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COVID-19
(Coronavirus)
Impact Update

IBISWorld's analysts constantly monitor the industry impacts of current events in real-time – here is an update of
how this industry is likely to be impacted as a result of the global COVID-19 pandemic:

· Revenue for the Trade Show and Event Planning industry in Canada is expected to decrease markedly in 2020
due to the ongoing COVID-19 (coronavirus) pandemic. For more detail, please see the Current Performance
chapter.

· Some of the industry's demand determinants are projected to change in 2020 due to the coronavirus pandemic.
For more detail, please see the Demand Determinants chapter.

· Industry profit is projected to decrease in 2020 due to the industry's more difficult operating conditions in light of the
coronavirus outbreak. For more detail, please see the Cost Structure Benchmarks chapter.

Note: The content in this report is currently being updated to reflect the trends outlined above.
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About IBISWorld
IBISWorld specializes in industry research with coverage on thousands of global industries. Our comprehensive data and in-depth analysis help
businesses of all types gain quick and actionable insights on industries around the world. Busy professionals can spend less time researching
and preparing for meetings, and more time focused on making strategic business decisions that benefit you, your company and your clients. We
offer research on industries in the US, Canada, Australia, New Zealand, Germany, the UK, Ireland, China and Mexico, as well as industries that
are truly global in nature.
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About This Industry
Industry Definition The Trade Show and Event Planning industry in Canada organizes, promotes and manages events, such as

business and trade shows, conventions, conferences and meetings. It may also manage and provide staff to operate
the facilities in which these events take place. This industry does not include establishments that organize, promote
or manage live performing arts events, sports events or festivals.

Major Players Freeman

Global Experience

Main Activities The primary activities of this industry are:

Automobile show promoting, managing or organizing

Flower show promoting, managing or organizing

Home show promoting, managing or organizing

Convention promoting, managing or organizing

Trade show promoting, managing or organizing

Craft fair promoting, managing or organizing

The major products and services in this industry are:

Registration, analytics and show services

Exhibit sales and design services

Sponsorships, entertainment and advertising services

Shipping, logistics and other services
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Supply Chain

SIMILAR INDUSTRIES

Advertising Agencies in Canada Promotional Products in Canada Concert & Event Promotion in
Canada

Gambling in Canada

       

       

RELATED INTERNATIONAL INDUSTRIES

Trade Show and Conference
Planning in the US

Online Event Ticket Sales Event Promotion and
Management Services in Australia

Convention & Exhibition Services in
China

Conference Centres Letting &
Operating in the UK
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Industry at a Glance
Key Statistics

$2.1bn
Revenue

Annual Growth

2015–2020

-2.7%

Annual Growth

2020–2025

6.3%

Annual Growth

2015–2025

 

$117.6m
Profit

Annual Growth

2015–2020

-9.7%

  Annual Growth

2015–2020

 

5.5%
Profit Margin

Annual Growth

2015–2020

-2.5pp

  Annual Growth

2015–2020

 

1,399
Businesses

Annual Growth

2015–2020

2.5%

Annual Growth

2020–2025

4.8%

Annual Growth

2015–2025

 

12,849
Employment

Annual Growth

2015–2020

-1.0%

Annual Growth

2020–2025

5.1%

Annual Growth

2015–2025

 

$592.8m
Wages

Annual Growth

2015–2020

-1.0%

Annual Growth

2020–2025

5.4%

Annual Growth

2015–2025

Key External Drivers % = 2015–20 Annual Growth

-0.6%
Demand from manufacturing

1.5%
Per capita disposable income

2.3%
Corporate profit

-28.7%
Inbound international travel

 
Industry Structure

POSITIVE IMPACT

  Capital Intensity
Low   Concentration

Low

  Regulation & Policy
Light / Steady   Industry Globalization

Low / Increasing

MIXED IMPACT

  Life Cycle
Mature   Revenue Volatility

Medium

  Technology Change
Medium

NEGATIVE IMPACT

  Industry Assistance
Low / Steady   Barriers to Entry

Low / Steady

  Competition
High / Steady

 

Key Trends

 The industry has benefited from and endured competition
from technology

 The industry's revenue decline has been driven by a
decrease in corporate profit

 Canada has become a more attractive destination for global
exhibitions

 The industry is expected to benefit from growth in consumer
spending

 Industry growth will likely encourage new entrants

 Investment in technology is expected to be necessary for
major operators to compete

 Industry growth is dependent on corporate profit and
corporate marketing budgets
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Products & Services Segmentation

 
Major Players SWOT

STRENGTHS

  Low Imports

  High Profit vs. Sector Average

  Low Customer Class Concentration

  Low Product/Service Concentration

  High Revenue per Employee

  Low Capital Requirements

   

WEAKNESSES

  Low & Steady Barriers to Entry

  Low & Steady Level of Assistance

  High Competition

   

OPPORTUNITIES

  High Revenue Growth (2020-2025)

  High Performance Drivers

  Demand from manufacturing

   

THREATS

  Low Revenue Growth (2005-2020)

  Low Revenue Growth (2015-2020)

  Low Outlier Growth

  Corporate profit



Trade Show & Event Planning in Canada December 2020

9 IBISWorld.com

Executive Summary On display: Rising consumer spending is expected to aid show
attendance rates and revenue for events

Growth in the Trade Show and Event Planning industry in Canada is dependent on corporate profit and corporate
marketing budgets, as most of the industry's revenue comes from business-to-business (B2B) events. The industry
organizes, promotes and manages events, such as business and trade shows, conventions, conferences and
meetings. Revenue is also determined by the ability of consumers to spend, as business-to-consumer (B2C)
revenue comes from consumer attendance to events, such as automobile or home improvement shows, and is thus
correlated with employment and disposable income.

Over the five years to 2020, disposable income has grown while corporate profit and consumer spending have
declined. As a result, industry revenue is expected to decline an annualized 2.7% to $2.1 billion over the five years
to 2020, which includes a projected decline of 20.5% in 2020 alone as a result of the COVID-19 (coronavirus)
pandemic. Due to the pandemic, trade shows and conferences have largely been cancelled or moved online in
compliance with the government's social distancing recommendations. This is projected to greatly affect revenue for
the year and negatively affect revenue performance during the period as a result. Moreover, moving forward, the
lingering effects of the pandemic on the industry's broader landscape may detract from operators' claims that face-
to-face or in-person events are still relevant forms of advertising in an increasingly digitized world. Over the past five
years, the industry has endured competition from internet networking sites such as Facebook and LinkedIn.

Over the five years to 2025, industry revenue is anticipated to recover alongside the broader recovery of the
economy, rising an annualized 6.3% to $2.9 billion. Demand for industry services is expected to rise along with
corporate profit and as clients expand their marketing budgets. In addition, the industry will likely benefit from rising
consumer spending, aiding attendance rates and revenue for B2C shows and events. Further, industry profit is
expected to improve as the use of new technologies designed to lower operational costs becomes standard. Trade
show and conference planners are expected to increasingly embrace new technologies to manage registration,
logistics and promote events. This, in turn, will likely ease labour-intensive processes and reduce wage costs.
However, operators must learn to use new technologies as an asset to events and not as a replacement for event
attendance.
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Industry Performance

Key External
Drivers

Corporate profit

Growth in corporate profit often boosts demand for trade shows and events as companies create new products and
increase their marketing efforts. Conversely, a decline in corporate profit causes event attendance and the number
of events held to fall, as companies cut unnecessary expenses. Corporate profit is expected to decrease in 2020,
posing a potential threat to the industry.

 

Per capita disposable income

Low household disposable income can weigh on attendance to certain expos targeted at consumers, such as flower
shows and wedding exhibitions. Rising disposable income increases the likelihood of consumer attendance to a
wide range of events. Per capita disposable income is projected to increase in 2020, representing a potential
opportunity for the industry.

 

Inbound international travel

Domestic conferences, trade shows and conventions attract foreign visitors and investors for both business and
pleasure. Though foreign attendees represent a comparatively small market for the industry, a rising number of
inbound trips by foreign residents is likely to improve event attendance and boost industry demand. The number of
trips made into Canada by nonresidents is expected to decrease significantly in 2020 as a result of the COVID-19
(coronavirus) pandemic.

 

Demand from manufacturing

The manufacturing sector is one of the industry's most important downstream markets. Manufacturers often use
conferences and trade shows to debut new products and inventions. Demand for industry services from
manufacturers is expected to decrease in 2020.
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Current
Performance

The Trade Show and Event Planning industry in Canada organizes,
promotes and manages conventions, conferences and related events, and
has ultimately experienced volatility over the five years to 2020 due
largely to declining corporate profit.

