
Trade Show 
Business English Lesson



• Have you ever attended a trade show before? 
If so, what was your experience like?

• What do you think are the benefits of 
participating in trade shows for businesses?

• How important do you think networking is 
at trade shows?



Booth
A designated area where a 
business showcases its products 
or services at a trade show.

1 What factors should a business 
consider when designing their 
booth?

2 How does the location of a booth 
impact its visibility at a trade show?

3 Can you describe an effective 
booth layout?

Sub vocabulary: exhibit space, booth design, booth 
location



Networking
The process of making connections and building 
relationships with others for professional purposes.

① What are some 
ways to initiate 
conversations and 
network with other 
attendees?

② How can businesses 
follow up with 
contacts made during 
a trade show?

③ In what situations 
might networking at a 
trade show lead to 
new opportunities?

Sub vocabulary: business contacts, professional networking, networking events



Promotional 
Materials
Items or merchandise used to 
promote a business or product 
during a trade show.

1

What types of promotional 
materials are commonly 
distributed at trade shows?

2

How can businesses ensure 
their promotional materials 
stand out?

3

What role do promotional 
giveaways play in attracting 
visitors to a booth?

Sub vocabulary: marketing collateral, giveaways, 
promotional giveaways



Exhibitor
A company or individual that showcases their products 
or services at a trade show.

1 What responsibilities do exhibitors have during a trade 
show?

2 How can exhibitors make the most of their 
participation in a trade show?

3 What are some advantages of being an exhibitor rather 
than an attendee?

Sub vocabulary: trade show participant, exhibitor booth, exhibitor badge



Lead Generation
The process of identifying and cultivating potential 
customers or clients at a trade show.

1 How do 
businesses capture 
leads at a trade 
show?

2 What criteria 
should businesses 
use to qualify 
leads generated at 
a trade show?

3 What strategies 
can businesses use 
to convert trade 
show leads into 
customers?

Sub vocabulary: customer acquisition, lead qualification, sales leads



Product Demonstration
A presentation or display showcasing the 
features and benefits of a product.

① Why are product demonstrations important at 
trade shows?

② How can businesses effectively demonstrate 
their products to trade show attendees?

③ What are some considerations when planning a 
product demonstration?

Sub vocabulary: product showcase, demonstration booth, hands-on 
demonstration



Trade Show Floor
The physical space where booths 
and exhibits are set up for a trade 
show.

1

What are some key areas to 
visit on the trade show floor?

2

How does the layout of the 
trade show floor affect 
attendee navigation?

3

cWhat strategies can 
businesses use to attract 
visitors to their booth on a 
crowded trade show floor?

Sub vocabulary: exhibition hall, trade show venue, floor 
plan



Industry Trends
Patterns or developments that influence a particular industry 
or market.

1 Why is it 
important for 
businesses to stay 
informed about 
industry trends?

2 How can 
businesses 
incorporate 
industry trends 
into their trade 
show strategies?

3 What are some 
ways to identify 
emerging trends 
at a trade show?

Sub vocabulary: market trends, industry insights, emerging trends



Presentation
A formal talk or demonstration 
given to an audience, often 
involving visual aids or slides.

① What 
makes a 
presentati
on 
compellin
g and 
engaging 
for trade 
show 
attendees?

② How 
can 
businesses 
prepare 
for a 
successful 
presentati
on at a 
trade 
show?

③ What 
are some 
tips for 
overcomin
g nerves 
when 
delivering 
a 
presentati
on?

Sub vocabulary: speaker session, presentation slides, 
public speaking



Branding
The process of creating a unique identity and image for 
a company or product in the minds of consumers.

1 How can businesses effectively communicate their 
brand identity at a trade show?

2 What are some creative ways to enhance brand 
visibility and recognition?

3 Why is it important for businesses to maintain 
consistency in branding across all trade show materials?

Sub vocabulary: brand awareness, brand identity, brand image



Engagement
The act of actively involving and interacting 
with trade show attendees to create interest 
and build relationships.

1 How can businesses 
create engaging 
experiences for 
trade show 
attendees?

2 What role does 
attendee 
involvement play in 
the success of a 
trade show booth?

3 How can businesses measure the effectiveness of 
their engagement strategies?

Sub vocabulary: interactive experiences, attendee involvement, customer 
engagement



Follow-up
The action of contacting or communicating with leads or 
contacts made during a trade show to further develop 
relationships and pursue potential opportunities.

1

Why is it important for businesses to follow up with leads after a 
trade show?

2

What are some effective ways to follow up with contacts made 
during a trade show?

3

How can businesses maintain momentum and continue the 
conversation after the trade show ends?

Sub vocabulary: post-show communication, lead nurturing, follow-up strategy



Collaboration
Working together with others for mutual benefit or to 
achieve common goals.

