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July 10-12, 2012
MARKETERS ASSOCIATION Hyatt McCormick Place,

Chicago, IL

XC EXHIBITEVENT

Enhancing Exhibitor Value
Enables Show Growth

Endorsed by:
Advocacy Committee




= Discuss Industry Issues

o Cost of Exhibiting
= Exclusive Show Services

= Non-Exclusive (Competitive) Show Services

= Actual Union Cost Increases compared to Rate
increases

o Business Model Shift
= General Service Contractors
= Possible Solutions
o Progressive General Service Contracting Models
o Case Studies of Existing Shows
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Convention Cost Breakdown

Exhibit Space

B Drayage
| Shipping
B Other Exhibit Related™

* Over 30% of costs unknown at time of booth space contract
« Show Organizer negotiate 67% of costs (exhibit space, labor,
& drayage)

BY 7
AT EXHIBITS EVENT

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




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)
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* Reducing exhibit size

* Canceling participation

= Going to offsite, proprietary events

= Keeping same footprint, reduce number of components
* Lighter weight displays
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Cost of Exhibiting: Exclusive Service, Drayage

One Show, Same City, Different Years
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CPI from 2003 - 2009: 17%




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?
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Exclusive Service: 1997 - 2009
Material Handling - One Show %
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CPI from 1997 - 2009: 34%




Exclusive Service: 1997 - 2009

Material Handling - One Show
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Drayage/Crated
Direct to Show
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Los Angeles, Chicago, and Las Vegas
Labor Costs — Union Contracts




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

Worse, the rates are confusing and
impossible to budget.
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IS IT MY
IMAGINATION OR
IS YOUR PRICING
INTENTIONALLY

CONFUSING?

DilbertCartoonist@gmail.com

ITS
INTENTIONALLY
CONFUSING.

THAT WAY YOU CANT

COMPARE OUR PRICES

TO OUR COMPETITORS’
PRICES.

OUR COMPETITORS
DO THE SAME THING.
ITS CALLED A
CONFUSOPOLY.

©£2010 Scott Adams, Inc, /Dist by UFS, Inc.

WE ALL GET OUR
FAIR SHARE OF
CONFUSED CUSTOMERS
AND WE DON'T NEED
TO LOWER OUR PRICES
TO COMPETE.

—

WE USE THE
PROFITS FROM OUR
ANTI-COMPETITIVE
BEHAVIOR TO FUND
INNOVATION.

SO DONT RUIN A
GOOD SYSTEM BY
TRYING TO UNDER~—
STAND WHAT YOURE
BUYING.

SOUNDS
REASON—

YOURSELF
AND THANK
ME!

www.dilbert.com
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= Which exhibitors are moved out on OT?
o The rental exhibits?
o The GSCs own exhibit clients?
o The big exhibitors?

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

= Who controls which exhibitors move on OT vs. ST?
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Special Handling is a fee applied to ‘Inp nents that are loaded by cubic space
and/or packed in such a manner as to require additional labor and handling.

Correct Shipment

Incorrect Shipment

Side Door Constricted Stacked
Loading Space Loading Shipments

Crated Shipment Multiple Shlpments / Uncrated Shipment
<% EXH ENT
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Does this justify Special Handling?

e b
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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:
o Reduced competition
o Negatively impacting the industry
o Associations unaware of the discounts given
o No benefit to association ¢ EXHIBIT: EVENT
o Possible legal issues
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Bundling example

Non-GSC
companies can
not compete

Exclusive
services should
not be bundled

LR PN Y

Ciassio

A. FREE STANDING COUNTER

Discount Price Standard Price

D. 3 SHELF 10" X 10" EXHIBIT

Discount Price Standard Price

I_, TH{,

PACKAGES

2 Arm Lights (per 100 sq. ft.)

For fast, easy ordering,

tla.of Exhibit
iy Vacuuming

B. CURVED BACK WALL EXHIBIT
Discount Price Standard Price

an
[ O

===

#

———

C.BACK WALL COUNTER EXHIBIT

(]

To place your order,
appropriate box and complete the remaining
selections at the bottom of the form.

Discount Price

I

please check the

2,

Standard Price

0 WHITE PERFBOA

MARK

e EXH
S

ENVRO

[J HELVETICA BOLD

NT

TION

Orders received after the deadline date or without payment will be charged the Standard Rate and are subject to availability.
Orders cancelled after production begins are subject to a 100%

CHOOSE YOUR PANEL

(0 BLUE FABRIC []GRAY FABRIC
[ BLACK FABRIC [JWHITE HARDWALL

Cancellation Charge.
HEADER IDENTIFICATION SIGN

Check the font style for your header identification sign, and
then indicate vour color breference.

