THE PROFILE OF THE B2B EXHIBITION VISITOR 2014

We hired the number crunchers at N20O to cast their eyes over vast spreadsheets of data sets and they analysed the profiles of more than
250,000 attendees of B2B exhibitions in the UK across thirty shows during 2012 and 2013. Want to know what we found? We’ve proved that
B2B exhibitions are the place for businesses to do business. They’re stacked with high worth professionals with deep pockets.
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For indepth analysis and presentation of this report please visit www.facetime.org.uk/profiler For more information on exhibitions and m FaceTlme
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