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The

We break it down so you don't get blindsided by hidden charges

and unforeseen fees. By Linda Armstrong

hether you're buying boats or
Wbooths, buyers’ remorse is a

common side effect. While both
can certainly deliver their own kind of
ROI — be it fun and sun or leads and
sales — they're far from inexpensive.
Plus, boaters and exhibitors assume
that once they ve made their initial
investments, it's smooth sailing from
there. But that's when unexpected
ancillary costs, surprise expenditures,
and ongoing maintenance and stor-
age costs can capsize your budget.

With boats you've got everything

from anchors and life jackets to bum-
per buoys and slip fees. With booths
there's everything from furniture rental

and lighting to pull-and-prep charges
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and storage. Before you know it,
your yearly expenses are double or
triple what you expected, and you're
left wondering how all of these extra
charges snuck up on you.

However, the good news, at least for
exhibit buyers, is that buyers’ remorse
is easily avoided. All you need is a
basic understanding of exhibiting
costs. And that means all of the costs
— not just those in your original
purchase agreement — from 1&D
supervision to off-floor storage.

To help you get a handle on all of
your exhibiting expenses, EXHIBITOR
teamed up with Denver-based Condit
Exhibits to create this cost analysis for
a hypothetical 20-by-20-foot custom

exhibit. The detailed analysis provides
a comprehensive list of potential
expenses as well as cost estimates

to assist you with your own budget.

The form at the right also serves as
a worksheet that can be adapted to
almost any program. Simply download
it at www.ExhibitorWebLinks.com and
input your own budget estimates plus
any additional expenses specific to
your program.

Stocked with a bit of pre-purchase
knowledge and cost estimates, you'll
sail around hidden budget busters
and bypass buyers' remorse. H

By Linda Armstrong. Questions or comments?

Email editorial@exhibitormagazine.com.



Bona-Fide
Booth Costs

The form provides a
line-item breakdown for
everything from crates
and carpet to [&D and
drayage. The estimates
represent yearly costs
based on the same
scenario: A Denver-
based exhibitor has
purchased a new 20-
by-20-foot booth for use
at 10 shows per year
(with shows averaging
three days in length).
The booth is installed

and dismantled on

straight-time labor hours,

no late-order penalties
are assessed, and the
exhibitor rents furniture
and equipment at each
show. The booth ships
via the cheapest ship-
ment options available
and travels an average
of 3,000 miles roundtrip
for each show. To view
cost estimates for a
10-by-10-foot booth,
visit www.Exhibitor
WebLinks.com.

LINE-ITEM COST ANALYSIS F OR A 20-BY-20-FOOT EXHIBIT

DESIGN/FABRICATION

Technical drawings/ setup drawings/ $7,500
CNC programming

Exhibit design $5,100
Project management (typical estimate of $2,800
fabrication, material ordering, client

interaction, and internal project coordination)

Fabrication of display components $54,000
and shipping crates

Carpet and pad $2,750
Exhibit preview (includes setup $4,350
and dismantle for pre-use viewing)

Structural approval certificate $700
Graphics (includes pre-flight time and coordi- $8,900

nation for two, double-sided mura] graphics,
along with one set of dimensional letters)
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SUBTOTAL $86,100

PRE-SHOW PREPARATION

Technical drawings/setup drawings $5.000
Project management (typical estimate of $3,500
show services, pull/prep, client interaction,

and internal coordination of project)

Gang-box supplies (garbage can, electrical $2,000

strips, cleaning supplies, pens, tape, staplers,
labels, duct tape, first-aid kit, Velcro, etc.)
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SUBTOTAL $10,500

MANAGEMENT
Storage (per year/cubic foot based on
crates and two rolls of carpet and padding)

$3,500

Maintenance (yearly replacement $5,000 - $6,000

parts, cleaning, minor refurb, etc.)

