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Trade Show – Event Strategic Information Form 
 

Show and Company Information  

Show name/Event Description: 
IHACI 39th Annual Conference & Expo 
IHACI, HVAC/R/SM Performance. Contracting Product and Equipment Trade Show 

 

Exhibit Dates and Times: 
November 4, 2018 – 11:00 AM – 7:00 PM 
 

Show Statistic: 
1 day event 
128 Exhibitors 
Approximately 4,200 – 5,000 Attendees 
 

Target Markets/Audience 
Contractors, Manufacturers, Distributors, Utilities, Related businesses, engaged in heating ventilation, air 
conditioning, refrigeration & sheet metal industry 

Strategic Brief,  
Creative Concept 
& Execution  
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Demographic/Target Audience Information 

Building Engineers, HVAC Specialists, Business Owners specializing in HVACR, Specialty School Instructors, 
Students, Other 

 

Booth Size: 10x10 

 

Goals and Objectives:  

Brand Awareness 
• Increase awareness of Parker and how the company develops solutions that support the 

needs of small to medium size contractors 

• Communicate Parker’s knowledge of contractors needs and how they address these with 
customized HVACR solutions 

Product Positioning 
• Introduce ZoomLock SMART Service Tools. 

➢ Reinforce how these enhance the contractors bottom line 

• Identify the value of ZoomLock Flame-Free Refrigerant Fittings to target attendees 
➢ Highlight how these make the joining of copper pipes simpler, faster and safer 

➢ Why this is superior to competitive offerings 
➢ Show how SMART Service Tools saves steps, time and data 

Sales 
• Educate customers and prospects about the value of a long-term relationship with Parker 

primarily through ZoomLock and Smart Service Tools 

• Establish relationship with a new market of potentially valuable prospects 
➢ Interact with potential vertical market customers and contacts  
➢ Attract 30-50 prospects out of which 30% are qualified for post-show follow-up 

 
Major Message 
Meet ZoomLock 10” Connected 
Smart Solutions – Smart Service Tools 

 
    
 

This may not be evident to all.  But the layout 
of the 10x10 booth and positioning of 
graphics, table, counter and easel left the 
center of the booth open.  This made it 
possible for attendees to enter the exhibit to 
participate in the demonstration instead of 
standing on the carpet line. The layout also 
accommodated more attendees allowing 
Parker to collect additional leads  

Theme/Tagline 

Better efficiencies for contractors, 
increased productivity and profits for 
your investment…Helping your business 
do more business 
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Product displays 
Exhibitors displayed on average 2-4 products in a 10x10 exhibits.  Many of the booths were 
set-up with a table in the front and portable exhibit with messaging in the back of the booth.  
As a result, Parker’s booth looked and operated on another level 

then other exhibitors. 

 
 
 

  

To review and learn about TSP Turnkey, Strategic Resources to 
support your organization: 
Call Judi Baker Neufeld at (O) 412.431.2525  Website www.tradeshows-plus.com  

Call or Text (M) 412.996.5023, Email: Judib@tradeshows-plus.com 

1. Parker/Sporlan 
lead card/contest 

entry 
2. Counter top sign 
3. Easel sign 

identifying the 
prize drawing 

4. Attendees 
watching the 

demonstration. 
Note: they are in 
the booth and not 

on the periphery 
on the carpet line 

5. Charts- stats from 

the lead card 
6. Attendees 

interacting with the 

staff IN the booth 

7. Competitive 
analysis 

comparing Parker 
to other similar 
exhibitors on the 

show floor 
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