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1. Introduction

The CEA (Construction Equipment Association) acted as the Trade Partners UK SESA (Support for Exhibitions and Seminars Abroad) sponsors of the British Group at the Condex exhibition (10-11 January 2003, San Diego, USA). Condex is held annually in conjunction with the AED (Associated Equipment Distributors) annual convention (9, 10, 11 January 2003). The AED is the leading trade association representing the distributors of construction equipment in North America. The exhibition is only open to delegates of the AED convention and invited guests of exhibitors. 

Condex is held in a different venue each year. 2003 was the first time that SESA support has been awarded to Condex and 12 British companies exhibited at Condex with SESA grant aid, out of which one received SESA support for the first time. One British exhibitor exhibited without SESA support due to a late booking after the cut off date. 

The British Pavilion was situated in the main hall with other British group members exhibiting either in the hall or in an adjacent Headquarters Marketing Suite. British companies exhibiting at Condex were eligible for a grant of 60% of their space and construction costs up to a ceiling of £2,300 per exhibitor. 

British Group exhibitors were:

· BSP International Foundations Ltd

· Construction Products Association

· Caldervale Forge Co Ltd

· Fairport Construction Equipment Ltd

· Holmbury Ltd

· JCB Sales Ltd

· Multidrive Ltd

· RDS Technology Ltd

· Resale Weekly

· Sterling Fluid Systems Ltd

· Terex Equipment (Scotland) Ltd

· Webster Schaeff & Co
1.1 The CEA ran a British Group Information Center, located in the main hall, which provided information on the UK construction  equipment industry, a meeting point and message-taking facilities. A meeting room was available for  all British Group exhibitors to use.  

The CEA interactive CD-ROM, Business Tracker, was demonstrated and distributed to visitors. Business Tracker is a comprehensive directory of UK construction equipment companies and their products together with industry information and statistics.

The Information Center also provided an opportunity for British companies to display literature and graphics. Three companies took advantage of the CEA display package, Extec Screens & Crushers Ltd, Selwood Ltd and Thermo Electron Corp

1.2 CEA staff took enquiries and trade leads from visitors – a listing of visitors is available to CEA Members and has been sent to display package participants. Companies in the display package were able to use the stand as a hospitality base for their British personnel to meet potential customers. 

1.3 The CEA produced a British group brochure, which was circulated to visitors at the show. The brochure was also mailed to all AED members before the exhibition.

1.4 CEA personnel on stand were:- Chief Executive, Rob Oliver, and Exhibitions Manager, Joanna Oliver.

1.5 In accordance with the SESA rules, Trade UK was promoted on the Information Stand. Trade UK is an e-commerce web site designed to facilitate overseas companies in sourcing products from British manufacturers. The Trade UK display at Condex featured literature printed English and Spanish – in recognition of the increasing number of Hispanic visitors to North American shows. 

2. The Exhibition

2.1 Venue

Condex was held at the San Diego Convention Center The exhibition centre comprises five halls with a number of meeting rooms. Condex was located in Hall B and in the adjoining Mariott and Hyatt hotels where the Headquarters Marketing suites were located. Condex moves around different US cities on an annual basis.

San Diego is a popular location for conventions and exhibitions due to its excellent convention centre and centrally located hotels and restaurants. As with all North American shows the cost of exhibiting in San Diego is high.  However it remains popular with vistors and the location provided an extra incentive for people to come to the show. It is easily accessed from all areas of the United States, Canada and Mexico.

2.2 Organisers

Condex is owned and organised by AED – the Associated Equipment Distributors, the trade association in North America for the distributors of construction equipment. The average AED member generates $12 million in sales, $9.2 million in rental and $6.8 million in service income per annum. AED members also buy over 70% of all new and used construction equipment in the US - $33.6 billion. Members repersent 61% of the total US rental market of $15 billion.
Condex does not have a UK representative and all negotiations were done with AED – Condex organiser, Dave Gordon and his assistant Jenny Choe.  

AED arrange for sponsored lunches and evening receptions for each day of the show giving exhibitors complimentary meals and drinks. The final night of the show ended in a gala dinner with presentations and speakers.

2.3 Stand Contractors

The organisers space rates for island sites – i.e. the British Pavilion - did not include any stand construction. Line booths included a basic pipe and drape stand but with no furniture.  The CEA arranged for a shell scheme to be built by GES for the Pavilion and for companies wishing to enhance the appearance of their stand. 7 British companies exhibited in the British Pavilion. The CEA contractors also built stands for a British company located away from the British Pavilion. 
The shell scheme comprised: stand walls and name fascia in grey finish, spot lighting, charcoal grey carpet, 1-110v. electricity point, an information counter, shelving, a coffee table and chairs. Extra furniture was available from the stand builders.