Industry revenue is expected to decrease at an annualized rate of 2.7% to $2.1 billion over the five years to 2020.
While the industry was supported by an improving Canadian economy for much of the period, the COVID-19
(coronavirus) pandemic has served to upend and effectively reverse many of these trends. Furthermore, the social
nature of the trade shows and events organized by the industry's operators also means that many industry-relevant
events and trade shows will either be cancelled over the course of the current year or moved online entirely to
comply with social distancing protocols and to ensure public health and safety amid the spread of the virus.
Moreover, since most industry revenue comes from the hosting of business-to-business (B2B) events, an anticipated
22.6% decrease in corporate profit in 2020, along with falling marketing budgets, are both expected to compound
the industry's negative revenue performance in 2020 in particular, as industry revenue is forecast to fall 20.5% over
the year.

INDUSTRY SLOWLY EXPANDS

During the majority of the five-year period, the industry performed well in
terms of revenue growth.

However, the industry's annualized revenue decline has mainly been driven by a decline in Canadian corporate
profit in aggregate, which is projected to decrease an annualized 1.2% over the five years to 2020. As Canadian
business conditions and corporate profit have decreased over the past five years overall, companies have become
less inclined to spend on all types of marketing strategies, including the trade shows and conferences organized by
industry operators, pressuring industry revenue for B2B events. In B2B conferences and trade shows, industry
operators obtain most of their revenue from booth fees, where exhibitors pay convention planners to display their
products. These events are not always open to the public. Rather, they are aimed at a specific sector and attendees
are invited to attend these events. Nevertheless, the revenue generated from these events can be substantial.

However, industry revenue has likely been aided from experiencing more profound declines by an increase in per
capita disposable income, which has bolstered attendance for business-to-consumer (B2C) events during the period
with the exception of the current year. An example of a popular B2C event is Canada's Farm Progress Show, an
agricultural tradeshow, with annual attendance of more than 45,000 people. With these consumer shows, which are
open to the public, industry operators derive most of their revenue from corporate sponsorship and attendance fees.
According to Statistics Canada and IBISWorld estimates, per capita disposable income is expected to increase at an
annualized rate of 1.7% over the five years to 2020. This, in turn, has bolstered event attendance and has
encouraged industry revenue growth during the five-year period.
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TECHNOLOGY AND PROFIT

The Trade Show and Event Planning industry in Canada has both
benefited from and endured increased competition from technology over
the past five years.

Many conferences are held to provide networking opportunities, which have become significantly less expensive and
easier to come by through sites such as Facebook and LinkedIn. In response, operators have learned to stress the
importance of face-to-face meetings and use new products to keep in-person attendance from declining. As a result,
online and mobile tools have increasingly been used for registration, booking accommodations and transportation
coordination. Some of the industry's largest operators, such as the Freeman Company LLC (Freeman), have worked
to create proprietary tools to separate themselves from the competition. Freeman has created the Freeman
Technology Suite to meet client needs. New tools enable clients to get help and approval for designs and provide
information about event booths, populated by attendee photos and videos.

Due to revenue declining over the five years to 2020, industry employment growth has also followed suit, decreasing
at an annualized rate of 1.0% to 12,849 workers. Employment is forecast to fall 12.8% in 2020 specifically as the
industry's operations contract in light of the coronavirus pandemic. The pandemic is also projected to affect the
industry's average profit margin. In 2020, industry profit, defined as earnings before interest and taxes, is projected
to comprise 5.5% of revenue. This represents a decrease from 2015, in which industry profit accounted for 8.0% of
revenue.

Nonetheless, Canada has become a more attractive destination for global exhibitions over the past decade. Large
exhibitions and conferences, often held by broad industries and/or multinational corporations, typically require a
large amount of space for vendors and attendees. For example, industry operator JPdL helped organize the
Microsoft Worldwide Partner Conference in 2012 prior to the beginning of the period, which hosted over 15,000
attendees. As a result, the number of trade show companies operating in this industry is projected by IBISWorld to
have risen over the past five years, increasing at an annualized rate of 2.5% to 1,399 enterprises.

Historical Performance Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)

Corporate
profit

($b)
2011 2,203 776 1,275 1,202 11,281 N/A N/A 539 N/A 270
2012 2,323 794 1,243 1,177 11,900 N/A N/A 551 N/A 253
2013 2,360 842 1,230 1,166 12,704 N/A N/A 591 N/A 258
2014 2,624 887 1,320 1,253 13,353 N/A N/A 618 N/A 279
2015 2,452 885 1,299 1,234 13,528 N/A N/A 625 N/A 214
2016 2,526 904 1,303 1,238 13,401 N/A N/A 631 N/A 226
2017 2,501 937 1,313 1,247 14,220 N/A N/A 662 N/A 264
2018 2,599 967 1,689 1,604 14,818 N/A N/A 678 N/A 266
2019 2,688 979 1,549 1,472 14,741 N/A N/A 692 N/A 261
2020 2,138 767 1,457 1,399 12,849 N/A N/A 593 N/A 202
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Industry Outlook
Outlook Over the five years to 2025, rising corporate profit is expected to largely

fuel growth in the Trade Show and Event Planning industry in Canada as
the Canadian economy recovers following the COVID-19 (coronavirus)
pandemic, which is ongoing as of the time of this writing.

As corporate profit expands, rising an annualized 8.3% over the next five years, clients will likely be able to increase
marketing budgets and spending on conventions, conferences and trade shows. In addition, rising levels of
consumer spending among Canadian citizens will likely serve to boost consumer attendance at business-to-
consumer (B2C) conferences and events, such as car shows and home improvement expositions. As a result,
IBISWorld forecasts industry revenue will increase at an annualized rate of 6.3% to $2.9 billion over the five years to
2025, as businesses will likely be more inclined to spend on trade shows and conferences amid a period of renewed
economic growth.

A PLAN FOR GROWTH

Industry growth is expected to benefit from an increasing emphasis on
the international stage.

Many downstream markets are becoming global and multinational industries. Consequently, businesses are
beginning to host events in foreign countries to boost name recognition and forge new business relationships.
Canada will likely continue to be a popular destination for foreign business, particularly for companies that are based
in the neighbouring United States. In North America, Canada is expected to continue to be the most likely
destination for future meetings held outside of the United States. Furthermore, while business expansion into
Canada is expected to increase over the next five years, the number of trips made into Canada by nonresidents is
also expected to rise strongly over the five years to 2025. This will likely have a further positive influence on industry
revenue and demand, though this is likely to be limited slightly as foreign attendees represent a comparatively small
market for the industry.

In addition, the industry is expected to benefit from growth in consumer spending. IBISWorld forecasts consumer
spending levels will rise at an annualized rate of 3.1% over the five years to 2025, which will boost B2C trade show
attendance, and therefore, demand for this industry's services. Moreover, rising consumer spending often translates
to higher demand for the industry's planning, management and promotion services that are specifically related to
business-to-business (B2B) conferences and trade shows, especially B2B events that are geared toward the
consumer goods, wholesaling and retailing markets.

PROFIT PLANS

Over the five years to 2025, industry profit is expected to rise as demand
for industry services increases and as the industry charts a path toward
recovery alongside the national economy.

In addition, industry operators are anticipated to increasingly adapt to and embrace a wealth of new technologies to
successfully automate more of the processes that are currently completed manually, such as exposition design as
well as supply and management logistics. Consequently, companies in this industry will likely benefit from improved
profit due to decreasing wage expenses as a proportion of revenue. In 2025, industry wages are estimated to
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comprise 26.5% of industry revenue, down from 27.7% in 2020, likely pushing profitability higher. Consequently,
IBISWorld estimates that industry profit, measured as earnings before interest and taxes, will account for 8.5% of
revenue in 2025, up from 5.5% in 2020. However, increasing competition is likely to pressure profit growth over the
next five years, hindering a more robust recovery.

Moreover, industry growth will likely encourage new entrants, in tandem with the fact that the industry exhibits low
barriers to entry. As a result, IBISWorld estimates that the number of industry operators will rise at an annualized
rate of 4.8% to 1,771 companies over the five years to 2025. Plus, as more trade show and event planners enter the
industry, industry employment is expected to follow suit, growing an annualized 5.1% to 16,484 employees during
the same period. Despite a trend toward automation, operators will likely require additional employees to meet rising
demand.

TECHNOLOGY TRENDS

Investment in technology is expected to be necessary for major operators
to compete over the next five years.

Industry technologies work to increase labour productivity and enhance the experience for attendees. Operators will
likely need to use and create mobile platforms and internet-based applications, such as Freeman Company LLC's
Freeman Technology Suite, to assist and accommodate clients to stay competitive. These systems will also likely
help attendees complete and revise their own bookings and reservations, resulting in a reduction of labour costs and
an improvement in client services.

