


#SFFF22 @SpecialityFair

10.30 – 10:35 Welcome and Introduction – Nicola Woods, Event Manager, Montgomery Events

10.35 – 10.50 Operations and the E-Zone – Emma Pellman, Operations Director, Montgomery Events

10:50 – 11:10 Marketing Top Tips and Maximising Your PR with Vhari Russell, Food Marketing Experts

11:10 – 11:15 Message from our Charity Partner: Creating Natures Corridors

11:15 – 11:20 PR Support – Nicola Macdonald, PR Director, Montgomery Events

11:20 – 11:30 Marketing Tools in the E-Zone – Mady Lawes, Marketing Manager, Montgomery Events

11:30 – 11:50 Making the Most Out of Exhibiting with Marcus Carter, Artisan Food Club

11:50 – 12:10 How to Approach Buyers with Adrian Boswell, Selfridges

12:10 – 12:15 Message from our Charity Partner: City Harvest

12:15 – 12:30 Wrap Up and Any Other Business

At the end of each session, we will invite you to ask your questions, so they’re fresh in the mind.





EXHIBITOR HUB – OPERATIONS ZONE



HEALTH & SAFETY

➢Complete the Health & Safety Declaration/Risk 

Assessment and Food Sampling/Cooking & 

Alcohol forms

➢ Adhere to site rules which include:

➢Wearing a high vis jacket in the loading bay

➢Suitable footwear

➢Using a ladder safely

➢Consider how you will store & sample your 

products 



ELECTRICAL

➢Order your electrics by 12th August 2022

➢Check what is included in your shell scheme 

package

➢Make sure you have ordered the correct amount of 

power  - please ask us if you are not sure



BOOKING YOUR VEHICLE SLOT

Log on from 12pm on 5th August to book your 

unloading slot for build up and breakdown.

Book ASAP due to reduced unloading areas at 

Olympia. 

VERY IMPORTANT!



VENUE INFORMATION



VENUE INFORMATION



A FEW REMINDERS

➢Spend some time working your way through all the information in the Exhibitor 

Hub. Remember to first complete the Compulsory Forms!

➢Access:

➢ Space Only can commence stand build from Friday 2nd September 

➢ From midday Shell Scheme stands on the Gallery level only may access the halls to begin 

interior display from Saturday 3rd September.

➢ Ground Shell Scheme stands can arrive from Sunday 4th September

➢ If you have staff onsite during Build-up or Breakdown, make sure they have hi-vis 

jackets/ vests and sensible shoes (no flip flops or open toed sandals!)

➢Use DSV (formerly known as Agility) for courier services and forklifting.



➢Make sure goods are clearly labelled with the show, your company name & stand 

number.

➢No trollies available onsite, if you think you need one, please bring one with you.

➢Book your car parking ASAP - you can do this on the Olympia website.

➢Breakdown will be extremely busy, your best options are:

➢ Book your voyage control time slot as soon as it is live to avoid disappointment

➢ Hand carry items to motorail or parked car (this is recommended where possible)

➢ Delay access, pack all items breakdown night, then return following morning (Wednesday 7th Sept

➢Finally, and most importantly - book a personalised Customer Care Call with us via 

Calendly at a time that suits you.



























Entrepreneur Vhari Russell has always enjoyed the great 

outdoors, and loved nature. 

In October 2018 her brother died of Sudden Adult Death 

Syndrome at the tender age of 37. Rory was a carpenter 

and created amazing structures from green oak.  The shock 

of Rory’s death led Vhari to question what legacy she 

would leave. 

And so, in 2020…Creating Nature’s Corridors 

was born 



Creating Nature’s Corridors is on a journey to plant trees & hedging in the UK, to 

support biodiversity, carbon capture, flood prevention and to benefit local communities. 

We are also working hard to ensure we plant the right tree for now and the future.

We aim to plant over 10,000 hedges and trees across the UK per annum.

Our vision is to ensure that everyone has access to a community wood, and that we 

create more corridors where nature can thrive, for us all to enjoy.



Planted over 1,000 trees this planting season in schools, and community spaces. With 

more to come. We have over 10,500 to plant this autumn. 

OUR WORK TO DATE…



We advocate for small but achievable changes to benefit our environment. Collectively each plant 

that is planted will have an impact. 

We abide by the values of integrity, honesty and a commitment to make a difference. 

We are working to re plant the least wooded parts of the UK first before planting in other areas of 

the UK.

We are working with tree guardians to create new woods which they then manage. 

WHY CREATING NATURE’S CORRIDORS



Quite simply, we want to plant more trees! You can help by:

➢ Offsetting your carbon footprint with us, by planting trees

➢ Running initiatives such as buy x and for every x sold we will plant a tree

➢ Volunteering to help plant trees

➢ Donating a % of each product sold to the charity

➢ We are now registered with 1% for the planet to enable us to delivery 

planting projects.

