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it attracts around 900 exhibitors, ranging from
established names to smaller designer-makers.
Leading gift and collectables company Xystos
is among those who place great value on the

show to generate new business.

Sales director Andy Lewis explains show
stands are important to the company for
profile, establishing credibility and showing
what they are up to. Measuring the success
of a trade fair however is certainly not an
overnight formula.

"l don't believe that anyone with a large
stand recovers the cost of it during the show
itself. | certainly don't judge success on the
number of orders we write or the value we
write during a show. | look at the situation
three months later and see the significant
developments that have resulted.

“Of course | set show aims — some of
those are financial and some are much more
strategic. And those are the really important
ones.’

The success of this year's Home & Gift was
reflected in the number and quality of visitors
to the stand.

“The single biggest indication of its success
was that we saw many, many new people. And
instead of those people just being leads they
have been confirmed orders and confirmed
stockists.”

It took three full days to set up their stand
— a serious job undertaken with care and
attention to detail.

“We take it very, very seriously. | include in

the set-up all the marketing work that we do
and also the sales meeting that we have.The
stand has to be ready one full day before the
show starts so that we can use that full day to
brief the sales guys on what we are doing.

"l started on the preparation for our Home
& Gift, Harrogate stand at the end of April
and worked on it full time for the three weeks
before the show."

Pins and Ribbons exhibited for the first
time ever at Home and Gift and response
exceeded all expectations.

Pins and Ribb:

Amanda White and Kerrie Murray run the
business producing handmade memo boards
and beautiful things for the home.

They took the plunge after first weighing
up the competition at Spring Fair Birmingham.
Confident they had good quality, desirable
products they decided to commit the
necessary time and money.

"It represented a huge outlay to us because
we paid for it out of our own pocket. We
have not taken a penny out of the business
yet," says Amanda.

They were nervous beforehand but made
sure they were well prepared to avoid
unnecessary mistakes.

“We spoke to people at the fair who had
not been very well organised and suffered as
a result. We knew exactly what we were doing
before we arrived. We sat down with a bit
of paper and drafted it all out, matched our
backing papers to our boards and made sure
everything worked," explains Kerrie.

“We even marked out the size of the stand
with tape in my front room and set out a
dummy display to make sure it all fitted,”
adds Amanda.

The detailed preparation paid dividends
and the orders rolled in.

“The trade fair was certainly hard work
and afthough it made my feet hurt it proved
to us that we can be extremely successful,”
explains Kerrie.