In addition, operators must learn how to use new technologies, such as social media and webinars, to their benefit.
These technologies could pose as a threat to industry revenue in the long run by permitting potential clients to
attend conferences remotely. This trend may also be exacerbated in the long term by the coronavirus pandemic,
though this remains unclear considering the pandemic's ever-evolving nature. Furthermore, many conferences are
based around networking opportunities, which have become significantly less costly and easier to come by through
sites such as Facebook and LinkedIn. In response, operators will likely need to use new products and incorporate
these new technologies to keep in-person attendance from declining over the next five years.

Performance Outlook Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)
Corporate
profit  ($b)

2020 2,138 767 1,457 1,399 12,849 N/A N/A 593 N/A 202
2021 2,425 920 1,562 1,494 14,078 N/A N/A 654 N/A 236
2022 2,661 1,001 1,650 1,575 15,086 N/A N/A 704 N/A 272
2023 2,774 1,041 1,719 1,640 15,652 N/A N/A 731 N/A 285
2024 2,851 1,071 1,785 1,704 16,111 N/A N/A 753 N/A 294
2025 2,906 1,093 1,853 1,771 16,484 N/A N/A 769 N/A 301
2026 2,763 1,048 1,833 1,757 16,021 N/A N/A 745 N/A 307
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Industry Life Cycle The life cycle stage of this industry is    Mature

LIFE CYCLE REASONS

Industry services are widely known and accepted by downstream markets

The industry’s product and service offerings are stable

Technological change mostly serves to enhance current services and does not create new
services

The Trade Show and Event Planning industry in Canada is currently in the mature phase of its economic life cycle.
IBISWorld estimates that the industry's contribution to the overall economy, measured by its industry value added
(IVA), will increase at an annualized rate of 2.1% over the 10 years to 2025, while Canada's GDP is expected to rise
an annualized 1.8% during the same period. However, it is important to note that IVA is skewed so high due to the
industry's anticipated recovery over the five years to 2025 following the COVID-19 (coronavirus) pandemic in
Canada, which has characterized the current year. As the economy rebounds, the industry is expected to rebound
as well, though occurrences such as these represent atypical events that can unduly influence IVA, necessitating
the examination of other factors that best describe a mature industry.

To this end, the services offered by the domestic Trade Show and Event Planning industry are both widely accepted
and understood by downstream markets. This is one of the key aspects of a mature industry. Furthermore, while the
industry has adopted new technologies, this adoption has mainly been restricted to streamlining operating costs and
promotional uses. Thus, the industry's underlying services have remained unchanged, heralding the industry's
mature life cycle stage. Trade shows and events will likely continue to be important for companies that are seeking
to reach out to new clientele and consumers, though the nature of these services may change in the short term to
account for the ongoing pandemic (e.g. moving conferences online). However, industry success over the five years
to 2025 will likely hinge on whether trade show and event planners can convince downstream customers that face-
to-face events are not only safe, but also as effective in promoting a good or service as less costly digital forms of
marketing and networking.
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Products & Markets
Supply Chain Key Buying Industries

1st Tier

Professional, Scientific and Technical Services In
Canada

Arts, Entertainment and Recreation In Canada

Finance and Insurance In Canada

Real Estate and Rental and Leasing In Canada

Retail Trade In Canada

Consumers in Canada

Key Selling Industries
1st Tier

Food Service Contractors in Canada

Gambling in Canada

Hotels & Motels in Canada

Caterers in Canada

Bars & Nightclubs in Canada

2nd Tier

Wholesale Trade, Durable Goods In Canada

Paper and Paper Product Wholesalers In Canada

Flower & Nursery Stock Wholesaling in Canada

Grocery Wholesaling in Canada

Beer, Wine & Spirits Wholesaling in Canada

Products & Services

  The Trade Show and Event Planning industry in Canada provides
downstream clients with skilled and experienced personnel that work
under specified times and budgets.

Services typically start by providing information on suitable venues. This is based on many factors, including the
time of year, length of the event and the expected number of vendors and attendees. Event organizers also work to
accommodate special requests, such as the need for high-tech equipment of catering alterations. Industry operators
provide clients with a one-stop shop for event planning activities.

Clients seek industry operators to save time and resources that would otherwise be allocated toward an in-house
provider. In addition, industry operators can often garner more attractive prices for their clients through connections
with other event inputs, such as accommodation, transportation and pre- and post-event services. In 2020, all
industry product segments are projected to be negatively affected by the COVID-19 (coronavirus) pandemic.

EXHIBIT SALES AND DESIGN SERVICES

Exhibit sales and design services are estimated to generate 39.3% of
industry revenue in 2020.

This segment includes the sale of floor space at trade shows, conferences, conventions or expositions. Clients
purchase space to model products or services they provide to consumers or downstream businesses. In addition,
industry operators must plan and organize the floor space to use it most efficiently. Areas that offer greater exposure
to event attendees are likely to be sold at a higher price and generate a substantial share of this segment's revenue.
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Spaces are often sold before the event is held so exhibitors know the size and shape of the space they will have.
Clients then build their exhibit to maximize the space. Operators may also help clients design and install their
exhibits upon arrival.

REGISTRATION, ANALYTICS AND SHOW SERVICES

Registration, analytics and show-related services are expected to account
for 31.9% of industry revenue in 2020.

This segment includes more than simply signing individuals in upon arrival. It also includes the processes of name
badge printing, online registration and on-site registration services. Some operators also provide session tracking to
determine which attendees participated in what events, statistical reports and other data management services.
Statistical and analytical services are often provided by providing attendees with a barcoded name badge that can
be scanned at different seminars or aspects of an event. The registration process is particularly important to ensure
that attendees receive the appropriate materials for the event, such as advance mailings and scheduling
information. In addition, a smooth registration process reduces attendee wait times. Some operators offer online
registration to expedite the process upon arrival and may also offer VIP or self-serve registration terminals.

SPONSORSHIPS, ENTERTAINMENT AND ADVERTISING SALES

Sponsorships and advertising sales are expected to generate 23.1% of
industry revenue in 2020.

Clients act as sponsors typically to have their name associated with the event. This thereby provides them with
additional exposure to attendees and potential customers. For example, at a car show, Ford Motor Company may
act as a sponsor. In response, all memorabilia associated with the event would most likely include the company's
logo. Similarly, competing companies may purchase advertising space throughout the event.

SHIPPING, LOGISTICS AND OTHER SERVICES

Other services comprising the industry's products and services segment
include organizing transportation and accommodation services for
attendees that are travelling to attend the event, marketing services for
the event, the building and subsequent dismantling of exhibits, on-site
staffing and logistical support and the general management of an event
(e.g. providing a venue, catering and security).

As these services are often a necessary component of a conference or trade show, this segment's share of industry
revenue has remained relatively unchanged over the five to 2020. Shipping, logistics and other services are
estimated to account for 5.7% of industry revenue in 2020.

Demand
Determinants

According to the UFI's 2016 Global Exhibition Barometer (latest data
available), the most pressing issue for exhibition operators in the Trade
Show and Event Planning industry in Canada was the state of the national
and regional economy.

Demand for the industry's services is thus dependent on economic factors that influence business sentiment and
corporate profit.

For example, over the five years to 2020, as corporate profit in Canada decreased during the beginning and end of
the current period in particular, many businesses tightened their marketing budgets in turn. Consequently, vendors
missed opportunities to book new trade shows or increase the size of their displays in 2015, and are again projected
to experience similar hardships in 2020 as a result of the COVID-19 (coronavirus) pandemic. Broadly, corporate
profit also influences business travel, and high levels of corporate profit generally coincide with a greater number of
attendees and vendors at conferences, trade shows and exhibitions.

Additionally, an expedient decline in global oil and commodity prices facilitated a significant drop in Canadian
corporate margins in 2015 and 2016. This is again projected to be the case in 2020 due to the coronavirus
pandemic. This, in turn, has served to stall corporate spending on marketing events, including business
conferences, especially in the resource-rich regions of Canada, such as Alberta. Nevertheless, trade shows and
events have remained an attractive and cost-effective option for corporate clients to promote their industry, trade
group or specific innovations, and as Canada's economy strengthens and corporate profit consequently starts to
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recover over the five years to 2025, industry demand will likely increase during the outlook period as well along with
the Canadian economy's broader recovery following the coronavirus pandemic.

Consumer attendance also determines industry revenue. For example, attendance for business-to-consumer events
(B2C), such as trade shows and expositions, largely depends on employment and disposable income levels. Extra
income enables individuals to attend conferences to further their education or expositions for gardening or
weddings. Per capita disposable income has increased at an annualized rate of 1.7% over the five years to 2020,
offering a slight impetus for industry B2C revenue growth, though this impetus is not expected to guard the industry
against revenue declines over the current year given the public health nature of the coronavirus pandemic and the
subsequent need to limit in-person gatherings in favour of adopting social distancing methods.

