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TIPS TO MAXIMIZE YOUR SBM 2026 ROI 
 

At a conference, it’s up to you and your team to ensure your exhibit booth stands out and attendees feel 

encouraged to learn about your services and programs. Your organization can have a valuable product but if 

you don’t have ample opportunities to discuss it, your investment will not be maximized.  

 

Here are nine strategic ways to improve your exhibiting experience and create a favorable impression.  

 

1. Determine Your Booth Goals  

Setting a goal and knowing what your organization wants to achieve with your booth presence is vital 

to maximizing your exhibiting experience. Everything that you do pre-show, during the show, and 

post-show should center on your booth goals.   

A few goals for companies that exhibit at conferences include:  

• Boosting brand awareness  

• Generate sales leads  

• Strengthen existing client relationships  

• Build new relationships  

2. Show Attendees How You Can Help Them 

At conferences, creating a strong first impression is crucial. From the design and structure of your 

booth to engaging staff and interactive displays, every detail has a role in alluring potential 

customers or partners. Some attendees may not know who you are and the programs or services 

you offer. That’s why it is important to take the time to plan your exhibit booth layout, graphics, 

and handouts. They should clearly illustrate your programs and/or services and consistently 

communicate your unique selling points. 

3. Prepare Your Staff 

Don’t forget to plan ahead and prepare the team. Your staff should be approachable, friendly, and 

energetic. It’s important to step out into the aisle and gently engage with passersby—if you remain seated 

in your booth, attendees won’t feel encouraged to step inside and initiate a conversation.   

 

Before the conference, make sure your staff prepares a unique elevator pitch, practices answering 

potential questions, and remembers that attendees should not be approached aggressively.  

 

When you’re onsite, ask open-ended questions like: What are you hoping to get out of the 

conference? Are you familiar with our service/product/programs? If you can learn about what 

they need, you can highlight specific benefits and explain how it can be a solution for their 

challenges.   
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Be sure to staff your booth during all poster/exhibit hall hours so you don’t miss opportunities to 

meet with potential customers or other attendees you’re hoping to connect with.  

 

4. Create Positive Experiences 
 

If you want to attract visitors, your booth should clearly express your brand and create a 

memorable experience. Use promotions—whether through interactive activities, entertainment, or 

giveaways—to draw attendees in. Bring jumbo games, cornhole/bag toss, or putt putt mini golf! 

They will engage with you longer and remember you after the conference ends. Giveaways that 

are relevant to the conference audience are another branding opportunity to capitalize on.  

 

Enticing attendees through interactive games, product demos, and touchscreen technology can 

increase booth traffic, create deeper opportunities for booth staff to converse with visitors, and 

drive more leads and sales.  

 

Branded SWAG Attendees Actually Want / Need 
 

• Flavored Chapstick 

• Band-Aids / mini first-aid kit 

• Cloths to clean your glasses 

• Portable phone chargers / power banks 

• Reusable straws  

 

** Giveaways and product samples approved by SBM may be distributed from your exhibit booth. 

Requests for items other than product samples or educational materials must be submitted to 

SBM with a sample by March 6, 2026. 

 

5. Stand Out Without Flashy Gimmicks or High-Pressure Pitches 
 

If you are someone who would rather skip the flashy gimmicks or high-pressure pitches and jump 

straight to the genuine relationship building with attendees, this tip is for you! It can be easy for 

exhibit tables to blur together, so here’s how you can stand out: 

 

Creative Engagement Tactics 
 

• Create a “what matters to you?” or “good news” trifold board that people can add sticky 

notes to. Or better yet, have them write on the back of their business cards so you get their 

contact information for after the event. 
 

• Bring a large map for people to put pins in to mark where they are from. Great way to lead 

to a “where are you from?” introductory conversation.  
 

• Use a digital tool like Mentimeter for a digital display of a survey item. 
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• Schedule a networking or virtual workshop for after the conference. If people register at the 

booth, provide them with a coffee mug or a bag of coffee-tea they can use while attending 

the virtual workshop.  
 

• Games with conversation starters (tablet jeopardy/trivia); a spinner or fishbowl with 

prompts to draw out of. After the conversation, attendee gets SWAG with your logo (see 

SWAG attendees actually want in tip #4). 
 

• Have a branded puzzle, “guess in 10” game, or a craft project for attendees to work on 
 

• For every meeting scheduled, donate x amount of dollars to a nonprofit of your choice. For 

example, donating $500 to Make-A-Wish Illinois and then featuring the wish you’re 

fundraising in honor of with the goal of raising enough to grant a wish. 
 

• Food will always attract attendees to your booth. Invest in some catering from the hotel! 

Connect with SBM Sr. Meetings Manager, Sam Wilson, for more information.   

