
uild it and they
will  come’ does
not  apply to trade

show exhibits. Right now
is the time to promote
your company’s booth at
NPE 2006. For starters, let
the whole plastics world
know that you will be
part of the year’s biggest
industry event. Better yet—
make sure that prospec-
tive visitors are aware of
the products and services
your company offers. Best
of all—actually interact
online with those visitors
well before the show. SPI
offers resources to help
reach all of these goals.
The list starts with the
most obvious:

● Use the NPE Logo—
Everywhere, including
ads, emails, and other
communications, plus
your company letterhead
and website. The logo
can be downloaded from
www.npe.org/pr. Click on
“Promotion,” then “Down-
loads.” Logos are also
available as stickers, a
supply of which has been
sent to each exhibitor. 

● Tell Your Full Story
on the NPE Website. The
powerful exhibitor search
functions at www.npe.org
enable prospective NPE
2006 attendees to learn
a great deal about your
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company long before
they arrive at the show—
but only if the information
is there to start with. Visit
www.npe.org/selfupdate
(you’ll need your exhibitor
username and password)
to see your company’s
portal. There you can input
contact information, a
descriptive text, your logo,
links to your website and
email address, languages
spoken at your booth,
your company’s export
interests, and considerable
detail about the products
and services that you offer.

● Interact Online with
Customers and Prospects.
SPI’s new myNPE™ online
network magnifies the
value of your exhibitor

self-update by matching
your information with the
interests of registered
visitors. Each registrant
can obtain a personal
portal on the NPE 2006
website by going to
www.npe.org/mynpe and
providing information on
the products he or she is
interested in discovering
at NPE 2006. The myNPE
software provides the reg-
istrant with links to the
NPE website portals of
exhibitors that match his
interests based on infor-
mation in the self-updates.
Not only can the registrant
add your company to his
personal show planner
but also he or she can ini-
tiate 

SPI Offers
Many Tools
to Promote
Your Booth
at NPE
2006
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NPE 2006 in the News

NPE 2006 NEW PRODUCT 
SHOWCASE: In response 

to the last issue of this 
newsletter, 160 

exhibitors submitted 
new-product press 
releases and digital

photos for a CD 
(label shown here) 

previewing the 
show. SPI has 

distributed the CD 
to 360 editors 

worldwide, plus the 
100 U.S. Commercial 

Service representatives 
at embassies and consulates 

around the world who are 
helping to promote NPE 2006.

Continued on Page 2
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NPE
Innovations

Largest Education
Program: Events
for Every Visitor
SPI has announced the
largest educational
program ever mount-
ed at an NPE, with 
120 conference 
presentations and
seminars, 72 of which
will be free of charge
to registered NPE 
2006 attendees. The
range of topics is also
unprecedented, as seen
from the overview at
www.npe.org/education.
Events include confer-
ence sessions, break-
fast briefings and
keynote speeches, 
and professional train-
ing seminars. Among
many new features
are self-contained 
conferences within 
the overall program,
including ones on
moldmaking, elas-
tomers, and develop-
ments in Latin American
plastics—the last con-
ducted entirely in
Spanish. The last day,
Friday, will feature a
"Student Summit" 
for high school and
college students.

elec-
tronic communication
with the chief contact at
your company. By mutual
consent, you can exchange
information with the visi-
tor, set an appointment at
the show, or even start
business negotiations.

● Drive Qualified
Leads to Your Booth.
Adding still more value to
myNPE is another new
system provided by SPI:
SmartBooth™. This is an
automated lead-genera-
tion service that searches
for myNPE registrants
whose profiles best match
a target profile provided
by participating exhibitors.
Requiring payment of a
fee by these exhibitors,
SmartBooth provides reg-
ularly updated listings of
key leads, withholding
individual identities but
reporting how many reg-
istered attendees meet an
exhibitor’s criteria, how
many have viewed the
company’s products and
information, and how
many plan to visit its
booth. The exhibitor can
use the system to send a
custom meeting invita-
tion to the most highly
qualified leads. Post-
show, SmartBooth ana-
lyzes the leads received
by exhibitors, tells them
how well they fit their
targeted criteria, and

identifies leads that they
missed but can acquire
after the event. More
information is available at
www.npe.org/smartbooth.

● Invite Your Best
Customers or Prospects.
Two types of invitations
are available: 1) Printed
tickets of invitation (TOIs).
These have been shipped
to exhibitors and can be
mailed to customers and
prospects. Included are
TOIs that provide compli-
mentary pre-registration
by mail and others pro-
viding discounts of $30. 
2) Online TOIs. You can
make unlimited use of
these digital invitations,
which enable recipients
to register online for
only $30 instead of the

standard $60. The invita-
tion is customized with
your company’s name
and booth number. Visit
your company’s portal
on the NPE 2006 web-
s i t e  ( a c c e s s e d  v i a
www.npe.org/selfupdate),
click on the Online Guest
Invitation tab, and you will
find a weblink to the invi-
tation that you can paste
into any of your electronic
communications.

● Keep Promoting
Your Booth Even On-
Site. The drive to build
booth traffic needn’t end
with the start of the
show. SPI has developed
an Exhibitor Sponsorship
Program that can help
you stand out from the
crowd at the show. For a
fee, an exhibitor can have
its message displayed on
media including the pens
used by registering visi-
tors, the Expocard pro-
vided to each registrant
at the show, tickets for
Chicago’s Metra trains,
and advertisements at
McCormick Place and on
the shuttle buses between
Chicago hotels and the
show. These opportunities
are limited in number and
are obtainable on a first-
come-first-served basis. For
more information, visit
www.npe.org/forexhibitors,
click on “Promotion,”
then “Sponsorships.”    ●

INVITE CUSTOMERS AND PROSPECTS
to register online for NPE 2006 at a
discounted rate by sending them a
link to this ticket of invitation cus-
tomized for your company.
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