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CONTENTS

Introduction

1

\g

D

o

N_— b
Real Examples The Lead
\évahyttreea;\j/latters of What Great Capture Workflow
P Lead Capture That Works Every
More Than Ever k i
Looks Like Time
/N

SV .

S

Top 5 Questions

e .

What Not to Do:

Measuring ROI to Ask Your
and Proving Event Team Common Lead
Event Value Before a Show Capture Fails
\ y N J
e € @
Tools & Tech Bonus: Quick
That Make It Advanced Lead Reference: Your
Capture Lead Capture
Work . :
Strategies Checklist
- i

Conclusion




INTRODUCTION

Trade shows and events remain one of the most powerful
B2B lead generation channels.

81% of trade show attendees have buying authority and 92%
are looking for new products or services when they walk the
floor.

But here’s the catch:

After more than a decade helping companies capture
and convert event leads, I've seen the same mistake
over and over. Most teams walk away with stacks of
badge scans or spreadsheets, and very few sales-
ready opportunities.

The truth is, you're not actually capturing leads, you're
capturing contacts. A hame and an email aren’t enough
to start a meaningful sales conversation.

Without context, qualification, and next steps, those
contacts will sit in your CRM collecting digital dust.




We've all been there:

You invest in You have great You collect a ton
a big booth conversations of badge scans

Weeks later, your sales team says

“These leads aren’t going anywhere.”

The problem isn’t the event — it’s the lead capture process.

If your system is slow, disconnected, or overly generic, you're
leaving up to 70% of potential revenue on the show floor. For a
mid-sized B2B exhibitor, that can mean $50K-$200K in lost
sales per event.

This playbook is your step-by-step guide to fixing that, once
and for all, so every conversation turns into a qualified lead, and
every lead has a clear path to revenue.




NHY LEAD CAPTURE
MATTERS MORE THAN
EVER

Trade shows are expensive.

By the time you factor in booth space, sponsorships, travel,
lodging, shipping, and staff time, you're often looking at $50K-
$150K per event, probably more for large industry shows.

And yet, according to CEIR, only 35% of exhibitors have a formal
lead qualification process in place.

That'’s a big investment riding on a shaky process.

©

Without the right the right lead

lead capture strategy: capture strategy:

e Datais incomplete, » Every conversation
inaccurate, or scattered. becomes actionable and

e Key follow-up trackable.

opportunities get missed. » Sales follow-up happens
faster and is far more

e ROl is nearly impossible :
personalized.

to prove to leadership.

e You can measure event
ROl instantly and
accurately.
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I'll never forget a client who exhibited at one of the largest
construction industry events in North America. Over five days,
their team captured 3,000+ badge scans across multiple
locations, a huge number by any standard. But when we
reviewed the data after the show, there was almost no context.
The sales team had skipped filling in qualification fields, skipped
notes, and skipped marking any level of interest. On paper, they
had a mountain of “leads.” In reality, they just had a giant
contact list with no way to prioritize or personalize follow-up. By
the time they tried to make sense of it, weeks had passed,
interest had cooled, and the opportunity was gone.

O

PRO TIP

Think of lead capture as the spinal
cord of your event. It connects what
happens at the booth to your CRM,
your sales team, and ultimately your
revenue.




REAL EXANMPLES OF
WHAT GREAT LEAD
CAPTURE LOOKS LIKE

The Real_-l-ime A global telecom brand implemented

real-time qualification forms at a

Goldmine major industry expo.
O
o o2 wer
the r(ied dlrecuy e

Every lead was rep; .ght Sales ‘
scored instantly th s S Inbox — While

based on interest, vent was gy lowed
buying stage, and Ppening, Sales 10

up within hours:

roduct fit.
i not weeks-

Their post-show close rate doubled
compared to the previous year, and

the average deal size grew by 18%.




Real Examples of What Great Lead Capture Looks Like

The Sponsor’s
Dream

They captured not just
‘ booth visitors, but also

exactly which sessions
each contact attended.

Sponsors received
‘ segmented, highly qualified
lists within 48 hours.

The No More
Lost Leads Play

‘ Leads were instantly
synced to their CRM.

‘ No post-event “data
cleanup” was needed.

A SaaS company sponsoring a niche
trade show used custom surveys tied
to session scans.

Sponsors renewed for
the next three years —

with 30% bigger budgets
— because they could
prove ROI to their own
leadership teams.

Instead of renting clunky badge
scanners from the event organizer, a
medical device company used their
own Leadature-powered capture app
on tablets and phones.

100% usable data, zero

lost leads, and sales
cycles shortened by 25%.




Real Examples of What Great Lead Capture Looks Like

The Pattern

Whether it’s a global telecom, a SaaS sponsor, or a
medical device company, the wins all come down
to three things — speed, context, and control.

T'he faster your sales team follows up, the
higher your conversion rate. Leads decay fast
— up to 40% go cold within the first week.

and session

Notes, qualifice 0 tacts into actionable

insights turn random con
leads.

