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ABSTRACT 

Trade fairs play an important role in promoting entrepreneurship, especially for small-scale businesses that 
need visibility and market access. This paper explores the benefits small-scale entrepreneurs gain from 
participating in trade fairs, using the Lagos International Trade Fair as a case study. Based on observations 
from a field trip and supported by literature, the study identifies key benefits such as increased sales, 
improved brand awareness, networking opportunities, customer feedback, and learning exposure. The 
findings suggest that trade fair participation can significantly contribute to the growth and development of 
small businesses in Nigeria. Recommendations are made to encourage wider participation and improved 
support for small-scale vendors at such events. 
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INTRODUCTION 
Small businesses are the backbone of many developing economies. In Nigeria, they contribute to 

job creation, innovation, and local product development. However, small-scale entrepreneurs often face 
challenges such as poor visibility, limited access to customers, and a lack of funding. Trade fairs have 
become important tools that offer small businesses a platform to promote their products, reach a wider 
audience, and connect with industry stakeholders. 

The Lagos International Trade Fair is one of the biggest exhibitions in West Africa. It brings together 
local and international vendors, manufacturers, investors, and customers. The fair provides a unique 
opportunity for entrepreneurs to showcase their products, gain new customers, and learn from others in 
the business space. This paper discusses the major benefits of trade fair participation for small-scale 
entrepreneurs, based on a field experience at the Lagos Trade Fair. It highlights how such events help 
entrepreneurs overcome some of the common challenges they face in growing their businesses. 
 
Problem Statement 

Many small-scale entrepreneurs in Nigeria struggle to grow their businesses due to limited 
marketing opportunities and lack of exposure. While trade fairs can help solve these issues, not all 
entrepreneurs fully understand or take advantage of the potential benefits. This study explores how 
participation in trade fairs like the Lagos Trade Fair can contribute to business growth. 
 
Aim of the study 

To examine the benefits of trade fair participation for small-scale entrepreneurs, using the Lagos 
International Trade Fair as a case study, with the goal of understanding how such events support business 
visibility, marketing opportunities, networking, and overall business growth in Nigeria. 
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Objectives of the Study 
 To identify the benefits small-scale entrepreneurs gain from participating in trade fairs 
 To examine how trade fairs support marketing, networking, and customer engagement 
 To assess how trade fairs help businesses understand their market and improve their products 

 
Justification of study 
 Small-scale entrepreneurs play a significant role in economic growth, employment creation, and 
innovation in Nigeria. However, many small businesses face challenges such as limited marketing 
opportunities, low visibility, and restricted access to larger markets. These challenges often hinder their 
ability to grow and compete effectively. Therefore, it is important to explore practical platforms that can 
help entrepreneurs overcome these barriers. 
 Trade fairs provide one of such platforms by bringing together entrepreneurs, customers, 
investors, and industry stakeholders in a single environment. Events like the Lagos International Trade Fair 
allow small-scale entrepreneurs to showcase their products, interact directly with potential buyers, and 
build valuable business networks. Despite these opportunities, many entrepreneurs do not fully 
understand or utilize the potential benefits of participating in trade fairs. 
 

LITERATURE REVIEW 
Trade fairs are temporary events where businesses come together to display and sell their 

products, interact with customers, and build partnerships. They are considered powerful tools for 
marketing and business development. According to several studies, trade fairs help businesses increase 
product awareness, promote new innovations, and build brand loyalty. For small businesses, especially 
those with limited budgets, trade fairs offer a cost-effective way to reach a large number of potential 
customers in one location. Exhibitors can interact directly with buyers, explain their products, and receive 
feedback. Unlike online marketing or advertising, trade fairs create a face-to-face experience that can lead 
to trust and instant sales. 

Networking is another important advantage. Trade fairs attract not just customers, but also 
suppliers, distributors, potential partners, and government agencies. Entrepreneurs can form partnerships, 
find new markets, and get access to business support programs. Studies show that the relationships built 
at trade fairs often continue even after the event. Finally, trade fairs give entrepreneurs the chance to learn. 
They can observe what competitors are doing, get ideas for improving their own businesses, and attend 
seminars or workshops often included in these events. 

