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his course provides a comprehensive understanding of how to use Trade Show Marketing as an effective promotion tool to
generate leads and secure significant incremental revenue for companies who participate in Trade Shows.

The course will examine trade shows held around the world, the impact it has on brand awareness, consumers buying habits,
measuring and analysis show ROI, industry best practices and standards, as well as new and innovative strategies for yield
enhancements.

The course also addresses the issues and challenges marketers faced in Trade Show marketing. Presented from a marketing
practitioner’s perspective, it is practical and will certainly add value to the participants’ knowledge and experience in this topic.

t the end of this course, YOU will be able to achieve the following:

Have a comprehensive understanding of the bolts and nuts of Trade Show Marketing

Be conversant with a variety of innovative show strategies for yield optimisation

Have increased confidence and inspiration for the development of Trade show marketing strategies and organisation
Understand how to integrate Trade Show marketing into the overall marketing mix

Learn how to analyse and measure show ROI

Have insight into the operational and logistical challenges that is involved

Master the art of converting show leads into prospective customers

his course will cover:

Introduction to Trade show Marketing

- Overview, Trends and recent developments

- Reasons for low and poor yield & ROI?

Evaluating the Marketing environment

- Key drivers of change

- Consumers & business buyers’ behavior & preferences
Industry analysis & Strategic objectives

- SWOT analysis

- Marketing & promotion mix

- Crafting out the Strategic objectives

Trade Show Marketing Strategies

- Fact finding & Intelligence gathering

- Seeking collaboration partners

- New product launch

- Brand building & Public Relations

Operations and Logistics

- Organisation & co-ordinations

- Risks assessment & contingency plans

Innovative Strategies: Case Studies

- Review a series of case studies showcasing best practice
Group projects

- Participants will be divided into groups and collectively develop a comprehensive trade show marketing plan.

arketing managers/directors, Business development managers/directors. Entrepreneurs & Business Owners, Marketing
Communication managers and anyone involved in Trade Show marketing.

is a Certified Management Consultant and also the Managing Partner of a leading consultancy group that
specialises in strategic business development consultancy in the China Market as well as assisting China based companies in
their global business development ventures. He served as Adjunct Associate Professor at the NUS Business School, National
University of Singapore.

He has over 30 years of Global marketing and business development experience working with various US Fortune 500 MNCs
in the high technology and fast moving consumer goods industries. He was the Area Vice President (Asia Pacific) for Schwan
Stabilo before he started his own consulting practice. Prior to working with Schwan Stabilo He spend 15 years in the high
technology industry as Managing Director, Asia Pacific for Control Data Corporation (CDC) and Seagate Technology.

Andrew's fortes are Strategic business development, Global Marketing and E Business. He holds a Master in Business
Administration degree from the National University of Singapore and is also a Fellow of The Chartered Institute of Marketing,
UK. He was honored with the “Spirit of Enterprise” award in 2003 for outstanding entrepreneurial achievements. He teaches
in various EMBA programs for leading universities in USA and China, speaks at a variety of International and regional
conferences and specialises in conducting customised in house training for Global 500 companies such as Exxon Mobil,
Royal Dutch Shell, Deutsche Bank, Sanofi-Aventis, Medtronic, Sumitomo, Gemalto etc.. all over the world.




REGISTRATION FORM
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Register online at www.mis.org.sg/seminars or fax form to 6327 9741

Register for 3 or more

participants and enjoy
5% discount!

How did you know about this course?
(You may tick more than one)

Administrative Details

Registration & Payment

A place will be reserved for you upon receipt of your registration. After which
an email confirming your reservation will be sent 2 weeks before course
commences. Please make your payment either by Cheque or Giro (within 60
days from course date) when you receive our invoice. All cheques should be
crossed and made payable to “Marketing Institute of Singapore Training
Centre” with the invoice no. indicated at the back of the cheque. GST is not
applicable for registration from companies registered overseas.

MIS Member Discount

Corporate and Individual Members of MIS will be entitled to a 15% discount
on all Executive Development Programmes. For membership enquiries,
please email: membership@mis.org.sg.

Group Discount

A 5% discount for sending a group of 3 or more participants to the same
course on the same date.

Custom-Design Courses

Courses can also be custom-designed to match your department or
organisation’s specific learning requirements. Please contact us for further

enquiries. Email: seminars@mis.org.sq or call 6327 7586 / 582.
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Billing Address:
Contact Person: Designation:
Tel: E-mail:
Brochure Search Engines MIS Website/i-marketer Portal Events/Activities

Print Ads (pls specify publication):

Word-of-Mouth/Recommendation (pls specify):

E-mail Flyer (pls specify sender):
Others (pls specify):

SDF Application

To apply for SDF funding, companies have to submit the training grant
application for their employees on SkillsConnect within the stipulated
period. For details, please visit www.skillsconnect.gov.sg.

Please indicate on this registration form if you are going to apply for SDF so
as to facilitate the administrative details for registration. In the event that
application for SDF is not approved, the company will be liable to pay
MISTC the balance amount of the course.

Withdrawals

There will be no cancellation fee if notice of withdrawal is given 14 days
before commencement of course, after which a cancellation fee of 25%
of the course fee will be levied. The full fee will be charged for
withdrawal or no-show on the course commencement date.
Replacements from the same company are allowed.

Cancellation

Marketing Institute of Singapore Training Centre reserves the right to
change or cancel the training course due to unforeseen circumstances.

Course Venue

All courses will be held at MIS City Campus, Anson Centre, 51 Anson Road
#03-53 Singapore 079904 unless otherwise stated.