Lastly, as businesses and industries extend their global presence, knowledge of international markets has become
more important to success. Despite this, however, the coronavirus pandemic is expected to negatively affect
inbound international travel in the short term, despite international businesses increasing their travelling budgets in
the years following the previous global recession.

Major Markets

  In the Trade Show and Event Planning industry in Canada, convention and
trade show planning can be further divided into business-to-business
(B2B) and business-to-consumer (B2C) convention, conference and trade
show planning.

  B2B refers to commercial transactions between businesses, such as manufacturers and wholesalers, or between
wholesalers and retailers. B2C refers to commercial transactions between businesses and consumers, such as
garden shows and wedding expositions. Although B2C events are quite common in the industry, most of the
industry's trade shows, conferences and events focus on B2B commerce.

The following is a market breakdown, based on data from the Global Association of the Exhibition Industry (UFI),
which analyzes conference and trade show attendance by various industry groups.

CONSUMER GOODS, SERVICES AND RETAIL TRADE

The consumer goods, services and retail trade segment comprises an
estimated 16.3% of industry revenue in 2020.

This segment includes discretionary consumer services, durable goods manufacturers, retailers and apparel
companies. Over the five years to 2020, rising disposable income has led to an increase in both revenue and profit
for companies operating in this segment, despite lowered consumer spending levels compared with the beginning of
the period as a result of the COVID-19 (coronavirus) pandemic. With a higher profit margin, consumer goods and
services companies spent more money on marketing and advertising initiatives, which consequently translated to
higher spending for conferences and trade shows. As a result, this segment's share of revenue has increased during
the period.

MEDICAL AND HEALTH

The medical and health segment is the largest market for the industry and
is expected to account for 21.8% of industry revenue in 2020.
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Similar to other developed nations, Canada is experiencing an aging population, thus increasing demand for medical
care. Accordingly, total public and private health expenditures have increased in aggregate over the past five years
in addition to marketing spending on trade shows and events.

BUSINESS SERVICES

This industry segment includes the legal, financial service, accounting
and real estate industry and is expected to account for 9.0% of industry
revenue in 2020.

Continued downstream growth in these industries have led to an increase in marketing spending, which includes
conference, event and trade show sales. Therefore, this segment's share of total industry revenue has increased
slightly over the past five years, though it may contract in 2020 in particular as a result of the coronavirus pandemic.
However, the industry's broader difficulties as a whole over the current year and stemming from the pandemic more
specifically will likely serve to keep the industry's market segmentation fairly stable in 2020, as every sector of the
economy has in some way been affected by the pandemic.

COMMODITIES

Commodity-related markets, including the agriculture, forestry, fishery,
energy, oil, gas and specialty chemical industries, comprise an estimated
9.6% of industry revenue in 2020.

These industries are substantially important to the Canadian economy, as Canada remains a global source for many
vital natural resources. Despite high profitability in the commodities sector for most of the past five years, marketing
spending as a portion of revenue for these industries has remained relatively low. Moreover, an expedient decline in
oil, energy and other commodity prices over the five years to 2020 has threatened margins for the mining and
energy sectors. This, in turn, will likely continue to discourage corporate spending on marketing, trade shows and
other events. As a result, this segment's share of total industry revenue has declined in real terms over the past five
years, but has actually increased compared with more profound changes regarding other industry market segments.

ELECTRONICS, IT AND TELECOMMUNICATIONS

The electronics, IT and telecommunications market segment is expected
to account for 11.4% of industry revenue in 2020.

Industries in this segment include wired and wireless telecommunications carriers, software publishers,
semiconductor and other electronic component manufacturers as well as internet publishing and broadcasters. This
segment's share of industry revenue has remained relatively stable during the period.

OTHER

Other groups that commonly hire the services of conference planners for
B2B or B2C events are operators in the building, construction and home
repair industries (3.5% of industry revenue); operators in the
transportation industries; industrial and heavy machinery manufacturers
and wholesalers; government and education; security, safety and defence
operators; and operators in the food, beverage and hospitality industries.

Combined, and aside from the building, construction and home repair segment listed previously, these markets
represent the remaining 28.4% of revenue in 2020.

Exports in this industry are    Low and Steady

Imports in this industry are    Low and Steady

The Trade Show and Event Planning industry in Canada is service-based and therefore does not participate in
international trade.
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Business
Locations

  Overall, the geographic distribution of establishments in the Trade Show and Event Planning industry in Canada is largely
reflective of each province's share of the national population. The nation's most populated provinces are also the largest
contributors to the economy. As a result, industry establishments are distributed proportionately to meet expected demand from
consumers and downstream business clients. Establishments located in the most populous provinces have the greatest access to
clients, but also experience a higher level of competition than operators located in less populated provinces.

Ontario

Ontario has the highest concentration of industry establishments, accounting for an estimated 38.9% of total industry locations in
2020. This value is in line with the province's 38.8% share of the national population. Ontario is also Canada's largest provincial
economy, making it a likely destination for the some of the largest conferences, trade shows, expositions and other events. For
example, major operator Global Experience Specialists Inc., which is the marketing and events subsidiary of Viad Corp, helps host
the annual Canadian Furniture Show. The trade show conference typically brings in over 4,000 attendees.

Quebec

Quebec is home to the second-largest share of industry establishments, accounting for an estimated 29.8% of industry locations
in 2020. Quebec represents one of the regions that has a significant difference between its share of establishments and its share
of the Canadian population. Comparatively, 22.6% of Canadians live in Quebec. Quebec is Canada's largest province by area,
requiring additional establishments to meet client needs. Quebec's economy is based on natural resources, but other sectors such
as biotechnology have also begun to play an important role. Aside from Ontario and Quebec, the remaining Canadian provinces
hold a negligible amount of industry establishments in comparison, aside from British Columbia, which is estimated to hold 13.9%
of industry establishments in 2020 compared with the province's 13.5% share of the population.
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Competitive Landscape
Market Share
Concentration

Concentration in this industry is    Low

The Trade Show and Event Planning industry in Canada has a low level of concentration, as IBISWorld estimates
that the industry's largest players will account for less than 20.0% of available market share in 2020. The industry's
largest operators can negotiate deals with vendors and venues across Canada and even across the world.
However, the largest companies, which employ more than 100 people, account for just a fraction of total industry
enterprises, as the majority of the industry's operators (96.9%) are projected to employ fewer than 100 individuals in
2020, with the vast majority (72.2%) employing under 10 workers, according to the latest data available from
Statistics Canada. Major companies often provide industry services to large corporate clients on a contractual basis
to guarantee sources of revenue for multiple years at a time. Conversely, the industry's large percentage of small
operators are more exposed to broader economic operating conditions, as they often do not have the same stable
revenue streams as larger operators and are unable to absorb costs as effectively due to their lack of economies of
scale. To this end, these operators and nonemployers, or sole proprietorships, were hit particularly hard following
the previous Canadian recession as they were less likely to have the security of corporate contracts. This is also
likely to be the case in 2020 with regard to the COVID-19 (coronavirus) pandemic, though the industry's low barriers
to entry will likely help aid in the industry's projected recovery over the five years to 2025.

Key Success
Factors

IBISWorld identifies 250 Key Success Factors for a business. The most important for this industry are:

Maintenance of excellent customer relations:
Operators must ensure a high level of customer satisfaction to retain business and encourage good word-of-mouth
recommendations.

Management of seasonal production:
Operators must plan for and manage the high degree of seasonality in the Trade Show and Event Planning industry
in Canada; a large proportion of business is generated during warm weather months.

Effective cost controls:
It is essential for industry operators to have effective labour cost and other cost control measures to ensure balance
with the fees and commissions being paid.

Ability to manage external (outsourcing) contracts:
Industry operators need to be able to efficiently manage external contracts associated with trade shows and events,
including catering and venue reservations.
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Cost Structure
Benchmarks

  Profit

Industry profit is particularly sensitive to any changes with respect to
the number and growth of trade shows, conventions and other events.
Changes in downstream markets can also alter the frequency and
length of events, ultimately hitting the bottom line. In addition, corporate
profit largely influences industry demand, influencing the number of
attendees, vendors and sponsors for events.

