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Reasons to Exhibit (RTE)

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

A The secondary RTE was to Generate sales e88$%
A CKS GSNIOAFNE we¢9o9Qa ¢SNB U2 ¢B3I%daydO K

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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Show Performance
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DesignBUILD 2009

The increase in Product or Brand
recognition you feel you achieved at

.0%

89.7% of exhibitors suggested that an increase in brand or product awareness at the event wa
applicable to them

Of these, the average % increase in brand or product awareness exhibitors feel they generate
was 12%

diversified
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Show Performance
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A 91.3% of exhibitor respondents generated sales leads in 09

A The average number of sales leads generated by exhibitors in 09 was 28.7
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Show Performance

$10,000,000 +| 0%
$5,000,000 $10,000,000 | .0%
$2,500,000 $5,000,000 | .0%
$1,000,000 $2,500,000 = 3,506
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generated at DesignBUILD 2009
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A 44.4% of exhibitors generated between-$20K
A 33.3% generated between $24K 00K

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

Quality or Type of Visitor Given your reasons for Exhibiting at

4.2% DesignBUILD, how satisfied are ydu

5.6%

¥ Very Satisfied -
¥ Very satisfied

® Satisfied e
¥ Satisfied

E Dissatisfied . .
E Dissatisfied

® Very Dissatisfied o
® Very dissatisfied

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

Overall 77.8% of exhibitors were satisfied or very satisfied with DesignBUILD given their reasc
to exhibit

dl ersified
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diversified

EXHIBITIONS

Exhibitor Satisfaction

A Satisfaction with diversified services was (as always) fine

Diversified Senices 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%

A 25.8% of exhibitors were dissatisfied or very dissatisfied with

the venue parking

Contractor Senices 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%

AUSTRALIA




SBUILD
New Focus Value

This year saw DesignBUILD shiftit's focus onto the future of the industry with an increased emphasis on n¢
innovative technologies and producBo you see value in the focus on this as a new direction?

® | see a great deal of valu
E | see some value

E | see no value at al

A 43.1% of exhibitors see a great deal of value in the new direction of the show

A 50% see some value in the direction of the show
A 93.1% see some or a great deal of value in the new direction of the event

dl Tg'rsified
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Visitor Respondent Profile

Media

Developer or Planneti

Building Owner or Managel

Engineer

Retailer or Building Supplie

Contractor, Sulzontractor or Tradespersor

Other

Architect or Designer

Builder or Construction Profession:

22.3%

25.5%

10.0%

15.0%

20.0%

25.0%

30.0%

® Seriesl

The primary visitor respondent group was Builder or Construction Profesgj@%ab%
The secondary visitor respondent market was Architect or Designer 22.3%

The tertiary visitor respondent group was Contractor, Subcontractor or Tradesperson
with 12.6%

diversified
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Visitor Respondent Profile

Agent

Distribution

Importing

Retail

Fabrication
Wholesale

Owner Builder
Engineering
Consulting
Manufacturing
Plumbing
Commercial Constructior
Other
Architecture & Design

Residential Constructior

9.5%

10.0%
10.1%

® Seriesl

A The primary visitor respondent business type was Residential Constrq@&0%
A The secondary visitor respondent business type was Architecture & e2igd%
A Commercial Construction was the tertiary visitor grauj0.0%%

diversified
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Visitor Feature Attractions

The Builders Bar
Enviroplumber / Greenplumbing
The Professional Development Semine

The Best Product Award:

DesignBUILD Internationa

The National Plumbing Sho\ ¥ Seriesl

Tools of the Trade

Applications in Action

Greenbuild

Innovation Alley 28.3%
| | |
I I I I I

5.0% 10.0% 15.0% 20.0% 25.0% 30.0%

A The primary feature attraction was Innovation Alle£9.3%

A The secondary feature attraction was Greenbujl@4.2%

A The tertiary feature attractions were Applications in action (10.7%), Tools of the Tra
(9.6%), and the National Plumbing Show (8.1%)

diversified
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A 84.8% of visitor respondents suggested that Comparing Suppliers was an Important or Very
Important reason to visit the show

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

= B =
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