Here are 90 tips, tricks, ideas, hacks, and processes to help you get
more out of your next industry conference.
I’m sure there are more. I could only come up with 90 for now. As I think
of more, I’ll and them to the list...
Happy selling...
-Scott

Setting up meetings
1. Start with the registration list.
Depending on the conference and event organizers, results may vary. The
registration list might be a downloadable PDF, a spreadsheet emailed to you by the
conference organizers, or simply an online search result page with only 20 results
showing at a time.
Regardless, migrate the list to a spreadsheet so you can sort by any of the data
fields provide to you.
Scan through the list and remove the vendors. You don’t want to talk to other
people also attending the conference planning to sell their stuﬀ.
Now you’re ready to get to work by targeting attendees with senior management
titles. This will vary depending on your industry. A few examples:
Vice President, Senior Vice President, Executive Vice President.
Director, Senior Director, Managing Director
CEO, CIO, CTO, CFO - i.e. all of the CXO titles.
Once you’ve filter
- i.e “ > VP” + "Lending"
(Oh by the way, don’t expect the list to include email addresses. It will more likely
include first name, last name, title, and company. That’s about it. You’ll need to use
LinkedIn and other selling tools to get in touch with these people. More on that
later.)
ProTip: See if you can get cozy with a marketing consultant or a friend at a
company that sponsors and attends the conference regularly. Beg, borrow, barter
and plead for help.
2. Begin setting meetings 3-4 weeks in advance. Then two weeks out. Then
one week out.
Divide your list into 3-4 groups that are somewhat randomized, by alphabetical
order for example. You’re going to be sending out meeting requests to various
individuals with diﬀerent titles across diﬀerent areas of specialization. Because
you’ll want to test your outbound message, it’s important to avoid hitting all of the
CEOs with a message that might not elicit a lot of responses.
By breaking the list into ABC order, you’ll get a smattering of people at diﬀerent job
levels and titles.
Then do another pass through your list two weeks from the conference, then the
final group about a week from the event.
(This reminds me of how my wife and I set up our wedding invitation list. We had
three groups - As, Bs, and Cs. The “A” group invitations went out first, well in
advance to see what response we got. Then when we knew we had enough spots
for the Bs, we sent those invitations. The remaining spots were filled with the Cs.)
3. Check for an updated the conference registration list the week before the
conference.
There are often late registrations and many top executives register late because
they don’t know their schedules.
Here’s the best part - these late registrants haven’t been hit up for meetings
because they weren’t on the original registration list you or anyone else
downloaded a few weeks ago. Take a pass and hit up anyone new to the list.
4. Cross-reference the speaker list to see if anyone you’re targeting is one the
agenda.
If so, be sure to mention their session in your outreach. Speakers and panelists are
often paranoid that no one is going to attend their session and all of the time they
put into their presentation will be wasted. Tell them that that you plan to attend
their session and why.
5. Use LinkedIn InMails to send meeting requests.
InMail is currency. Sort of. InMails only come with premium LinkedIn
subscriptions and you receive a fixed amount each month, so when you
“spend” an InMail, you’re telling the other person that they are valuable.
People don’t get many InMails - it’s like sending a handwritten postcard to
someone. (Though I’ve noticed a slip uptick in InMails of late in my own
inbox, so no excuses for boring or poorly crafted InMail messages.)
Most people have their LinkedIn accounts tied to a personal email, so your
InMail It usually will show up in a personal email inbox instead work email
inbox. This makes your message stand out compared to emails with the
person’s siblings or friends, and you’ll only be one of a few emails in the
recipients personal email box instead of one of hundreds of emails in their
work inbox.
6. Personalize your Inmails
Reference common contacts if you have a 2nd level connection with anyone
and how you know the person you are referencing. “Hi [insert name] - I saw
we both know John Smith from Microsoft. John and I worked together a
couple of years back on a release of Windows."
Then show the person you’ve done your research about them - “I saw that
you an executive at Google focusing on data security and protection."
Then state why you are contacting the person - “My company - Security
Plus - is developing a new want to encrypt personally identifiable data and I
thought you’d be a great person to ask a few questions about how we
should develop our product.."
Then ask for time at the conference - “I saw your name on the ITS Security
Conference registration list and I’d really appreciate 15-20 minutes of your
time.
