The Cooperator Expo Attendee and Exhibitor Survey 2017

This past year Yale Robbins Publications engaged Accelera Publishing Research, an
independent third-party research organization, to conduct a post-show study of both
attendees and exhibitors from all of the Expos we’ve produced. Over 1,000 individuals
participated in the study.

Overall the research showed that exhibitors feel that our shows offer significant
opportunities to create new business opportunities and build relationships with new and
existing customers. Overwhelmingly, exhibitors feel that they get good value from their
investment in exhibiting at our shows, and that attendees have a very positive
experience. The report reached the following specific conclusions:

1. The shows offer unique opportunities for attendees to meet current vendors,
identify new vendors, and learn about new products.

81% of attendees report that they came to the Expo to meet vendors, identify a vendor for a
specific need, or learn more about specific products.

PRIMARY REASONS FOR ATTENDING THE EXPO

To find vendors, products, or services; or to meet current vendors 81%
To find a vendor to provide a specific product or service
To meet vendors we already do business with

See products in person that | saw online or read about

Keep up to date on association issues, trends, and practices
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2. Show management invests heavily in pre-show promotion to insure a highly
targeted attendance at each show.

83% of attendees report that they became aware of the show through advertising, direct mail or
email campaigns.

HOW ATTENDEES HEARD ABOUT THE SHOW
I I I I

The Cooperator Newspaper |47%

Email received from the Expo |43%

The Cooperator Website 9%
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3. Most attendees play significant roles in the management of their condos,
co-ops, or HOAs.

74% of attendees report that they are either managers, board presidents, or board members.

ROLE ATTENDEE PLAYS IN CONDO, HOA OR CO-OP

Oth:er Property Manager
7.6% 16.7%
Un'lltqu‘:;oner Board President
. 20.5%
Property Manager Board Member
Board Member 37%

74.2%

4. Attendees are highly involved in buying decisions for their associations.

92% of all attendees participate in the buying decisions of their buildings.

ATTENDEE INVOLVEMENT WITH PURCHASE DECISIONS

92%
Involved

8%
Not Involved

ROLES PLAYED IN PURCHASE DECISIONS

Plays a role in purchase decision 92%
| participate in and influence purchase decisions
| identify needs and obtain product info

| recommend specific vendors

| authorize or approve purchases

| place orders

Other involvement
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5. The Expos provide a valuable marketplace that fulfills the needs of its
attendees.

94% of attendees (over 9 in 10) report that they found what they were looking for.

6. The show provides a great opportunity to meet with individuals who are
currently planning capital improvement projects.

A majority of attendees’ associations are planning capital improvements, and among these, the
large majority came to find vendors.

Over 50% of attendees indicate that they are planning to undertake capital improvements, 62% of
which came to the Expo to find vendors for these projects.

CAPITAL IMPROVEMENT BUDGETS

$50K-$99K
18%

Over $1M
18%

Under $50K
17%

$100K-$249K
24%

$250K-$499K
$500K-$1M 14%
9%

7. Many capital improvement projects will take place in the next 12 months.

Of the attendees reporting that they are planning capital improvement projects, nearly 59% report
that their projects will take place in the next 12 months with budgets averaging over $400,000.

8. Virtually all exhibitors report that exhibiting at the Expo is valuable to their
company.

Overall 97% of exhibitors report that exhibiting at the Expo is valuable to their company.
LEVEL OF VALUE DERIVED FROM EXHIBITING

Extremely Valuable

Not Valuable
3.5% N 28.9%
Valuable
o,
Valuable 4r.1%
96.6% Somewhat Valuable
20%

9. Virtually all exhibitors report that they had a very positive overall experience.

Overall 92% of exhibitors rate their experience at the show as good, very good, or excellent.
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10. The overwhelming majority of exhibitors find the Expo valuable in every way.

Overall 92% of exhibitors rate their experience at the show as good, very good or excellent.

92.6% of exhibitors rate overall show
performance as excellent, very good or good
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Very Good,
Excellent
/ 92.6%
Poor
1.4%

Excellent
20.5%

Very Good
44.4%

Good
27.7%

7.2%

1.7%

91.2% of exhibitors say that the audience is

Fair Good,
Very Good,
Excellent

91.2%
Poor

Excellent
30.6%

Very Good
35.8%

Good
24.8%

88.5% of exhibitors say that the show
attracts the customers they need to meet

86.6% of exhibitors found the audience
includes decision makers and influencers
for the purchase of their products
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82.1% of exhibitors found the show 84% of exhibitors found that the show is a
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