
After Business Trip Report  

Introduction 

This report encapsulates the activities and outcomes of the business trip to Berlin, 

Germany, from April 10th to April 15th, 2025, undertaken by the marketing and 

sales team. The primary purpose was to attend the International Marketing Expo 

and to establish connections with potential European distributors. 

Details of the Trip 

●​ Dates: April 10-15, 2025 

●​ Location: Berlin, Germany 

●​ Attendees: Sarah Lee (Marketing Director), Bob Carter (Sales Manager) 

●​ Purpose: To participate in the International Marketing Expo and explore 

distributor partnerships. 

Objectives and Outcomes 

The trip's main objectives were to gain insights into current marketing trends and 

to secure agreements with at least three potential distributors. These goals were 

met successfully: 

●​ Gained valuable insights into emerging European marketing strategies. 

●​ Established contacts with five potential distributors, with preliminary 

agreements signed with two. 

Meetings Summary 

The trip included a blend of expo participation and targeted meetings: 

●​ Day 1: Set up at the expo and initial networking. 



●​ Day 2 & 3: Attended seminars and workshops at the expo, engaged with 

industry leaders. 

●​ Day 4: Dedicated meetings with potential distributors. 

●​ Day 5: Final negotiations and agreement drafting. 

●​ Day 6: Wrap-up and departure. 

These interactions have provided a solid foundation for future collaborations and 

enhanced our visibility in the European market. 

Expenses 

A complete breakdown of the trip expenses is provided below: 

●​ Airfare: $1,000 (round-trip for two) 

●​ Accommodation: $1,500 (six nights at a conference-recommended hotel) 

●​ Meals: $700 (conference and local dining) 

●​ Transport: $500 (airport transfers and local travel) 

●​ Miscellaneous: $300 (conference fees and materials) 

●​ Total: $4,000 

Challenges and Solutions 

A challenge arose when initial discussions with a key distributor stalled due to 

differing expectations. The situation was resolved by arranging an additional 

meeting to go through the expectations and terms more thoroughly, which led to 

a successful preliminary agreement. 

Conclusion and Recommendations 

The business trip to Berlin proved to be highly productive, with successful expo 

participation and promising new business relationships. Moving forward, it is 

recommended to: 



●​ Follow up with all contacts made during the trip within two weeks to 

reinforce relationships and begin formalizing agreements. 

●​ Organize a debrief session with the marketing and sales teams to relay 

critical insights gained from the expo. 

●​ Schedule the next steps with the two distributors who signed preliminary 

agreements, aiming to finalize these contracts within the next month. 
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