The Sweet Spot of Trade Show Marketing:
The Customer Focused Message
By Christine Christman
What’s your trade show messaging like? Who and what is the focus?
For most companies that I’ve seen at trade shows, the answer is that the focus is on
the company and products.
On the surface, that seems like the obvious choice. But it’s not the BEST choice. The
most effective messaging a trade show exhibitor uses is that which targets their
potential customer’s pain points. I like to call this the customer-focused message.
And the “sweet-spot” of trade show messaging is when the customer-focused
messages shows them how your product or service addresses their pain point.
Here’s a story about a company that effectively used eight trade show marketing
principles to attract and engage attendees. The principles are shown in the circle
diagram here.

Take a look at how Red Rocket Web Specialists integrated the customer-focused
message into each of the eight principles.
Click here to watch how Red Rocket uses customer-focused messages.
Thinking about updating your own messaging? Have some fun with it. Think about
the customer. Step into her shoes. Or his. Target the pain point and offer a solution.
Hit the sweet spot!
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