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continued Lewis. “And we’d like to thank all the buyers
from across the US, and around the world, that came
to the PRI Trade Show. Exhibitors remarked over and
over again about the quality of the buyers at the PRI
Trade Show.”

Lewis and his PRI team has developed the PRI
Trade Show in conjunction with the racing industry for
more than two decades, providing suppliers their only
opportunity to have direct contact with the all-important
national distribution pipeline for racing products. Today,
the Trade Show has grown to become a truly interna-
tional trade marketplace for racing equipment.

The formula for the extraordinary value of exhibiting
or attending the PRI Trade Show is simple but effec-

tive: There is no more cost-efficient method for suppli-
ers and buyers to meet and do business.

“In Orlando, an individual racing industry supplier
had the opportunity to do business with 38,000 poten-
tial customers,” said Judy Kean, advertising and exhibit
sales manager. “A racing industry buyer had the unique
opportunity to become current with the latest racing
product lines from 1,100 companies.”

Opportunities for sales and profits abound. “For
both exhibitors and attendees, December’s PRI Trade
Show delivered the kind of ROI that served as an early
Christmas present for their accountants!” joked Eric
Jurado, advertising and exhibit sales manager.

Michael Parra, advertising and exhibit sales manager,
said the first rush of exhibit space renewal forms

Bobby Rahal, at the podium introducing a speaker, packed a meeting room with roughly
200 people for his inaugural RRDC/FIA Young Drivers Symposium to help guide young

drivers in their careers.

included many requests for additional space in 2010.
“That's more good news for the racing industry. It’s
another sign of the optimism for next year that we expe-
rienced at the PRI Trade Show,” he said.

Karin Davidson, trade show director, urged exhibitors
who have not returned their option renewal forms to get
them in as quickly as possible in order to reserve the
strongest position possible for their needs. “We use the
information on the option renewal forms for the initial
layout of the 2010 PRI Trade Show,” said Davidson.
Deposits of 50% of total booth fees are then due by
March 20 in order to hold the exhibit space.

Companies exhibiting in the 2010 PRI Trade Show
should contact PRI at 949/499-5413. For more informa-
tion, go to www.performanceracing.com.

Steve Leavitt’s addition of a stock car chassis—actually built at the Show—to the Charity
Sweepstakes was a huge hit! Buyers made return trips throughout the Show to the Leavitt
Racing exhibit to catch up on their progress. When the finished product was wheeled out on
Saturday afternoon, there was another massive rush for Sweepstakes tickets, which raised
money for the Petty family’s Victory Junction Camp.

INAUGURAL MOTOR
SPORT BUSINESS FORUM
BRINGS RACING EXECUTIVES
TO ORLANDO

ORLANDO, FL —Hundreds of the
movers and shakers in US racing, includ-
ing major sponsorship companies, gath-
ered in Orlando early in the week of the
PRI Trade Show to participate in the inau-
gural Motor Sport Business Forum, orga-
nized by IM2 Events.

Lesa France Kennedy, CEO of ISC,
served as a keynote speaker, as did
Bobby Rahal, who unveiled his new his-
toric racing series. Zak Brown, founder
of the renowned motorsports marketing
firm, Just Marketing, served as the con-
ference chairman.

ident of Texas Motor Speedway; Bea
Perez, senior vice president integrated
marketing for Coca Cola; Kim Green, COO
of Andretti-Green Racing; Jim Michaelian,
president and CEO of the Toyota Grand
Prix of Long Beach and too many more
of similar executive horsepower to fit into
this space. More than 260 in all.

“We are very pleased with the initial
number of delegates for our first North
American Forum,” said Simon Berger,
founder and CEO of IM2 Events. “This
is as good a line up for a Motor Sport
Business Forum as we have ever had.”

Just a few of the execu-
tives in attendance were
Steve Phelps, chief mar-
keting officer of NASCAR,;
Terry Angstadt, president of
the IRL's commercial divi-
sion; Tom Compton, CEO
of NHRA:; Hunter Nickell,
president of SPEED; Ed
Goren, president of Fox
Sports; John Wildhack, EVP
program acquisition and
strategy for ESPN/ABC;
Marshall Carlson, presi-
dent of Hendrick Motorsports;
Bud Denker, vice president
strategic marketing for Penske

Impressive staging, hundreds of high-ranking motor-
sports executives and terrific organization resulted in the
birth of an important new business event in Orlando for
the US racing industry: the Motor Sport Business Forum.

BIG CROWD FOR NASCAR, F1,
IRL, ALMS, GRAND-AM, NHRA
STARS IN KART RACE

Every special event at the PRI Trade Show drew a crowd, but the 4th Annual PRI CKI All-
Star Karting Classic had them lined up all around the entire race circuit, in addition to the
packed grandstands. “In both divisions, we were treated to a fantastic display of racing

skills utilizing top equipment on a tough, tight circuit,” said Reed Morales, advertising
and exhibit sales manager for PRI. “It was great fun.” Over 3,000 gathered Thursday night
to watch the race.

Force India Formula 1 driver Vitantonio Liuzzi (3rd), ex-Champ Car racer Jan Heylen (1st),
and NASCAR star Scott Speed (2nd), left to right, celebrate their podium finishes at the
4th Annual PRI CKI All-Star Karting Classic.

