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Question: My firm is going to exhibit at some trade shows this fall and we will also attend some recruiting fairs. We have never purchased any “logo” promotional items before but we have been told we need to do this to attract people to visit our booth. What do you recommend?

Answer: This is an interesting question because there is no real “right” or “wrong” answer to it. What I can offer is my opinion and a brief overview of some of the responses I received when I asked colleagues across the country what they are doing in this area.
Logo items, whether distributed at a trade show or in more general usage, such as gifts or employee incentives, are an effective way of building recognition for your firm’s brand. This is especially true for a generation that has been raised on the Internet and is most comfortable in a visual or graphic world. Your logo is a graphic depiction of your firm and all that it stands for in an easily recognizable format. Using the firm’s logo on promotional items can help increase your name recognition and reputation when used with a well defined target audience.  

The three things to consider before purchasing these give-away items are: 

· What is the purpose of using the logo, i.e., what do you hope to accomplish? 
· Will the items selected reflect well on your firm?

· Is it cost effective?  

When purchasing logo items, it is important to select those that will enhance your firm’s professional image. If your name is going to appear on an item you need to be comfortable that it reflects well on the firm. All too often I have heard someone say, “We had a very successful presence at a trade show – and everyone loved our give-aways!” However, the more important question is – did they learn anything about the firm, did they leave with a good impression, and did the give-away item that was so well received provide you with the chance to draw further interest to your firm?  In other words, did you have goals for the show and did the give-away items help you meet those goals? There are so many choices, you just need to be prudent about the purpose of the item and align your goals with your choice. There is a wide range of appropriate items and the more useful the item, the more likely it is to be appreciated. The more frequently it is used, the greater the impact. 
Additionally, you should consider the varying reasons for using logo items, each having a different purpose and a different cost associated with them. 
Let’s begin with gifts for clients or centers of influence. There are many corporate-style gifts that you can purchase to if you would like to acknowledge the holiday season, your firm’s anniversary, a referral source or even say thank you to an existing or new client. You can also give these same gifts to new hires in your office to make them feel welcome and appreciated. The list of ideas is endless, and can include leather bound portfolios, business card cases, luxury pens, crystal and Lucite items, or even refillable desk holders with pads of paper or post-it notes.   The most important question for your firm is not what to buy, but what is your goal in making the purchase. If you want to say thank you, whether internally or externally, logo items are an excellent way to accomplish your goal. 
Many firms use logo items to help strengthen their culture and raise staff pride. These items tend to be cups, caps, shirts, bags and jackets – anything that gives the employee a good feeling about being a valuable part of a team.
Next is the trade show give-away. If you are going to be exhibiting at a conference or program where thousands of people are going to be passing by your booth, you probably do not want to invest heavily in each item. You can order something inexpensive for mass consumption. At the same time, if you have the pre-attendance list, you may carefully select some key prospects and invite them - in advance - to stop by your booth during the conference to pick up their complimentary gift. In this case you may want to order a second item that is more meaningful (and a little more expensive) to give to those who specifically respond to your letter. To manage this process, the letter should include a reminder to bring it along when collect their gift. Because this is a targeted audience it is worth your additional investment. The lure of the gift may draw some of the companies on your list to stop by, giving you the chance to begin a dialogue with them that may evolve into an opportunity in the future.
Lastly, there are the items that are specifically used as recruiting tools. Everyone who attends career fairs or campus programs knows that the college students really enjoy the “toys” you bring along. Whether these are caps, Frisbee style saucers, yo-yos, sponge sports balls, or stress relievers in various shapes, they will gladly scoop them up. In doing so, you will have an opportunity to strike up a conversation, perhaps collect a resume, or make sure you maintain top of mind awareness.   

Promotional items are amongst the most popular and inexpensive tools for branding a firm.  As your question indicates, they are particularly valuable at trade shows where you are doing all you can to create traffic at your booth, distinguish your firm from the other vendors, and send each participant home with a reminder of your firm in the form of something that will get frequent exposure, such as a pen, umbrella, or even printed mug. 

If anyone has ever used a particularly popular give-away item, please let us know so we can share your ideas with our readers! 