As a result, the COVID-19 (coronavirus) pandemic is projected to
comprise one of these outside factors influencing the industry's average
profit margin. Due to the pandemic, which is ongoing as of the time of
this writing, many of the trade shows and events put on by industry
operators have been cancelled in compliance with social distancing
mandates and in the broader interest of public health and safety,
greatly affecting operators' bottom lines. To this end, industry profit,
measured as earnings before interest and taxes, is anticipated to fall
over the five years to 2020, accounting for an estimated 5.5% of
revenue in 2020 compared with 8.0% in 2015. However, over the five
years to 2025, industry profitability is expected to recover as the
Canadian economy in aggregate is anticipated to chart its own path to
recovery following the worst effects of the pandemic.
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  Wages

The Trade Show and Event Planning industry in Canada has a
relatively high degree of direct-labour input, resulting in wages
representing one of the industry's largest expenses at 27.7% of total
revenue in 2020. Employees must meet with clients, help design
displays, plan events and manage operations. Some employees for
major companies are unionized and covered under collective
bargaining agreements.

While the proportion of industry revenue spent on wages has increased
over the five years to 2020, the average employee's salary has dropped
slightly. This is largely the result of an annualized decrease regarding
both wages and employment over the five years to 2020. During this
period, operators have been increasingly relying on the use of
technology and automated systems. Many event planners use the
internet to help with tasks such as registration that used to be
performed manually.

 

  Purchases

Purchases are estimated to account for 47.3% of industry revenue in
2020, representing the industry's largest cost category. Purchases
comprise the amount operators spend on other services and supplies to
ensure a successful event. Costs include, but are not limited to,
materials purchased to create displays, refreshments, employee travel,
security and event insurance. The cost of purchases has risen slightly
over the past five years as operators have sought to provide the highest
quality services to help separate them from the competition.

 

  Marketing

Industry operators are estimated to spend 3.4% of revenue on
marketing and advertising initiatives in 2020. The industry's operators
pay for these services to attract individuals to events. Depending on the
type of event, advertising may be conducted through a wide range of
mediums, including TV, the internet, billboards or the radio. Trade
shows and expositions that are open to the public are more likely to use
these types of mass-marketing tools. However, some specialized
events may only market in trade magazines. Moreover, industry
operators advertise at the shows they manage, using a conference or
event to showcase the quality and scope of their services. Marketing
expenses are expected to stay steady over the next five years as online
and mobile advertising replace more expensive print ads, especially
with the evolution of performance-based pricing. Furthermore,
operators and clients will likely be able to gather more information
about attendees through their multimedia habits and personalize their
experience to market more effectively.
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  Depreciation

Depreciation is expected to account for 2.6% of revenue in 2020, and
has remained stable as a share of industry revenue over the five years
to 2020.

 

  Rent

Rent expenses are expected to account for 5.0% of industry revenue in
2020, remaining relatively stagnant compared with 2015 levels.

 

  Utilities

Utilities expenses are expected to account for 1.1% of revenue in 2020.

 

  Other Costs

Industry operators incur a variety of other costs, including but not
limited to various telecommunications expenses, overhead costs,
accounting services, business insurance and costs associated with
running an office daily. Some operators may also have costs
associated with legal issues related to corporate contracts. In 2020,
other costs are expected to account for the remaining 7.2% of industry
revenue.
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Basis of
Competition

Competition in this industry is    High and the trend is Steady

  INTERNAL COMPETITION

The large number of small operators in the Trade Show and Event
Planning industry in Canada serves to create an environment of high
internal competition.

The significant amount of nonemployers highlights the low barriers to entry for prospective operators and creates
competition based largely on price and service quality. Operators competing for a business differ depending on the
size of the event; smaller events are more likely to endure competition from local operators as opposed to national
operators. However, the elements of competition are the same for all, including good word-of-mouth
recommendations that occur following the planning and organization of a successful event.

Pricing is a particularly important aspect of competition and is often the result of existing relationships an organizer
has with venues and other service providers. Operators that have relationships with venues and service providers
are likely to receive discounted prices for large amounts of business that they can pass down to their clients. In
addition to price, the actual conference or event destination is also important to competition. Clients may choose a
location based on factors such as weather and the ease and cost of access by air, bus, train or automobile. The
client's chosen location will reduce competition to the number of operators in that given city.

Operators also compete with one another in terms of the quality of service they offer. Clients are likely to seek
operators that can provide for a long list of potential demands, including group hotel rates and additional amenities.
In addition, there are likely to be many changes leading up to and even during a show for a variety of reasons.
Anyone that operates in this industry therefore needs to be able to respond and prove they can be flexible and meet
client needs.

EXTERNAL COMPETITION

In comparison, the level of external competition in the industry is
relatively low.

External competition comes from clients that use in-house resources and go directly to a venue to organize their
own trade show, conference or other event. In addition, operators are beginning to endure external competition from
the development of networking technologies. Many conferences and other events are based around professional
networking. The expansion of social and professional network websites, such as LinkedIn and Facebook, have
made networking easier than ever before. While the effect of these sites is likely to be minimal in the short term, they
could influence long-term demand and event attendance.

Barriers to
Entry

Barriers to Entry in this industry are    Low and the trend is Steady
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  The Trade Show and Event Planning industry in Canada
is characterized by low barriers to entry for potential
entrants, primarily as a result of its fragmented nature.
The industry has many small operators and
nonemployers, which indicates that there are no
significant barriers to entry. Nevertheless, potential new
entrants may not have the capacity or manpower to plan
more complicated events, creating some barriers with
respect to specific projects. New players may also have a
hard time establishing a position in the market, as
competing operators have already built a reputation
regarding their quality of work. Consequently, new
operators may be forced to offer services at lower prices
to attract clients when first entering the industry, resulting
in a tighter profit margin.

There are no specific regulations or licensing
requirements to enter the domestic Trade Show and
Event Planning industry. However, there is a wide range
of certifications that operators can acquire to help bolster
their reputation when entering the industry. Low capital
investment requirements make this an attractive industry
for companies of any size. The industry's smallest
operators must have a high degree of organizational skills
and work to establish strategic alliances or partnerships
with service suppliers. These features are more likely to
result in a successful event and also help provide good
word-of-mouth recommendations for future business. New
operators must also establish strong relationships with
trade, industry and professional associations, businesses
and government organizations, which are key markets for
the industry.

Barriers to Entry Checklist

Competition High  

Concentration Low  

Life Cycle Stage Mature  

Technology Change Medium  

Regulation & Policy Light  

Industry Assistance Low  

Industry
Globalization

Globalization in this industry is    Low and the trend is Increasing

  The Trade Show and Event Planning industry in Canada experiences a low level of globalization. This is largely due
to the high number of small operators that work on a local or regional basis. However, many of the industry's largest
operators are headquartered in the neighbouring United States. Many of the industry's largest companies have
global clients and consequently try to satisfy their needs across the world. IBISWorld anticipates that these major
industry companies will likely continue to expand by providing their services overseas. In addition, a higher number
of foreign-based operators are anticipated to expand in the Canadian market in the long term, though the COVID-19
(coronavirus) pandemic may serve to delay these plans in the short term.
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Major Companies

Major Players Freeman Company LLC

Market Share: 11.7%

  The Freeman Company LLC (Freeman) was founded in 1927 and is headquartered in Dallas. The company
operates 65 locations in North America, including an estimated 18 in Canada. Freeman employs about 7,000 full-
time and 30,000 part-time employees, while taking part in 4,300 expositions and 11,000 special events and
conferences each year. The company's diverse clientele includes international operators, such as Anheuser-Busch
Companies LLC and Microsoft Corporation. In 2013, prior to the beginning of the current period, Freeman planned
major events such as the Global Business Travel Association Canada Conference, the National Pet Industry Trade
Show and the Automation Technology Expo.

In the years leading up to and over the five years to 2020, Freeman has steadily released a range of technological
solutions for event organizers and exhibitors of conferences, trade shows and other live events. For example, the
company released its Freeman Technology Suite (FTS) to increase its engagement with exhibitors. FTS is a
technology platform available on mobile devices that integrates expo and audio-visual tools to simplify events. In
2013, Freeman also launched its internet-based planning tool known as Passport, as an expansion of FTS. Passport
permits customers to submit creative requests and review, comment on and approve exhibit designs. The platform
currently features six different programs that provide collaboration tools, event information and concierge services.
Furthermore, in January 2014, the company announced the launch of Encore event technologies, a division that
delivers comprehensive in-house audiovisual, staging and production services catered to events in hotels, casinos
and resorts across the country.

Financial performance

Freeman is privately held, so its financial results are not released to the public. However, the company occasionally
releases an annual report. Its latest report, based on its fiscal 2014 performance, claims the company earned more
than $1.9 billion in global revenue. In the report, Freeman cited company-wide growth, with a strong performance in
its expo division. Freeman also provides some marketing services, but most of its revenue is generated through the
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planning of conferences and expositions.