Wrap up with some personality - “I can’t oﬀer much except a Starbucks, and
you can even order a triple latte if you want."
Then finish with time suggestions and a question - “My schedule is pretty
open on Monday morning before 11am and Tuesday afternoon after 3pm.
Would you happen to have a few minutes?"
Finish cordially - “Many thanks for reading this far."
7. Send out Inmails in batches - 7-10 at a time - then take a break.
If you’re doing this process correctly - researching individuals and personalizing
InMails - this will take you about 10-15 minutes per Inmail, and after a while, your
brain needs a break so you don’t misstep like copy and paste a message that
references the wrong name or company. (Yes, I’ve done this…)
8. When you get a response, migrate the conversation out of LinkedIn and
into email as quickly as possible.
Lots of replies I receive from my InMails are short and non-specific- “Thanks for
reaching out. Yes - would like to get together."
Umm… Okay… So now what?
Reply back via LinkedIn, and ask for:
- the person’s work email address. Tell them that you want to set up a time and
send over a calendar invite.
- Send your mobile number and email
- Suggest they do the same so you can text/email to confirm when you arrive at
the conference
9. If someone says they can only meet on a day you’re not planning to be at
the event, take the meeting then later, see if you can move it. Betcha you can.
Many conferences run Sunday through Wednesday, with Sunday as the
registration/check-in day and maybe some specialty or breakouts sessions, or the
opening cocktail reception. Wednesday are usually holdover sessions, leaving
Monday and Tuesday as the bulk of the meeting time.
Say something like - “Ok let’s book it for Wednesday at 9am as long as I’m not the
only reason you’re staying at the even that long. I might ping you to see if we can
meet earlier during the conference if possible.”
It’s completely okay to let the person know that you have to leave on Tuesday to
get back to the oﬃce and that you won’t be able to meet on Wednesday under this
context because you’re already told the person when you set up the meeting that it
is somewhat tentative.
Then use the missed meeting as leverage for a phone call in a week or so.
10. Don't send a LinkedIn connection request right away after setting up a
meeting. Send a connection request AFTER you’ve met the person. Of course, if
they send you a connection request, be sure to accept it right away and then send
them a quick note thanking them for connecting.
Then be sure to look for that person as a possible 2nd level connection on
LinkedIn for more people you are contacting. After a while in an industry, everyone
knows everyone so know you can leverage that connection with new meeting
requests.
11. When setting a meeting time, use the time zone where the conference is
hosted.
For example, if the conference is in Miami, even if you and your new contact are
both in California, set times for the Eastern time zone. In suggesting times, be sure
you specify this too.
For example:
“I’m open at the following times next week:
Mon: 8am ET, 12:30pm ET, 4:30pm PT
Tues: 10am ET, 11am ET, 2pm ET
Do any of these times work for you?"
12. Research the hotel website and conference to find 2-3 easy-to-find
location spots and stick to them.
Call the front desk. Fnd out where the conference happenings are relative to the
front desk and the rest of the hotel. Some really big hotels have multiple towers
and can be extremely large, especially in places like Orlando and Las Vegas. You
might think that meeting in the lobby is convenient, and that can turn into a 15
minute walk from the conference to meet there.
Whatever spots you chose should be easy for the person to identify. There should
be a place to sit down nearby. If not, scope out the closest place to sit down when
you meet up with your contact - “You know what, there’s a quiet spot over here
around the corner by the business center. Let’s grab a seat over there."
A few top spots for me:
Hotel coﬀee shop: Most hotels hosting conferences are full-service hotels
like Marriotts, Hiltons, and Sheratons. They usually have a mini-Starbucks in
the hotel with some seating. This is usually a good place that’s close to the
conference happenings and oﬀers a place to sit down. But.. sometimes
these places get jammed so be forewarned.
At the conference registration/check-in desk: Everyone at the conference
has had to stop here to pick up their badge so they know where it is, and it’s
centrally located. Also, you can make nice with the people working the
conference registration desk later on Day 1 or Day 2 when they’re sitting
there bored and alone because everyone has checked it. Ask them about
the conference and ask them for help. They are usually very nice people and
you are their customer - you paid to attend the event and they want you to
have a good experience. You can even mention - “You know, I was thinking
about sponsoring next year. Is that a good idea? Could I get a copy of the
final registration list to share with my team?"