➢ Legacy donations

➢ Spreading the word amongst your customers and friends

WHAT CAN YOU DO?



Time is not on our side …

We need to act now to address climate change and 

avoid flooding, and support nature. 

Don’t delay help us today, to make a better 

tomorrow. 

WE NEED ACTION NOW



CHARITY PARTNERS



WE LOOK FORWARD TO CHATTING WITH YOU

Vhari Russell 

07769683020 

help@creatingnaturescorridors.co.uk

www.creatingnaturescorridors.co.uk

mailto:help@creatingnaturescorridors.co.uk




NOTE FROM THE EDITOR: 
SPECIALITY FOOD’S HOLLY SHACKLETON

Respond swiftly to requests even if it’s a ‘no’. Good communication is the key to a strong

relationship, and a negative experience may have a longer-term impact that you realise.

Respect deadlines. Journalists live and die by deadlines, so if you’re going to miss one we set you let us know ASAP. We 

might be able to give you a bit more time, or we might find an alternative to you – but we must be kept in the loop.

Keep it brief (but polite) in the email and include a full press release as an attachment. Simple info in the email will let us 

know swiftly whether the email is relevant to what we're working on at the time, and having full details available (without 

overdoing it in the email itself, which can be off-putting) will make it more likely to be included.

Stick to the brief. We provide word counts for a reason - please stick to them as much as possible, but understand that your 

copy may be trimmed to fit the piece. Also note that your copy will be subbed to fit house style, so don't be too precious 

about it (we always aim to make you sound better, not worse!).



TRADE PRESS



➢ Email: pr@montgomerygroup.com or nicola.macdonald@montgomerygroup.com with 

news and to enquire about Press Office product placement

➢ Tel: 020 7886 3002

➢ You can also upload images and press releases to the Exhibitor Zone!

➢ Send new product info as soon as possible for potential inclusion in show previews

➢ We have a paperless Press Office – news and press packs will be in a DropBox

KEY INFORMATION

mailto:pr@montgomerygroup.com
mailto:nicola.macdonald@montgomerygroup.com




EZone

➢ Password email sent to you (Please check junk folder)

➢ Link to log in for the first time is within that email

➢ www.specialityandfinefoodfairs.co.uk/ezone-login

➢ 4 compulsory steps before full EZone is shown

• Select your Industry Sectors

• Select your Business Categories

• Select your Business Attributes

• Exhibitor Profile (Logo, Main Text, URL, client facing Email)

➢ Full EZone example image to the right

If you exit off the EZone find it again 

in the bottom right of your screen

http://www.specialityandfinefoodfairs.co.uk/ezone-login


Exhibitor Profile

➢ Logo, company information, website link, client facing email, social channels

➢ Upload all of your products here and have them display on our filterable product list.

➢ Re-select or edit your Business Categories

➢ Re-select or edit your Business Attributes

➢ Select the type of buyer you're looking to target

➢ Let us know more about you so we can influence future matchmaking opportunities 

with buyers.

➢ Upload any recent company news onto your exhibitor profile

➢ Upload video content or links to your YouTube

➢ A handy checklist featuring all of the above tasks that need completing



Marketing Toolkit
➢ We want to promote your new product launches and company news to our 

audience 365 days a year. So, tell us your news and we can feature it on 

our website, newsletter and social media.

➢ We've made some free image and video assets for you to use on your social 

media. Download them here.

➢ Find Top Tips for a smooth exhibiting experience, from us and our partners here.

➢ We want to help you connect with the buyers you might be struggling to contact, so 

tell us who you want to meet, and we will see what we can do. (GDPR Complient)

➢ Here is where you will create all your Exhibitor Badges (Coming August), please 

do not let a colleague register through visitor registration as they will have limited 

access to the venue.

➢ Anything to do with managing your EZone account, such as 

adding a colleague as an account manager, find it here. 

Make sure to 'Send login details' to your contacts once 

created.



LIVE Exhibitor List
www.specialityandfinefoodfairs.co.uk/exhibitors

➢ Important to go through every step of the 

exhibitor profile and have the correct things 

selected to make sure you're visible to our 

audience .

➢ Important to upload your logo.

https://www.specialityandfinefoodfairs.co.uk/exhibitors


www.specialityandfinefoodfairs.co.uk/
exhibitors-products

LIVE Product List

➢ Select Product Categories and 

Attributes when uploading 

your products here.

➢ Important to make the right 

selections so your product can 

be easily found by our 

audience.

➢ Important to upload an image 

and copy.

➢ We will be promoting 

these products via our social, 

so please fill these out well.

https://www.specialityandfinefoodfairs.co.uk/exhibitors-products


Awards
Enter your products into the Speciality & Fine Food Fair Awards 2022 via our website.