Owning your capture process means you
decide when, how, and where that data flows
— not the event organizer.

Control

%

Rented scanners can trap your data in an

organizer’s portal for days or even weeks. Using
your own capture system keeps you in control,
PRO TIP speeds follow-up, and ensures you never miss a

window of interest.



THE LEAD CAPTURE
WORKFLOW THAT
MORKS EVERY TIME

You can adapt this framework for any trade show,
conference, or field event — the core principles
stay the same.

a Pre-Event Define your qualification criteria — what

makes a lead “sales-ready” for your team?

Build your capture form with required fields
and logical flows to guide conversations.

Sync your capture tool with your CRM so every
record flows instantly into the right pipeline.

€@ Atthe Booth

Greet e Qualify e Capture Q Tag the lead type

(prospect, partner, press, etc.)

Add quick notes to capture key details from the conversation.

Trigger instant follow-up content like PDFs, meeting
invites, or demo links right from the booth.



The Lead Capture Workflow That Works Every Time
|
|
|
|

e Post-Event Review lead quality & engagement scores
to prioritize outreach.

Distribute leads to sales within 24 hours
— not “when someone gets around to it.”

Run your ROI report and share with
stakeholders so they see the value of the
investment.

First Name Last Name
Josh Hess
Company
ABC Company
Email

josh@gmail.com

Sample Lead Phone (optional)
Capture Form e

(B2B Example)

Status

Hot Warm Cold Just Looking

Product Interest

Lead Capture Event Technology
Next Steps
Demo Meeting Send Pricing

Notes

Interested in learning more about...



Chapter 3 The Lead Capture Workflow That Works Every Time

Bad Wi-Fi:
Untrained Your tool must work
booth staff offline or risk losing

data during peak

Even the best tech fails hours.
if your team doesn'’t

know how to use it

confidently.

Overly long
forms \
Data trapped in Every extra required
vendor portals field can cut completion

" rates by up to 20%.
Waiting days or weeks

for access can mean
missed opportunities.

Keep forms short but qualifying. Every extra field
@ increases friction, so capture only what your sales team

truly needs to move the deal forward. Use advanced logic
on each form to guide the conversation in real time, what

PROTIP e call guided conversations, so every question adapts
based on the lead’s responses.

LEADATURE 10
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MEASURING ROIL
AND PROVING
EVENT VALUE

Even the most impressive booth and busiest show
floor don't mean much if you can’t prove the return.
Leadership needs numbers, not just anecdotes.

Here's how to lock down your event ROI:

Calculate Your
Total Investment

Track Actual
Lead Quality

Connect to Sales
Outcomes

Add up booth fees, sponsorships,
travel, lodging, shipping,
materials, and staff costs.

Use your lead capture tool’s
scoring or tagging to break
down hot, warm, and cold
leads. Quality > quantity.

Match event leads to closed
deals in your CRM. This is
where having synced, clean
data pays off.



°
o

Leads contacted within 24

Measure Speed hours are up to 7x more likely
to Follow-Up to convert compared to those

Calculate

contacted a week later.

Revenue from Event Leads —
Event Cost + Event Cost x

Revenue ROI

O

PRO TIP

100 = ROI %

A SaaS exhibitor invested $85K in a major
industry event. Their Leadature workflow
produced 650 qualified leads, 120 of which
converted within 90 days, generating
$410K in new business.

ROI: (410,000 - 85,000) +
85,000 x 100 = 382%

Don't wait for quarterly reports. Build an event ROI
dashboard that updates in real time, so you can
show leadership exactly how the event is
performing before you even leave the show floor.



TOP 5 QUESTIONS TO
ASK YOUR EVENT
TEAM BEFORE A SHOll

Before you ship a single crate or print a single badge,
get your team aligned on these five questions. Skipping
them is how good events turn into wasted budgets.

If you don’t define this, your
sales team will, and their
definition may not match yours.
Be crystal clear on what makes
a lead sales-ready.

What's our definition

of a “qualified” lead?

Decide who is responsible for
setup, testing, and managing day-
to-day booth capture. Lack of
ownership is one of the top three
reasons leads get lost.

How will we capture
leads, and who owns

the process?

If the answer is more than 24

How fast can we get hours, you're too slow. Follow-
leads into our CRM? up delays can slash conversion
rates by up to 40%.

LEADATURE



Top 5 Questions to Ask Your Event Team Before a Show

Follow-up speed is critical. Have
et e S S email templates, call scripts, and

follow-up plan? meeting booking links ready
before the show even starts.

Decide now how you'll measure :
event ROI: number of qualified How will we measure

leads, meetings booked, revenue success?
influence, or a mix of all three.

Assign a Lead Capture Captain for each event.
One person whose sole mission is to make sure
the process is followed, the data is clean, and
PRO TIP nothing falls through the cracks.



WHAT NOT TO DO:
CONIMON LEAD
CAPTURE FAILS

Avoid these pitfalls if you want your event leads to
actually convert:

They’re just names, no context, no
qualification. Without notes or scoring,
they’re nothing more than a contact list.