Outside of the Expo Hall: Most people have at least wandered into the
Expo Hall for free coﬀee or another meeting, so it’s another easy place to
meet. Plus you can glance at name badges of other people hanging around
and introduce yourself and ask them - “What brings you to the conference?"
Hotel lobby: Usually lots of seats and a big open space makes it easy to
watch people come and go to find your meeting person.
Hotel bar: During the morning, there can be lots of open seats because the
hotel bar doesn’t open until mid- to late-afternoon. It’s a nice place to meet
away from the conference craziness (as long as it’s not too far to walk.) I
don’t suggest this for late afternoon meetings because people might think
you’re there to drink a beer instead of meet them, and a surprising number
of people don’t drink alcohol, at least not at 4pm on a Monday afternoon
and you don’t want to make them feel uncomfortable.
13. Get into text communication with your meeting people to confirm the
place and time.
Time zones get screwed in calendars, executives and their assistants double-book
meeting times, meeting times move and the time you thought you had planned is
now taken by the executive’s biggest customer so you lose.
This also breaks down a social barrier - it creates a touch point with the person
before the meeting so the initial greeting is more familiar.
When you arrive to your meeting place - hotel coﬀee shop, lobby, etc - send the
person a text just to say - “I’m down at the lobby. I have glasses and I’m wearing a
black sport coat and blue shirt. This will help you to be found.
14. Download the LinkedIn mobile app and use it to look up people as you are
walking to your next meeting.
A little refresher for yourself around who you might know if common, places
they’ve worked, and where they went to school.
You can even say when the person shows up to your meeting - “I was just
reminding myself of your background on LinkedIn and saw you went to Ohio State.
My sister-in-law just graduated from there.” (or whatever factual statement you can
make about their background to create a common linkage.

Travel & Venue
15. Stay at the conference hotel if at all possible.
If you can’t aﬀord it, find the closest possible option, preferably no more
than five minutes walk to avoid lugging around all of your belongings all day
long.
This increases the chance of random interactions at the gym, elevators, and
lobby with anyone related to the conference - “Are you here for the SecInfo
BlahBlah Conference? Really? Me too! What brings you here?…"
16. Get to the conference the first day it begins, preferably during the day.
This will give you a chance to check in and do some final meeting requests. You
can hunker down in your hotel and do one last round of InMails or emails to people
that haven’t confirmed with you on a day/time to meet - “Hi Bill - We exchanged a
few notes about getting together and didn’t settle on a time. I’m now here in
Orlando. How about either Monday or Tuesday afternoon?"
The first day of the conference is also sometimes this is the only time you can grab
time with some people, plus their typically a little more relaxed so doing some
impromptu meetings with people you meet can go well.
17. Get out of there the evening of the last day.
If the conference runs from Sun (registration) to Wed noon, take an evening flight
out on Tues. This will force you to consolidate your meetings, save on hotel costs.
That’s when a lot of other people are leaving so you can share a cab.
Don’t stay that extra day for just one meeting. You risk that person cancelling or
changing tavel to leave early for a variety of reasons and you’ve spent the time and
money to stay an extra day for no reasons.
18. Walk the hotel property when you arrive so that you know where all of
your meetings are going to be.
It’s also helpful to know the general location of things like bathrooms, the hotel
gym, and the Concierge desk. You can use this information when you’re chatting
with conference people.
Plus if someone says something like - “I’m hoping to get in a workout today. Do
you know if the gym is any good?” - you can reply like a pro. Or if someone asks
about the hotel gym, you can - “It’s not bad. I checked it out this morning.”
Icebreaker.
19. Introduce yourself to the concierge and the the front desk attendants and
managers.
This helps break the ice with meeting new people, and the hotel staﬀ will be super
friendly because you are their customer.
Tell them that this is a big event for you and that you’re a little nervous, and then
ask them for any little tidbits about the hotel you should know.
Introduce yourself to the concierge and tell them that you’re hoping to pull together
a dinner and if they can make any preliminary suggestions on places to go.
This is all to get you warmed up and feel like a king (or queen) of information. It
builds confidence and makes you a more friendly person, not to mention makes
you more confident about your surroundings.
20. Be nice to the hotel crew.
They see you every day, and you’re just another face to them. Be grateful for their
work. This is your home when you’re note home.
21. Walk into the Expo/vendor hall.
Then be thankful you didn’t waste $10k on a booth to commiserate with the other
vendors about the crappy booth traﬃc and conference attendance.