Graphics changes (includes pre-flight $8,900
time and coordination for reproducing

all graphics once a year to accommodate

company or product changes)

Return inspections (includes opening $4,000

crates, inspecting for any visible damage,
and returning to storage)
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SUBTOTAL $21,400 - $22,400

ELECTRICAL/AUDIOVISUAL
Lighting (purchase of 20 light fixtures
and replacement of bulbs for each show)

$5.,750 - $6,000

Sound system rental (wireless microphone, $1,000
two speakers, four-channel mixer)

Computer purchase $2,500
Plasma/LCD purchase $7.500

Lead-scanner rental

$3,000 - $4,300
Internet connection

$15,000

Electrical (four 1,000-watt drops) $10,000 - $12.000

SUBTOTAL $44,750 - $48,300
LOGISTICS
Floor space $93,960 - $100,000

Transportation (3,000 miles roundtrip) $45,000 - $55,000

Drayage $40.000 - $50,000

Show supervision $15,000 - $20,000
I&D (three men, 16 hours installation
and 8 hours dismantle: includes
rental of 16-foot ladders)

$40,000 - $44,000

Booth cleaning $2.750

SUBTOTAL $236,710 - $271,750

MISCELLANEOUS
Floral $1,000 - $2,000

Literature stand and furniture rental
(five bar stools)

$6,000 - $9,000

Attendee refreshments
(coffee/water service purchased
from show management)

$5,000 - $8,000

Staff apparel (includes nine shirts
for three people and nine replacement
shirts halfway through the year)

$750 - $1,000

Presentation talent (includes hired
talent performing a 15- 1o 30-minute
Presentation several times each day)

SUBTOTAL $27,750 - $38,000

$15,000 - $18,000
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For a Nimlok Branded Partner nearest you,
choose from the locations below. Or, find an
authorized distributor in your area by

visiting nimlok.com

Central Pennsylvania
nimlok-centralpa.com
717.213.4333

Charlotte
nimlok-charlotte.com
704.369.0973

Chicago
nimlok-chicago.com
847.647.7555

Cincinnati
nimlok-cincinnati.com
859.746.1500

Dallas
nimlok-dallas.com
214.659.9944

Denver
nimlok-denver.com
303.744.0198

Grand Rapids
nimlok-grandrapids.com
866.275.7655

Greenville
nimlok-greenville.com
864.329.0001

Gulf Coast
nimlok-gulfcoast.com
727.536.3007

lowa
nimlok-iowa.com
515.221.1394

Kansas
nimlok-kansas.com
800.511.3925

Kansas City
nimlok-kansascity.com
800.511.3925

Kentucky
nimlok-kentucky.com
502.499.7566

Louisiana
nimlok-louisiana.com
877.284.2411

Maine
nimlok-maine.com
800.421.1799

Metro Michigan
nimlok-metromi.com
800.783.5536

Milwaukee
nimlok-milwaukee.com
414.351.1330

Minnesota
nimlok-minnesota.com
651.647.0598

New York City
nimlok-nyc.com
877.746.9411

Oklahoma
nimlok-oklahoma.com
405.301.5553

Orange County
nimlok-orangecounty.com
949.837.6800

Philadelphia
nimlok-philadelphia.com
800.530.4470

Pittsburgh
nimlok-pittsburgh.com
412.381.3220

Raleigh
nimlok-raleigh.com
919.655.1890

San Diego
nimlok-sandiego.com
888.646.5657

San Francisco
nimlok-sanfrancisco.com
415.643.5580

South Florida
nimlok-southflorida.com
954.585.8950

it’s not uncommon
to gain a little weight
once you hit 40.

we’re 40 years old, and this extra weight we‘re
carrying is related to our newly expanded U.S.
facility, which offers access to the industry’s
leading designers and innovative new exhibit
systems. in fact, our expanded 300,000 square
foot central facility ensures we’ll help you flourish
by cultivating new growth, driven by nimlok’s
full-service face-to-face marketing solutions.
that’s what we call return on imagination.

see more at nimlok.com

nimlok |ct’s flourish.






