
5 powerful ways to use 
post-event data

(and one to avoid!)

Typical post-event data categories

Essential prep steps for data-rich events 

And the one 
to avoid…?

Marketing Exhibitor 
Lists 

Stand 
Leads 

Website 
Visitors

Social 
Listening 

Clean and qualify

Bad data, wrong delegates. If you 
market to data pre-event, use 
telemarketing to qualify and 

confirm a�ending decision-makers. 

Knowledge is power! Tag as much info 
to CRM records as possible. This way, 

you can use filters and automated 
workflows later. 

Organise data based on the actions 
people take. Use automation to tag 

data or send records to lists or email 
workflows with full history.  

Define what makes a hot, warm, and cold lead. 
Your tagging strategy and custom behaviour 

events will help you pull out this data. 

Arm your stand with reliable (tested!) data 
capture devices, mechanisms and cloud 
storage to record every lead and insight. 

CRM tagging Custom behavioural events 

Priority matrix Cloud data capture 

What to do with data a�er an event

1
Set your sights online 
Website visitor tracking so�ware 
helps build a complete picture. 
Import data and see who of your 
stand visitors or email audience has 
checked you out. Tailor your 
follow-up to the content they’ve 
read and evaluate how your event 
presence was received. 

Check in on intentions 

Verify stand leads within a few days 
of show close. Your telemarketing 
team (outsourced or internal) can 
confirm whether on-stand 
conversations still hold strong and 
clarify the leads that require 
immediate senior sales a�ention. 

The mass “sorry we missed you” email

Unless we’re talking no-show bookings (in which case, 
a call is more appropriate), think carefully about mass 
emailing post-event. Are there be�er ways to add 
value and extend engagement – such as segmented 
content marketing?

Create inspired content 
Keep the value coming to maintain 
momentum with your hard-won 
engagement data. Create content 
that intersects audience motivators 
or pains and your own o�ering. 
Look to your captured data and 
social listening (event hashtags, 
groups, feeds etc) for insight. 

Start a warming queue 
Maintain momentum and keep 
opportunities open with a 
telemarketing warming queue. Use 
CRM scheduling to prompt calls at 
key moments informed by data 
capture. I.e., contract end dates, 
budget renewals or project 
planning. 

To automate, or conversate? 

Use your priority matrix to segment 
and categorise follow up tactics and 
use resource smarter. For example, 
email automation for marketing 
engagers and stand visitors with no 
immediate need, calls to website 
content downloads and hot stand 
conversations. 
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Intent mapping tools reveal how 
your audience’s thought process 
has developed and if they’re 
ready to spend. Import your data, 
cross-reference with stand 
conversations, and tweak your 
follow-up priorities if necessary! 

We’ve been helping businesses to set event appointments, nurture leads and deliver event ROI 
for more than twenty years. We’d love to talk to you about how we can help your business too.

Get in touch at bollingreen.com or call 01625 626209


