
The AWMA SHOWÐIt's not business as usual, but it's  
de®nitely ALL about business...YOUR business.

MARCH 9±11, 2010
LAS VEGAS, NEVADA

Don't miss the ALL NEW AWMA Show  where you will...
�U�ÊIncrease brand exposure
�U�ÊExperience unparalleled buying powerÐreach the $624B c-store industry
�U�ÊMeet face-to-face with the industry's top distributors
�U�ÊGet instant results from show deals you offer on the show ¯oor
�U�ÊLaunch new products
�U�ÊBuild and maintain buyer relationships

EXHIBITOR PROSPECTUS



Dear industry suppliers and manufacturers,

We are very excited to share with you some changes we are undertaking to revamp the AWMA Conference & Expo 

so that it delivers more value to you as exhibitors and to the distributors, brokers, and retailers who attend.  

First, you will notice our name changeÐwe have adopted a new name that builds upon the well established 

brand of our associationÐAWMA.  Next, are the many substantial changes we have made to refresh the show, 

and in some cases reinvent it.  During the past six months we have embarked on a thorough review of the 

strengths and weaknesses of the show and have identi®ed a series of recommendations that will be implemented 

over the next three yearsÐalthough you will see many changes occurring immediately at our show 

in March, 2010.

Our top priority for the 2010 Show and beyond will be a relentless effort to build and deliver more value for 

everyone and that starts with creating an event that attracts a greater number of our distributor members. We 

have learned in our discussions with CEOs that if we can provide value such that distributor companies can 

justify sending their key decision makers to the showÐthey will.  That value will be driven by stronger education 

that is relevant to their speci®c needs and interests and a tradeshow that features products and services they  

have authority for in their company. Our educational sessions will be expanded to include more sessions on 

consumers, categories, operations and technology as well as continuing to cover strategic industry issues.   

We believe that this new emphasis on education will strengthen the show and more importantly deliver new 

ideas to both distributors and manufacturers on how to succeed and grow in today's environment.  

Along with more sessions and more focus on key categories and issues, we plan to expand the scope of 

products and services in the exhibit hall to encourage greater participation beyond the traditional categories 

of candy, snacks, tobacco and merchandise.  A new focus will be in the  areas of foodservice, technology and 

operations.  By aligning the educational program and the scope of products and services in the exhibit hall with 

the needs and interests of key decision-makers, a compelling business opportunity will result for distributor 

companies to send their buying teams to the AWMA Show. 

 This is just a sneak preview of the changes you will see in March and beyond.  We welcome your input and 

ideas for how we can continue to improve the show so that it is an event you will not only ®nd of value but an 

event you will not want to miss.  

We thank you for your continued participation in the AWMA Show and if you have not been a regular exhibitor, 

we invite you to take another look and join us in March at what we believe will be a refreshed and refocused 

show that delivers new ideas to a very important segment of the convenience store business.

We look forward to seeing you in March!

Jonathan D. Burklund, AWMA Chairman Elect

Burklund Distributors, Inc.
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WHO ATTENDS THE AWMA SHOW? 
Distributors, retailers and brokers attend the AWMA Show and they 
are looking for new products, innovations and solutions for their 
retail customers.  From candy and snacks, foodservice products and 
programs to technology and tobaccoÐdistributors are looking to 
you, their trading partnersÐto provide programs that give them the 
competitive edge. Their retail customers are looking for high margin 
products, new products to accelerate in-store sales and innovative 
merchandising ideasÐthe Expo at the AWMA Show is the one 
place where you will meet with the industry's leading distributors to 
discuss new programs, your latest products and show deals.  

CEO's, owners, presidents, and the category decision-makers rely on 
you, the industry's leading manufacturers, to help them better serve 
their customers and to partner with them to deliver innovative new  
products and programs that help set them apart from their competition.

