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DoesYour Exhibit Have
the Correct Sales Floor

Plan?

By Allen Konopacki

Imagine holding abusinessmeeting, but thereisno table, no counter or
desk. Thiswill change how peopleinteract with oneanother at the
meeting. Thebehavior of salespeopleand attendeesat exhibitionsalso
changes based on how many countersareavailableinan exhibit.

For example, a10' X20' exhibitwithonly one
counter produceslesssalesinteractionthan
10'X20' exhibit with two counters. In the
exhibits with two counters, the sdes staff
will have 25% to 60% more sales interac-
tions with attendees. The same appliesto
larger exhibits, the amount of salesinterac-
tionwith attendeesincreaseswhen thenum-
ber of countersis sufficient to support the
number of saespeopleworking theexhibit.
Thismay seem to be obvious, but research
has found that many exhibits don’'t have
enough sales stations.

Retailers would compare this to sales in-
creasnginastorewhen morecheckout lines
areprovided. A counter isthecheckout line
inan exhibit. It createsthe ability to serve
and sl

An Incomm study found that it is mostly
large exhibits that do not have enough
countersand, therefore, reach fewer attend-
ees than possihle. For example, it is not
unusual to find 40' X40' exhibits with only
four sales counters and ten salespeople
working the exhibit. Some large capital
equipment exhibitsmeasuring 40’ X80' have
only six counters and 40 sal espeoplework-
ing the exhibit. An exhibit with a40' long
aide supported by only two sales counters
could be more effective with four counters

inthesame space. Inother words, thelead-
taking process—the discussion a salesper-
son haswith an exhibition attendee—isin-
fluenced by the availability of counters.

Thefollowing guiddinehasbeen devel oped
fromtheanaysisof thecurrent research: for
every 100 square feet of open spacein an
exhibit, one small 20 inch square, podium-
sized counter should beavailablefor useby
the sales gtaff.

Exhibit managers may be concerned with
having the salespeople lean on counters, or
clustering around or standing behind
counters. Theseproblemscan bediminated
withexhibit salestraining.

Counters relate to salespeople creating in-
teraction with attendees. Incomm research
hasfoundthat it isagainst the behavior of a
salesperson to stand in an open and empty
space. Sdespeople don't like to fed like
they arehawking at the carpet line or trying
to hook people in the aisles. Without
counters, salespeople retreat to the back of
an exhibit, and interaction isreduced.

Most exhibitors don't have enough sales
gations available. This report and obser-
vation can help assure that salespeople
maximizethenumber of salesinteractionsat
exhibitions.



