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BUILD UP DAY 17 JULY 
SHOW DAY 18 JULY 

12pm - 7pm 
9am - 5pm 
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To maximise your involvement in GLAS it is important that you provide us with your contact
details, stand highlight and New Product New Plant entry (if applicable), so we can include your
listing in the Exhibitor A-Z section of our Event Guide that is handed to all visitors on their arrival.
You can provide this information by clicking the link on your EXHIBITOR CHECKLIST (subject line)
email that we sent to you. The deadline to submit your details is July 3rd.

TO UPLOAD YOUR HIGH RESOLUTION LOGO 

.ie

YOU CAN PROVIDE THIS INFORMATION BY CLICKING THE LINK ON YOUR EXHIBITOR CHECKLIST (SUBJECT LINE)
EMAIL THAT WE SENT TO YOU. THE DEADLINE TO SUBMIT YOUR DETAILS IS JULY 3rd.

Who's on your stand: record the names of your team for Exhibitor Badges available for pickup on build up day.
You can provide this information by clicking the link on your EXHIBITOR CHECKLIST (subject line) email that we
sent to you. The deadline to submit your details is July 3rd.

Order additional counters, chairs, cabinets or other display requisites from the events display contractor. If
you have additional requirements for lights or power supplies, order them in good time. 
Deadline for orders listing is the 3rd of July. Order these via the Exhibitor page on our event website
glasireland.ie

Talk to us about highlighting
your listing on the event
guide with your logo.

Click the dropbox link on glasireland.ie - Exhibitor Dashboard page.

PROMOTE YOUR PRESENCE AT THE SHOW

Make sure you maximise every promotional opportunity to promote your presence at the show. Use your
'Exhibitor Checklist' emails from us to provide us with your Exhibitor Listing and Stand Highlight details for
publication in the Show Guide handed to all visitors on their arrival.

We will also use the information you provide us with - including photos of your plants/products - to promote
your presence on the GLAS website, on our email invites, our ticket invites, across our social media and on
Growtrade.ie.

Enter the New Product New Plant Awards, they are an invaluable promotional opportunity around your
presence at the show and well beyond it.

We can provide you with imagery for you to promote your presence at GLAS for your own website, emails and
social media. As well as 'See us at GLAS' stickers for your own mailings, invoices, stock deliveries etc. A quantity
of GLAS invitations can be sent to you for inviting your own key customers and sales prospects to visit your
stand at GLAS.

Download 'See us at GLAS' banners
on the Exhibitor Dashboard section
of our glasireland.ie site for you to
use as part of your own show
promotion on your website, emails,
social media etc.

http://glasireland.ie/
http://glasireland.ie/
http://glasireland.ie/
http://glasireland.ie/


July 17|12:00pm - 7pm 
July 18 | 9:00am - 5pm 
July 18 | 5:00pm - 7pm 

July 3rd.

J O H N  M C D O N A L D

E A M O N N  M A G U I R E

C I L L I A N  F L Y N N

P A U L  B Y R N E

A C C O U N T S @ M E D I A T E A M . I E

J O H N M C D O N A L D @ M E D I A T E A M . I E

E A M O N N M A G U I R E @ M E D I A T E A M . I E

C I L L I A N F L Y N N @ M E D I A T E A M . I E

P A U L B Y R N E @ M E D I A T E A M . I E

01 294 7744

01 294 7765 | 087 123 5167 

086 458 8687

087 254 2625

HOW TO ENTER 

THE MALDRON HOTEL TALLAGHT
ADDRESS: WHITESTOWN WAY, TALLAGHT, DUBLIN 24, D24

XC9W 10 MINS FROM VENUE

PHONE: (01) 468 5400

YOU CAN DO THIS BY CLICKING THE LINK ON OUR EXHIBITOR
CHECKLIST EMAIL. NEW PRODUCT / NEW PLANT ENTRANTS WILL
FEATURE AT THEIR RESPECTIVE STANDS AND BE JUDGED BY AN
INDEPENDENT PANEL ON SHOW DAY JULY 18TH.

J O S I A S  D A  C O S T A  
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O R D E R  T H E S E  V I A  T H E
E X H I B I T O R  P A G E  O N
O U R  E V E N T  W E B S I T E
G L A S I R E L A N D . I E

mailto:accounts@mediateam.ie
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C - Smaller order, Longer Timeframe
D - Send Literature or add name to database

E - Other E.g Press, Salesman

KEEP IT ALL BUSINESS

Lots of comfy furniture encourages people to drop in and stay on your
stand. Do you really want that? Current customers might expect to
monopolise your time. Unless they’re your main reason for attending, try
to set aside specific times for customers, ideally in a hospitality area on or
off the stand. Networking and social contacts are part of the appeal of an
exhibition, but you’ll want to keep it under control.

Earn Media Coverage
Invite key journalists to visit your stand. Participate in the Organiser’s pre-
show publicity drive. Keep a good supply of bright, well-presented
literature on your stand ready for distribution. Work with the show
organiser to steer the right journalists your way. Make sure your story is
ready when they arrive. 

Leads: It’s All About
Quality!

The best exhibitors don’t just measure the number of leads generated,
they measure lead quality as well. One lead classification system grades
every lead this way, making sure the hottest leads get the attention first:

A - Large order, Ready to buy 

B - Small order, Ready to buy or
Large order, Longer timeframe

Focus On Your Targets

Speak Fluent 
Body Language

Chances are, your key prospects are a subject of the total audience at the
show. Decide who your key targets are and brief your team to focus on
them. Set your goals accordingly.

It is very easy to fall into bad habits when it comes to body language. Arms
crossed and stern facial expressions are intimidating. Smiles, eye contact
and open questions will increase the flow to your stand and leave a better
impression. Divide the total cost of your participation in the exhibition by
the number of minutes its open. This will indicate how valuable the time is,
Make it count!

Spend The Optimum 
Amount of Time with

Visitors

Brief Your Stand Staff
Each Day

The key to success is to find the right people and spend the right amount
of time with them - not too much (there are lots more to meet) and not too
little (you need to get that lead or appointment). Again, the optimum time
per visitor will depend on your goals. But make sure you’ve planned a
system that matches your needs. 

The people on your stand make the difference between a good event and a
great event. A highly motivated, well informed team does more than any
other factor to differentiate you from the other stands and make an impact
on your market. Team briefings are a must. Remind everyone of your goals,
your key messages and the role of each team member. Report on your
progress towards your goals. Make adjustments if necessary. Announce
the winner of your lead-generating competition. Most importantly, keep
the energy up and attitudes positive.
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No Business Like Show Business
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A short guide to a successful exhibition experience
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P A U L  B Y R N E

C I L L I A N  F L Y N N
c I L L I A N F L Y N N @ M E D I A T E A M . I E 086 458 8687

01 294 7765
087 123 5167

01 294 7765 | 087 123 5167

E A M O N N  M A G U I R E
E A M O N N M A G U I R E @ M E D I A T E A M . I E

P A U L B Y R N E @ M E D I A T E A M . I E 087 254 2625

Note: 
Talk to us about a Highlighted Listing to include your logo.
All advertisers receive a free Highlighted Listing.
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