 

6. Amplify Your Presence Via Social Media 
 

SBM has created an Exhibitor Marketing Toolkit to help you amplify your presence before and 

during the conference. We encourage you to use the tools enclosed to help promote your 

#SBM2026 participation. Be sure to tag SBM and include the hashtag #SBM2026 so the SBM team 

can engage with your posts. 

 

7. Invest in an SBM Sponsorship, Advertisement, or Exhibit Happy Hour 

 

If you want to increase your company’s brand visibility and maximize ROI beyond your booth, 

we strongly recommend investing in a high-impact SBM 2026 Sponsorship Opportunity. SBM has 

a variety of sponsorships which provide digital and in-person exposure to our community. Have 

other ideas? Contact Eli Gonzalez-Rehorst, Development Manager.  
 

Sponsorships We Recommend:  

• Networking Sessions 

• Stride for Science Run/Walk 

• SWAG (e.g. attendee badges, coffee sleeves, notebooks) 

• Pre-Annual Meeting Email Blast  

• Exhibitor Happy Hour (Friday, April 25 from 5-6 p.m.) 

 

8. Make Connections Outside of the Exhibit Hall 
 

If you have a full conference registration, you are welcome to attend Annual Meeting sessions 

outside of the dedicated poster/exhibit hall hours. This is a great way to get to know conference 

attendees and learn about their work and needs. A short conversation during a networking 

session can lead to an invitation to visit your exhibit booth as well! You can also scan their 

“business card” through the Booth Wallet lead retrieval system in the SBM mobile app.  

 

mailto:swilson@sbm.org
https://www.sbm.org/events/annual-meeting/sponsorship/exhibitor-marketing-toolkit
https://www.sbm.org/UserFiles/SBM26SupportProspectusApplication.pdf
https://www.sbm.org/UserFiles/SBM26SupportProspectusApplication.pdf
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Search the mobile app for sessions related to your products, services, and programs, who 

you are looking to connect with, or consider attending the ones we recommend:  

• First-Time Attendee Meet & Greet 

• Stride for Science Run/Walk (registration required) 

• Synergy Summit: Connecting Science with Solutions (fee required) 

• Industry Speed Networking Session 

 

**Please be aware that the exhibitor agreement strictly prohibits exhibitor staff from engaging in 

sales activities during an SBM sanctioned educational session or networking event.  

 

9. Execute Your Follow-Up Plan 

Plan how you’re going to follow up after SBM 2026. You’re encouraged to use the lead retrieval 

system (“Booth Wallet”) to capture your booth attendees. See page 9 for more details. Be sure to add 

extra notes about each visitor as this additional information is very valuable. Things like, 

‘interested in X and Y product’ or ‘wants pricing’ or ‘urgent lead, follow up with a call 

immediately’ can really help your sales team. They will know what you promised to execute a 

detailed and effective follow-up. It will also make a good impression on your prospects if you 

remember their needs and don’t have to answer the same questions again. 

 

It’s good to set up a standard follow-up email to thank all attendees for visiting your booth. Make 

sure all are contacted soon after the show. They may need your products or services in the future 

or know someone else who does, so it’s important that you engage with every lead. 

 

Careful planning, clear communication, and immediate follow-up are key to increasing your 

return on investment and maximizing your exhibiting experience. 
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Social Media Marketing 
 

Build buzz and optimize your conference experience with our SBM 2026 exhibitor marketing toolkit. With 

these images, samples, and tips you can effortlessly spread the word about your participation to customers 

and professional networks—both before and throughout the event in Chicago. The earlier you start, the more 

successful you’ll be at driving your target audience to your booth.  The SBM 2026 Annual Meeting dates are 

Wednesday, April 22 - Saturday, April 25.  

 

Let’s Connect! 
 

All exhibitors and exhibiting companies should follow SBM on LinkedIn, Facebook, Instagram, and X to stay 

up-to date on all conference announcements and promotional posts.  

 

Post and Share 
 

Help your marketing efforts go further with these simple tips. 

 

• Include the conference hashtag #SBM2026 in all social media posts to boost your company’s visibility to 

a wider audience. Include your booth number, specific details, and link to your exhibitor webpage or 

www.sbm.org/events/annual-meeting. 

• Like, share, and comment on posts from SBM, conference speakers, and your fellow exhibitors and 

sponsors who will be participating in the conference. Greater engagement leads to more visibility for 

all. SBM will tag organizations in their promotional posts so your marketing team will receive a 

notification to amplify on your channels. 

• Post your presence before, during, and after the conference. It’s advised to post from the organization’s 

account and from the staff members who will be onsite in Chicago. Personal posts which talk about the 

experience are more relatable. 