AWMA is launching new, aggressive, and highly targeted  
recruitment efforts to reach the industry's top decision-makers for:  

�U�Ê�Ê�
�>�˜�`�Þ
�U�Ê�Ê���œ�œ�`�Ã�i�À�Û�ˆ�V�i
�U�Ê�Ê���i�˜�i�À�>�•�Ê���i�À�V�…�>�˜�`�ˆ�Ã�i
�U�Ê�Ê�"�«�i�À�>�Ì�ˆ�œ�˜�Ã
�U�Ê�Ê�-�˜�>�V�Ž�Ã
�U�Ê�Ê�/�i�V�…�˜�œ�•�œ�}�Þ
�U�Ê�Ê�/�œ�L�>�V�V�œ�Ê

CONNECT with Unparalleled  
Buying Power 

AWMA is committed to delivering more value to exhibitors through:

�U�Ê �Ì�>�À�}�i�Ì�i�`�Ê�“�>�À�Ž�i�Ì�ˆ�˜�}�Ê�Ì�œ�Ê�Ì�…�i�Ê�ˆ�˜�`�Õ�Ã�Ì�À�Þ�½�Ã�Ê�Ì�œ�«�Ê�V�>�Ì�i�}�œ�À�Þ�Ê 
buyers

�U�Ê �>�˜�Ê�i�Ý�«�>�˜�`�i�`�Ê�v�œ�V�Õ�Ã�Ê�œ�˜�Ê�V�>�Ì�i�}�œ�À�Þ�‡�Ã�«�i�V�ˆ�w�V�Ê�i�`�Õ�V�>�Ì�ˆ�œ�˜�Ê�V�œ�Û�i�À�ˆ�˜�}�Ê
consumers, trends, and business building strategies

�U�Ê �˜�i�Ì�Ü�œ�À�Ž�ˆ�˜�}�Ê�À�i�V�i�«�Ì�ˆ�œ�˜�Ê�Ì�œ�Ê�L�i�Ê�…�i�•�`�Ê�ˆ�˜�Ê�Ì�…�i�Ê�i�Ý�…�ˆ�L�ˆ�Ì�Ê�…�>�•�•
�U�Ê �À�i�ˆ�˜�Ì�À�œ�`�Õ�V�ˆ�˜�}�Ê�Ì�…�i�Ê�«�œ�«�Õ�•�>�À�Ê�º�L�Õ�Þ�i�À�Ã�Ê�«�À�œ�}�À�>�“�»
�U�Ê �“�œ�À�i�Ê�i�v�v�i�V�Ì�ˆ�Û�i�Ê�Ã�«�œ�˜�Ã�œ�À�Ã�…�ˆ�«�Ê�«�>�V�Ž�>�}�i�Ã�Ê�>�˜�`�Ê�“�>�À�Ž�i�Ì�ˆ�˜�}�Ê 

opportunities to help you build your brand before,  
during, and after the show

DISTRIBUTORS FIND VALUE IN THE AWMA SHOW
 

90% of past attendees rate the show
as ªgoodº, ªexcellentº or ªoutstandingº.

DISTRIBUTORS PLACE HIGH IMPORTANCE ON  
INTERACTION WITH EXHIBITORS 

Meeting with manufacturers during the show is extremely 
important to distributors who place high value on face- 

to-face interaction. When asked how important it is to meet 
with industry manufacturers at the show, 88% responded 

ªveryº or ªextremelyº important.
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WHO SHOULD EXHIBIT?
For manufacturers, suppliers and service providers to the 
$624B convenience store industry, the AWMA Show is the 
only conference and trade show that connects you directly 
with local, regional and national distributors.  If your company 
manufactures products and/or provides services in any of 
these categoriesÐBeverages  �U  Candy  �U  Foodservice 
Programs & Equipment  �U  Grocery Items  �U  Merchandise  
�U  Snacks  �U  Tobacco & Tobacco-related Products  �U  
TechnologyÐyou won't want to miss the AWMA Show.

Please see page 5 for a complete, detailed list of product 
and service categories.  
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BRAND-BUILDING MARKETING  
           & Sponsorship Opportunities

The AWMA Show is the premiere event of the year for convenience 
distributors and their trading partners. AWMA advertising and 
sponsorship opportunities offer a variety of ways for you to extend 
your reach to this valued market both pre-show and on-site. From 
targeted events to convention-wide branding exposure, we can  
assist you in selecting the right advertising or sponsorship package 
to meet your goals and your budget.