 
RESEARCH METHOD 

This study is based on a field trip to the Lagos International Trade Fair. Observations were made 
during the visit, and informal discussions were held with small-scale vendors participating in the fair. In 
addition, online sources and previous research were reviewed to support the analysis. The approach is 
qualitative and descriptive. It focuses on the personal experiences of entrepreneurs and general 
observations from the trade fair environment. The method helps to provide a real-life understanding of 
the impact of trade fair participation on small-scale businesses.’’ 
 

RESULTS DISCUSSION 
Based on the field trip and review of existing information, the following key benefits were 

identified: 
 
Increased Market Visibility 

One of the biggest challenges for small-scale businesses is getting people to know about their 
products. At the Lagos Trade Fair, entrepreneurs were able to display their products to thousands of visitors. 
This exposure helps build brand recognition and attract new customers. Some vendors shared that many 
of the customers they met at the fair had never heard of their business before. By attending the fair, they 
were able to introduce their brand to a wider audience and even gain media attention through photos, 
interviews, and social media coverage. 
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Sales and Revenue Opportunities 
Trade fairs can lead to increased sales, both during and after the event. Many entrepreneurs 

reported making more sales at the fair than they normally make in a week or even a month. Because 
customers can see, touch, and test products in person, they are more likely to buy. Some vendors also used 
the fair to offer discounts and bundle deals, which attracted even more customers. Others were able to 
collect contacts and follow up with bulk orders after the event. 
Networking and Business Relationships 

The Lagos Trade Fair created an environment where business owners could meet potential 
partners, suppliers, and customers. Many entrepreneurs exchanged contact details with other vendors and 
visitors. These connections may lead to collaborations, future sales, or even new business opportunities. 
One vendor who sold skincare products mentioned connecting with a packaging supplier at the fair, which 
helped reduce production costs. Another participant said they met someone interested in becoming a 
distributor in another state. 
 
Customer Feedback and Product Testing 

Trade fairs allow entrepreneurs to hear directly from customers. Vendors received feedback on 
product quality, packaging, pricing, and presentation. Some customers made suggestions, and others gave 
compliments that encouraged the business owners. This feedback helps entrepreneurs improve their 
products. For example, one food vendor found out that customers preferred a smaller portion size. Another 
vendor received advice to change their product label to make it more attractive. 
 
Learning Opportunities 

The fair also provided learning experiences. By observing other vendors, entrepreneurs got ideas 
for better display techniques, pricing strategies, and customer interaction. Some fairs also include training 
sessions or talks on marketing, business registration, or financing. Even without formal training, the 
practical exposure gained by participating helped entrepreneurs build confidence and improve their 
business skills. 
 

CONCLUSION 
Trade fairs like the Lagos International Trade Fair offer a wide range of benefits for small-scale 

entrepreneurs. They provide a platform for marketing, selling, networking, and learning. Entrepreneurs 
gain visibility, improve their sales, and build valuable connections. For many small business owners, trade 
fair participation is a turning point that boosts growth and creates long-term opportunities. While there 
may be costs involved in participating, the advantages often outweigh the challenges. This case study 
confirms that trade fairs are an important tool for entrepreneurial development in Nigeria and should be 
promoted and supported. 

RECOMMENDATIONS 
Based on the findings, the following recommendations are made: 

1. Entrepreneurs should participate in trade fairs regularly to improve their visibility and expand 
their customer base. 

2. Trade fair organizers should provide affordable booth spaces for small businesses and offer 
support services like mentorship and business training. 

3. Government agencies should create funding opportunities or grants for small entrepreneurs who 
want to attend trade fairs. 

4. Entrepreneurs should prepare well for fairs by designing attractive displays, offering promotional 
materials, and collecting customer contact details. 

5. Follow-up communication is important after the fair to turn leads into long-term customers and 
partners. 
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