ShowSync - Al-Powered Tradeshow Lead Capture and Follow-Up

Use Case for RSPA Members: Improving event lead capture and follow-up efficiency with
Al

Purpose of This Resource

This document is part of the RSPA Al Resource Hub and is intended to help VARs, ISVs, POS
companies, and merchant services providers understand:

e The pitfalls of traditional trade show lead capture methods (badge scanners,
manual entry).

e Why data from event lead scanners is often incomplete or
delayedintegrate.comintegrate.com.

¢ How Al-powered tools like ShowSync can automatically capture, verify, and qualify
leads in real time.

o How RSPA members can use this approach internally and offer it to merchants as a
value-add service.

The Problem at Trade Shows (Regardless of Industry)

Most exhibitors can collect attendee contacts at events, but they struggle with follow-up
and data quality. Common pain points include:

e Incomplete or Unreliable Data: Badge scanners and quick data-entry often return
files “full of holes” — missing fields, mistyped names, or fake/generic email
addressesintegrate.com. Many attendees give a colleague’s email or leave fields
blank to avoid post-show spam.

e High Upfront Costs, Low Yield: Leading trade shows often charge $500-$600 per
exhibitor for badge scannerssocialpoint.io. Even then, the raw contacts typically
cost hundreds of dollars apiece to acquire (studies show an average trade show
lead costs ~$283socialpoint.io).

 Delayed Follow-Up: Scanned lead files may not arrive until days after the event. By
then, sales reps have lost context and often resort to generic emails. As one
industry blog notes, reps “inevitably send out a simple, generic follow-up message”
because they lack timely detailsintegrate.com.
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¢ Missed Opportunities: Without immediate engagement, most leads go cold. In
fact, up to 71% of trade show contacts “vanish” before a sales rep even reaches
outmomencio.com.

Over time, these issues turn post-event follow-up into a time sink with poor ROI, rather
than the growth lever it should be.

The Trade Show Lead Capture Process (Educational Overview)

1. Raw Trade Show Leads (Badge Scanning). Exhibitors use the show’s official
scanners to capture attendee names and basic details.

o Dataincluded: Usually name, title, company, and sometimes email (often
personal or generic)integrate.com. Direct-dial and mobile numbers are rarely
captured.

o Typical cost: ~$500-$600 per show (flat scanner rental fee)socialpoint.io. In
practice this means each raw contact effectively costs hundreds of dollars
(industry data cites about $283 per lead on averagesocialpoint.io).

o Quality: These contacts are cold. Data is often incomplete or inaccurate, so
list quality is low.

2. Manual Business Card Collection. Booth staff collect business cards or jot notes
for each prospect.

o Dataincluded: Whatever the attendee provides (usually email, phone,
company on their card). Can include mobile numbers if given.

o Typical cost: Internal labor (time to collect and enter data). Little to no
technology cost, but heavy on staff time.

o Quality: More accurate than blind scanning (business cards usually have
correct contact info), but leads remain “cold” until someone follows up.
Manual entry also risks transcription errors.

3. Contact Verification (Direct Outreach). After the show, a team (or an outsourced
service) calls or emails each new contact to confirm details.

o Data refined: Sales reps or call-center agents verify phone numbers and
emails. They may gather missing fields (e.g. mobile number).
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o

Typical cost: Significant. Third-party verification services can charge several
dollars per lead; even internal calling is resource-intensive.

Quality: Verified contact info improves reachability. However, at this point the
lead is still cold (no buyer intent confirmed) and requires further follow-up
effort.

4. Al-Powered Follow-Up (ShowSync). This is where ShowSync changes the game by

automating qualification.

o

Process: ShowSync’s Al voice agent automatically calls each captured lead
(typically the night after the event). It confirms identity, updates missing data
(asks for mobile number if needed), and has a scripted conversation to gauge
interest and book appointments.

Data output: A highly enriched lead record (confirmed email, phone/mobile,
correct contact name, and notes on interest). In many cases, actual
meetings or demos are scheduled during these calls.

Effective cost: Much lower than manual labor. Because the work is done by
software, the incremental cost per qualified lead is far less than hiring
people.

Quality: These leads become akin to expensive “sales-ready” contacts. In
effect, ShowSync elevates a lead from a basic scanner result (Level 1-2) to a
warm, appointment-set lead (Level 5-7) — all without the client paying upfront
for high-tier leads.

For example, one exhibitor noted that without context, “all they’d come away with was a list

of names,” but with proper follow-up “context is king”integrate.com. ShowSync provides
that context via automated calls, turning simple scans into meaningful connections.

Why This Creates Friction for VARs and ISVs

By the time a trade show lead is fully qualified (verified and interested), organizations have
invested significant time or budget. Traditional options force a tough choice:

Cheap & Cold: Rely on raw scans or lists (minimal immediate cost) but face low-

quality leads and lost conversions.

Expensive & Low-Volume: Hire teams or buy premium leads (high cost per contact)

to get only a few hot prospects.
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There’s little middle ground. Sales teams end up either drowning in scrubbed data or
struggling to afford outside qualification. ShowSync’s approach removes this friction by
shifting the expensive steps into an automated workflow: the upfront cost is low, and each
lead’s value is incrementally enhanced through Al.