  TITLE SPONSORS      
>>  UP TO 4 TITLE SPONSORSHIPS AVAILABLE

Title Sponsorships:
•   Sponsor both of the general sessions 
•   Sponsor both of the evening receptions 
•   Sponsor one general session and one evening reception

  Your Title Sponsor Package includes:
�U�Ê ���Õ�•�•�Ê�«�>�}�i�Ê�>�`�Ê�ˆ�˜�Ê�-�…�œ�Ü�Ê���ˆ�À�i�V�Ì�œ�À�Þ
�U�Ê �	�>�˜�˜�i�À�Ê�>�`�Ê�œ�˜�Ê�Ã�…�œ�Ü�Ê�Ü�i�L�Ã�ˆ�Ì�i�Ê�v�œ�À�Ê�Î�Ê�“�œ�˜�Ì�…�Ã
�U�Ê �
�œ�“�«�>�˜�Þ�Ê�i�Ý�i�V�Õ�Ì�ˆ�Û�i�Ê�Ì�œ�Ê�ˆ�˜�Ì�À�œ�`�Õ�V�i�Ê�Ã�«�i�>�Ž�i�À�Ê�`�Õ�À�ˆ�˜�}�Ê�}�i�˜�i�À�>�•�Ê 

session
�U�Ê �,�i�V�œ�}�˜�ˆ�Ì�ˆ�œ�˜�Ê�>�Ã�Ê�/�ˆ�Ì�•�i�Ê�-�«�œ�˜�Ã�œ�À�Ê�ˆ�˜�ÊDistribution Channels magazine
�U�Ê �-�ˆ�}�˜�>�}�i�Ê�>�˜�`�Ê�À�i�V�œ�}�˜�ˆ�Ì�ˆ�œ�˜�Ê�œ�˜�Ã�ˆ�Ì�i
�U�Ê �"�˜�i�Ê�Ã�…�i�•�v�Ê�Ì�œ�Ê�v�i�>�Ì�Õ�À�i�Ê�˜�i�Ü�Ê�«�À�œ�`�Õ�V�Ì�Ã�Ê�ˆ�˜�Ê�Ì�…�i�Ê� �i�Ü�Ê�*�À�œ�`�Õ�V�Ì�Ê 

Showcase 
�U�Ê �*�À�œ�`�Õ�V�Ì�Ê�«�•�>�V�i�“�i�˜�Ì�É�•�ˆ�Ì�i�À�>�Ì�Õ�À�i�Ê�…�>�˜�`�œ�Õ�Ì�Ã�Ê�>�Ì�Ê�Ì�…�i�Ê�}�i�˜�i�À�>�•�Ê�Ã�i�Ã�Ã�ˆ�œ�˜�Ã�Ê

and receptions

Exclusive sponsorship:  $25,000

Minimum co-sponsorship:  $12,500

  GOLD SPONSORS

  Social/Networking Sponsor Package 
>> UP TO 4 SOCIAL SPONSORS

Sponsor one or more of the following events:
•   AWMA Caf! lunch on Wednesday
•   AWMA Caf! lunch on Thursday
•   Breakfast on Wednesday
•   Breakfast on Thursday

Social/Networking Package includes:
�U�Ê ���Õ�•�•�Ê�«�>�}�i�Ê�>�`�Ê�ˆ�˜�Ê�Ì�…�i�Ê�Ã�…�œ�Ü�Ê�`�ˆ�À�i�V�Ì�œ�À�Þ
�U�Ê �*�À�œ�`�Õ�V�Ì�Ê�«�•�>�V�i�“�i�˜�Ì�É�•�ˆ�Ì�i�À�>�Ì�Õ�À�i�Ê�…�>�˜�`�œ�Õ�Ì�Ã�Ê�>�Ì�Ê�i�Û�i�˜�Ì�Ê�Ã�«�œ�˜�Ã�œ�À�i�`
�U�Ê �	�>�˜�˜�i�À�Ê�>�`�Ê�œ�˜�Ê�Ã�…�œ�Ü�Ê�Ü�i�L�Ã�ˆ�Ì�i�Ê�v�œ�À�Ê�Î�Ê�“�œ�˜�Ì�…�Ã
�U�Ê �-�ˆ�}�˜�>�}�i�Ê�>�˜�`�Ê�À�i�V�œ�}�˜�ˆ�Ì�ˆ�œ�˜�Ê�œ�˜�Ã�ˆ�Ì�i
�U�Ê ���ˆ�Ã�Ì�ˆ�˜�}�Ê�œ�˜�Ê�Ü�i�L�Ã�ˆ�Ì�i�p�•�œ�}�œ�Ê�>�˜�`�Ê�•�ˆ�˜�Ž�Ê�Ì�œ�Ê�V�œ�“�«�>�˜�Þ�Ê�Ü�i�L�Ã�ˆ�Ì�i
�U�Ê �"�˜�i�Ê�Ã�…�i�•�v�Ê�Ì�œ�Ê�v�i�>�Ì�Õ�À�i�Ê�˜�i�Ü�Ê�«�À�œ�`�Õ�V�Ì�Ã�Ê�ˆ�˜�Ê�Ì�…�i�Ê� �i�Ü�Ê�*�À�œ�`�Õ�V�Ì�Ê 

