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FICHE

DESIGNED FOR

LOCAL SOLUTIONS

SOURCES AND REFERENCES 

LOCAL EXPERIENCES 

Organising trade shows to rationalise supply and demand

This tool takes a practical approach to the fundamental elements that come into play 
when organising an event designed to promote local produce, 

bringing together players involved in supply with those in demand.

MATCHING SUPPLY 
WITH DEMAND N° 8

LOCAL
INSTITUTIONS

LES RDV PROALIM, 
A NEW TRADE SHOW FORMAT

 The Normandy Chamber of Commerce, La 
Manche Chamber of Trades and Crafts and the West Nor-
mandy Chamber of Commerce and Industry have come 
together to co-found a new trade show format that unites 
professionals in the food sector: Les RDV PROALIM (PROA-
LIM meetings).

These meetings take the form of speed meetings - short 
encounters lasting just a few minutes which give buyers 
and suppliers the opportunity to form connections quickly 
and effi ciently, with the aim of developing new business 
partnerships.

Participants at the shows include: 

 •  Producers
 •  Food processors
 •  Artisans in the food sector (bakers, meat curers, 

cheese makers, etc.)
 •  Food merchants (grocers, greengrocers, mi-

ni-market owners, etc.)
 •  Wholesalers
 •  Restaurateurs and caterers
 •  Managers of catering establishments

 78 companies took part in 2018. The attendees 
were also able to participate in a conference-discussion 
in the morning: ‘New and emerging consumer trends and 
practices in the food sector: where to focus your innova-
tions and objectives for your local area’. 

The checklist below, developed in conjunction with the co-
owners of Les RDV PROALIM, offers a number of essential 
points to take into consideration when organising an event 
of this type.

Les RDV PROALIM is a registered trademark and can only 
be used under authority.

www.rendezvousproalim.fr/manche
Video on Les RDV PROALIM 2018: 
www.youtube.com/watch?v=rIactBdsFGE&feature=youtu.be

La Manche Chamber of Agriculture:  
normandie.chambres-agriculture.fr
La Manche Chamber of Trades and Crafts: www.artisanat50.fr
West Normandy Chamber of Commerce and Industry: 
www.ouestnormandie.cci.fr
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MA TO DO LIST

TOOL SHEET 8 - ORGANISING TRADE SHOWS TO RATIONALISE SUPPLY AND DEMAND

UPSTREAM

ON THE DAY

DOWNSTREAM

DO

AIMS  
• Identify the aims of the event and the target market (producers, food processors, artisans, etc./traders, restaurateurs, caterers, 

canteen managers, etc.) .........................................................................................................................................................................
• Decide on the time allowed for each meeting depending on the availability of the target participants .............................................
ENGAGEMENT AND COMMUNICATION
• Actively engage professionals (an essential step in the organisation of the event), using a variety of communication channels: phone, 

email, partner-intermediaries, press, social media .................................................................................................................................
• Ensure there’s a balance between the different types of participant (types of seller, types of buyer and geographical location) .......
REGISTRATION
• Open the registration period for participants and compile a run-down of the companies and their products or expectations ..........
• Sort through the applications and confi rm registrations .......................................................................................................................
• Ask participants to pay a deposit to confi rm their attendance on D-day  .............................................................................................
• Produce an online catalogue containing descriptions of the participants .............................................................................................
MATCHING
• Ask participants to choose which professionals they wish to meet .......................................................................................................
• Use a software programme if there are more than 30 participants to be matched  .............................................................................
• Draw up a schedule of meetings depending on the number of participants, and allow time for informal meetings ...........................
ADVICE
• Inform participants and help them prepare for their meetings (introducing their company and products, preparing a questionnaire 

to gather the information they need from their interlocutors, etc.). The meetings are fairly short and should be used to the best 
effect. ......................................................................................................................................................................................................

NETWORKING 
• Distribute the catalogue containing details of the participants to all on arrival ....................................................................................
• Act as intermediary; introduce any participants available for informal meetings to each other ...........................................................
ROLL-OUT OF MEETINGS
• Distribute the meeting schedules on D-Day. Some participants may be approached by professionals they hadn’t previously targeted 

and withdraw from the meeting if they are not aware of it beforehand. Results show that these meetings can lead to new openings ..
• Act as time keeper. Make sure the meeting slots are strictly adhered to ..............................................................................................
LOGISTICS
• Enlist a big enough team to cover all the organisational aspects ..........................................................................................................
• Set up clear signage and reserve car park spaces nearest to the meeting hall for participants who will be bringing equipment .......
• Assign a numbered table to each meeting and make sure participants who bring samples to show don’t have to move around ......

EVALUATION
• Prepare two feedback questionnaires; one to be fi lled in straight away by the participants, the other a few months later after the 

economic benefi ts have been assessed and new partnerships created ................................................................................................
• Hold a review meeting with the organising partners  ............................................................................................................................
ORGANISING THE NEXT EVENT
• Allow suffi cient time between events to ensure the attendance of different professionals .............................................................................