IBISWorld estimates that Freeman's industry-relevant revenue has increased at an annualized rate of 3.1% to
$249.7 million over the five years to 2020, though this includes an expected decline of 20.4% in 2020 as a result of
the COVID-19 (coronavirus) pandemic negatively affecting the industry's normal range of operations. Leading up to
the current year, however, the company's Canadian revenue steadily grew as Canada's broader economy and vital
downstream markets, such as consumer retailers, grew over the majority of the past five years. Moreover, Freeman
has recently expanded its technology and analytical service offerings. For example, in 2015, Freeman unveiled FXP
Touch, an analytics platform designed to deliver real-time and measurable data for conference organizers and
presenters. These value-added tools will likely help discriminate Freeman's services from other industry operators
and will help drive revenue growth during the period. However, the company's operating profit, defined as earnings
before interest and taxes, is projected to more accurately reflect the company's struggles over the current year along
with the industry as a whole. Over the five years to 2020, Freeman's industry-relevant operating profit is forecast by
IBISWorld to have decreased an annualized 4.2% to $13.8 million, with this figure projected to fall 45.6% in 2020
alone as the coronavirus pandemic infringes upon Freeman's revenue streams.

 
Freeman Company LLC (industry-relevant operations) - financial performance*

Year
Revenue

($m)
Growth

(% change)
Operating Profit

($m)
Growth

(% change)
2015 214.2 N/C 17.1 N/C
2016 280.4 30.9 22.9 33.5
2017 283.3 1.0 23.9 4.6
2018 294.6 4.0 25.3 5.8
2019 313.6 6.5 25.4 0.4
2020 249.7 -20.4 13.8 -45.6

Source: IBISWorld
Note: *Estimates (Figures are converted from USD to CAD)

Global Experience Specialists Inc.

Market Share: 4.1%

  Global Experience Specialists Inc. (GES) is the marketing and events subsidiary of Viad Corp (Viad) and provides
exhibitions and events with experiential marketing services to downstream clients. In addition to the services
provided by GES, Viad provides travel and recreation services under its Pursuit attractions and hospitality company.
Viad is headquartered in Phoenix, and serves clients in Canada, the United States, the United Kingdom, continental
Europe, Iceland and the United Arab Emirates. GES and Pursuit are the company's only operating segments, with
84.0% of total company revenue generated by GES in 2019 and Pursuit comprising the remaining 16.0%. In 2019
(latest data available), parent company Viad reported earning $1.8 billion in total company revenue across all
operating segments, and employed a total of 5,361 workers.

GES provides full-service operations in 10 Canadian cities and has at least four offices and seven multi-use facilities
across the country. GES is a full-service provider to trade show organizers, which includes designing, floor planning,
production, customer services, registration support, display installation and dismantling and other major
management duties. Under agreements with trade show organizers, GES provides these and other services on an
exclusive management basis with exhibitors. This provides exhibitors with a single point of contact to facilitate a
timely, safe and efficient move-in and move-out of the exhibition. In January 2014, prior to the beginning of the
period, GES was selected as the official event service provider to the Metro Toronto Convention Centre (MTCC),
one of Canada's largest convention and trade show facilities. The contract with the MTCC is part of a larger five-year
agreement, which should book a steady stream of revenue for this major trade show and event planning company
during the majority of the current period.

Similar to other large players in this industry, Viad is increasingly incorporating technology to gather data and
maximize the overall experience for conference presenters and attendees. To this end, in November 2014, just prior
to the beginning of the period, the company acquired N200 Limited, a leading event registration and data
intelligence company. The acquisition served to expand Viad's internet-based promotional, registration and ticketing
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application services, permitting attendees to register and create customized user profiles online. Viad currently uses
N200's real-time data platform internationally to help improve presenter and attendee engagement and optimize
conference attendance. The company followed with a series of strategic acquisitions in recent years, including ON
Services in August 2016 and Poken, an event visitor engagement technology company, in March 2017.

Financial performance

GES' Canadian business has performed relatively well over the five years to 2020, though IBISWorld estimates that
industry-relevant revenue from GES' Canadian operations has decreased an annualized 11.7% to reach $87.7
million. However, it is important to note that much of this annualized decline can be attributed to a forecast decline of
62.6% regarding the company's Canadian revenue in 2020 alone, primarily due to the ongoing coronavirus
pandemic and the ensuing cancellation of many of the trade shows and conferences that are the industry's main
backbone. Accordingly, the company's operating profit, defined as earnings before interest and taxes, is projected to
further reflect these difficult operating conditions, as it is projected to comprise a loss of $50.9 million in 2020.
Nevertheless, company revenue has increased nearly every year of the current period as corporate spending on
marketing and business-to-business trade shows and events resulted in higher demand for GES' services.
According to the company, its more recent revenue growth was primarily driven by positive show rotation, continued
same-show growth and acquisitions. Moreover, GES' parent company Viad experienced a rebound in operating
income in 2017, which was the result of higher revenue and lower acquisition-related expenses. Viad will likely
continue to spend the five years to 2025 building upon its previous efforts to drive productivity and manage labour
costs.

 
Global Experience Specialists Inc. (industry-relevant operations) - financial performance*

Year
Revenue

($m)
Growth

(% change)
Operating Profit

($m)
Growth

(% change)
2015 163.3 N/C 4.5 N/C
2016 167.7 2.7 8.0 78.4
2017 206.7 23.3 9.3 15.9
2018 203.8 -1.4 7.3 -21.5
2019 234.7 15.1 7.3 1.0
2020 87.7 -62.6 -50.9 -793.2

Source: Annual Report and IBISWorld
Note: *Estimates (Figures are converted from USD to CAD)

Other Companies The Trade Show and Event Planning industry in Canada is highly fragmented and mainly composed of small
operators and sole proprietors. For example, according to the latest data available from Statistics Canada, over
50.0% of industry operators have fewer than five employees in 2020.

Informa Canada

  Market Share: 1.5%
  Informa Canada represents the Canadian branch of its parent company, Informa PLC (Informa), a British publishing,

business intelligence and exhibitions group headquartered in London whose operations and offices span the globe
across nearly 50 countries in total. While the company has various operating segments, its exhibitions segment,
titled Informa Markets, is its only industry-relevant segment, and is also the segment under which Informa Canada
houses its operations. Informa Canada was previously a part of United Business Media PLC (UBM), a global
business media company with operations in over 20 countries. UBM was acquired by parent company Informa in
2018, though this acquisition was officially completed in 2019.

Informa Canada produces and manages more than 45 annual conferences and trade and consumer shows across
many sectors. Some of these sectors broadly include, but are not limited to, the construction, design, craft, art, real
estate and furniture sectors, and some of Informa Canada's events include the Interior Design Show, IIDEXCanada,
the Artist Project and Fan Expo. In Canada, Informa Canada is projected to employ 110 individuals in a 1,486.0
square metre office space, designed and finished in 2019 by Dubbeldam Architecture + Design. The company's
industry-relevant revenue is expected to reach $31.7 million in 2020, declining a projected 40.8% in 2020 as a result
of the COVID-19 (coronavirus) pandemic's negative effect on industry operations, with many of Canada's annual
conferences and trade shows being cancelled in the interest of public health and safety. As a result, the company is
projected to account for a market share of 1.5% in 2020.

JPdL

  Market Share: 0.5%
  JPdL was founded in 1982 by Jean-Paul de Lavison and is headquartered in Montreal. Lavison holds a Certified

Meetings Professional designation and was recently inducted in the Meetings and Incentive Travel Magazine Hall of
Fame as an industry innovator. The company has offices across seven Canadian cities and employs an estimated
60 project managers. JPdL offers full-service event services, all of which are industry relevant, such as event
budgeting and planning, venue selection, entertainment booking, logistics, registration, sponsorship support and
other exhibition management duties.
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The company commonly manages trade show and events for the technology sector in particular. For example, in
2012, prior to the beginning of the current period, JPdL was selected by Microsoft Corporation to help organize its
annual Worldwide Partner Conference in Toronto. The event has over 15,000 attendees from 130 countries, and
has resulted in contracts to manage an estimated 50 special events. In June 2016, JPdL helped manage the World
Electric Vehicle Symposium and Exhibition, which is one of the largest electric vehicle conferences in North
America.

