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Power Generation at Gastech 2012

Gastech will take place at the ExCel Centre, London, in October 2012. Our international audience identified
power generation as a primary area of interest when planning to travel to the event. Over the course of 4 days
Gastech will deliver the most influential buyers, specifiers and decision makers from the world’s leading EPCs,
energy companies, plant operators and distributors.

Recent developments have dictated that gas will play "We need more gas. After Berlin's
an increased role in power generation around the world decision [to abolish Nuclear], gas
— especially in Europe - in the coming decades. will be a driver of growth...”

Gilnther Oettinger, EU Energy Commissioner, 30th May 2011.

With increasing commitment from the global community to reduce carbon emission and decarbonise its
power generation and move to gas fired power generation, Gastech is now a global event at the forefront

for key technology enablers to meet the buyers seeking to harness their products. With over 10,000 visitors
attending the show, Gastech is the event to meet the buyers, engineers, specifiers and research & development
departments who specify your solutions.

With support from industry associations and publications, as well as a Governing Body comprising of 30
leading gas industry professionals, Gastech is now firmly established as one of the key exhibitions within the
Power Generation industry.

Already exhibiting at London 2012 are leading NOC’s and I0OC’s as well as companies such as Alstom, ABB,
Siemens AG, GE Energy Services, Tractebel, Yokogawa Electric, Mitsubishi Heavy Industries, Honeywell,
Foster Wheeler, E.ON, RWE, GDF SUEZ and many more. Make sure you are there with them...

Who it serves

If your organisation supplies into the Power
Generation sector, manufactures products,
you should be exhibiting at Gastech 2012.

Generate new business opportunities and
build strategic partnerships

Maintain and connect with your existing
clients and partners

Market and launch your new products to the
correct purchasers and decision-makers

Bring your brand to life in front of a global
audience




Where the commercial and
technical gas worlds meet

www.gastech.co.uk

Our audience

Our events are highly-regarded as global leaders in their given fields. Gastech has been established for nearly
40 years and the international reach and networking opportunities to meet with the right procurement teams
are second to none. Gastech delivers the senior decision-makers that you need to meet to do business at a
globally-renowned, market-leading industry event. Based on comprehensive independent research:

Gastech conference delegates stated they expected to spend 20% of their annual purchasing budget
with power generation equipment & manufacturing exhibitors

V Three-quarters of the Gastech exhibition visitors were likely to do business with contacts they met at the
show, with an average spend of more than $2,500,000

V 68% of Gastech’s exhibition visitors did not attend any other gas event in the last 3 years
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Purchased/specified

Delegates 3% / Visitors 5%

Placed orders

Delegates 3% / Visitors 3%

Influence - 38%

Attendees visited from 75 countries

Middle East
-22%

Africa - 10%

Specify - 21% Authorise - 25%

North
America - 8%

Central
Asia - 7%
o of conference
5 /o delegates are director
level or above
Chairmen/President/COO/CEOQ/VP/MD
Commercial/Business Development
Director/Manager South East
Heads of Technology Asia - 16% Europe & Russia - 37%
_ Technical Director/Manager

Process Engineer

‘Newness’ and ‘Networking’ are
4% Operations Director/Manager key visitor motivators

Keep up to date with new products/technology - 56%
Meet new business partners - 49%
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