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Face-to-Face Communication –
Key to Building and
Maintaining Relationships

In a survey conducted by the Harvard Business Review, 95% of its
subscribers that responded to the survey said face-to-face meetings are
key to successfully building and maintaining long-term relationships. The
survey results also revealed that 79% said in-person meetings are the most
effective way to meet new clients.
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ith the Hearth, Patio & Barbecue Expo 2012
in Atlanta just weeks away, these findings
should answer the question on why you
should attend. Not only are face-to-face meetings
the best way to do business, in Atlanta, attendees
and manufacturers are able to meet efficiently with
almost everyone with whom they do business. One
business trip translates into many meetings.
HPBExpo is the once-a-year opportunity to see
what’s coming out in the market – new products are
definitely the star attractions – but it’s also critical to
stay on top industry news and developments. This
is most important to anyone in the hearth industry.
HPBA Government Affairs will present updates on
EPA and DOE regulations, and the staff and expert
consultants will be available for questions and more
in-depth discussions.
Most companies are looking at travel expenses
as a way to cut costs while the economy improves,
but according to the Harvard survey, a majority of
the respondents (78%) said that maintaining current
business relationships is important in driving future
business growth. Bottom line for many, if they meet
less face-to-face, they generate less revenue.
It’s evident that many manufacturers in the
hearth and outdoor living industries believe that
rings true. As this magazine goes to print, the number
of exhibiting companies is up 14% compared to the
same time last year, and the number of companies
that are new to HPBExpo is up 100%. HPBExpo
promises new products for showrooms and new
vendors with whom to meet.
Exhibiting at trade shows also has a better return
on investment as far as identifying potentially new
customers. According the Center for Exhibition
Industry Research (CEIR), the average cost to
identify a potential customer at a trade show is $98,
however it costs $450 by other means. And, this
same research indicated that 63% of the sales and
marketing managers think exhibitions help in gaining
and retaining market share.

Watching (and waiting) for the economy to
improve is a little like watching paint dry. It’s taking
a long time, and longer than economists initially
thought, however retailers should be ready when
customers return to their stores anxious to spruce
up their indoor and outdoor living areas. HPBExpo
Education in Atlanta has many sessions to motivate,
educate and prepare retailers for this new business.
According to many manufacturers, the hot
product for outdoor areas is a firepit. And, of course,
a grill or smoker is the pillar of outdoor areas.
HPBExpo has two educations sessions on these
topics, “Bringing Fire to the Outdoor Room” and
“Successfully Selling Barbecue Grills.” Consumers
will want to see (and buy) the latest cool product at
their local specialty stores, so be ready to dazzle them
with new products on your show floor.
The indoor and outdoor exhibit areas are vast,
and you’ll find grills and firepits in every style, design
and size. Seeing the products in operation and
talking to the sales people is far more beneficial than
looking at a dull catalogue back home.
If you haven’t made your plans to attend the
HPBExpo in Atlanta, start the year off right and
do it soon. There are many reasons to attend, but
the primary one is to meet your business partners
face-to-face and plan to increase your profits in
2012. Exhibitor information, registration and travel
arrangements can be completed online at www.
hpbexpo.com. We look forward to welcoming you
to Expo.