Time Management
22. Be eﬃcient with your mobile phone battery.
Charge it overnight and close the apps you’re not using on your phone during the
day. You don’t want to be vampiring electrical sockets by 11am. During sessions
and meetings, turn your phone to airplane mode to conserve battery. Carry a
charger with you just in case, and doing everything you can to avoid needing to
recharge.
If you need to recharge, you’re playing around too much and not talking to enough
new people.
23. Don’t schedule outside calls during the conference.
Sometimes this can’t be avoided - you have a customer call or an investor call, or
a call with an engineering candidate. That happens. Just try to avoid it. It’s taxing
and makes focusing on the conference and your meetings more diﬃcult.
24. Don’t check your email except to look for confirmations of meeting (which
is why it’s a good idea to text…).
Set up your auto-responder and commit to scanning your email no more than
twice in the day.
Don’t fall into the black hole of email. Focus on your meetings and the conference.
25. Leave your laptop (locked) in your room.
Get a small satchel bag that holds a notebook and an iPad (if you have one). This
will prevent you from setting up an oﬃce on the lobby couch and checking email
all day instead of conferencing.
26. Don’t sit in sessions unless you’re absolutely learning something new.
Or if the panelists are worth meeting after. Or you can write a blog post inspired by
the session while you’re sitting there. Or the session covers a burning industry
topic.
A good conference is one in which you never sit in a session, except for maybe the
keynote and one or two topical areas specific to your product.
27. Practice saying: “It’s been really good meeting you. I promised someone
I’d look for him at this reception. Enjoy the event!'
This is particularly handy for situation when you find yourself in a conversation
you’re not enjoying or doesn’t seem productive. It’s okay to depart from a
conversation after idle chit-chat. You don’t have to befriend everyone.
But… don’t give up too soon. This is where your bevy of prepared questions are
great to really vet out if the person you’ve just met is valuable to you.
28. Avoid lines at the hotel coﬀee shop.
It wastes time and then it’s hard to find a place to sit. Unless you’re in line with a
person you’re meeting and you can use the time to get warmed up in the
conversation.

In Your Meetings
29. Go to meetings in pairs.
If there is more than one of you and you’re not both booked, go in pairs. Both of
you take notes and then you can compare afterwards. Plus you can each be
specialists and the conversation will flow better with two of you. Two heads are
better than one.
30. Have a place scoped to sit down when you meet.
Make the person feel like you are inviting them to your living room.
Create an oﬃce space for yourself and make yourself feel like you’ve got a
home base, even if it’s just a couch in the lobby.
Have water and snacks ready for them if you’re meeting them mid-day or
late afternoon - “I just grabbed a couple of waters from the coﬀee shop.
Would you like one?"
31. Start every meeting with a question.
“Julie, thanks for taking to meet. As I mentioned in my note to you, my company is
developing a number products in the Info Security space and I really wanted to get
your opinion about…."
You can always backtrack later and tell more about your company when the
person asks. Remember, you asked them for 15-20 minutes, so they’ll be
expecting you to get right to the point.
Definitely avoid the boring, classic - “How/s the conference been so far?” It’s
totally lame and contrived and it’s like asking someone - “How’s your day going?"
Now.. you can ask something specific about the conference - “Did you see the
keynote from Newt Gingrich? That was really interesting."
Take command of the meeting and get them talking about stuﬀ they care about as
quickly as possible.
32. Use content from the conference and relate to your conversations
Reference sessions and speakers that you’ve either seen or heard other people
talking about. Be a “superconnector" of people and ideas.- i.e. keynote speaker
- Get perspective on what your meeting person things/perceives
- i.e. had they never heard of Uber or Lyft?
33. Ask the person something about the person's background as you settling
into your conversation.
Show you’ve done your research - where they went to school, volunteer, where
they’ve worked in the past. Mention a mutual connection that you referenced in
your initial outreach to request the meeting.
34. Don’t dive into taking notes two seconds into the meeting.
If you whip out your notebook right away, this makes the meeting feels too much
like an inquisition or interview. Let the conversation begin and flow, then start
taking notes once the person is warmed up and starting to open up. Say
something like - “I’m going to jot down a few notes if you don’t mind…” then reach
for your pen and start jotting notes.