1 How can businesses 
identify potential 
collaboration 
opportunities at a trade 
show?

2 What are the benefits of 
collaborating with other 
businesses or 
organizations?

3 What factors should businesses consider when evaluating 
collaboration opportunities?

Sub vocabulary: partnership opportunities, collaborative projects, joint ventures



Feedback
Information or opinions provided by 
attendees or customers about their 
experiences or perceptions.

① Why is it 
important for 
businesses to 
gather 
feedback after 
a trade show?

② How can 
businesses 
collect 
feedback from 
attendees 
about their 
trade show 
experience?

③ What can 
businesses 
learn from 
attendee 
feedback, and 
how can they 
use it to 
improve future 
trade show 
participation?

Sub vocabulary: attendee input, customer feedback, post-event 
evaluation
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Core Vocabulary

Booth: A designated area where a business showcases its products or services at a trade show.

Networking: The process of making connections and building relationships with others for 
professional purposes.

Promotional Materials: Items or merchandise used to promote a business or product during a 
trade show.

Exhibitor: A company or individual that showcases their products or services at a trade show.

Lead Generation: The process of identifying and cultivating potential customers or clients at a 
trade show.

Product Demonstration: A presentation or display showcasing the features and benefits of a 
product.

Trade Show Floor: The physical space where booths and exhibits are set up for a trade show.

Industry Trends: Patterns or developments that influence a particular industry or market.

Presentation: A formal talk or demonstration given to an audience, often involving visual aids or 
slides.

Branding: The process of creating a unique identity and image for a company or product in the 
minds of consumers.

Engagement: The act of actively involving and interacting with trade show attendees to create 
interest and build relationships.

Follow-up: The action of contacting or communicating with leads or contacts made during a trade 
show to further develop relationships and pursue potential opportunities.

Collaboration: Working together with others for mutual benefit or to achieve common goals.

Feedback: Information or opinions provided by attendees or customers about their experiences 
or perceptions.

Logistics: The detailed coordination and organization of various tasks and activities related to 
participating in a trade show.
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Questions

Industry Trends:

Why is it important for businesses to stay informed about industry trends?

How can businesses incorporate industry trends into their trade show strategies?

What are some ways to identify emerging trends at a trade show?

Presentation:

What makes a presentation compelling and engaging for trade show attendees?

How can businesses prepare for a successful presentation at a trade show?

What are some tips for overcoming nerves when delivering a presentation?

Branding:

How can businesses effectively communicate their brand identity at a trade show?

What are some creative ways to enhance brand visibility and recognition?

Why is it important for businesses to maintain consistency in branding across all trade show 
materials?

Engagement:

How can businesses create engaging experiences for trade show attendees?

What role does attendee involvement play in the success of a trade show booth?

How can businesses measure the effectiveness of their engagement strategies?

Follow-up:

Why is it important for businesses to follow up with leads after a trade show?

What are some effective ways to follow up with contacts made during a trade show?

How can businesses maintain momentum and continue the conversation after the trade show 
ends?

Collaboration:

How can businesses identify potential collaboration opportunities at a trade show?

What are the benefits of collaborating with other businesses or organizations?

What factors should businesses consider when evaluating collaboration opportunities?

Feedback:

Why is it important for businesses to gather feedback after a trade show?

How can businesses collect feedback from attendees about their trade show experience?

What can businesses learn from attendee feedback, and how can they use it to improve future 
trade show participation?

Logistics:

What logistical considerations are involved in preparing for a trade show?

How can businesses ensure smooth logistics during the setup and teardown of their booth?

What role does effective logistics planning play in the overall success of a trade show participation
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Questions

Warm-up Questions:

Have you ever attended a trade show before? If so, what was your experience like?1.

What do you think are the benefits of participating in trade shows for businesses?2.

How important do you think networking is at trade shows?3.

Vocabulary:

Booth:

What factors should businesses consider when designing their booth?

How does the location of a booth impact its visibility at a trade show?

Can you describe an effective booth layout?

Networking:

What are some ways to initiate conversations and network with other attendees?

How can businesses follow up with contacts made during a trade show?

In what situations might networking at a trade show lead to new opportunities?

Promotional Materials:

What types of promotional materials are commonly distributed at trade shows?

How can businesses ensure their promotional materials stand out?

What role do promotional giveaways play in attracting visitors to a booth?

Exhibitor:

What responsibilities do exhibitors have during a trade show?

How can exhibitors make the most of their participation in a trade show?

What are some advantages of being an exhibitor rather than an attendee?

Lead Generation:

How do businesses capture leads at a trade show?

What criteria should businesses use to qualify leads generated at a trade show?

What strategies can businesses use to convert trade show leads into customers?

Product Demonstration:

Why are product demonstrations important at trade shows?

How can businesses effectively demonstrate their products to trade show attendees?

What are some considerations when planning a product demonstration?

Trade Show Floor:

What are some key areas to visit on the trade show floor?

How does the layout of the trade show floor affect attendee navigation?

What strategies can businesses use to attract visitors to their booth on a crowded trade show 
floor?
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Sub Vocabulary 

Booth:

Exhibit Space: The designated area within a trade show where a business showcases its products or 
services.