The British Pavilion was given a strong British image with Union flags being mounted on a superstructure and information counters. These could be seen from the far end of the hall – showing it to be the British Pavilion. There was some debate amongst exhibitors with US distributors as to whether British branding was a good thing in the USA at present with patriotic feelings running high. 

Some felt that Americans preferred to buy home manufactured products and so foreign branding was not necessarily helpful. This will be researched before the next North American exhibition. The Italian Trade Commission had also organised a Pavilion which was branded with the Italian flag. 

Joanna Oliver arrived on site two days before the show opened and found that the stand building was virtually complete. The stands were finished in time for exhibitors arriving on the 9th January to set up. The stand contractors, GES, were exceptionally helpful and went out of their way to ensure that everything was as we wanted it. 

This was in marked contrast to the GES team in Las Vegas who are very heavily unionized and generally unhelpful. We found this to be true of most of San Diego which had a “can do” attitude to life making it a refreshing city in which to exhibit.

2.4 Freight Forwarders

 

The nominated freight forwarders were Expofreight Ltd. The CEA arranged special rates for a consolidated shipment on behalf of exhibitors. Although the freight was held up in customs over the Christmas period it was delivered to the stand two days before the show in plenty of time. 

As always Expofreight provided an excellent service. GES on site representatives arranged for the storage of empty crates and for the shipment of return freight back to the forwarders.

2.5 Other Exhibitors 

There were 150 exhibitors at Condex who took 335 booths and 73 Headquarter Marketing Suites. Exhibitors were predominantly from the USA although national pavilions were present from the UK and Italy and exhibitors from Canada and Mexico. Exhibitors either took booths in Hall B of the convention center or in the adjacent Marriott and Hyatt Hotels. 

Smaller exhibitors tended to use the organiser’s pipe and drape stand construction system. Although this is common way of stand building in the US, to European eyes it looks very basic and not very professional. 

Major OEM’s exhibiting at Condex included:- 

· Atlas Copco

· Bell Equipment 

· Bobcat

· Case Corp. 

· Cummins 

· Daewoo 

· Deutz

· Gomaco 

· Hyundai 

· JCB 

· JLG

· Kobelco 

· Komatsu 

· Liebherr

· Manitowoc

· Metso Dynapac 

· Moxy Trucks 

· Terex

· Vibromax

· Wirtgen

2.6 Visitors

The exhibition’s opening hours were 10.00 - 17.00 on the first day and 9.30 – 15.00 on the final day to fit in with the convention schedule. The first day of the show was the busiest with a steady stream of visitors for the first few hours. The last day, Saturday, was very quiet. The assumption being that, as Condex is a small show, visitors had made all their calls on the first day. 

However, this allow did exhibitors the chance to visit each other – an important part of any exhibition, but it would have been better if there had been heavier traffic on the Saturday. The official visitor figures were 633 registered distributor delegates (a 23% increase on AED Condex 2002) plus invited guests by exhibitors – who had each received complimentary invitations. 

On site visitor registrations were reported as being at an all time high – with last minute bookings underlining the short-term uncertainties in the US at present. Visitors were all delegates of the AED convention who had paid $395 to register or specially invited guests of exhibitors. The exhibition was not open to the general public.

The CEA Business Tracker interactive CD-ROM was distributed to all visitors making specific enquiries and was well received. A British Company Information Brochure had been produced by the CEA detailing British companies exhibiting and displaying at Condex giving details of the Trade UK Web site.

2.7 The AED Convention

The AED annual convention was held from the 9-11 January at the San Diego Convention Centre. It was preceded on the 8th January by a golf tournament. The convention was divided into Executive and Management level seminars together with combined business sessions. 

Sessions were targeted at the professional distributor aiming to improve their sales, rental and follow up services. Registration for the convention was $395 per delegate which meant that, although numbers were lower than at an open exhibition, the quality of the delegates was high and focussed. 

3. British Embassy / Consulate: 

The Commercial Section of the British Consulate in Los Angeles sent the Assistant Trade Officer, Joanna Barfoot, to the show for the first day.  Joanna visited British exhibitors and spent some time with each company assessing their needs and potential requirements in the North American market. Her department can provide a range of market overviews, reports and tailored market information. However, detailed market research will incur a cost. Joanna’s details are as follows:-

Ms Joanna Barfoot




Phone: 001 310 428 2169

Assistant Trade Officer




Fax: 001 310 481 2960

British Consulate General



e-mail: Joanna.barfoot@fco.gov.uk 

1176 Wilshire Blvd, Ste 1200 



Web site: www.britainusa.com/la 

Los Angeles

CA 90025

USA

4. DTI – Automotive Unit:

The CEA’s sponsoring department at the DTI (Department of Trade and Industry) the Automotive Unit’s Alan Woods visited Condex – despite being a casualty of the worst blizzards for 10 years resulting in a day sitting on the tarmac at Heathrow and a cancelled flight. It was felt by exhibitors that the presence a British Government official underlined the export commitment of the DTI. 