Additionally, JPdL works with healthcare organizations and nonprofit organizations. The company helped organize
the World Parkinson's Congress in 2013, prior to the beginning of the current period, and also supervised
sponsorship, registration, exhibit management and on-site logistics for this Montreal-based conference. In total, the
company manages between 300 and 500 events per year. Events can range from a few dozen people to thousands.
IBISWorld estimates JPdL will generate $10.3 million in revenue in 2020, generating an anticipated market share of
0.5%.
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Operating Conditions

Capital
Intensity

The level of capital intensity is    Low

  The level of capital intensity in the Trade Show and Event
Planning industry in Canada is low. IBISWorld estimates
that in 2020, industry operators will spend $0.09 on capital
investments for every $1.00 spent on labour. Direct-labour
input will always be important in any customer service field.
Consequently, wages are estimated to account for 27.7%
of industry revenue in 2020. The amount of creativity and
specialty services in the industry requires operators to
meet with clients and promote shows to vendors and
exhibitors. Plus, organizers must work with other service
providers to secure a venue, food and other
accommodations that have been specified by the client. An
event is likely to require other administrative functions as
well, such as registration confirmation. While some of these
tasks have become increasingly automated through capital
investments in computing, monitoring and logistics
equipment, this has done little to increase the industry's
overall capital intensity level over the five years to 2020.
Moving forward, IBISWorld expects the industry's level of
capital intensity to remain relatively steady over the five
years to 2025.
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Technology &
Systems

Potential Disruptive Innovation: Factors Driving Threat of Change

Level Factor Disruptive
Effect

Description

Very Low Rate of
Innovation

Very
Unlikely

A ranked measure for the number of patents
assigned to an industry. A faster rate of new
patent additions to the industry increases the
likelihood of a disruptive innovation occurring.

Very High Innovation
Concentration

Very Likely A measure for the mix of patent classes
assigned to the industry. A greater
concentration of patents in one area increases
the likelihood of technological disruption of
incumbent operators.

High Ease of Entry Likely A qualitative measure of barriers to entry. Fewer
barriers to entry increases the likelihood that
new entrants can disrupt incumbents by putting
new technologies to use.

Very High Rate of Entry Very Likely Annualized growth in the number of enterprises
in the industry, ranked against all other
industries. A greater intensity of companies
entering an industry increases the pool of
potential disruptors.

Very Low Market
Concentration

Very
Unlikely

A ranked measure of the largest core market for
the industry. Concentrated core markets
present a low-end market or new market entry
point for disruptive technologies to capture
market share.

  The rate of new patent technologies entering the industry is low, which limits the potential for innovations. A low rate does
not mean that innovations cannot occur, just that the likelihood of some innovation materializing as a threat is lower.
However, the concentration of technologies is high in this industry. This suggests that industry operators have exposure to
potentially unforeseen areas of innovation.

This technology trend is underscored by structural factors that support new entrants. An accommodative structure can
create a situation where small entrants can focus on less profitable albeit innovative industry entry points. Or, large
operators in other industries can leverage expertise in other areas to enter the industry from a new angle.

Major market segments for industry operators are relatively diversified. The spread of market segments suggests that there
are limited entry points other than those already served my incumbent operators.

The most relevant disruptive force regarding the Trade Show and Event
Planning industry in Canada is pressure on the part of online meeting
platforms, especially considering the COVID-19 (coronavirus) pandemic
characterizing the current year and the ensuing necessity of moving all
nonessential events online, including the industry's trade shows and events.

Online meeting platforms enable consumers to communicate electronically with one another and virtually attend events
through video, sound and sharing screens digitally. Many industry operators have implemented online meeting platforms,
thus permitting customers to view live events by way of online applications, into trade shows and conferences that they
host. However, due to increasing globalization and the overall acceptance of digital platforms, in addition to continuing
uncertainty regarding the duration of the coronavirus pandemic, meeting applications are expected to continue to replace
the need for in-person meetings at industry events, therefore increasingly nullifying the need for industry services.

The level of technology change is    Medium

  The Trade Show and Event Planning industry in Canada has experienced a
moderate level of technological change in recent years compared with past
decades.
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It has become necessary to provide clients with the technological tools for displays and presentations. Organizers must
also have contingency plans in place in case something goes wrong with their equipment. Technology in the industry
applies to all facets of event organizing and has increasingly been used for registration, booking accommodations and
coordinating transport operators. Websites are also used by the industry's operators for online registration, communications
and payments by attendees and vendors. However, with the development of mobile applications and devices, companies
are trying to increase their technology budgets, likely leading to a more rapid level of technology change in the future.

Technology investment

The technology budgets of industry operators primarily focus on website
development, customer management systems and event management
software.

Plus, the preponderance of analytics, social media, e-marketing platforms, smartphone applications and webinars that
enable people to attend industry-relevant conferences remotely have all increased over the past decade. These
technologies are likely to enhance the face-to-face conference experience, while potentially reducing operator costs in
terms of wages.

Mobile development

Industry operators have also developed internet and mobile applications that
enable clients and attendees to have greater access to event information and
provide a more seamless experience.

These software and systems gather and deliver analytics for conference organizers and presenters and are accessible
through any mobile device. Further, these products are designed to help share event content, gauge audience interaction
and improve the experience of trade shows and conferences.

Revenue
Volatility

The level of volatility is    Medium

  The Trade Show and Event Planning industry in Canada is characterized by a
moderate level of revenue volatility.

Over the five years to 2020, industry revenue is estimated to fluctuate an annualized 8.6% year-over-year. During the
period, the highest year of industry revenue growth occurred in 2018, in which industry revenue grew 3.9%. In contrast, the
lowest year of revenue growth is expected to occur in 2020. In 2020, industry revenue is projected to fall 20.5% as a result
of the ongoing COVID-19 (coronavirus) pandemic directly affecting industry operations. Moreover, industry revenue
volatility is likely to be higher than usual for operators compared with historical levels in particular considering that the
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current year has essentially infringed upon a stable revenue stream for operators. Traditionally, the industry derives a
portion of its revenue from recurring events, which are less dependent on the health of the overall economy, including major
political and sporting events. However, social distancing mandates and the general cancellation of large gatherings have
extended to these events as well, heightening industry revenue volatility in the short term and over the past five years in
aggregate.

Regulation &
Policy

The level of regulation is    Light and the trend is Steady

The Trade Show and Event Planning industry in Canada is not subject to any
direct regulation on the part of the federal government.

However, operators in the industry must nevertheless observe applicable laws, such as fire and safety laws, within a given
venue. In addition, some laws limit activities or noise levels to certain hours of the day, though laws are likely to differ for
the use of public property.

While no certification is required to operate in the Trade Show and Event Planning industry, there are several programs and
certificates that operators in the Trade Show and Event Planning industry can use to build their knowledge and reputation.
Certifications include Certified Meeting Professional; Certified Association Executive; Certification in Meeting Management;
and Certified Government Meeting Professional.

Industry
Assistance

The level of industry assistance is    Low and the trend is Steady

The Trade Show and Event Planning industry in Canada receives no direct
assistance on the part of the Canadian federal or provincial governments.

However, some convention centres are funded by public tax dollars because of the additional business large events and
attendees can bring to a local and/or provincial economy.

Additionally, the domestic industry is indirectly assisted through the existence of several trade associations. For example,
the Canadian Association of Exposition Management (CAEM) is a national association representing the interests of
businesses and professionals involved in the production, management and planning of trade shows, conferences and
consumer events. CAEM provides a variety of services for its members, including networking and continuing education
opportunities, buyers' information services as well as regulatory and legislative advocacy work.

COVID-19

Following the beginning of the COVID-19 (coronavirus) pandemic in Canada, the federal government's Economic
Response Plan to COVID-19 and the various programs it created have sought to assist operators across a wide range of
industries whose business operations have negatively been affected by the pandemic. To this end, certain operators in the
domestic Trade Show and Event Planning industry may especially benefit from applying for the Canada Emergency
Business Account (CEBA) and its loans. The CEBA's mission is to provide interest-free, partially forgivable loans of up to
$40,000 to qualifying small businesses and nonprofits that have experienced a period of reduced operating revenue amid
the coronavirus pandemic. The latest data available from Statistics Canada indicates that nearly 65.0% of industry
operators are nonemployers, otherwise referred to as sole proprietorships. In addition, 72.2% of employing operators in this
industry employ fewer than 10 employees in 2020, and 93.0% of employing operators employ under 50 individuals. The
fragmented landscape of the industry, characterized by an abundance of small businesses, may ultimately lend itself well to
government relief programs in light of the evolving pandemic.
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Key Statistics
Industry Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)
Corporate
profit ($b)

