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Grow
Grow your business and your customer’s interest and loyalty and 
demonstrate your expertise to the market.

Learn
Learn first hand what clients are searching for, and what you’ll 
need to do to stay ahead of the competition this year.

ConneCt
Connect with the best business minds in the St. Louis region  
to discuss the most important issues and business strategies  
of 2015.

the FActS
The Expo brings in attendees with  
the power to influence Southwestern 
illinois businesses

v 68% of attendees are business owners
v 91% have influence on purchasing products    
    or services

Attendees are looking for actionable 
solutions for their business

v 82% meet new contacts
v 54% enhanced business relationships/made  
    connections
v 52% researched new products and services

ATTENDEES BY  
NUmBER Of  
EmPlOYEES:

60% 1-50 Employees
20% 50-100 Employees
15% 100-500 Employees
5% 500+ employees

BUSiNESS      PERSONiN

v Build a new customer base
v Gain a stronger market position
v Promote your expertise
v Enhance your company’s profile
v Meet qualified decision makers
vGet the edge on your competition
v Build your database for future  
     marketing

whY ExhiBiT 
AT ThE Expo?
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BOOTh OBjECTiVES
determine with your managers and staff your 
objectives for the expo. Some objectives might 
be: develop sales leads, demonstrate and  
introduce new products, enhance your company 
image, get customer feedback, or qualify a  
certain amount of new sales leads.

v coordinate your sales team and schedule 
shifts. create enthusiasm for the show by  
establishing competition and bonuses. For  
example, reward the most sales, most  
appointments or best attitude. 

v have at least one person from your booth 
meet all the other exhibitors at the show during 
slack periods — these could be your best  
customers. 

SUCCESSfUl BOOTh PlANNiNg
v create an attractive, open and inviting booth. 
don’t use the table as a blockade to keep  
customers out of the booth; you want them to 
feel welcome. 

v be friendly and invite prospects in — this is 
your office on the day of the show. 

v don’t clutter your booth — choose the most 
important items from your store or product line. 
be targeted in what you sell. 

v prepare materials, giveaways and information 
for visitors to take with them. Start a dialog with 
visitors and explain what you are giving them. 

ThE ART Of BOOThmANShiP

v dress appropriately — appearances are  
important as you represent your company. 

v don’t eat or drink in the booth. would you do 
this during an important sales presentation? 

v be friendly — not overly aggressive or rude 
(no headlocks on visitors, please). 

v Know your product and rehearse. 

PROmOTE YOUR BOOTh
v advertising and direct mail before, during and 
after the show can increase your expo success. 

v Send personal invitations to your key and  
potential customers. at the very least, call them 
to say you’ll be there with your latest products 
and services. 

v be sure to send out your expo admission  
tickets. Your customers will consider it a gift. 

v remind your sales people to “talk it up” with 
customers. post a notice in your store for your 
employees and customers. 

fOllOw UP, fOllOw UP

v to follow up, you must record your prospect’s 
name, company, address and phone number. it’s 
also a good idea to add comments about your 
conversation as a reminder. 

v begin following up immediately after the show. 
don’t let your leads get cold. be prepared to 
close the sale.
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TO RESERVE YOUR BOOTH, PLEASE CIRCLE YOUR OPTION ABOVE 
AND COMPLETE THE INFORMATION BELOW  

October 20, 2015 Sponsor

Exhibit booth includes:
10’ wide x 8’ deep, pipe & drape booth
8’ table with table skirting
2 chairs & Booth identification sign

Contact person_______________________________ Company____________________________________
Phone______________________________________ Email________________________________________
Address__________________________________________________________________________________
Signed by________________________________________________________ Date____________________

up early)

Benefits:
Exhibit booth in “prime” location (you can choose)
Attendees’ contact information electronically
Logo on all promotions and promotional tickets
Listing with logo in October 2015 issue of St. Louis Small Business Inc. Seminar
Opportunity to present a seminar during the Expo (number limited, sign 3-1/4
page ads with 4-color in August, September & October

Electric and other options will be available for purchase
through the Convention Center.
Information will be sent after your booth is reserved.

Credit Card Number____________________________________________________ Exp date__________
__Visa __MasterCard __Discover __American Express

Name on Card_________________________________________________________Security Code______

To rese rve you r boo th , p lease comp le te the information above & below:

Mail to: St. Louis Small Business Monthly 2451 Executive Dr., Ste 109 St. Charles, MO 63303

Fax to: 314-432-7016 or Call 314-569-0076 with questions

Sponsor/Exhibitor
Registration Form

October 20, 2015 Exhibitor

Silver Sponsor $1,200:
Benefits:

1/4 page ad with 4-color in
Listing with logo in issue of St. Louis Small Business Inc.
Logo on promotional ticket and Expo handout
Exhibit booth in “prime” location (you can choose)

October 2015
September or October issue

______Option 1: Total Cost: $1,090 Exhibit Booth, three 1/12 ads (2.35” x 3.5”) in the

______Option 2: Total Cost: $800 Exhibit Booth only, no advertising.

______Option 3: Total Cost: $1,600 Exhibit Booth three 1/8 Page ads (4.9” x 2.575”) in the

______Option 4: Total Cost: $2,140 Exhibit Booth three 1/4 Page ads (4.9” x 5.35”) in the

August, September & October

August, September & October

August, September & October

Gold Sponsor $3,000:

FAX TO: 855.319.7816 OR CALL 618.972.8588
MAIL TO:

SOUTHERN ILLINOIS BUSINESS EXPO, 217 SOUTH MAIN ST.,
EDWARDSVILLE, IL 62025 

OPTiON 1
exhibit booth, 10 x 10 
Total Cost:  $495

OPTiON 2
exhibit booth, 8 x 8
Total Cost:  $395

OPTiON 3 - SilVER SPONSOR
trade Show Silver Sponsor (exhibit booth in prime location, 10 x 10 exhibit booth, 
logo on promotional ticket and expo handout
Total Cost:  $1,200

OPTiON 4 - gOlD SPONSOR
trade Show Gold Sponsor (exhibit booth in prime location, 10 x 10 exhibit booth, attendees’ contact 
information electronically, recognition with logo in expo promotions, logo on promotional ticket and 
expo handout. 
Total Cost:  $2,000

BOOTh DETAilS
10’ wide x 10’ high pipe and drape booth, or 8’ x 8’ high pipe and drape booth
booth includes an 8' skirted table, one chair and a booth identification sign.
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