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. « For Exhibitors
. 1.Plan your day .
[] []
m Review the showcase schedule and highlight - SRR NEREREEERRREE,
B exhibitor events of interest. Make sure to e — -
: arrange your travel plans so you don’t miss any : : 2‘ LISten to learn :
a Of the excitement. For example, on Friday, m m During your appointments, listen closely to -
m ‘eavetime fco Sel Jp your DOOL anq gttend 0OtN  mwm the tour operator and take good notes. This -
- g]r?ei?:t(i:c?gOgrisnfgfm:nzngotgti Ethh;Eétor ® o Wil help you clearly understand what the tour ¢
- Hibit ' ] Yt ‘1o miss the F m m operator is looking for and what it will take to -
m SXNIDITOLS, you dont want 1o miss the Fout- B E pring groups to your destination, attraction, .
m Minute Meet for the chance to make additional g m estaurant or hotel. Remember to be -
B connections. All scheduled events are designed m m facsional ’ Ul ‘ -
2 10 help you get the most from your Heartand % = (8 S8 R L o0s T e tour
: Travel Showcase experience, so plan your day : : ox erignce Jroup
s (O maximize your time. Q> P ‘
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Search your CRM system to see if the -
[]
- 3. DO your hOmeWOIk tour operator is in your database to -
- . . , view booking history and look over -
m Maximize your time In appointments by y past notes. Reach out to your =
- doing research on each tour operator Ve conventions and visitors bureau to see ™
a ONYourschedule before attending what details they have on your -
g Heartland. Check their website to see schedule of tour operators. Use this -
: \(’thatF totgrs aredstchhegu!ced fc:crt?]/our information to craft solid questions for n
- toejr;na O and the dates of thosE > \ your appointments and build your sale- -
= ‘ closing strategy.
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: 4. Make connections :: 5. Follow up to close :
: Heartland is the perfect place for networking. If : " |f you agree to provide follow-up information, :
m YOU use your time wisely, and make it a priority to m : make sure you send the details when you C
" meet new professionals in the industry, youmay ® g return to the office. The follow-up is just as =
: just make some new friends. Some of the best : B important as the appointment to closing the :
m connections come from the meal functions, so try g ® sale. Place all your contacts and notes in your -
m to sit at a table with unfamiliar faces. Use the _ : CRM system to continue to move the tour _
® meal functions as an opportunity to learn, build ™ g operator through the sales funnel and for -
: new relationships, exchange business cards and : ®  future reference. Remember, your outreach :
g Mmake the most of your Heartland Travel - : doesn’t end with Heartland Travel Showcase. B
m Showcase experience. m o You need a plan with continuous outreach to m
- ® = go from an appointment to a sale. -
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