Relying solely on
badge scans

Details fade fast. Within a week, you'll
forget who was serious and who was just
grabbing swag. Follow-up speed can boost
conversion rates by up to 7x.

Waiting until after the
event to sort your
leads



Speed matters at a busy booth. Every
unnecessary field or step can slow
conversations and cut your total captured
leads by 20% or more.

Making every

e interaction equal
filling out a long form

° Letting sales wait a Leads go cold fast — 72 hours is the
week to follow up danger zone where interest drops sharply.

If you can't prove the value of your
e Ignoring ROI tracking events, budgets will shrink, or
disappear entirely.

S—
The fastest way to lose leads is to treat them all
the same. Segment and prioritize so your hottest
PRO TIP opportunities get attention first.



TOOLS & TECH THAT
MAKE IT WORK

A great lead capture strategy fails without the right
tools to back it up. Your toolkit should include:

A flexible lead Custom qualification Custom Excel reports
capture app that forms with advanced and CRM integration
works on any device, logic to guide for instant, structured
online or offline. conversations. data flow.

Session and booth Instant follow-up ROI dashboards so

scan tracking to automation for email, you can measure

connect activity to collateral, and performance in real

interest. meeting invites. time.

Native Example — with Leadature’s platform, event teams can:

@ Scan badges, QR codes, or business cards in seconds.

Qualify leads with smart, guided forms that adapt
based on responses.

Trigger instant follow-ups directly from the booth.

Sync clean, structured data to their CRM instantly —
no cleanup required.




Tools & Tech That Make It Work

Minimum Viable Tech Stack
(If You're Piecing It Together)

If you can’t invest in a A badge scanning
full platform yet, you'll tool (that works
still need at least: offline)

A simple form builder A manual export/
for qualification import process to get
questions data into your CRM
A basic email A spreadsheet
automation tool for or Bl tool for ROI
follow-up tracking

Running five separate tools means
The five logins, five potential failure points,
problem? and more time spent stitching

systems together than selling.

With Leadature, all of that lives in one platform, so you can
capture, qualify, follow up, and prove ROI without the tech
headache.



ADVANCED
LEAD CAPTURE
STRATEGIES

Once you've nailed the basics, these strategies can take
your event ROI to the next level.

Lead Scoring at the Booth

Assign scores in real time based on:

Hot leads can be

Job title , ELvIng routed instantly to
timeframe
sales for same-day
follow-up, while warm
and cold leads enter
the right nurture
Engagement Budget track
level indication

Triggering Content

in Real Time
Immediate relevance
Example: keeps the conversation
If someone is interested in alive and positions
Product A, instantly email them your brand as
a case study before they leave responsive and helpful.

your booth.




Advanced Lead Capture Strategies

Session Tracking
for Context

Context builds trust,
and personalization

Tie session attendance to the
lead record to personalize

can increase email
follow-up:

open rates by 26% or
“I saw you attended our Al more.

session — here’s the
whitepaper we referenced.”

Multi-Touch Follow-Up Journeys
Map out a 3-touch post-event sequence:

Thank you + relevant resource

Multiple touchpoints

keep you top of mind
Case study or demo invite

and improve
conversion odds
compared to one-
and-done follow-ups.

Direct sales outreach

The event is just the beginning. The real win is
owning the lead journey after the show, and

PRO TIP making sure every touchpoint feels intentional.



Chapter 9

QUICK REFERENCE:
YOUR LEAD CAPTURE

CHECKLIST

=

Before
the Show:

ORGRGRGRS

~

Define your qualified lead criteria.
Build and test your capture form.
Sync your tool with your CRM.

Train booth staff on the process.

Assign a Lead Capture Captain.

o
/

During
the Show:

©©

© ©

/
\
Capture and qualify every lead.

Add notes for context — even for
“cold” leads.

Trigger instant follow-ups from
the booth.

Monitor lead quality in real time.

J

LEADATURE

DY ©

Deliver leads to sales within 24
hours.

Run ROI reports and share results.

Optimize your process for the next
event.

21



CONCLUSION

You spend too much on trade shows to let your leads vanish
into badge scanner purgatory.

With the right system, every handshake becomes a sales
opportunity — and every opportunity has a clear path to
revenue.

The companies that win aren’t the ones with the biggest
booths. They're the ones with the cleanest, fastest, and most
actionable lead capture process. They know how to turn
contacts into qualified leads, leads into conversations, and
conversations into deals.

If you want to skip the trial-and-e

N eXt Ste p start capturing leads the smart wa

how Leadature helps event teams:

Capture and qualify leads Sync instantly to your
in real time with guided CRM — no data cleanup
conversation forms. required.

Trigger immediate follow- Prove ROI faster with
ups before attendees real-time dashboards and
leave the booth. reporting.

and make sure the next event you invest in
is the one that actually pays off.


https://www.leadature.com/contact-us

