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Visitor Behaviours  

 Satisfaction Level % 

is a must attent event % 
Strongly Agree 28.2
Agree 63.6
Neither 8.2

38.5
Total 100

Will you choose sustainable
products as a result of visiting 

%

Yes 88.8
No 11.2

Bathrooms 16.8
Extentions / additions 12.9
Furniture / Furnishings 9.9
Interiors 7.2

New bathroom 16.3
None of these 16.3
* some respondents gave more than one answer

Planned Projects Spend %
Over $40,000 56.3
$30,01- $40,000 6.4
$20,001- $30,000 6.4
$10,001- $20,000 12.9
$5,001- $10,000 9.0
$0- $5,000 9.0Visitors wanted to see more…

• Sustainable building materials
• Wind Turbines
• Eco-housing design & builders
• Insulation
• Water saving devices 

Most significant reasons for attending 
the HIA BuildGreen Expo
• To find sustinable building products (55%)
• To save water and energy (43%)
• To protect the environment (37%)
•  To save money by reducing water & energy 

bills (27%) 
 

 

 

 
 

 

 

 

 

The HIA BuildGreen Expo....



Meeting your objectives 
for attending the show Satisfaction %
Promote New  
Products/ Services

100

Launch New  
Products & Services

100

Increase Company Profile 97
Gather Sales Leads 100
Network 99
To Make Sales 90

 

 

 
 

 
 

Exhibitor Statistics
Business written  
at the show

• 

 
total number of visitors at the show 

• 

• 

 

96% of exhibitors surveyed intend to exhibit at  
one or more EEA Home Shows in 2010

• 

 

100% of exhibitors surveyed had an increase in 
sales  compared to last year’s event 

• 

 

63% of respondents ‘agreed’ to ‘strongly 
agreed’ that the HIA BuildGreen Expo 
is very important to their business

We received very favourable 
feedback from both new and old 
exhibitors, reporting their objectives 
had been met or exceeded.

 

 

 

100% of exhibitors surveyed had an
increased in sales compared to last
year’s event.

80% of exhibitors were satis�ed with the 

quality of visitors at the show 
99% of exhibitors were ‘satis�ed’ with the  

18% of exhibitors reported more than 
$50,000 of sales during the 3 day show.



Marketing Creative

Media & Promotional Tickets

Trade Passes

Press Advertising & Promotional O�ers

Show Guide

Advertising & Advertorial






