
I’m wondering…
I’m curious…
I don’t suppose…

For some people, transitioning to a transaction is as easy as breathing. For others, it’s awkward
and uncomfortable. Even agonizing. Statements like “I don’t want to come on too strong!” and
“I’m afraid I’ll scare them away,” prevent meaningful conversations from taking place and
business getting done.

This exercise aims to help tradeshow booth attendants learn to transition from an initial
conversation with a prospect to asking for contact information, or better, setting an
appointment.

Facilitator: Explain that the goal of this exercise is to have fun. It’s to create a make-believe
scene. One participant works the booth and becomes the “Attendant.” The other is the
prospect or “Visitor.”  

Because this is imaginary, you can pretend to sell anything at your booth. The sillier and more
outrageous the better. Asking the audience for suggestions is a fun way to generate creative
ideas and excitement.

The audience and participants can make up a company name, and product name, along with
their stage names. Or, play it straight by using your own company and products and also
sticking to real names. 

However, having a little fun at first is an excellent strategy to warm up participants.

Facilitator: Before you start, review three transition phrases that can be used to transition a
conversation. 

Discuss the benefit of using these disarming phrases after asking a prospect open-ended
questions and listening closely to their answers. 

Transition Phrase Choices: 

The booth attendant chooses one and shares it aloud with the audience. 
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 Gather your contact information so I can follow up with you?
 Set an appointment to meet with you 
 Add your name to our mailing list to receive special offers?
 Add your contact information to our drawing for a _________?

How to start: The Attendant stands in an imaginary booth. The Visitor passes by.
The Attendant engages the visitor. Once the Visitor engages, the Attendant finds out Visitor’s
name and follows with open-ended questions about their current standing in relation to the
product or service.

Example: Let’s say the company sells energy-efficient furnaces.

Attendant: NAME, since you mentioned your current system is 20 years old, I wonder if you’d
be interested in learning about cost savings associated with the latest furnace technology?

Visitor: Sure!

At this point, it’s important to ask another question to get more information. Get
permission to do so.

Attendant: Wonderful. To give you the best information, would you mind if I asked a few quick
questions?

If the Visitor agrees, the Attendant continues to ask questions until it feels right to transition
further.

Suggestion: Ask questions pre-printed on a clipboard to gather more information. 

Attendant: NAME, since you mentioned (state what was said that makes this a good prospect)
“would it makes sense to…”

Fill in the blank with an action statement such as:

1.
2.
3.
4.

Goal: Work toward an action step to continue the conversation. 

Facilitator: Debrief each session with the audience and participants. Give ample praise and
encouragement for participation in the exercise. Suggest that participants try out these
techniques on as many people as possible between your practice session and their next event
so these phrases become easy and natural.
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