35. Take handwritten notes.
No one likes talking to a stenographer and it’s a distraction to other person to see
you looking at your laptop or pecking on your mobile phone. An iPad is sort of
passable because they can see what you’re typing out.
Notebooks are also great for sketching out ideas on the fly, which you can’t do
with a laptop or iPad. Say the person your meeting with is describing their
technology architecture. You could ask them to sketch it out, or even try yourself
and they ask the person if you’ve got it right. This inspires collaboration and
changes the mindset of the meeting from “you and me” to “us.”
36. Create a unique marking in your notes so your know your open and follow
up items coming out of the conversation.
For specific follow up commitments, create a marking that’s easy for you to find
when you review your notes at the end of the meeting, later that night or the next
day. I draw a large “S” next to follow up items then when I complete them, I draw a
slash through the “S” so I know that item is completed. Other people like big check
boxes. Use whatever works for you.
37. Don’t demo your product.
The purpose of your meeting at the conference is to inspire and motivate the
person to the next meeting. If you’re having diﬃculty with that, then take a look at
how you’re assessing customer needs and how you describe your product as a
solution to those needs.
Focus the conversation on learn about customer needs. For example, I was at an
industry event and our single biggest product is a mobile application for banks and
mortgage lenders. When I sat down for a meeting with a new contact, I learned in
the first five minutes that his company had just launched a mobile app they spent a
year developing, and what they really needed was workflow software (which we
also happen to do…)
If I would have plowed ahead and showed our mobile application or even started
talking about our mobile application before learning his needs, I’m dead in the
water.
38. Don’t sell your product.
Sell ideas. Sell solutions. Sell the next meeting with the right people. Make it the
other person’s idea. You don’t know if the person you’re meeting with is a
decision-maker, influencer, or their buyer type. Focus on situational analysis first,
then worry about selling once you know you have the right person or have access
to the right person in the next meeting.
Everyone is used to being sold at these meetings. Be thoughtful and break their
expected routine of “Here’s another vendor that’s going to pitch me for 20
minutes."
39. If the person says during the meeting - “I’d like to see a demo your
product,” ask them who else should be involved with the next meeting.
You need multiple points of contact at your new possible customer, and you need
to vet that person on how serious of a influencer they are at their company. Can
they inspire other people to a meeting? Do they have pull?
40. Conclude each meeting with a summary statement.
“If I were to summarize, it sounds like your biggest focus right now is the borrower
experience and making sure you’re meeting the new government compliance rules
that go into eﬀect on August 1."
Then suggest an action - “I think we should set up a time following the conference
to take a quick look at how we’re addressing this problem. When’s a good time for
us to reconnect next week?"
Then ask - “Who else should we involve in the next conversation?” You want to get
the "contact tree: going at your future customer from "1:1” (you and her) to to
"1:many” (getting lots of people involved.) If you only continue to meet/talk with
that one person, you only have a contact and not a real sales opportunity.
Remember, enterprise sales are complex, and usually there are several people that
will be involved with the decision to implement your product. Use the conference
meeting as a launch point to learn who else is involved in the decision process.

After Your Meetings
41. Transcribe your handwritten notes as quickly as possible into your CRM
and schedule follow up tasks.
Do these in batches because after 15 meetings in two days, the conversations get
muddled and start to pile up. Then follow up work will feel like drudgery instead of
a fun activity on building a new relationship with your new professional friend.

42. Email your notes to the person after and ask if you’ve captured everything
correctly.
Finish your email with a simple question:
“I think that’s everything we discussed. Did I capture everything?”
Ending an email with a question prompts the person to hit “reply” and return
communication. That’s a good thing.
43. Connect on LinkedIn with a personal message to each person.
“Really good to meet you this week in Chicago. Looking forward to our next
conversation next week. Thought we might connect here on LinkedIn in the mean
time…"
44. Follow up a week after your meeting with an article or a valuable piece of
information.
45. Send hand-written thank you cards to people you’ve met with your
business card.
It takes about seven minutes to write out a two sentence thank you card, address
an envelope and lick a stamp. That’s less than two hours of time invested to really,
really make yourself stand out.
46. Send thank you notes to any administration assistants that helped you
arrange meetings.
After your meetings, take the time to write out “thank you” cards to anyone and
everyone that help you arrange meetings. A quick two sentence note is all that it
takes. You can do ten of these in an hour. Address them, stamp, and get them in
the mail ASAP.

