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Before the show During the show After the show
Attract the right visitors |dentify the most valuable leads Turn conversations into follow-up
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“Because we qualified visitors at the stand, we knew exactly

Potential Pipeline Value 19 Qualified Leads who needed to be called first after the fair. It gave us a

2,4

~ Approx. €2,4 million* 19 leads with intent to purchase within 2 years : focused list to follow up.”

*Based on the average project value of a storage solution.
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