
July 10-12, 2012 
Hyatt McCormick Place, 

Chicago, IL 

Enhancing	
  Exhibitor	
  Value	
  
Enables	
  Show	
  Growth	
  

Endorsed	
  by:	
  
Advocacy	
  Committee	
  



Meeting Objectives 

  Discuss Industry Issues 
  Cost of Exhibiting  

  Exclusive Show Services 
  Non-Exclusive (Competitive) Show Services 
  Actual Union Cost Increases compared to Rate 

increases 
  Business Model Shift 

  General Service Contractors 

  Possible Solutions  
  Progressive General Service Contracting Models  
  Case Studies of Existing Shows   



Convention Cost Breakdown 

•  Over	
  30%	
  of	
  costs	
  unknown	
  at	
  time	
  of	
  booth	
  space	
  contract	
  
•  Show	
  Organizer	
  negotiate	
  67%	
  	
  of	
  costs	
  (exhibit	
  space,	
  labor,	
  

&	
  drayage)	
  

*Other	
  Exhibit	
  Related	
  Includes:	
  	
  Customer	
  Education,	
  Direct	
  Mails,	
  T	
  &	
  E,	
  Promotional	
  Items,	
  etc.	
  



Current Economic Situation 

FACT: 
•  Exhibitors are competing for funds vs. other marketing channels 
•  Often Exhibitors commit to booth size before costs are known 
•  Exhibitors are being challenged to do more with less 
•  Procurement is asking vendors to cut costs 
•  Rate of increase – can not continue 
•  Associations/Organizers can negotiate to reduce Exhibitor costs 

(>60% of Exhibitors’ convention budget) 



 Healthcare Industry Survey 

Source:  Survey of HCEA members conducted by Exhibit Surveys (Dec 2010) 



What Exhibitors are Doing 

  Reducing	
  exhibit	
  size	
  	
  
  Canceling	
  participation	
  	
  
  Going	
  to	
  offsite,	
  proprietary	
  events	
  
  Keeping	
  same	
  footprint,	
  reduce	
  number	
  of	
  components	
  
  Lighter	
  weight	
  displays	
  

Negatively impacts all stakeholders. 



Cost of Exhibiting: Exclusive Service, Drayage            
(One Show, Same City, Different Years) 

80%	
  

67%	
  

74%	
  

57%	
  

CPI	
  from	
  2003	
  –	
  2009:	
  	
  17%	
  



Exclusive vs. Non-Exclusive Service: Healthcare  Cost 
Comparison:  
Two Different Conventions 

Comparison: 
•  Same city 
•  Same week 
•  Same GSC 
•  Different convention center 

Findings (between 2 shows): 
•  Labor: 18 – 20% difference-Non-Exclusive Service 
•  Drayage(Material Handling):  23 – 40% difference- 

Exclusive 

Why the dramatic difference when GSCs pay the 
same labor rates? 



Exclusive vs. Non-Exclusive: 8 Major Healthcare Conv. 
Material handling charges vs. I&D charges  
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Exclusive Service: 1997 - 2009  
Material Handling – One Show % 

88%	
   113%	
  

104%	
  

66%	
  

245%	
  

CPI	
  from	
  1997	
  –	
  2009:	
  	
  34%	
  



Exclusive Service: 1997 - 2009  
Material Handling – One Show $ 

$7,671	
  
1500	
  sq.	
  ft.	
  

$26,275	
  
2500	
  sq.	
  ft.	
  

$31,246	
  
1500	
  sq.	
  ft.	
  

307%	
  

CPI	
  from	
  1997	
  –	
  2009:	
  	
  34%	
  



Exclusive Services: Sample Material Handling 
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GSC Rate Increases vs. CPI Index vs. Union increases 
Dramatic increase over 10 year period 

Drayage/Crated	
  
Direct	
  to	
  Show	
  	
  

ST	
  Labor	
  Rate	
  	
   OT	
  Labor	
  Rate	
  	
   DT	
  Labor	
  Rate	
  	
   Labor	
  Cost	
  	
   Consumer	
  Price	
  
Index	
  	
  

114.9%	
  

59.8%	
  
50.5%	
  

71.7%	
  

44.1%	
  

29.0%	
  

Sources:	
  	
  
Retail	
  Rates	
  -­‐	
  1999	
  and	
  2009	
  TS	
  Week	
  Survey	
  Reports	
  
Los	
  Angeles,	
  Chicago,	
  and	
  Las	
  Vegas	
  
Labor	
  Costs	
  –	
  Union	
  Contracts	
  



Exclusive vs. Non-Exclusive: Healthcare Cost 
Comparison: Over 11 year period 

Comparison:	
  
•  Same	
  convention	
  
•  Over	
  11	
  year	
  period	
  
•  Same	
  city	
  
•  Same	
  GSC	
  

Findings	
  (same	
  show):	
  
•  Union	
  rates:	
  30%	
  increase	
  (1998	
  vs.	
  2009)	
  
•  Non-­‐exclusive	
  services:	
  	
  50%	
  increase	
  (1998	
  vs.	
  2009)	
  
•  Exclusive	
  services:	
  	
  113%	
  -­‐	
  153%	
  increase	
  (1998	
  vs.	
  2009)	
  

Why the dramatic difference in exclusive rates? 