Meeting Random People
47. Ask: “What brings you to the conference?”
This is the single-best question you can ask. It puts the other person in the
spotlight talking about themselves (see: “How to Win Friends & Influence People”).
Even better, it tells you exactl
y the other person’s most important issue - the reason they left the oﬃce and
having emails piling, the reason they left their spouse and kids at home, the reason
they’re missing their softball playoﬀ game.
48. Ask : “What's you’re perspective on…...?"
A few industry examples:
- Health Care: "Why are the new compliance rules so diﬃcult for health care
companies to implement?"
- Lending: “Acknowledging the issue with customer private data, why are lenders
so risk averse to cloud computing if health care and the government are regularly
using it?"
- Social Media: “What do you think is the next big step for Facebook?” or “What
kind of company could eventually compete with Facebook?"
- Energy: “Why do you think homebuilders are generally slow to use solar panels
as at least a part of a newly built home’s energy supply?”
49. Ask - “What are you working on right now?"
This is more specific to “what’s new?” This gets people to tell you their biggest
focus right now. Then figure out how you can help them
50. Develop your own question to explore throughout the conference - one
that you have ready to ask everyone you meet.
Make it relevant to your product, but not too obviously so.
You: “What brings you to conference…?”
New Friend in coﬀee line: Blah blah blah
You: “Oh interesting. So here’s a question I’ve been asking people at the
conference, what do you think about….?"
This is called “leading a conversation."
Remember: Most people are shy. They don’t know anyone at the conference either.
They will absolutely welcome a friendly, intelligent person that’s willing to lead a
conversation.
51. "Who else should I meet here?"
This is a great question to ask anyone that you’ve met and chatted with for a short
time. Once you’ve established credibility and the person knows a little more about
you and your company, chances are the person knows at least 1-2 people that you
should meet.
52. “Who’s the most interesting person you’ve met at the conference so far?"
I guarantee that person has a good story about someone they’ve met.
53.“What’s the most interesting thing you’ve learning so far?"
I guarantee that person has something they’ve heard in a session on talked about
in a previous conversation that they’d love to share.
54. If you make eye contact with someone you’ve seen on the conference
circuit, say “Hello!”
If they start to slow their gait a little - ask them - “have we met? I’m Scott from
_______.”
If you haven’t (probably) you can say - “I’ve seen you at a few other events and
figured I should at least introduce myself."
55. Talk to people with a “speaker” ribbon.
Ask them when their session is and what it’s about. They’ll be flattered, you’ll learn
something new, and you’ve made a new connection with someone that’s probably
pretty important in your industry.
56. Talk to people with a sponsor ribbon
Thank them for being a sponsor. Ask them how the conference is going. Ask them
how they determine ROI for the event. Ask them about how they run their booth,
and how they set up meetings, and how they leverage their team of executives,
and how much they paid for the sponsorship.
57. Ride the escalator.
It’s a chance to meet someone new as your cascading down from floor to floor,
and because it’s in a open space, people are more receptive to a quick
conversation than in an elevator. Elevators are closed and cramped and everyone
just wants to get out as soon as possible.
On the escalator, use one of your opening questions, such as “What brings you to
the conference?"
If the escalator conversation is going well, you can keep right on going by walking
with your new friend to the next session or meeting.

Setting Goals & Expectations
58. Don’t expect to close deals at the conference, and especially at the
cocktail party.
Ask your questions. Meet new people. Make contacts. Maybe you’ll get a lead but
chances are that you’ll only get a few contacts.
59. Avoid people are at the conference that are there to get away from their
families and have an excuse to get drunk.
Do you really want those people as your customers anyway?
60. Set goals for yourself in time blocks
# People to meet over breakfast. # People to meet by end of lunch. # People to
meet before end of day
61. Accept that you’ll get blown oﬀ on a couple of meetings.
It happens. Use it as opportunity to set up a call the following week with that
person.
62. Set meeting goals with a colleague or another salesperson.
“First one to 7 wins…” 15 meetings in two days

Conference Organizers
63. Thank the conference organizers
It’s a thankless job to organize and produce a conference, and depending on the
size of the even, the organizers have spent at least six months (or even a year!)
pouring over every detail. Show gratitude with a simple “thank you!” and then tell
them something specific that you liked about the event - specific speakers, the
food, hotel, entertainment, or anything else.