It would be most helpful if representatives from our sponsoring department could continue to be present at CEA exhibitions in the future. The Italian stand was funded by the Italian Trade Commission who also sent officials to the show – it was good to be able to show that the British Government was flying the flag too.

Alan Woods




Phone: 020 7215 1187

Americas Team




Fax: 020 7215 1557

151 Buckingham Palace Road


e-mail: alan.t.woods@dti.gsi.gov.uk 

London





Web site: www.autoindustry.co.uk 

SW1W 9SS




Web site: www.foresightvehicle.org.uk 

5. Conclusions

Condex was a small exhibition which was quieter from a visitor point of view than expected. The views of exhibitors seemed to be divided into those who were attending to support an existing distributor and cement relationships, who felt the show had been worthwhile to those who were looking for new contacts and felt that they had not really achieved their targets. It was noticeable that the busiest exhibitors were those who had put in the pre-show preparations and invited targeted visitors to visit them well in advance.

The US rental market has suffered a 60% downturn since September 11 showing a marked reluctance by major renters and contractors to invest in new equipment. The uncertainties over a war with Iraq are also causing stagnation. However the trend is perceived to be gently upward in 2003. It is probable that a quick war will prompt growth. It is thought likely that recovery will come, in the short term, from plant hire and leasing companies who will benefit from proposed tax incentives on expensing recently announced by the President in his economic stimulus package.

State equipment fleets, which have been stagnant for some time, are predicted to increase by 25% to fulfil the demands of government funded infrastructure programs aimed at kick starting the economy.  

The 2003 market forecast for US heavy construction projects (infrastructure etc) is US $155 billion, non residential construction projects (education, health, government etc) US $287 billion and residential construction US $415 billion.

In their 2002 and 2003 Outlook for Construction Equipment Business the AEM (Association of Equipment Manufacturers in the USA) surveyed member companies for their predictions for year end 2002-2003 US business volume. AEM member companies reported the following forecasts:-

	Category


	2001 – 2002
	2002 - 2003

	Total industry wide average
	-5.6%
	2%

	Earthmoving equipment averages
	-8.7%
	1.5%

	Lifting equipment
	-14.9%
	-3.2%

	Concrete and aggregate
	-1%
	4.3%

	Attachments and components
	1.4%
	4.6%


Source AEM 28 January 2003

Whilst USA is a relatively easy, if expensive, place to exhibit, the exhibition is just the start of building a relationship with a potential distributor or customer.  If British companies are serious about doing business in the region they must appoint a local distributor or agent and expect to support them through regular contact and visits. The size of the market means that more than one distributor is required - on east and west coasts and in the industrial heartlands - to cover the huge geographical areas involved.  Companies who had agents but did not visit them found that the sales very quickly fell off.

Joanna Oliver

Exhibitions Manager

CEA January 2003

Useful contacts: 

	CEA

BRITISH GROUP ORGANISERS

Project Manager

Project Executive

	CEA

Orbital House

85 Croydon Road

Caterham

CR3 6PD

Surrey

UK

Joanna Oliver

Sharna Gollogly
	Tel:

Fax:

E-mail:

Web:

E-mail:

E-mail:
	0044 (0) 1883 334499

0044 (0) 1883 334490

CEA@admin.co.uk

www.coneq.org.uk

joanna@admin-north.fsnet.co.uk 

sharna@admin.co.uk 

	Condex Show Management
	AED

615 W. 22nd Street

Oak Brook

Il 60523

USA

Contact Dave Gordon


	Tel: 

Fax:

E-mail:

Web site:
	001 630 574 0650

001 630 574 0132

dgordon@aednet.org 

www.aednet.org
 

	British Embassy 


	British Embassy
Trade Promotion Section
3100 Massachusetts Avenue NW
Washington DC, 20008, USA 

 
	Tel:

Fax:


	001 202 588 6500
001 202 588 7915 

	Trade Partners USA Unit


	Trade Partners UK
USA Unit
Bay 807
Kingsgate House
66-74 Victoria Street
LONDON, SW1E 6SW


	Tel:

Fax:

E-mail

Web:


	020 7215 8286
020 7215 8260

oliver.parsons@dti.gsi.gov.uk
www.tradepartners.gov.uk 

	British Government Los Angeles Trade Office 

Ms Joanna Barfoot
 

Assistant Trade Officer


British Consulate General


1176 Wilshire Blvd, 

Ste 1200 



Los Angeles

CA 90025

USA
	
	Tel:

Fax:

E-mail:

Web site:
	001 310 428 2169
001 310 481 2960

Joanna.barfoot@fco.gov.uk
www.britainusa.com/la
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