
Your Guide to a 
Successful Show
Identify Your Purpose
What is your reason for exhibiting at our show? 
Is it to network with future clients? Is it to learn 
more about industry needs and how your compa-
ny can be the solution? 

No matter what the reason, exhibiting in front of 
your core audience opens the door to plenty of 
opportunities to hopefully help you achieve your 
strategic business goals. 

Get Ready to Gather Leads
Whether it is your first time exhibiting or you’re a 
seasoned veteran, a main objective typically is for 
you to gather as many qualified and useful leads 
as possible to generate sales and build relation-
ships. A successful event is the result of having 
a well thought out plan and executing on it. The 
CMA is here to assist in making the execution of 
your plan possible! 

6 months 
before

Schedule payment and 
paperwork due dates

Plan for in-booth

presentations & demos

Finalize exhibit design

Plan show-related 
advertising (bag insert/
materials)

4 months 
before

Choose booth admin & 
booth staff

Finalize exhibit floor plan

Make flight & hotel 
reservations

Finalize show-related 
advertising & artwork 
(bag insert/materials)

2 months 
before

Provide CMA with insert 
and/or promotional 
materials

Submit orders for booth 
carpeting, furnishings, 
electrical, etc.

Provide CMA with IP 
information (if applicable 
with sponsorship level)

Login & familiarize your-
self with the exhibitor 
portal in the conference 
app (uploading company 
information)

* 1-3 wks 
before

Ship exhibit & materials 
(3 weeks)

Finalize and send booth 
admin & staff info (3 
weeks)

Finalize your Solution 
Demo & Presenter 
Information

Gather attendee list & 
finalize sales plans (1–2 
weeks)

Finalize show-related 
advertising & artwork 
(bag insert/materials)

! Show- 
time!

Work the floor & invite 
attendees to your booth

Take advantage of 
show-related functions

Attend breakout sessions 
in order to invite folks 
back to your booth

Have a team member 
assigned to your booth at 
all times

Have a minimum of 2 
team members at your 
booth during solution 
demos

Network & gather leads



Make the Most of Your 
Sponsorship Experience

Use Built-in Lead Retrieval
What is your reason for exhibiting at our show? 
Is it to network with future clients? Is it to learn 
more about industry needs and how your compa-
ny can be the solution? 

No matter what the reason, exhibiting in front of 
your core audience opens the door to plenty of 
opportunities to hopefully help you achieve your 
strategic business goals. 

The unique thing about the 
CMA conference is that a 

majority of the attendees fall 
into your target audience, 

allowing you face-to-face with 
a captivated audience. The 

floor is set up in your favor as 
an exhibitor. 

All networking breaks, 
receptions and traffic is geared 

into the solutions hall. We want 
our attendees to engage with 
you. Remember to stay active 

throughout the event.

Get Ready to Gather Leads

Whether it is your first time exhibiting or 
you’re a seasoned veteran, a main objec-
tive typically is for you to gather as many 
qualified and useful leads as possible to 
generate sales and build relationships. A 
successful event is the result of having a 
well thought out plan and executing on it. 
The CMA is here to assist in making the 
execution of your plan possible! 

We hope to 
see you! 

Questions?
Contact Phil McGrath 

pmcgrath@cpgcatnet.org 
(773) 450.5096


