
Post Show Market Intelligence Report June 2009



Å The primary RTE was to Improve Brand or Product Awareness with  100% of 
exhibitors claiming it was Important or Very Important

Å The secondary RTE was to Generate sales leads ς98.6%

Å ¢ƘŜ ǘŜǊǘƛŀǊȅ w¢9Ωǎ ǿŜǊŜ ǘƻ [ŀǳƴŎƘ ƴŜǿ ǇǊƻŘǳŎǘǎ ŀƴŘ bŜǘǿƻǊƪƛƴƎ ς83% and 
81%

Reasons to Exhibit Critical Important Not Important/Applicable

Improve brand or product awareness 61.1% 38.9% .0%

Generate sales leads 48.6% 50.0% 1.4%

Launch new products 34.7% 48.6% 16.7%

Other 30.0% 40.0% 30.0%

Networking 19.4% 62.5% 18.1%
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Å 89.7% of exhibitors suggested that an increase in brand or product awareness at the event was 
applicable to them

Å Of these, the average % increase in brand or product awareness exhibitors feel they generated 
was 12% 
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Å 91.3% of exhibitor respondents generated sales leads in 09

Å The average number of sales leads generated by exhibitors in 09 was 28.7
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Å 44.4% of exhibitors generated between $0-$20K

Å 33.3% generated between $20K-$100K 

Å The statistical average value of sales leads generated by exhibitors in 2009 was $146K



Å 76.3% of exhibitor respondents were satisfied or very satisfied with the Quality of visitors at the 
show

Å Overall 77.8% of exhibitors were satisfied or very satisfied with DesignBUILD given their reasons 
to exhibit
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Å Satisfaction with diversified services was (as always) fine

Å 25.8% of exhibitors were dissatisfied or very dissatisfied with 
the venue parking

Contractor Services Very satisfied Satisfied Dissatisfied Very dissatisfied

The Shell Scheme Stand Contractor 30.2% 69.8% .0% .0%

The Lighting & Electrics Contractor 22.7% 66.7% 9.1% 1.5%

The Furniture Hire Contractor 18.9% 77.4% 3.8% .0%

The Freight & Storage Contractor 28.0% 66.0% 6.0% .0%

The Stand Cleaning Contractor 19.4% 77.4% 3.2% .0%

The Venue Toilets 25.0% 73.4% 1.6% .0%

The Venue Catering 18.2% 63.6% 18.2% .0%

The Venue Parking 16.1% 58.1% 22.6% 3.2%

Diversified Services Very satisfied Satisfied Dissatisfied Very dissatisfied

The turnaround of exhibition enquiries 33.8% 55.9% 8.8% 1.5%

The overall level of service provided 31.4% 60.0% 5.7% 2.9%

The amount of supplier contact 21.7% 71.0% 5.8% 1.4%

The accuracy of invoicing 20.6% 72.1% 5.9% 1.5%

The online exhibitor manual content 29.9% 68.7% 1.5% .0%

The online exhibitor manual functionality 29.9% 70.1% .0% .0%
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This year saw DesignBUILD shift it's focus onto the future of the industry with an increased emphasis on new and 
innovative technologies and products.Do you see value in the focus on this as a new direction?

Å 43.1% of exhibitors see a great deal of value in the new direction of the show
Å 50% see some value in the direction of the show

Å 93.1% see some or a great deal of value in the new direction of the event
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Å The primary visitor respondent group was Builder or Construction Professional ς25.5%
Å The secondary visitor respondent market was Architect or Designer 22.3%
Å The tertiary visitor respondent group was Contractor, Subcontractor or Tradesperson 

with 12.6%
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Å The primary visitor respondent business type was Residential Construction ς23.0%
Å The secondary visitor respondent business type was Architecture & Design ς21.0%
Å Commercial Construction was the tertiary visitor group ς10.0%% 



Å The primary feature attraction was Innovation Alley ς29.3%
Å The secondary feature attraction was Greenbuild ς24.2%
Å The tertiary feature attractions were Applications in action (10.7%), Tools of the Trade 

(9.6%), and the National Plumbing Show (8.1%)
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Å 84.8% of visitor respondents suggested that Comparing Suppliers was an Important or Very 
Important reason to visit the show 

Å 97.9% of visitor respondents suggested that Finding New Products was an Important or Very 
Important reason to visit the show 


