
PRE-SHOW OBJECTIVES: 

Trade shows are the single best marketing tool available to 
wholesalers today.  You will see more qualified prospects 
at our Show than you would ever be able to see in that 
same period of time, anywhere else.  With these superior 
attributes in mind, you need to define realistic expectations 
and objectives and develop the tools to evaluate the return 
on your investment (ROI).   
 
Suggested objectives for new exhibitors are: 

� Assess marketability of your product  
� Meet and develop your representative network    
� Generate qualified leads, hot leads and inquiries 
� Get to know your competitors 
� Introduce new products, broaden product 

awareness 
� Make direct contact with decision makers 
� Obtain Press Attention 
� Write orders 

 

HOW TO EVALUATE THE SHOW: 
Sales 
On-site, with all the focus on moving in and setting up, it is 
essential to make the transition to SELLING.  You and your 
staff should be professional, friendly and engage any buyer 
who expresses a verbal or non-verbal interest in your 
product.  Buyers appreciate the attention and are more 
likely to buy in a comfortable environment. The booth that 
is buzzing with activity is one of the biggest attention 
getters!    
 

Media 
Industry and consumer press regularly take advantage of 
the Gourmet Housewares Show environment to look for 
new products and to cover industry trends.  We maintain a 
fully staffed Press Room on-site, and we encourage you to 
leave media kits for trade and consumer editors.  It is 
difficult to value this kind of publicity until your product is 
featured in a publication and the phone starts ringing! 
Look to our website for tips on how to create an 
impressive press kit. 
 
Feedback 
The Gourmet Housewares Show provides a great 
opportunity for you to meet directly with key retail decision 
makers.  How your products are seen will help you define 
your market niche, product development and overall 
business direction.   
 

 
 
 
 
 
 
 

Welcome to the Gourmet Housewares Show®!  To make your first experience exhibiting with 

us as easy as possible, we’ve put together this Guide to help prepare you for the upcoming 

market – what to expect, when to expect it, as well as the “where and why” of it all.  Not 

only is Las Vegas a great place to do business, but it is also a great place to have fun! 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The Gourmet Housewares Show’s Official New Exhibitor 

Survival GuideSurvival GuideSurvival GuideSurvival Guide    

Measuring Your Success 
It is essential to be able to measure the return on your 
investment (ROI). Sales, leads and contacts can be 
qualified immediately.  All leads and contacts generated at 
the show have tremendous potential and need a consistent 
follow-up campaign.  It is important to track where leads 
come from and the revenue they generate.  Evaluating ROI 
should take place immediately after the Show and then in 
3 months and once again 3 months later.  This allows you 
to review the follow-up progress on leads.   
 
Statistics 
We encourage you to set realistic goals. Here are a few 
statistics to keep in mind: 

� Trade Show Bureau (TSB) statistics show that 50% 
of show orders are placed in the 6 months 
FOLLOWING the Show. (Gourmet’s results are 
generally close to 90% within 3 months!) 

� Industry surveys and feedback from veteran Show 
exhibitors indicate that it can take several shows to 
establish yourself in the market and realize the 
Show’s full potential. 

 

 

Q: WHAT IS A QUALIFIED BUYER? 

A: A qualified buyer is an individual/organization who 
provides credentials that show an active business with 
relevant trade affiliation to the marketplace.  

Credentials include: Retail business license or resale tax 
certificate, imprinted business check, white or yellow page 
business phone listing, lease agreement for commercial 
space or current purchase orders showing at least $5,000 
in wholesale purchases.  

Examples:  Retailers, Catalog Buyers, Distributors, Hotels, 
and Catering Companies.  
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DISPLAY TIPS: 

Your booth space is your own environment where you 
create and control the mood, lighting and interaction. Use 
it to its fullest potential to draw buyers in! 
 

Lighting 
Booths that are fully illuminated are 
welcoming, warm and highlight your 
product well. Make sure your entire booth 
has an even spread of lighting. (You may 
save money by purchasing your own 
lighting, fixtures, extension cords and 
spare light bulbs.  But, first, check your 
Set-Up Manual for details.)  Please note: a 
building electrician must be hired to insure 
the job has been done properly and there 
is no fire hazard. 

 
Signs and Graphics 

Company identity can be established through the use of 
graphics and signage.  

  
Creating an Environment 

Set the tone for an entire exhibit! We encourage draping 
flame-resistant fabric on tables, chairs and hanging 
backdrops that make your booth and product stand out 
from the rest!  
 
Special Props and Fixtures 
Props are special elements, which help to sell a concept of 
a booth. Look for fun pieces at a friend’s house, garage 
sales and flea markets.  

 
The 5 Basic rules of Booth Design: 
1. Sight - Use Fire-Resistant cloth, display company logo, 
arrange goods in groups or model your own goods. Wear a 
welcoming smile! 
2. Touch - Be sure your merchandise can be touched. Use 
interesting and soft flooring. 
3. Taste: Offer hard candies or give out food-especially if 
you sell food items. (But first, check rules about sampling!) 
4. Smell - Spray your booth with a subtle classic perfume 
or place potpourri in and around your space. 
5. Sound - Introduce soft music in your booth.  
For further display tips visit our corporate website at: 
http://www.glmshows.com/press/display.htm 
 

GLOSSARY OF TRADE SHOW LINGO: 

Bill of Lading – The document that establishes the terms 
between a shipper and transportation company for 
transport of goods between specified points for a special 
charge.  Also known as Air Waybill, Inland Bill of Lading or 
Ocean Bill of Lading. 
 