Booth Design: The layout and arrangement of elements within a booth to attract visitors and 
effectively display products.

Booth Location: The specific placement of a booth within the trade show venue, which can impact 
visibility and foot traffic.

Networking:

Business Contacts: Connections made with other professionals or companies at a trade show, 
which may lead to future business opportunities.

Professional Networking: Building relationships with industry peers and potential clients or 
partners to expand professional connections.

Networking Events: Activities or sessions within the trade show aimed at facilitating interactions 
and relationship-building among attendees.

Promotional Materials:

Marketing Collateral: Printed materials such as brochures, flyers, or catalogs used to promote a 
business's products or services.

Giveaways: Branded items or merchandise distributed to trade show attendees as promotional 
gifts or incentives.

Promotional Giveaways: Items specifically designed to attract attention and promote brand 
awareness when given away at a trade show.

Exhibitor:

Trade Show Participant: An individual or company that showcases its offerings at a trade show, 
typically through a booth or exhibit.

Exhibitor Booth: The space allocated to an exhibitor within the trade show venue for displaying 
products and engaging with attendees.

Exhibitor Badge: Identification worn by exhibitors to grant access to the trade show floor and 
associated events.

Lead Generation:

Customer Acquisition: The process of acquiring new customers or clients, often initiated through 
interactions at trade shows.

Lead Qualification: Assessing the potential value of leads generated at a trade show based on 
their fit and likelihood to convert into customers.

Sales Leads: Contacts obtained at a trade show who have expressed interest in a company's 
products or services and may become future customers.

Product Demonstration:

Product Showcase: A presentation or display showcasing the features and benefits of a product 
to trade show attendees.

Demonstration Booth: A designated area within a trade show booth where live demonstrations 
of products are conducted.

Hands-On Demonstration: Interactive presentations allowing attendees to experience or interact 
with a product firsthand.

Trade Show Floor:

Exhibition Hall: The main area of the trade show venue where booths and exhibits are set up for 
display.

Trade Show Venue: The location where the trade show is held, comprising multiple exhibition 
halls, meeting rooms, and common areas.

Floor Plan: The layout or map of the trade show floor, indicating the location of booths, amenities, 
and other features.

Industry Trends:

Market Trends: Patterns or shifts in the market that affect consumer behavior, industry 
dynamics, or product demand.

Industry Insights: Knowledge or observations about the current state and future direction of an 
industry, gained through analysis and observation.

Emerging Trends: New developments or opportunities within an industry that have the potential 
to shape its future direction.
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Sub Vocabulary 

Presentation:

Speaker Session: A scheduled talk or seminar delivered by a presenter to an audience on a 
specific topic relevant to the trade show theme.

Presentation Slides: Visual aids or digital presentations used to support and enhance the content 
of a trade show presentation.

Public Speaking: The act of delivering a speech or presentation to an audience, often requiring 
effective communication and presentation skills.

Branding:

Brand Awareness: The extent to which consumers recognize and recall a brand, often influenced 
by exposure to branding elements.

Brand Identity: The visual and conceptual representation of a brand, including its logo, colors, 
and messaging.

Brand Image: The perception or impression of a brand held by consumers, influenced by brand 
experiences and associations.

Engagement:

Interactive Experiences: Activities or displays at a trade show that encourage attendee 
participation and interaction.

Attendee Involvement: The level of active participation and engagement of trade show attendees 
with exhibitors and activities.

Customer Engagement: Building relationships and fostering interactions with trade show 
attendees to create interest and generate leads.

Follow-up:

Post-Show Communication: Communication efforts initiated by businesses after a trade show to 
follow up with leads, contacts, or attendees.

Lead Nurturing: The process of building relationships with potential customers over time through 
targeted communication and follow-up.

Follow-up Strategy: A plan outlining the steps and methods for continuing communication and 
engagement with leads after a trade show.

Collaboration:

Partnership Opportunities: Opportunities for businesses to form alliances or joint ventures with 
other companies for mutual benefit.

Collaborative Projects: Joint initiatives or endeavors undertaken by multiple parties to achieve 
shared goals or objectives.

Joint Ventures: Business partnerships where two or more parties collaborate to undertake a 
specific business venture together.

Feedback:

Attendee Input: Input, opinions, or feedback provided by trade show attendees about their 
experiences, preferences, or suggestions.

Customer Feedback: Insights or opinions shared by customers or potential clients about their 
interactions with a business at a trade show.

Post-Event Evaluation: The process of reviewing and analyzing feedback and data collected after 
a trade show to assess its success and identify areas for improvement.

Logistics:

Event Planning: The process of organizing and coordinating various aspects of a trade show, 
including logistics, scheduling, and participant management.

Booth Setup: The preparation and arrangement of a booth's components, including signage, 
displays, and promotional materials, before the trade show begins.

Transportation Arrangements: Plans and arrangements for transporting personnel, materials, 
and equipment to and from the trade show venue, including shipping logistics and travel 
arrangements.