[J CLARENDON MEDIUM O
RD [J EUROSTILE BOLD



Discounts

» Excluded from 3rd
party contractors

3d party contractors
not eligible

-

Piease return this form with your check payment (no credit cards) to the address listed above by the deadline
date to receive your material handling discount

MATERIAL HANDLING RATE CALCULATOR

CRATED:
SPECIAL HANDLING:

UNCRATED:

Materdal Handing form for surcharges)

Weight Discount Prepaid Co
(round UP to the Price Per =
Rate Classification next 100 LBS.) CWY AD
Example: Warehouse Crated 1450 (1500) + .
jd by
S.
oUNT s charge he 3 truction
Aling details an

rthe |

less 10% discount
charges may be applicable Total

DESCRIPTIONS OF RATE CLASSIFICATIONS
Material that is skidded or s in any type of shipping container that can be unloaded at the dock
with no additional handling required
Material deliverad by a carrier in such a manner that It requires additional handiing, such as
ground unkoading, stacked or cons¥icted space unkading, designated piece unfoading, shipment
Integrity, alternate delivery locabion, loads mexed with pad-wapped material, carpet andor pad
oaly shipments, No documentation and shipments that require addiional Sime, equipment or labor
0 uilua), Fusharal Express, UPS, Alrburme Express & DML ore Inciude in s couegory aus
10 their dekvery procedures
Materfal that is shipped loose or pad-wrapped, andfor unskidded machinery without proper iiing
Dars of hooks.

Descriplion CWT Price

THIS VOLUNTARY PROGR
SPECIFICALLY FOR

EXHIBITING. AS SUCH, THIRD PARTY CONTRACTORS,

APPOINTED CONTRA

RATE CLASSIFICATIONS:

Warehouse Shipment (200 Ib. minkmum)
Crated or SKIAHed ShPMBIL......c...ciiciic st srressess e ceasp s easan s m sy mnes w$ 1225

Special Handing Shipment ... s $ 9395
Show Site Shipment (200 Ib. m‘nlmum)

Crated or Skidded Shipment.... R e — $ 6875

Special Handling Shipment......... NSEERS——— ¥ 1

Uncrated or Pad Wrapped Shpmen( e ..$103.15

NDED BY AND DESIGNED

EXHIBITORS TO
TO PARTICIPATE.

JORS, ARE NOT ELIGIB




= Some OT may
apply?

= How much?

= Who pays OT?

additional handling required.

SPECIAL HANDLING:  Material delivered by a carrier in such a manner that it requires additional handling, such as ground
(See definitions on back) unloading, stacked or constricted space unloading, designated piece unloading, shipment integrity,

altemate delivery location, loads mixed with pad wrapped material, carpet and/or pad only shipments,
no documentation and shipments that require additional time, equipment or labor to unload. Federal Ex-
press, UPS, Airborne Express & DHL are included in this category due to their delivery procedures.

UNCRATED: Material that is shipped loose or pad-wrapped, and/or unskidded machinery without proper lifting bars
or hooks.

STRAIGHT TIME: 8:00 A.M. to 4:30 P.M. Monday through Friday

OVERTIME: 4:30 P.M. to 8:00 A.M. Monday through Friday, all day Saturday, Sunday, and Holidays

Note: Some inbound and outbound material handling will have overtime charges applied.

MHOH&WS: New Years Day, Martin Luther King Day, President’s Day, Good Friday, Patriot's Day, Memorial Day, Independence Day, Labor Day, Columbus Day,

Veteran's Day, Thanksgiving Day, Christmas Day

Description Price Per 200 Ib.
A\ CwT Minimum

RATE CLASSIFICATIONS:
Warehouse Shipment (200 Ib. minimun)

Show Site Shipment (200 Ib. minimum)

Crated or Skidded Shipment
Special Handling Shipment................._.

Uncrated or Pad W.apfoea Shipment ...
Small Pagkgte’s Maximum weight is 30 Ibs per shipment

P BT et et n e a e e e s eaneeae s e ennnan

*A ¢mall package shipment is a shipment totaling any number of pieces with a combined weight not to exceed 30 Ibs that is
received on the same day, from the same shipper and delivered by the same carmier.

ADRYTONAL SURCHARGES:

Shipment Delivered after Deadline Date (in addition to above rates)
Warehouse Shipment after April 30 %

Show site Shipment after Show Opening... ..$

All rates quoted above are straight time rates. All freight received at the warehouse that must be moved lnio or out of the booth
before 8:00 am or after 4:30 pm on weekdays will be charged overtime rates. Show site overtime hours are before 8:00 am and
after 4:30 pm on weekdays. Any time on Saturday, Sunday or holidays will be charged overtime each way in addition to the above

rates.

Overtime Charge - Show Site (in addition to above rates)

Overtime Charge - Warehouse (in addition to above rates)
Crated or Skidded Shipment....
Special Handling Shipment

Crated or Skidded Shipment....
Special Handling Shipment......
Uncrated or Pad Wrapped Shipment ...

e o




= 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
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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
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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

J»’/
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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
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Explore changes to the show services business model.
Eliminate bundling on exclusive services.

All GSC discounts should be offered to exhibitors and 3rd
parties.

Exhibitors need full control over all material handling costs.

Eliminate undisclosed discounts between GSC and show
organizer.

Reduce /eliminate forced freight.

Reduce /eliminate exclusive facility service agreements.
GSC responsibilities & conduct.

Show organizer responsibilities & conduct.

Exhibit house / 3rd party supplier responsibility & conduct.
Exhibitor responsibility.




XC EXHIBITEVENT

July 10-12, 2012

MARKETERS ASSOCIATION Hyatt McCormick Place,

Chicago, IL

Thank you!
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