analysis of success meeting pre-show goals/objectives; measurable results*

LEAD ANALYSIS

Summary of lead and visitor profile statistics, broken out by product, territory, buying influence, timeframe to buy, lead 

     rating, etc.* 

Number of qualified show leads or sales expected as a result of contacts at the show*

Number of dealer/distributor contacts*

"Gut feeling" on quality of leads/sales cycle from sales staff at end-of-day debrief meetings and post-show staff survey*

Lead fulfillment information (fulfillment content, # of days after show when fulfillment is completed)*

Preliminary estimate of cost-per-lead or expected date of show survey information*

PR GOALS

Number of press and media contacts at the show*

Number of press and media attending briefings or demos*

Number of post-show press contacts (generated by the show but unable to meet during the show)

Number of positive mentions in your Tier 1 or 2 publications*

Number of column inches of press generated at the show and approximate value (compared to advertising)*

BRANDING AND AWARENESS

Number of estimated impressions based on exhibiting, sponsorships, advertising, social media, hospitality, events, etc.* 

AUDIENCE EDUCATION

Number of show attendees who attended live presentations or demonstrations in your exhibit*

EXHIBIT
Theme or integration with other segments of the corporate marketing program*

Location/Layout/Traffic flow

Product display*

Graphics impact

Exhibit condition; damage report and repairs necessary 

Product or demo equipment damage report

Security issues

PROMOTION

Review of and response to pre-show, at-show and post-show promotion*

EXHIBIT STAFFING
Staff for installation and dismantle 

Strategic, product, boothmanship and tactical training provided*

Staffing schedule review and sufficiency

Staff productivity/problems; improvement recommendations*

Staffing by co-exhibitors or partners

Most often-asked questions (Should be incorporated into list of 10 most common FAQ’s for future training and exhibit graphics)

DEMONSTRATIONS

Number of visitors attending demonstrations*

Effectiveness of demonstrations; suggestions for improvement
PRESENTATION TALENT

Effectiveness of presenter/script in conveying corporate message(s)*

COMPETITIVE ANALYSIS

Summary of comments on competitors' products, exhibits, messages, press kits, staff, events*

PRELIMINARY BUDGET ESTIMATES*

OVERALL SHOW SUMMARY

Did you meet your exhibiting goals?*

What will you or would you like to do differently to improve future shows?*

Surprises or unexpected challenges

Recommendation on exhibiting at this show in the future based on measurable results (ROI/ROO/ROR)*

*These sections should be distributed to executive staff
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