How Do You Do...?

The Question -- How Do You “Work” a Trade Show For Maximum Results?

Answered by Bob Shumate, Georgetown University,
Washington, DC

Winter is the time to prepare your sup-
ply needs for the next season as well as a wish
list of equipment upgrades. One of the best
ways to accomplish these tasks is to attend a
local or national trade show. A Sports Turf
Manager at a trade show is like a kid in a toy
store, but there are some very real benefits to
attending. A little planning will let you get the
most out of the time spent visiting with ven-
dors. If your time is limited and you have very
specific items you are looking for, a quick
glance at the show program will let you map
out only the booths you want to visit. A day
spent perusing the aisles and stopping at many
booths will allow for comparison shopping as
well as maybe turning up that new product that
could solve one of those pesky problems
plaguing your operation. Remember that ven-
dors are on the road most of the time and have
developed relationships with many people in
the industry. Ask questions and use them to
expand your network of contacts. Always
carry plenty of business cards to exchange
with others and for dropping in fish bowls to
win that great door prize. Trade shows have
plenty to offer and besides, you could be back
at work plowing snow or some other equally
pleasant task.

Answered by Sarah K. Martin, Kane County
Cougars (IL)

I have found that the key to getting
the most out of a trade show is how you pre-
pare for it.

1. Start by thinking of the companies and/or
products that you would like to learn about,
and have questions ready to ask the vendors.

2. Pick up a map of the trade show and pin-
point the booths that you are interested in vis-
iting. By going to these first you can eliminate
the possibility of running out of time.

3. Remember to take brief notes on the mate-
rials you are looking at. With so much hap-
pening it is easy to forget who has what prod-

uct, or the specifics of how they work.

4. Ask for the business cards of those that you speak with. After a
day at a show it is easy to forget who it was that you spoke to with
each company. It is also a good idea to have business cards and/or
resumes with you. By being prepared you can eliminate the
chances of missing the information that you need. And don’t forget
to talk to the other attendees as well. They are a great resource, and
may know exactly what you are looking for.
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CYGNET TURF

BEEN THERE....... Iﬂm

DoONE IT.......

JACK KENT COOKE STADIUM « WASHINGTON REDSKINS
FOXBORO STADIUM *« NEW ENGLAND PATRIOTS
ARROWHEAD STADIUM + KANSAS CITY CHIEFS

ALLTEL STADIUM -« JACKSONVILLE JAGUARS
ERICSSON STADIUM + CAROLINA PANTHERS
SOLDIER FIELD « CHICAGO BEARS
CLEVELAND STADIUM « CLEVELAND BROWNS
JOE ROBBIE STADIUM * MIAMI DOLPHINS
JACOBS FIELD « CLEVELAND INDIANS
BUSCH STADIUM - ST. LOUIS CARDINALS
KAUFFMAN STADIUM « KANSAS CITY ROYALS
RAYMOND JAMES STADIUM « TAMPA BAY BUCCANEERS
BALTIMORE RAVENS TRAINING FACILITY
PHILADELPHIA EAGLES TRAINING FACILITY
ST. LOUIS RAMS TRAINING FACILITY
OHIO STATE
UNIVERSTIY OF TOLEDO
UNIVERSITY OF MICHIGAN
UNIVERSITY OF IOWA
BOWLING GREEN STATE UNIVERSITY
WESTERN MICHIGAN UNIVERSITY
OHIO UNIVERSITY
WESTERN ILLINOIS UNIVERSITY
COLUMBUS CREW

Whether it’s to strip a field, or install a field using our turf or yours,
CYGNET TUREF is able to perform under all kinds of conditions
and is able to respond to most emergencies.Our patented equuipment is
able to cut and install from very thin, to very thick turf. So, when you

are ready to install....give CYGNET a call!

CYGNET TURF
4711 Insley Road
North Baltimore, Ohio 45872
Phone: (419) 354-1112 * Farm (419) 655-2020
Fax: (419) 352-1244
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