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CASE STUDY: 
Show site execution, 
strategic and creative 
planning and execution

CLIENT: 
Tempur-Pedic Medical, INC

Leading manufacturer of 
Viscoelastic products for the 
Healthcare industry.

TRADE SHOW/EVENT/OTHER:  
Medtrade, AHCA, ACS, AAHSA, RSNA 

CLIENT CHALLENGE:  
 • Tempur-Pedic had no internal implementation support and multiple program needs: on-site  
  support, strategic and creative ideas, program measurement, booth staffing, training and lead  
  retrieval process.  
 • Although Tempur-Pedic is well known in the consumer market, the company needed to raise  
  awareness of its solutions for hospitals, DME’s, clinics and other healthcare organizations. 

BUSINESS OBJECTIVE:
Branding
 • Increase awareness of TPM as a leading supplier of Viscoelastic solutions for the medical industry.

Product Positioning
 • Encourage attendees to interact with product on display to increase knowledge of Tempur Pedic  
  products for medical markets 
Sales
 • Increase total leads and information collected to prove the value of the program
 • Collect information about the needs of the audience for post-show follow-up



What Plus did we add to the program?

 + TSP consulted with Tempur Pedic regarding versatile modular solutions that could be applied   
  consistently across all medical shows for the year. 
 + In turn strategic and creative plans and strategies were developed. TSP also provided graphic  
  solutions for mailers, graphics and other marketing materials as. there were no agencies or  
  internal resources available to implement marketing initiatives 
 + TSP supplied onsite support to train the staff, handle lead management, staff and manage the  
  booth as well as oversee some of the installation and dismantle responsibilities. 
 + Handled lead management and post show reporting to help measure results and report ROI.

RESULTS:
TradeShows-Plus was able to provide multiple solutions to assist and elevate the Tempur-Pedic Medical show 
program for the year and solve implementation needs. 

 • On-site support fulfilled staffing and management needs and assisted in training of staff.  
 • Creative solutions were developed and re-used for multiple shows creating cost savings for the  
  program.  Additionally, creative approach attracted more qualified prospects and consistently  
  delivered targeted information helping raise awareness of brand and product offerings. 
 • Lead retrieval solutions provided more complete and comprehensive information for sales  
  follow-up, measurement solutions assisted in ROI reporting to management. 

	
	

	

	

Photos clockwise from top left:  Postcard (format used 
at multiple conferences) to invite executives to the booth 
at AHCA, front of postcard for other attendees at AHCA, 
booth reception desk and graphic at Medtrade fall, and 
interior of AHCA mailer.



	

Clockwise from top left: Promotion signs,  
Front of lead/game information card, back of 
lead/game card with game questions, booth 
at RSNA during set-up, one of the gift 
rewards for attendees that returned a mailer 
and a sample of the booth graphics. 

Photos clockwise from top left:  Promotion 
signs,  Front of lead/game information card, 
back of lead/game card with game questions, 
booth at RSNA during set-up, one of the gift 
rewards for attendees that returned a mailer 
and a sample of the booth graphics.


