Exhibitor research findings

In May 2011 Informa Exhibitions, organisers of Vitafoods Europe,
commissioned Fusion Communications to conduct independent
research into exhibiting at the event which took place 10-12 May 2011
at Geneva Palexpo, Switzerland.

Fusion Communications conducts independent research for many
of Europe’s leading trade show organisers. In addition to reporting
the individual survey results from each event, it also benchmarks all
exhibitions it researches.

Fusion uses Key Performance Indicators (KPIs) to benchmark the
events it researches. These KPIs are a measure of performance used
to evaluate the success of the event taking into account both exhibitor
and visitor survey results. The research was completed in June 2011.

Key Findings

Key Performance Indicator scores are very strong — and some of the strongest Fusion has ever seen:

Vitafood?: ‘ Vitafoods Europe is the best international show Fusion has ever measured.

Europe

(Fusion has measured 137 trade shows to date.)

*  96% of exhibitors say that attending Vitafoods Europe is either very or quite important to their business

* 89% give Vitafoods Europe an overall rating of excellent or good

* 62% totally achieved their objectives in exhibiting

e 52% regard Vitafoods Europe as the preferred choice out of all the trade shows

e 76% think Vitafoods Europe is better than most or the best trade show

e 56% have rebooked for Vitafoods Europe 2012, with 36% very or somewhat likely to exhibit

*  93% said the show met or exceeded their expectations

Importance of exhibiting Overall show rating
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Q. How important is it to your business that you exhibit at Vitafoods Europe?
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Q. How would you rate Vitafoods Europe overall?

Research by
Fusion Communications Ltd
June 2011

~USICN

commuhnications



Comparison to expectations
(proxy measure for satisfaction)
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Q. To what extent did Vitafoods Europe meet your expectations overall?

Extent objectives achieved

3%

35%

Totally achieved
Partially achieved

62%

Not achieved

Q. Overall, to what extent were your objectives for exhibiting at Vitafoods
Europe achieved?

Estimated value of orders
The average value of orders taken: €237,202
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Q. As a result of exhibiting at Vitafoods Europe, how much business do you
expect to generate over the next 12 months?

Attitudes towards Vitafoods

It gave us a good opportunity to network
with customers

98%

Overall, we left with a good feeling about
the show

86%

Overall, we met some good quality people
at the show

89%

Overall, we generated a good number
of prospects/leads

65%

We saw visitors at the show that we
wouldn’t see elsewhere

50%

Overall, we felt that the Vitafoods Europe team
looked after us well during the show

56%

Q. To what extent do you agree with the following statements about
Vitafoods Europe?

To make new contacts

To meet existing clients

To showcase existing products and/or service
To generate new sale leads

To launch new products and/or services

To raise awareness of a brand/product/service

To network with industry colleagues

To educate the market about a
brand/product/service

To generate press/editorial coverage

To obtain signed orders from new customers

To obtain signed orders from existing clients

Objectives for exhibiting
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Q. What were your objective(s) in exhibiting at Vitafoods Europe?

Achieved as a result of exhibiting

Met existing clients

Made new contacts

Generated new sales leads

Showcase existing products and/or services

Raised awareness of a brand/product/service
Launched a new product or service

Networked with industry colleagues

Educated the market about a brand/product/service
Achieved press/editorial coverage

Signed orders from existing customer(s)

Signed orders from new customer(s)
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56%
56%

39%

38%
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Q. More specifically, which of the following have you achieved as a result of

exhibiting at Vitafoods Europe?

Likelihood of exhibiting next time

56%

23%

Already re-booked Very likely

Somewhat likely

13%

9%
0%

Not very likely Not at all likely

Q. How likely are you to exhibit at Vitafoods Europe in 20127

*Correct at the time of research

For information about Vitafoods Europe, please contact
Informa Exhibitions on +44 (0)20 7017 6482 or visit

www.vitafoods.eu.com

Contact Information.
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