califarnia

GIFT SHOW

OUTSTANDING RETURN ON YOUR INVESTMENT

Trade shows work. More than any other selling strategy, trade shows bring
buyers and sellers together in a symbiotic environment. We know that 93%
of buyers placed orders during Market and 88% will after the show.

The California Gift Show is focused, efficient, and highly cost effective.

Closing a deal

b $997  from a personal
sales call costs
about twice as

50 much as an
exhibition lead!

$0 |
Tradeshow Average
Lead Lead

Source: Center for Exhibition Industry Research

“The Kiss Accessories’ team was very pleased
with the level of customer service provided
by show management at the CA Gift Show.
The show proved to be successful through
the caliber of contacts and business that was
generated for our custom and promotional
purse hook lines. We are excited to attend
upcoming shows!”

Dan Tsue, Managing Partner,
Kiss Accessories, Booth 1421 - LACC

IT'S ALL HERE

Add value to your
marketing expenditures.
Grow your attendee base.
Strengthen your audience.
Generate leads.

See results.

e Over 95% of attendees come from the
Western US, and more buyers are
attending regional shows

® 9 out of 10 attendees will make purchases
during Market

® 94% of exhibitors stated they will return for
the next Market

¢ 200 permanent showrooms and thousands
of product lines exclusive to this show

e Exposure to national, international,
and the best buyers in California

* The California Gift Show is under new
management and ownership and now
includes the return of Beckman’s West
Handcrafted

e Let's face it; California has the best weather
in the country, especially in January. When
everyone else is bundling up you'll be able
to focus on the needs of the customers
rather than the weather report

DON'T MISS OUT—RESERVE YOUR BOOTH SPACE TODAY

July 16-19, 2010

Temporaries at L.A. Mart® and Los Angeles
Convention Center featuring Beckman'’s West

July 13-19, 2010

Shop early at the L.A. Mart® showrooms

January 21-24, 2011

Temporaries at L.A. Mart® and Los Angeles
Convention Center featuring Beckman'’s West

January 18-24, 2011
Shop early at the L.A. Mart® showrooms

TRENDS START HERE:

B2B marketers rank
trade fairs and
exhibitions as the
most effective tool
for generating
qualified leads.

CONTACT US

Frank Joens

Vice President of Sales
California Gift Show
213.763.5834
fjoens@lamart.com

Keith Davis

Leasing Manager/Temp Sales
213.763.5836
kwdavis@lamart.com

Amanda Earnest
Exhibit Sales Manager
213.763.5818
aearnest@lamart.com

Joy Jansen

Exhibit Sales Manager
213.763.5815
jjansen@lamart.com

Eva Kotylak
Exhibit Sales Manager
213.763.5821
ekotylak@lamart.com

Lisa Lundrigan
Divisional Sales Manager
213.763.5806
llundrigan@lamart.com

Pam Williams

Divisional Sales Manager
213.763.5838
pwilliams@lamart.com

L.A. Mart®

1933 S. Broadway

Los Angeles, CA 90007
800.lamart.4

californiagiftshow.com
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GIFT SHOW

The reinvigorated California Gift Show delivers a unified and
strengthened market experience anchoring the gift and home
industry for the West Coast. The bi-annual event brings over
800 exhibitors and 22,000 buyers together to capitalize on the
latest trends that only Southern California can offer.

The California Gift Show attracts qualified buyers to one of
the 10 largest economies in the world. It caters to thousands
of gifts stores within driving distance of Los Angeles, serving a
consumer audience of 13 million, as well as a broader base of
buyers in pursuit of L.A's distinct style and offering.
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Build customer
relationships,
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