2011 2,203 776 1,275 1,202 11,281 N/A N/A 539 N/A 270
2012 2,323 794 1,243 1,177 11,900 N/A N/A 551 N/A 253
2013 2,360 842 1,230 1,166 12,704 N/A N/A 591 N/A 258
2014 2,624 887 1,320 1,253 13,353 N/A N/A 618 N/A 279
2015 2,452 885 1,299 1,234 13,528 N/A N/A 625 N/A 214
2016 2,526 904 1,303 1,238 13,401 N/A N/A 631 N/A 226
2017 2,501 937 1,313 1,247 14,220 N/A N/A 662 N/A 264
2018 2,599 967 1,689 1,604 14,818 N/A N/A 678 N/A 266
2019 2,688 979 1,549 1,472 14,741 N/A N/A 692 N/A 261
2020 2,138 767 1,457 1,399 12,849 N/A N/A 593 N/A 202
2021 2,425 920 1,562 1,494 14,078 N/A N/A 654 N/A 236
2022 2,661 1,001 1,650 1,575 15,086 N/A N/A 704 N/A 272
2023 2,774 1,041 1,719 1,640 15,652 N/A N/A 731 N/A 285
2024 2,851 1,071 1,785 1,704 16,111 N/A N/A 753 N/A 294
2025 2,906 1,093 1,853 1,771 16,484 N/A N/A 769 N/A 301

Annual Change

Year
Revenue

(%)
IVA
(%)

Establishments
(%)

Enterprises
(%)

Employment
(%)

Exports
(%)

Imports
(%)

Wages
(%)

Domestic
Demand

(%)
Corporate
profit (%)

2011 0.33 -2.15 -1.40 -0.91 1.46 N/A N/A -1.14 N/A 13.3
2012 5.40 2.30 -2.51 -2.08 5.48 N/A N/A 2.09 N/A -6.40
2013 1.61 6.14 -1.05 -0.94 6.75 N/A N/A 7.22 N/A 2.26
2014 11.2 5.29 7.31 7.46 5.10 N/A N/A 4.62 N/A 7.95
2015 -6.56 -0.24 -1.60 -1.52 1.31 N/A N/A 1.13 N/A -23.2
2016 3.00 2.18 0.30 0.32 -0.94 N/A N/A 0.94 N/A 5.33
2017 -0.99 3.58 0.76 0.72 6.11 N/A N/A 4.96 N/A 17.1
2018 3.89 3.28 28.6 28.6 4.20 N/A N/A 2.44 N/A 0.60
2019 3.43 1.21 -8.29 -8.23 -0.52 N/A N/A 2.06 N/A -1.94
2020 -20.5 -21.7 -5.94 -4.96 -12.8 N/A N/A -14.4 N/A -22.6
2021 13.4 20.0 7.20 6.79 9.56 N/A N/A 10.3 N/A 16.8
2022 9.71 8.71 5.63 5.42 7.16 N/A N/A 7.65 N/A 15.2
2023 4.26 4.06 4.18 4.12 3.75 N/A N/A 3.86 N/A 5.01
2024 2.77 2.80 3.83 3.90 2.93 N/A N/A 2.89 N/A 3.19
2025 1.91 2.08 3.80 3.93 2.31 N/A N/A 2.23 N/A 2.30

Key Ratios

Year
IVA/Revenue

(%)

Imports/
Demand

(%)

Exports/
Revenue

(%)

Revenue per
Employee

($'000)

Wages/
Revenue

(%)

Employees per
estab.
(Units) Average Wage  ($)

2011 35.2 N/A N/A 195 24.5 8.85 47,815
2012 34.2 N/A N/A 195 23.7 9.57 46,277
2013 35.7 N/A N/A 186 25.0 10.3 46,481
2014 33.8 N/A N/A 197 23.5 10.1 46,267
2015 36.1 N/A N/A 181 25.5 10.4 46,186
2016 35.8 N/A N/A 188 25.0 10.3 47,064
2017 37.4 N/A N/A 176 26.5 10.8 46,554
2018 37.2 N/A N/A 175 26.1 8.77 45,769
2019 36.4 N/A N/A 182 25.8 9.52 46,957
2020 35.9 N/A N/A 166 27.7 8.82 46,136
2021 38.0 N/A N/A 172 27.0 9.01 46,463
2022 37.6 N/A N/A 176 26.5 9.14 46,679
2023 37.5 N/A N/A 177 26.4 9.11 46,729
2024 37.5 N/A N/A 177 26.4 9.03 46,713
2025 37.6 N/A N/A 176 26.5 8.90 46,676

Figures are inflation adjusted to 2020



Trade Show & Event Planning in Canada December 2020

37 IBISWorld.com

Additional Resources
Additional
Resources

Center for Exhibition Industry Research
http://www.ceir.org

The Global Association of the Exhibition Industry
http://www.ufi.org

Innovation, Science and Economic Development Canada
http://www.ic.gc.ca

Canadian Association of Exposition Management
http://www.caem.ca

Industry Jargon BUSINESS-TO-BUSINESS (B2B)
Commerce transactions between businesses

BUSINESS-TO-CONSUMER (B2C)
Transactions between a business and its consumers, typically the last transaction in the business cycle

TRADE SHOW
An industry-specific exhibition designed to showcase and demonstrate the latest products, services, studies or
activities.

Glossary BARRIERS TO ENTRY
High barriers to entry mean that new companies struggle to enter an industry, while low barriers mean it is easy for
new companies to enter an industry.

CAPITAL INTENSITY
Compares the amount of money spent on capital (plant, machinery and equipment) with that spent on labour.
IBISWorld uses the ratio of depreciation to wages as a proxy for capital intensity. High capital intensity is more than
$0.333 of capital to $1 of labour; medium is $0.125 to $0.333 of capital to $1 of labour; low is less than $0.125 of
capital for every $1 of labour.

CONSTANT PRICES
The dollar figures in the Key Statistics table, including forecasts, are adjusted for inflation using the current year (i.e.
year published) as the base year. This removes the impact of changes in the purchasing power of the dollar, leaving
only the "real" growth or decline in industry metrics. The inflation adjustments in IBISWorld’s reports are made using
Statistics Canada's implicit GDP price deflator.

DOMESTIC DEMAND
Spending on industry goods and services within Canada, regardless of their country of origin. It is derived by adding
imports to industry revenue, and then subtracting exports.

EMPLOYMENT
The number of permanent, part-time, temporary and casual employees, working proprietors, partners, managers
and executives within the industry.

ENTERPRISE
A division that is separately managed and keeps management accounts. Each enterprise consists of one or more
establishments that are under common ownership or control.

ESTABLISHMENT
The smallest type of accounting unit within an enterprise, an establishment is a single physical location where
business is conducted or where services or industrial operations are performed. Multiple establishments under
common control make up an enterprise.

EXPORTS
Total value of industry goods and services sold by Canadian companies to customers abroad.

IMPORTS
Total value of industry goods and services brought in from foreign countries to be sold in Canada.

INDUSTRY CONCENTRATION
An indicator of the dominance of the top four players in an industry. Concentration is considered high if the top
players account for more than 70% of industry revenue. Medium is 40% to 70% of industry revenue. Low is less
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than 40%.

INDUSTRY REVENUE
The total sales of industry goods and services (exclusive of excise and sales tax); subsidies on production; all other
operating income from outside the firm (such as commission income, repair and service income, and rent, leasing
and hiring income); and capital work done by rental or lease. Receipts from interest royalties, dividends and the sale
of fixed tangible assets are excluded.

INDUSTRY VALUE ADDED
The market value of goods and services produced by the industry minus the cost of goods and services used in
production. IVA is also described as the industry's contribution to GDP, or profit plus wages and depreciation.

INTERNATIONAL TRADE
The level of international trade is determined by ratios of exports to revenue and imports to domestic demand. For
exports/revenue: low is less than 5%; medium is 5% to 20%; and high is more than 20%. Imports/domestic demand:
low is less than 5%; medium is 5% to 35%; and high is more than 35%.

LIFE CYCLE
All industries go through periods of growth, maturity and decline. IBISWorld determines an industry's life cycle by
considering its growth rate (measured by IVA) compared with GDP; the growth rate of the number of establishments;
the amount of change the industry's products are undergoing; the rate of technological change; and the level of
customer acceptance of industry products and services.

NONEMPLOYING ESTABLISHMENT
Businesses with no paid employment or payroll, also known as nonemployers. These are mostly set up by self-
employed individuals.

PROFIT
IBISWorld uses earnings before interest and tax (EBIT) as an indicator of a company’s profitability. It is calculated as
revenue minus expenses, excluding interest and tax.

REGIONS
Prairies | AB, SK, MB
Atlantic | NB, NS, PE, NL
Territories | YT, NT, NU

VOLATILITY
The level of volatility is determined by averaging the absolute change in revenue in each of the past five years.
Volatility levels: very high is more than ±20%; high volatility is ±10% to ±20%; moderate volatility is ±3% to ±10%;
and low volatility is less than ±3%.

WAGES
The gross total wages and salaries of all employees in the industry.
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