Most importantly… share a success story with them! Tell them about a great
meeting you had and someone specific whom you met because of their
conference. Trust me - they will get jazzed to hear that they are helping you build
your business!
64. Ask the organizers how you can contribute to the next conference they’re
producing.
Oﬀer to volunteer a couple of hours. Suggest speakers and panelists. Suggest a
location or venue. Ask how you can barter services in exchange for some form of
sponsorship or a spot on a panel. Tell them that you are a growing startup and how
you are contributing to the industry, and ask them for help about how you can help
them.
65. Ask the organizers - “Who else should I meet while I’m here?"
Remember, they’ve met everyone that’s registered for the event. They also know
the same faces because they see them over and over at every conference. Bet
they can suggest a person or two for you to meet.
66. Ask the organizers for introductions to industry publishers.
Writers for industry publications are constantly hunting for ideas and content.
You’re a new company to the industry and you’ve got very valuable perspectives
that they’ll want to learn and use in their articles. Maybe they’ll even quote you or
ask you to write a guest article if you ask...
Of course, you need to add value to them first, so be prepared with 2-3
perspectives from sessions. Ask them if there are any sessions that they hoped to
go to and missed. Maybe you went to that session and can give them a quick
scoop. Ask if there are any people in particular they’re hoping to meet and see if
you can help with introductions. Ask what topics are their focus and ask if they
want your two cents on it.
67. Introduce yourself to panelists at sessions.
It’s good practice for doing cold calls. Find a reason why you are introducing
yourself - ask them a question or mention something they said on the panel.
68. Don’t get stressed out about all the people.
You can only talk to one person at a time, so chill out and find one person to talk to
and be present in that conversation.
You can safely assume most other people are also stressed out, so instead change
your frame of mind to try to make someone else feel comfortable - this will change
you mindset completely knowing that you’re helping someone. You’ll forget all
about being stressed out.
69. Recruit sales talent
Looks for the hustlers. You’re seeing them in the wild. Who’s busy and who’s
standing around the booth, and who’s checking email. Who’s on the phone Who’s
drinking too much, looks hungover or smells hungover
Self-Care & Mental Health
70. Wake up a little earlier than you need to to get some personal time before
the day begins, and don’t get sucked into email!
If the breakfast runs from 8:00-9:00am and the first session starts at 9:15, avoid
rolling out of bed at 7:45 and traipsing down to breakfast groggy and unprepared
for the first conversation.
Get yourself out of bed a hour ahead of your first action (or sooner!). Use the time
to read, review your meetings and plans for the day, and get yourself mentally
ready.
71. Exercise
You’ll find lots of free food (including tasty desserts!) and alcohol at many of the
sponsored meals. Avoid them at all costs. Trust me, the food is never as good as it
looks and you’ll regret it.
Get your heart rate going a little bit in the morning before the day starts - even if it
means doing 10 minutes of pushups and sit-ups in your hotel room. Then do the
same at the end of the day. The days are long and tiring, yet you might find
yourself mentally stimulated from all of the great ideas, exciting meetings, and then
catching up on your day-to-day operational duties in the hotel room at night.
Stretch your torso, your hamstrings and midsection. Keep the blood flowing and
stay loose.
Talk a walk outside to decompress and recharge, even if that means walking laps
around the hotel parking lot. Ask the bellman for a safe place to go for a 20-30
minute stroll. They’ll tell you where to go. Bring them back a Snapple and thank
them for the tip.
Conference hotels usually have pretty good gym facilities too. You don’t need to be
a jock to find 15 minutes to walk on a treadmill or get moving on an elliptical
machine.
Don’t feel like you need to train for the Boston Marathon. The goal here is to simply
(and safely!) get your heart rate elevated bit. Exercise releases endorphins, which
are your body’s natural “feel good” chemical. You’ll be pleasantly surprised how a
quick 15 minutes refreshes the body and mind. You’ll be recharged and ready to go
for another burst of meetings and conversations.
72. Eat small plates of food
With all of the copious amounts of free food, it’s easy to load up a plate and start
shoveling. Govern yourself and take a small plate for your lunch and dinner.
