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S A L E S  E N A B L E M E N T  R E S O U R C E

How to Generate SQLs at Industry

Trade Shows Without a Booth
A field-tested, phase-by-phase playbook for account
executives who are floor-walking and want to leave with
pipeline.

Action Phases

18+
Tactical Steps  Checklist

1

4 Weeks Before 2 Weeks Before Week Before On-Site Post-Event



What’s Inside
Contents

Persist & Qualify
Second outreach wave · channel switching · CRM updates

Lock In the Schedule
Build your meeting calendar · final outreach wave · send confirmations
with your cell number

Execute on the Floor
Maximize networking time · nightly prospect dinners · suitcasing rules ·
set next steps · daily posts on LinkedIn

Convert Conversations to Pipeline

2 WEEKS BEFORE

WEEK BEFORE

ON-SITE

POST EVENT

Build Your Foundation
Activate known contacts · build your prospect list · coordinate geo-
targeted ads · publish your LinkedIn post · reserve dinner venues 

Follow up the following Tuesday · update CRM and report out

4 WEEKS BEFORE

Trade shows are among the most concentrated, high-intent environments in B2B sales.
This guide breaks it down into five clear phases, from four weeks out through the
following Tuesday. Follow the sequence and walk away with pipeline.



















WORK WITH DWIGHT & COMPANY

Want a Trade Show
Strategy 

Built for Your Team?
We help automation companies design and execute

event playbooks that generate real pipeline, from pre-
show targeting to post-event follow-up.

Let’s get in touch:

hello@dwightco.com

dwightco.com
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