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USING OVERSEAS EXHIBITIONS FOR RESEARCH AND 

PROMOTION 
 

KNOWLEDGE CHECK QUIZ 
 
 
QUESTION 1  -  Under which conditions can overseas exhibitions be used for research ? 
(a)  Only if no other sources of research data are used 
(b)  Only if used alongside other sources of research data 
(c)  Only if you can afford it 
(d)  Only if you are short of time 
Answer =  
 
QUESTION 2  -  What can you learn from previous overseas trade shows ?  
(a)  Future product trends 
(b)  The size and value of the market  
(c)  How your competitors are represented  
(d)  Market prices 
Answer =   
 
QUESTION 3  -  What can previous trade shows tell you about potential representatives ? 
(a)  How they present and represent their other brands 
(b)  How much they spend on promotional activity 
(c)  How many sales staff they have 
(d)  How well known they are in their local market 
Answer =  
 
QUESTION 4  -  What changes can you see when comparing old and current show data ? 
(a)  How exhibition stand prices have increased 
(b)  Whether the market has grown 
(c)  How Government funding has varied 
(d)  Which competitors have disappeared or emerged 
Answer =  
 
QUESTION 5  -  What peripheral data is important at trade shows ? 
(a)  The brands which are advertising on the outside of the main exhibition area 
(b)  The sector issues which are being addressed by keynote speakers 
(c)  The identity of the person performing the official opening ceremony 
(d)  The number of car park spaces 
Answer =  
 
QUESTION 6  -  When visiting overseas shows, which of these items must you take ? 
 

(a)      Stand guide with floorplan 
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(b)    List of local nightclubs 
 
 
 
 

(c)         Note pad 
  
 

(d)    Sun cream 
 
Answer =  
 
QUESTION 7  -  What information will visiting a show highlight, which mere data cannot ? 
(a)  The temperature within the main exhibition area 
(b)  Number of attendees 
(c)  Likely product trends for the future 
(d)  Most appropriate trade magazines to use for advertising 
Answer =  
 
QUESTION 8  -  What will visiting a prospective representatives’ stand tell you ? 
 

(a)   How financially sound they are 
 

(b)    How long they have been present in the market 
 

(c)    How  many people they employ 
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(d)    How they conduct themselves when face to face with customers 
 
 
Answer =  
 
QUESTION 9  -  How can you maximise the effectiveness of your visit ? 
(a)  Do not allow too long for meals and refreshments 
(b)  Make prior appointments and draw up a route plan 
(c)  Only visit those exhibitors you have already heard of 
(d)  Do not bother looking at your competitors’ stands 
Answer =  
 
QUESTION 10  -  How will you evaluate the effectiveness of visiting an overseas show ? 
(a)  Compare outcomes against the initial pre-show objectives you drew up 
(b)  Compare the value of orders against the cost of travel and accommodation 
(c)  Compare the number of active representatives before and after the show 
(d)  Compare number of meetings with number of positive leads to take forward 
Answer =  
 
QUESTION 11  -  Why would you go to a show at which your representative is exhibiting ? 
(a)  To take orders 
(b)  To learn more about the market 
(c)  To demonstrate your support and encouragement 
(d)  To check that your brand is being presented appropriately 
Answer =  
 
QUESTION 12  -  How do you ensure your new products are exhibited successfully ? 
(a)  Provide attractive free items for stand visitors 
(b)  Send photographs to illustrate how your products should be shown 
(c)  Meet your representative’s staff beforehand to brief them 
(d)  Supply translated story boards to adorn the walls and partitions of the stand 
Answer =  
 
QUESTION 13  -  What is the biggest mistake to make when seeking representatives ? 
 

(a)    Assume parties have the same objectives and aspirations 
 
 
 



 

© Mike Stokes 2017                                 www.exportential.co.uk 
 
 

(b)    Attend an exhibition without having done any other research 
 
 
 

(c)    Fail to secure any appointments before visiting a show 
 
 

(d)    Forget to take business cards to an exhibition 
 
Answer =  
 
QUESTION 14  -  When seeking representation, how do you plan your exhibition stand ? 
(a)  Include as much information as possible about your products or services 
(b)  Get a stand next to one of the large local players 
(c)  Include multilingual video presentations 
(d)  Make sure your presence is consistent with your positioning 
Answer =  
 
QUESTION 15  -  How should you design invitations to your exhibition stand ? 
(a)  They should include an inexpensive but “fun” item 
(b)  They should be appropriate for large volume e-mail campaigns 
(c)  They should be prestigious 
(d)  They should be consistent with the theme and image of the stand 
Answer =  
 
QUESTION 16  -  Should your representatives’ staff work on your exhibition stand ? 
(a)  Yes, as long as they are briefed on processes, exhibits, availability and standards  
(b)  Yes, as long as they pay for their own accommodation 
(c)  No, the only staff working on your stand should be your own people 
(d)  No, apart from local support staff recruited by you 
Answer =  
 
QUESTION 17  -  What danger exists if you serve food and drink on your stand ? 
(a)  Customers could choke on a pretzel 
(b)  Someone could slip on a spilled drink 
(c)  Unless regularly monitored, the standard of your display can be compromised 
(d)  Visitors stay too long on the stand 
Answer =  
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QUESTION 18  -  How often should you hold team briefing sessions during a show ? 
(a)  Every two or three hours 
(b)  Every day, either at the beginning or at the end of the day 
(c)  Just at the beginning and the end of the show 
(d)  If they are briefed before the show, the team shouldn’t need further briefing 
Answer =  
 
QUESTION 19  -  How can you guarantee that exhibiting will be a waste of time ? 
 

(a)   Failing to spend enough money on your exhibits 
 
 

(b)    Failing to take enough literature 
 
 

(c)    Failing to arrange comfortable hotel accommodation for your team 
 

(d)    Failing to follow up effectively after the show 
 
Answer =  
 
QUESTION 20  -  What assumptions might be made if you decide NOT to exhibit ? 
(a)  You are struggling financially, so you are trying to cut costs 
(b)  You are no longer serious about the market 
(c)  You are very arrogant as you cannot be bothered 
(d)  All of these 
Answer =  