Common Carrier – The transportation company who 
moves goods.  For exhibit freight, the carrier usually 
accepts only crated materials and consolidates the 
properties of several customers into one shipment bound 
for the same destination. 
 

Decorator – Also referred to as the “Show Decorator”, an 
individual (skilled craftsperson) or company (contractor) 
providing services for a trade show and/or its exhibitors.  
Freeman Decorating Company is the decorator for the 
Gourmet Products Show. 
 

Drayage –The delivery of materials to an exhibit space, 
removal of empty crates, storage of crates during the 
Show, returning of crates at the end of the Show and 
delivery of materials to the carrier loading zone.  
 

Electrical Contractor – A company hired by show 
management to provide electrical services to exhibitors.  
Freeman is the electrical contractor for the Gourmet 
Products Show. 
 

Exhibitor Appointed Contractor (also referred to as 
EAC or Independent Contractor) A contractor hired by an 
exhibitor to perform trade show services independently of 
show management appointed contractors.  However, EACs, 
must adhere to all building union regulations, and hire 
union labor. 
 

Floor Manager – An individual representing show 
management who is responsible for the exhibition area on-
site. This is your “Go To” person if you have any freight or 
labor questions. 
 
Freight Desk – Located on the Show floor, handles all 
inbound and outbound exhibit materials, including all 
questions and concerns. 
 
Marshaling Yard – A parking lot where trucks gather for 
orderly dispatch and delivery to show site. 
 

Pipe & Drape – Tubing covered with draped fabric which 
make-up the rails and back wall of a trade show.  
 
 

Skid – Also referred to as “pallet”, a low wooden frame 
used to support heavy objects or groups of materials for 
easier handling.  Usually used as a platform for objects 
moved by forklift.   
 

Union Steward – An on-site union official elected by co-
workers to oversee a particular union’s work in a facility 
and resolve any disputes over union jurisdiction, also 
known as Shop Steward. 

 

http://www.glmshows.com/press/display.htm


 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

         

 

 

OPERATIONS FAQ: 

 
Q: Do I have to read the Set-up Manual? 
A: YES!!!! This survival guide is only the Cliff Notes 
version of the real thing. Familiarize yourself with the Show 
Rules, Booth Display, Forms and Deadlines contained 
within. The manual may be accessed anytime at: 
www.thegourmetshow.com 
 
 

Q: May I sell my samples? 
A: NO!!!! In order to maintain the wholesale integrity of 
the Show, sample selling is prohibited. All orders must be 
shipped, even if they are complimentary. 
 
 
Q: Is there a height limit for my booth display? 
A: Yes. In general, no fixtures, signage or merchandise 
may be placed above 8 feet. If your booth display exceeds 
8 feet you must contact our Operations Department to 
obtain   permission to exceed the 8’ high mark. 
 

 
Q: Do I have to hire Labor when setting up my display? 
A: You may setup your display if one person can 
accomplish the task in less than a half hour without the 
use of tools.  This does not pertain to unpacking and  
placement of your merchandise. If a dispute should arise 
involving labor, please contact your Floor Manager 
immediately. 
 

Q: Does my display need to be 
 flame-proofed? 

A: YES!!!! It is common practice 
for the SFFD to conduct a Match 
Test to every display. Please bring 
all Certificates of Flame Resistance 
on-site for the Fire Marshall to 
view. Certificates from other states 
may not be valid.   

 
 

Q: May I enter another exhibitor’s booth and check out 
their product? 
A: NO! As stated in your contract, exhibitors are not 
permitted to enter into another exhibitor's space without 
invitation or when the space is unattended.  You must first 
ask permission from the exhibitor. Please be respectful of 
your fellow exhibitors.   
 
 
 
 

 

PROMOTIONAL OPPORTUNITIES: 

Promoting your company’s participation prior to the 
Show is essential to bringing your target audience to 
your booth. The following are various marketing 
opportunities available, both free and fee-based. Please 
refer to your marketing manual or our website for 
details. 
 

FREE Opportunities: 
� Website Photo gallery 

- Remind buyers of your presence at the show by 
submitting product photos for the Show’s photo 
gallery. 

 

���� Get Your Product Noticed by the Press 
-  Will you be launching a new product line at the 

Show? Are you a new company with a unique 
product? Whatever your story or your angle, if 
it's newsworthy, get it to the press!. 

- During the Show, submit 25-30 press kits to the 
Show's Press Center onsite. 

 
���� Gourmet Golds Display 

The GG Display is an exhibit that features products 
that are new to the market; it is available for viewing 
during show hours. This display serves as the 
judging arena for the Gourmet Golds Competition. All 
products in the Display will be judged against each 
other by category by a panel of industry editors. 
Awards will be given to category winners and Best of 
Show during the Opening Night Party.  For details, 
visit our website at www.thegourmetshow.com 
 

Fee-based Opportunities: 
���� Gourmet Walk 

-  Increase visibility of your products throughout 
the rest of the show. 

-  Use your product to draw traffic to your booth. 
-  Show buyers how to merchandise your product. 
-  Over 5,000 buyers will pass by your display 

throughout the course of the Show. 
 
���� Buyer Label Program 

-  This is your chance to send your product 
information from our lists of over 20,000 
retailers. 

-  Promotes your product and brand to current and 
former Gourmet attendees BEFORE the Show. 

 

���� Website Advertising 

- Options include banner ads or enhanced on-line 
directory listings 

- Link attendees to your own personal website 
before the show 

 

 

CONTACT US ANYTIME! 
Gourmet Housewares Show Team 

Ten Bank Street,  Suite 1200 
White Plains, NY  10606-1954 

℡ (914) 421-3200 
Fax:(914) 948-6493 

www.thegourmetshow.com 

 


