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Suggested activities to engage attendees at the stand at Advanced Therapies Europe

Introduction
To help companies maximise their visibility and engagement during Advanced Therapies Europe (ATE), we have outlined a series of practical activities designed to attract attendees to your stand and spark meaningful conversations. These ideas support a range of objectives, from showcasing innovation to generating qualified leads and creating memorable interactions. By incorporating even a few of these approaches, exhibitors can increase foot traffic, deepen engagement and strengthen connections with potential partners, customers and collaborators throughout ATE.

Potential activities:
Live micro-demos or “tech in 3 minutes”
· Short, punchy, high-energy demos of your technology, workflow, software or platform.
· They keep crowds moving, are easy to repeat and quickly convert passers-by into conversations.
Expert drop-ins / “Meet the scientist” moments
· Schedule times where technical experts, founders or project leads are present for Q&As.
· These sessions enable deeper conversations, build credibility and encourage repeat visits.
Problem-solving sessions (“Ask us anything” boards)
· Invite visitors to post their pain points such as scale-up, supply chain, analytics or regulatory challenges.
· Your team can then discuss solutions or trends, creating personalised and memorable engagements.
Data or insight giveaways
· Provide short printed or digital takeaways such as “5 trends shaping CGT manufacturing”, “Top regulatory shifts to watch in 2026” or “Automation playbook for developers”.
· These draw people in and position your company as a thought leader.
Rapid consultations or audits
· Offer 10-minute mini-assessments such as manufacturing readiness, vector process optimisation, Quality Control workflow efficiency or digital maturity scorecards.
· These are helpful for biotech teams looking for practical guidance.
Partner showcase or customer spotlight
· Feature a case study video or a short story highlighting a partner success, using approved messaging.
· This provides real-world proof of impact, builds credibility and sparks conversations about practical application.
Lead-capture with purpose
· Offer something genuinely valuable in exchange for attendee details, such as insights, tools or early access to a report.
· People share information more willingly when they clearly understand the value they will receive.

EXHIBITOR INFORMATION: TALA is supporting Phacilitate’s Advanced Therapies Europe conference by providing guidance and Exhibitor Toolkits.
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