Use this as an excuse to keep moving and meeting new people. When you sit
down at a table of people (or belly up to a standing cocktail table), giving yourself
small plates oﬀers you the opportunity to quickly excuse yourself if they people
you’ve met aren’t interesting or useful to you. It’s easy to say - “Wow - those egg
rolls were really good - I’m going to grab a few more. It’s been nice meeting you!”
Then find a new table.
73. Avoid white food.
Basically this means anything with too much flour or sugar. Too many
carbohydrates can make you crash. If the lunch buﬀet includes fajitas, skip the
tortilla. If there are sandwiches, dissemble and eat just the middle portion. Load up
on salads and fruits that are oﬀered.
74. Hydrate.
Balance the coﬀee you’re drinking with water. Make yourself drink a cup of water
each time you pass a water dispenser, or find a vendor from the expo hall that’s
giving away reusable water bottles and fill it up 2-3 times a day. Often when you
feel tired, you’re really just dehydrated.
Every time you exhale, you’re also exhaling tiny particles of water. And with all of
your meetings, you’re doing lots of talking, which means you are losing more water
than usual. If it’s mid-afternoon and you feel a crash coming on, instead of gulping
a double espresso, try a big glass or bottle of water then give yourself 30 minutes. I
bet the crash goes away without the dose of caﬀeine.
75. Avoid alcohol.
It’s dehydrating and it will take you away from your focus. Consider a club soda or
sparkling water with lime. If you’re not used to being in large social situations, it
can seem like everyone is sipping on a beer or glass of wine. Truth is, lots and lots
of people DON’T drink. If anyone happens to ask something like - “Not drinking?”
Just say - “Nope, not right now. Got some stuﬀ I gotta get down tonight.”
76. Take a nap.
If you have dead time, truly dead time in your schedule, go upstairs to your room
and take a 15-minute power nap. (Be sure to place the “Do Not Disturb” sign on
your door.)
Or go for a walk outside.
Or go to the gym for a 15 minute session on the treadmill, shower and go back to
work.
Any of these will amaze you for how they refresh you mind and body.
77. Bring Starbucks Via packets, Altoids, Power Bars, a big bag of raw nuts,
and Purell.
All of these come in handy at least once during every conference.

Be a SuperConnector
78. Introduce yourself to other salespeople you meet at the conference.
If you see the same people, it makes sense to say hello to them and build out a
network of people.
79. Blog or tweet about a session you attended.
Connect ideas across sessions with conversations with events and technology
outside of the industry.
80. Find two people to introduce to each other that haven’t met at the
conference.
Be a super connector. Prove that you're valuable to other people, not just trying to
sell stuﬀ.
81. Help another vendor find a lead.
Make an introduction.
82. Be the info conduit - “I was just talking to so-and-so and the said…."
Tell stories other people have told you and give them credit. “I was just reading an
article about… by…"
83. Set up a dinner reservation for a table of either people.
For people that seem interesting, invite them to dinner. Be the hub of people and
be a connector of ideas. Find a unique restaurant and tell everyone upfront that it’s
Dutch. The idea is that you want to get people to get together and talk about a
specific topic.
84. When someone says - “do you have a card?” say - “Yep - let’s swap.

After the Conference
85. Analyze your results
Calculate your metrics: # of outbound meeting requests, # of meetings, # of leads,
cost per lead
86. Send follow up emails to the people you’ve met to schedule the next
meeting (if you didn’t when you met them, which you should do…)
Give yourself permission to call them in the email - “If I don’t hear from you by
Friday, I’ll give you a call.
87. Send an interesting article, make an introduction, do something you
promised to do.
Add Value. Prove that you can add value.
88. Begin working the rest of the organization of the person you met.
Use LinkedIn - “people also viewed” to begin scoping out the organization. Send
them an email. Tell them you met with their colleague. Ask them for 15 minutes on
the phone because you have a question you thought they might able to answer.

A Few Last Tips...
89. Keep an Evernote file open on your phone
So you can tap out notes of ideas, people, or anything else that comes to mind
quickly.
90. Have a small notebook ready to jot notes
The notebook should be small enough to find in your jacket or pants pocket.
During conversations, you can quickly whip it out to ask simple questions like “How do you spell his name?” - when someone mentions someone you should
meet.
In conversations, ask - “Do you mind if I write this down? I don’t want to forget
this.” You’re sitting there talking and learning, so make it look like you’re learning
and appreciate the person’s ideas.

