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Housekeeping

* Live Language Translation

« Submit Questions in Q&A - not Chat
e Recording

* Download Workbook

https://attend.wordly.ai/join/KQAF-5164




Competitive

About Your Presenter... Fdge s

“exhibiting excellence”

Jefferson Davis
Exhibiting Productivity Expert

e Consultant, trainer, speaker and author TRADESHOW
* 30+ years exhibiting experience dibhiing ol
* Developed Exhibit Marketing Process™ , show
 Trained over 100,000 exhibitors el
* Process-based and results-focused

* Helped clients generate over $800,000,000 in
exhibiting results.

CALL: 800-700-6174 in US or 704-814-7355 o
EMAIL: jefferson@tradeshowturnaround.com KSNA 2025
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Why Do Radiologists Attend Expos?

earn
Network
-ind solutions to problems

-ind ways to improve their job, career,
practice management and patient care

Have Fun
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3 Things Attendees Expect
from Your Booth

1. Well-designed booth that grabs attention and quickly answers
the key questions in their mind

2. Immersive, interactive product/service experience that helps
them quickly learn something useful and valuable

3. Diverse booth staff that is responsive, engaging, and possess
knowledge to be able to effectively meet their information needs
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A GREAT Booth in 6 Words

Look
What?
Why?
Who?
Enter
Do

RGN SR
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1. Make Them Look!

-/espaces With Akumin AXIS™
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2. Answer “What do you do?”

Full Body Scatter Radiati
Protection at the Touch |gfn a Button

e Radiology Workfioy,

| W’M o

Ly T -
transpara
O

cancer detection and diagnosis

Smart Al for early breast

It's simple.
We're 100%
reliable.

TN o S (S
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SCREENPOINT ‘
Medical
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3. Answer “Why should | care?”

iera.al
‘.ﬁi«es CMRS

easy

he
ndard
cnrdiufi
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One Click MR
gutomates
an exam, not
a diagnosis

S

(- CONVERGENT Can Molecular Imaging Software be
JlmugingSo!unons and and
Let us show you...

r

!mart‘ﬁal, Complete

Fast, Simple, Accurate 5 \l\laiﬁ:lea;hspt::gvr:;ut

* Reproducible Results by a Medical Assistant

« Classic Pulse Volume Recordings and Volume
Plethysmography

*94% Reported Overall Sensitivity and Specificity
* Toe Brachial Index (TBI)

* Increase Vascular Procedures
and Gross Revenue 5%-10%
by Testing All Patients at
High Risk for PAD

Ask
About:

“The Primary
Care Referral
Program”

One day of
unplanned
downtime
on PET/CT

costs
more than

$45,000 |

inlost revenue

care
GE Health -
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4. Answer “Who are you?”

What do you do?

L ]
A SoeciraDR™
HIGH-QUALITY IMAGING WITH LE R “ More COﬂﬂdEﬂc;" E o

E
a'llenr Outcomes §

! W,

FOR AN ELEVATED STANDARD OF PATIENT CARE.

8ined . i}
___“Care B¢

A

Why should
| care?
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5. Make it Easy to Enter!

Swiftmy "’ N B

e merATive -

=Neuroreader’ Report =
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Submit
Questions
Now!
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Why Immersive Visitor Experiences?

1. Lack of hands-on experiences prevent attendees from
achieving their objectives

2. Hands-on experiences impact how attendees perceive brands
3. Brand preference and loyalty is being shaped less by legacy

and more by
crowded sup

4. Hands-on ex
5. Hands-on ex

experience, relevance and choice in increasingly
plier landscapes

Deriences turn attendees into advocates

Deriences make it easier to determine if the

product or service is a good fit for their situation
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Two Types of Hands-on Experiences

Virtual Reality
Augmented Reality

Things to open
Product demo

1. Phuysical 2. Digital
product/service demonstration/presentation
demonstration/presentation where attendees use a
experience where attendees computer or interactive tech
engage and use their hands. tooL to physically engage.
 (Games Flat panels

Whiteboards « Tablets

Tactile surveys  Touchscreens

Sliders « Motion sensing
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Physical Engagement

Fraud is evolving. /,

CONMECT THE DOTS ON
Are you protected?

CONCURRENT CONDITIONS ™
| - L ﬁ
M ‘ P ’ t" ‘

ehg, ra;_' was W g’g
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Digital Engagement

T
Stay. Play
Learn & Win

Play the Adequan® Canine
Dog Park Challenge

LEADERBOARD

Zenrelia
(itunocitiib tablets)
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Your Booth Staff is CRITICAL
to Your Successl!!

1.

2.

People do business with people they know, like and trust.

Alttendees use tradeshows to evaluate people behind the
brands.

People make judgments about your company, products and
services, based on interactions with your staff.

Booth staff behaviors influence whether they decide to stop
and engage or pass right by.

&g RSNA 2025
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Booth Staff Best Practices

O

Have enough staff (50 to 100 ft.? per staffer)
Make them visible through apparel

Keep your staff fresh with smart scheduling
and dedicated break times

Attendees want to interact with Subject Matter Experts.

* Have a variety of job functions, not just sales!

Give booth staffers specific roles and goals
Prepare a top 5 or 10 FAQ Llist for all staffers
Greet all booth visitors promptly — avoid making anyone wait
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Visitor Interaction Training Topics

1.

2.
3.
4.

Do's and Don'ts to present a professional welcoming

d

Dpearance
Ow to engage attendees on perimeter
ow to engage people who enter your space

ow to quickly learn who the visitor is, why they are visiting,

and what they hope to accomplish
5. How to handoff visitors to the other booth staffers

&g RSNA 2025
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Visitor Interaction Training Topics

6. How to briefly present product and service information

/. When and how to scan a visitor's badge
8. How to get more information than what's embedded in the
hadge

9. How to get the visitor to collaborate and commit to a clear
next action

10. How to end the conversation and get out of conversations
going nowhere

&g RSNA 2025
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Submit
Questions
Now!
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Nov. 30 — Dec. 4
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| #RSNA25




	Slide 1: Exhibiting Best Practices What RSNA Attendees Expect  from Your Booth
	Slide 2: Housekeeping
	Slide 3: Jefferson Davis Exhibiting Productivity Expert
	Slide 4: Why Do Radiologists Attend Expos?
	Slide 5: 3 Things Attendees Expect  from Your Booth
	Slide 6: A GREAT Booth in 6 Words
	Slide 7: 1. Make Them Look!
	Slide 8: 2. Answer “What do you do?”
	Slide 9: 3. Answer “Why should I care?”
	Slide 10
	Slide 11: 5. Make it Easy to Enter!
	Slide 12: Submit  Questions  Now!
	Slide 13: Why Immersive Visitor Experiences?
	Slide 14: Two Types of Hands-on Experiences
	Slide 15: Physical Engagement
	Slide 16: Digital Engagement
	Slide 17: Your Booth Staff is CRITICAL  to Your Success!!!
	Slide 18: Booth Staff Best Practices
	Slide 19: Visitor Interaction Training Topics
	Slide 20: Visitor Interaction Training Topics
	Slide 21: Submit  Questions  Now!
	Slide 22