OVER 160 CONMPANIES
UPGRADE ONLINE FLOOR
PLAN LISTING TO GET
LEADS BEFORE SHOW

LAGUNA BEACH, CA — Over 160
companies upgraded their listing on
the PRI Trade Show website’s interac-
tive floor plan and gained access to
sales leads before they ever arrived
in Orlando. This happens when racing
product dealers establish an online
My Show Planner account to sched-
ule their visit to the PRI Trade Show,

then add exhibitors they wish to visit
and approve of PRI sharing their
contact information with these com-
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panies. Exhibitors were added to My
Show Planner schedules 40,650 times,
and roughly half of these approved
being contacted in advance of the
Trade Show.

Companies that did not upgrade
their standard listing did not have
access to these sales leads in advance
of the PRI Trade Show. To get these
leads, the $185 fee for the first level
of online merchandising will unlock
this information.

“Considering the marketing invest-
ments racing companies have per
individual sales lead, this is an extraor-
dinary value,” said Susana Furlong,
advertising and exhibit sales manager.
“I believe every exhibitor should auto-
matically upgrade their online pres-
ence, and upload their company logo,
product information, product photos,
video and more.”

262 exhibitors had 50 or more buyers
add their company to their My Show
Planner. One company appeared in
197 My Show Planner accounts.

Altogether, there were 110,374
views of all exhibitor listings. Buyers
clicked through the exhibitor listing
to the individual company’s website
46,739 times.

PRI FREEZES BOOTH RATES

AT 2007 PRICES & EXPANDS
EXPENSE-BUSTER PROGRAM

LAGUNA BEACH, CA — More good
news for exhibitors from PRI: booth rates
will remain unchanged for 2010. Exhibit
space has been the same price for four
straight years; same as it was in 2007.

Plus, the company is planning to
expand its successful Expense Buster
Program from last year. “We're partner-
ing up with our exhibitors in every way for
them to have a successful show, includ-
ing lowering expenses,” said Alan Josse,
advertising and exhibit sales manager.
“Keeping the rates unchanged is just the
beginning. We're exploring more ways to
lower the cost of exhibiting, too.”

Last year, PRI's Expense Buster

program lowered exhibit costs with
reduced expenses in such areas as ship-
ping, drayage, booth rental, furniture,
carpeting, services and hotels.

At the moment, the PRI team is working
on additional ways to cut exhibitor costs,
including a new kind of booth space
that would include walls and carpeting,
so exhibitors would only have to bring
graphics and rent furniture to set up. PRI
is also developing packages that would
include promotional tools for exhibitors
in addition to their booth.

The 2010 PRI Trade Show Exhibitor
Sales Kit will contain all the new offer-
ings for 2010.

Machinery Row companies
that took advantage of PRI’s
Expense Buster Program
were able to save $60 per
hour through straight time
drayage services available
on the Mondays before and
after the Show. A hugely
popular destination for
America’s race engine
builders, as well as tun-
ers from around the world,
over 100 companies dis-
played precision machining
equipment wired for live
demonstrations.

Racing; Eddie Gossage, pres-

WHAT EXHIBITORS ARE SAYING

“It's such a good deal for us that | wish it would last
longer—much longer. | get to the end of three days and
[ figure | just began. It lets us display our new prod-
ucts to our customers and it lets us talk to everybody
in the industry simultaneously.”

Richard Maskin, Dart Machinery

“It's not so much just a branding show, it truly is

a purchasing show, meaning that people come here

with the intention of opening up a distributorship for
your products.”

Chad Di Marco, Sube Sports, North American

distributor of Puma Motorsporis and Cobra Seats

“This is gearhead Nirvana. If you're interested in
racing engines, gearboxes, suspension, whatever,
this is the place.”

Gale Banks, Gale Banks Engineering

“It plays a very important part of our business and
our growth and opportunities.”
Bob Gorman, Cometic Gaskets

“It’s invaluable, really. It's a great show that we’ve
done since day one, and it’s increased its ability to bring
all our customers from around the country and around
the world here so we can see them face to face.”

Joey Moriarty, Total Seal Piston Rings

“It gives us the opportunity to show our products
and meet all the people in the motorsports industry
in one place, and not have to travel all around the US
visiting different companies.”

Christian Edwards, Grupo Exportador
Autopartes de Competicion

“The international attendance is very important to
us because we can’t go to every country in the world,
but they can come here and see us, and that’s a big
part of it.”

Jeff Butcher, Joe’s Racing Products

“It is the happening place for the racing industry
because everybody’s here; everybody’s showing their
newest stuff; everybody’s getting ready for next year,;
and the excitement that | see here is just incredible.”

Scooter Brothers, Comp Performance Group

“This is where everybody is. This is the crossroads.
We've got people here from Australia, Japan, England,
all around the United States. We've seen customers
here from all corners of the United States from all
kinds of racing, be it drag racing, sprint cars, NASCAR
teams...everything’s here.”

Lake Speed Jr., Joe Gibbs Racing

“The serious buyers are here.”
Nick Arias Jr., Arias Pistons

“PRI is huge for GoPro. We make the world’s
leading onboard camera for motorsports, and the
entire industry is here, so it’s really relevant to GoPro.
Almost everybody who comes by the booth is a deci-
sion maker, or a buyer. | just wish that PRI was more
than once a year.”

Nicholas Woodman, GoPro

“It was our first time as an exhibitor in the Show and
it provided a tremendous opportunity for the company
to grow its presence in the grassroots community
and establish a network with other businesses in the
motorsports industry.”

Ron Kamiya, Honda Performance Development

To sell into 50 states and over 60 countries in 2011,
get to Orlando in December 2010!