• Use the social media graphics and copy below or create your own. You are welcome to make edits to 

the copy to reflect your organization’s brand voice. 

 

Social Media Images 
 

To download the graphics, click on each of the links below. The images are appropriately sized for posting on 

LinkedIn, Facebook, Instagram, and X.  

 

LinkedIn 
 

Facebook 
 

Instagram  
 

Twitter / X 
 

 

https://www.linkedin.com/company/societyofbehavioralmedicine/
https://www.facebook.com/SocietyOfBehavioralMedicine
https://www.instagram.com/behavioralmedicine/
https://x.com/BehavioralMed
http://www.sbm.org/events/annual-meeting
https://drive.google.com/drive/folders/1lvoqslDakX_Fecnp8367XvBJHqAKFwN_?usp=drive_link
https://drive.google.com/drive/folders/1nRVdJ1VgQquPdJcOOsTeKfS7xypehU_R?usp=drive_link
https://drive.google.com/drive/folders/1d1Z05s5TjTsXEz6RJYSTDBAnoRdnssty?usp=drive_link
https://drive.google.com/drive/folders/1v6nD37HU0aVstIaEaDXi0DNhIhokLNbe?usp=drive_link
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Social Media Copy 
 

To help get started, here are a few posts you can copy, modify, and paste: 

 

• We’re thrilled to be exhibiting at #SBM2026!  Join us April 22-25 in Chicago. Connect with us at our 

booth! Register: sbm.org/events/annual-meeting 

• Excited to showcase [product or service] at #SBM2026! Stop by Booth [insert booth number] to learn 

more. Join us in Chicago: sbm.org/events/annual-meeting 

• Connect with us at #SBM2026! Meet our team and see what we have to offer. Visit us at Booth [insert 

booth number] – we’re excited to meet you! Let’s talk in Chicago!  

• Chicago, here we come! We’ll be exhibiting at #SBM2026 on April 22-25 — stop by Booth [insert booth 

number] and say hello. 

Email Signature 

Have your team and exhibit staff add these SBM email signature graphics to their email profiles.  

Download Email Signature Graphics Here 

Personalized Email Invitation 

Subject: Join us at the 2026 SBM Annual Meeting! 

Dear [Colleague’s Name],  

We’re proud to be exhibiting at the 2026 SBM Annual Meeting, happening April 22-25 in Chicago! This 

event brings together national and international leaders from academia, government, nonprofit organizations, 

and industry for unmatched education, scientific exchange and networking with the scientists driving the field. 

As an exhibitor, we’re excited to [highlight what your company offers—ex: products, discounts, etc.] and 

connect with industry leaders. Will you be there?  

Learn more and register here: sbm.org/events/annual-meeting 

See you in Chicago! 

Best,  

[Your Company Name]  

 

 

 

 

 

 

 

 

 

http://www.sbm.org/events/annual-meeting
http://www.sbm.org/events/annual-meeting
https://drive.google.com/drive/folders/1J5vm_wvvU-YelFx8koIv6uLWLh7deVEq?usp=sharing
http://www.sbm.org/events/annual-meeting
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SBM HUB – MOBILE APP 
 

Please download the SBM Hub mobile app (available in Apple Store and Google Play). You must use 

your SBM website credentials to log into the mobile app. If you have not set up a username or 

password on the SBM website yet, please do so here.  

 

Exhibitor Listing Includes:  
• Company logo 

• Company name and description  

• Booth location  

• Company website 

• Contact name, title, phone, and email 

• Contact city and state 

 

To update your exhibitor information in the SBM Hub, please contact Eli Gonzalez-Rehorst at 

egonzalez-rehorst@sbm.org.  

 

Attendee Directory:  

• A full list of attendees is available on the mobile app 

• Notes field and email address may be included in profile 

• May sort alphabetically or by “favorites” that you’ve earmarked  
 

LEAD RETRIEVAL VIA SBM HUB 
 

The Business Card 
• All registered SBM attendees have a virtual “business card” in the mobile app, which includes 

a unique QR code. This QR code will also be printed on their Annual Meeting badge.  

• You can scan the attendee’s business card by navigating to your business card in the mobile 

app and clicking “Scan QR Code”.  

• In the Business Card tab, you will have the option to toggle between “My Card” and “My 

Wallet”.  

• All scanned business cards will be stored in “My Wallet.” 

 

The Booth Wallet feature allows you to:  

• Access a communal repository of all scanned leads 

• Add detailed notes to each prospect interaction  

• Evaluate lead quality using an intuitive 5-star rating system 

• Export one or more scanned leads 

 

 

 

 

https://sbm.execinc.com/edibo/Login/Default/call
mailto:egonzalez-rehorst@sbm.org
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