Union Cost increases contradict Industry Increases 

The rates are high and continue to 
rise out of proportion to the cost. 

Worse, the rates are confusing and 
impossible to budget. 



Confusing Pricing… 



Material Handling – Overtime 

  Which exhibitors are moved out on OT? 
  The rental exhibits? 
  The GSCs own exhibit clients? 
  The big exhibitors? 

  How many men and trucks work during straight time vs. 
overtime? 

  Who controls which exhibitors move on OT vs. ST? 



Exclusive Service Traps: Material Handling Special 
Handling 



Does this justify Special Handling? 



GSCs Business Model Shift – Targeting Corporate Clients 

  Now in the design, build and rent business 
  Tie in exclusive services – to corporate clients 
  Shifting costs to exhibitors who do not use them for non 

exclusive services; result is uneven application of 
exclusive service charges.  

  Discounts/Rebates given to win the entire corporate 
program 

Results: 
  Reduced competition 
  Negatively impacting the industry 
  Associations unaware of the discounts given 
  No benefit to association 
  Possible legal issues 



EDPA White Paper 

Bundling 
  Free services/products by GSC, 

in bidding for services 
  Predatory discounts and/or 

services 

“EDPA condemns any illegal bidding 
practice by GSC’s for design/build 

or installation/dismantle 
contracts, which include 

predatory discounts and/or 
services that are available 

exclusively to the GSC in their 
capacity as the official show 

service contractor” 

Discounts & rebates to exhibitors	




Material Handling-Rental Exhibits 

Bundling example 

  Non-GSC 
companies can 
not compete 

  Exclusive 
services should 
not be bundled 



Discounts 
  Excluded from 3rd 

party contractors 

Material Handling - Discounts 

3rd party contractors 
not eligible	




Material Handling Form 

  Some OT may 
apply? 

  How much? 
  Who pays OT? 

Insert Actual Service order form for specific convention 



Solutions 
Game Changers – Material Handling 

  Pay for material Handling on time & materials basis – 
incorporate into exhibit fee; Auto Industry 

  Bring exclusive services (drayage) in-house; PMMI 

  Eliminate all surcharges (overtime and special 
handling) – incorporate blended rate; AHA, APSC, 
AAPC,AFCOM, 

  Charge per trip or based upon time & materials vs. 
weight; Several Corporate Events 



Solutions 
More Game Changers 

  Stop cost shifting - pay full price for services, just as 
exhibitors do (vested interest) 

  Incorporate costs for discounted items (aisle carpet, 
signs, etc.) in exhibit space fee rather than into drayage 
fees 

  Share costs for discounted items amongst all GSCs & EACs 

  Bring general contracting in-house - control rates and 
service levels 

  Freedom of choice - eliminate exclusives; bring in 
competition 



Solutions 
Simple Answers 

  Disclose all show management rebates and discounts to 
exhibitors 

  Understand what exhibitors are paying, identify pain 
points, and negotiate on their behalf 

  Provide all costs up front in the exhibitor prospectus: 
eliminate special handling 

  Simplify show rates and rules – let common sense be 
your guide 

  Eliminate the practice of  discounting exclusive services 
and combining with other non-exclusive services 



Resources: Exhibit Industry Council  

Advocate for full 
disclosure  and better 
control of costs 

Drive long term change 
that will guarantee its 
long term value and 
financial viability as a 
marketing medium  



Full Disclosure and Control of Exhibitor Costs  
Best Practice Recommendations 

1.  Explore changes to the show services business model. 
2.  Eliminate bundling on exclusive services. 
3.  All GSC discounts should be offered to exhibitors and 3rd 

parties. 
4.  Exhibitors need full control over all material handling costs. 
5.  Eliminate undisclosed discounts between GSC and show 

organizer. 
6.  Reduce /eliminate forced freight. 
7.  Reduce /eliminate exclusive facility service agreements. 
8.  GSC responsibilities & conduct. 
9.  Show organizer responsibilities & conduct. 
10.  Exhibit house / 3rd party supplier responsibility & conduct. 
11.  Exhibitor responsibility. 



July 10-12, 2012 
Hyatt McCormick Place, 

Chicago, IL 

Thank you! 