Where ShowSync Fits
ShowSync operates in two complementary modes to streamline the workflow:

e In-Booth Lead Capture: The user snaps a photo of each business card or badge
using the ShowSync mobile app. ShowSync instantly digitizes all text fields via OCR
(name, title, company, etc.) and stores an image reference. If an attendee didn’t
provide a mobile number on the card or badge, ShowSync prompts the user to ask
and enter it. This ensures every lead record includes a reachable phone contact
(often the key missing piece in badge scans).

o Automated Follow-Up: After the event day, ShowSync’s built-in Al voice agent dials
the collected contacts. It screens out bad numbers, confirms each lead’s identity,
collects any missing details, and engages the prospect in a brief qualifying
conversation. If the lead is interested, the agent can automatically schedule an
appointment on the sales team’s calendar.

In both modes, the output is a clean, deduplicated list of leads that is ready forimmediate
action:

e Clean & Structured: Captured data is normalized (correct spelling, unified
formats). Photos ensure manual review if needed.

o Verified & Qualified: Contact info is confirmed in real time. Interests and intent are
flagged.

e CRM-Ready: The final list can be imported directly into a CRM or passed to sales
reps with context.

For example, instead of waiting a week for a list of suspect emails, an exhibitor using
ShowSync could have dozens of warm appointments scheduled by the next morning. This
accelerated pipeline moves leads up the value ladder organically (by conversation) rather
than by expensive list purchases.

Where Al Voice Agents Enter the Workflow



ShowSync’s core innovation is using an Al caller to do the heavy lifting of follow-up. In
practice:

1. Capture: ShowSync generates an inexpensive list of raw leads at the event (names,
companies, any contact info given).

2. Outreach: The Al voice agent dials each lead automatically that night (ignoring dead
numbers).

3. Qualification: On the call, the agent confirms ownership (“Hello, are you John
Smith from Company X?”), asks any missing questions, and identifies needs. It can
present the exhibitor’s product/offering and ask if the lead wants more info or a
meeting.

4. Appointment: If the prospect is interested, the agent books a meeting slot on the
exhibitor’s calendar.

At that point, a raw lead has effectively jumped from entry-level to sales-ready. Critically,
the cost was incurred through automated effort (Al minutes) rather than an expensive
upfront purchase. In other words, ShowSync delivers leads comparable to $200-$400
“sales-ready” ones, but at a fraction of that cost, because intent is created by the agent’s
call rather than assumed.

Internal Use by RSPA Members
Internally, RSPA members can use ShowSync to:

« Eliminate Manual Cleanup: Automated capture means sales reps spend far less
time cleaning lists or re-entering contacts.

o Speed Up Sales Cycles: With Al outreach happening right away, leads are
contacted while the event is fresh—often days or weeks before competitors get
around to it.

e Boost Sales Productivity: Sales teams receive pre-qualified, up-to-date leads
(complete with mobile numbers and notes) instead of raw data. This lets them focus
on conversations and closing deals, not data management.

e Improve Event ROI: Generating real meetings instead of paperwork dramatically
increases the return on trade show budgets.

In short, ShowSync shifts effort from back-office chores to front-line selling. It turns every
trade show appearance into a stream of high-quality, contact-ready leads.



Optional External Use (Merchant-Facing)

VARs and ISVs can also offer ShowSync (or a similar service) to their merchant clients as a

value-add:

Prospect List Generation: Provide merchants with a turnkey way to build event
prospect lists. For example, a restaurant group attending a foodservice expo can
use ShowSync to capture leads from every booth.

CRM Enrichment: Merchants can upload old lead lists; ShowSync will highlight net-
new contacts from an event and append verified mobiles, keeping merchant CRM
clean and current.

Ongoing Follow-Up Service: Offer automatic post-event outreach as a
subscription. Merchants pay a monthly fee or per-event fee for qualified leads
delivered to them.

Industry-Specific Solutions: Develop pre-built scripts for common verticals (e.g.
“restaurant Al solutions” at NRA Show, “retail tech” at a POS expo) so the Al agent
can speak the merchant’s language.

The primary benefit isn’t hype—it’s utility. By helping merchants turn their event contacts
into real appointments, VARs/ISVs can deepen customer relationships. Even if offered as a
free service, ShowSync-like functionality makes merchants stickier (they see clear ROl on
event marketing). Licensed or subscription models are also possible, adding a small

revenue stream on top of core offerings.

Summary

Traditional trade show lead capture is costly and often ineffective: Badges and
scanners deliver raw data late, riddled with errorsintegrate.comintegrate.com. Sales
teams end up doing generic follow-ups that don’t convert, and the majority of leads
vanishmomencio.com.

Al-driven workflows invert the model: Tools like ShowSync start with inexpensive
data capture and then apply automation to verify and warm each lead. Instead of
buying intent, they earn it through conversation.
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¢ The outcome is better leads at lower cost: ShowSync, for example, can turn a
basic booth contact into a validated, interested prospect overnight, effectively
yielding premium leads without premium prices.

e For RSPA members, this means a win-win: Internally, it boosts efficiency and lead
quality without extra headcount. Externally, it provides a new service to merchants
(better event ROI) that can be branded and monetized.

o Keytakeaway: It’s not about the gadget—it’s about the Al-powered lead workflow.
By systematizing discovery and qualification, VARs and ISVs can transform how
trade show prospecting works.

e Couple with AlMailThread.com and you can even have your email follows ups
done, bespoke to the products or services you talked about.

https://yesdbc.com/ShowSync