Deadline extended until: 7 July

Sponsorship
Add any advertising and sponsorship opportunities to your exhibiting package. Email Isabelle.mckeever@montgomerygroup.co
m to enquire about your options.

ASAP

Invite your contacts
When visitor registration opens, invite your clients and prospects to visit you at the event. In late July / early August we will 
give each of you a unique code to send them which will redeem them a VIP upgrade.

Late July / Early August

Pitch Live sponsored by Virgin Start Up
Pitch your product live to some of the industry's top buyers. 3 finalists will be shortlisted and invited to deliver a 
Dragons' Den style pitch on our Food For Thought Stage, live at the Fair. Submissions opening today via our website.

Deadline: 5 August

https://www.specialityandfinefoodfairs.co.uk/2022-awards
mailto:Isabelle.mckeever@montgomerygroup.com


Social Media

Top Tips:

➢ Start a conversation by asking open ended 

questions in captions about topics taking place at 

the event.

➢ Strong imagery and graphics will strengthen your 

social media posts and stand out on your audience’s 

feed.

➢ Include posts that will encourage people to visit 

your stand on the day, whether that’s a sneak peek 

of a product you’re launching or a competition 

you’re running.

@SpecialityFair

#SFFF22





WHERE I DID MOST OF MY SELLING

The Patchwork Food stand





MOCK-UP YOUR STAND ASAP - 2019



STEP 1 TO A SUCCESSFUL SHOW

Do you own a shop?



THE 30 SECOND QUALIFIER

1 – “Hi do you know our company or products?” 

2 -- If ‘Yes’ – “Do you stock us or just noticed it in shops?”

If “No” – let me tell you a bit about the company

Then you say

3 -- 1/ What type of business are you ?

2/ May I ask your position in the company?

You need to ask this early … not take 15min to find out they are the 

cleaner

Save time and get more sales – by adding just 30 seconds to your pitch



YOUR SELLING BUNDLES

I work on the principle you have paid to be at the show so never let anyone off the stand without committing to 

something (as long as they have a shop)

1 - Go for “outright order” or “show deal”

Make a prelisted order (a couple of different priced ones with all the favourites)

Always nice to add on a few extras 

2 – Introduction order or trial pack

A small order you send to let the shop try

Used by all Artisan Food Club members very successfully 

3 – Offer to send them a small pack of your range as a gift after the show

Put 2-3 items in a box with compliments slip/info and post to the shop to try

4 – Commit to a phone call

Say “can I phone you next Tuesday at 10am” and write it down on sheet 

Great things come in 4’s – getting more than their contact details



SHOW OFFER – 50% OFF



SHOW OFFER – 50% OFF



SCANNERS WORK







Better to take home 50 good leads then 150 random leads!

Follow up cost £50/lead

1. Phone calls/3-6 times

2. Emails

3. Visits

4. Samples

They were on your stand with you and your product – you had their full attention



➢ Start tweeting about being at the show

➢ Tweet at the show

➢ Always add in @SpecialityFair

➢Make games – we have 2 cases to give away – just come to stand and say – “show me the 

money”

SOCIAL MEDIA - TWITTER



➢Go over notes on each sheet

➢ Rank in order of open to order

➢Capsule CRM

➢Mail chimp

➢ Start calling – have a plan 

➢Make good notes at the show 

RATE YOUR LEADS



FOLLOW UPS – BOOK OUR THE WEEK AFTER THE SHOW



LOVE THIS STAND



SIMPLICITY



LOVE THE ‘WELCOME’



NOT A GOOD LOOK?



WORK HARD ON THE STAND



ARTISAN FOOD CLUB 2018 SET UP



HAVE TSHIRTS MADE - IT REALLY IS NOT AN OPTION



END THOUGHTS

➢ Go If you hit the phone on cold calls after the show you will be with all the other producers from the show…. Get commitment on the 

stand and you will be first on the list of companies they want to talk to after the show.

➢ If a shop will not give you an order or try a discounted show deal… or take an introduction pack or let you post a free gift to the 

shop….. I question what you are going to archive on the phone after the show …. With that said listen to your gut.

➢ I am opening a deli in 12 months. Give your cards and ask them to phone you. Only talk to people opening shops who have keys 

to a shop, shop fitters booked and an estimated opening date – again use your gut if you have a good felling. In 20 years 2-3 

have actually opened a shop ever.

➢ Eat a big breakfast… don’t get hungry and nibble fellow traders samples… it will make you feel sick with many foods in you…. Trust 

me eat well and one type!

➢ Never sit down…. End the show dead on your feet – treat it like a boat race.

➢ Drink lots of water and wear comfy shoes… look smart from the ankles up.

➢ Treat every new client on the stand as the first of the day.



REMEMBER HAVE FUN!!!



THANK YOU

@artisanfoodclub