Showcase

EXCLUSIVEÐ One sponsor per food/beverage event:  $8,500

�U    2010AWMA ShowÐ The Convenience Distribut
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  Registration Sponsor Package includes:
>>  1 EXCLUSIVE SPONSOR

�U�Ê ���>�˜�Þ�>�À�`�Ã�Ê�Ü�ˆ�Ì�…�Ê�V�œ�“�«�>�˜�Þ�Ê�•�œ�}�œ�Ê�}�ˆ�Û�i�˜�Ê�Ì�œ�Ê�>�•�•�Ê�>�Ì�Ì�i�˜�`�i�i�Ã
�U�Ê �*�À�œ�`�Õ�V�Ì�Ê�«�•�>�V�i�“�i�˜�Ì�É�•�ˆ�Ì�i�À�>�Ì�Õ�À�i�Ê�…�>�˜�`�œ�Õ�Ì�Ã�Ê�>�Ì�Ê�À�i�}�ˆ�Ã�Ì�À�>�Ì�ˆ�œ�˜�Ê�>�À�i�>
�U�Ê �	�>�˜�˜�i�À�Ê�>�`�Ê�œ�˜�Ê�Ã�…�œ�Ü�Ê�Ü�i�L�Ã�ˆ�Ì�i�Ê�v�œ�À�Ê�Î�Ê�“�œ�˜�Ì�…�Ã
�U�Ê ���Õ�•�•�Ê�«�>�}�i�Ê�>�`�Ê�ˆ�˜�Ê�Ã�…�œ�Ü�Ê�`�ˆ�À�i�V�Ì�œ�À�Þ
�U�Ê �-�ˆ�}�˜�>�}�i�Ê�>�˜�`�Ê�À�i�V�œ�}�˜�ˆ�Ì�ˆ�œ�˜�Ê�œ�˜�Ã�ˆ�Ì�i
�U�Ê �"�˜�i�Ê�Ã�…�i�•�v�Ê�Ì�œ�Ê�v�i�>�Ì�Õ�À�i�Ê�˜�i�Ü�Ê�«�À�œ�`�Õ�V�Ì�Ã�Ê�ˆ�˜�Ê�Ì�…�i�Ê� �i�Ü�Ê�*�À�œ�`�Õ�V�Ì�Ê 

Showcase 

Exclusive sponsorship:  $8,500

  Breakout Session Sponsor Package includes: 
>>UP TO 8 BREAKOUT SESSION SPONSORS

�U�Ê �-�«�œ�˜�Ã�œ�À�Ê�L�À�i�>�Ž�œ�Õ�Ì�Ê�Ã�i�Ã�Ã�ˆ�œ�˜�Ê�­�Ã�«�œ�˜�Ã�œ�À�Ê�Ã�i�•�i�V�Ì�ˆ�œ�˜�Ê�L�>�Ã�i�`�Ê�Õ�«�œ�˜�Ê
availability)

�U�Ê ���Õ�•�•�Ê�«�>�}�i�Ê�>�`�Ê�ˆ�˜�Ê�Ã�…�œ�Ü�Ê�`�ˆ�À�i�V�Ì�œ�À�Þ
�U�Ê �*�À�œ�`�Õ�V�Ì�Ê�«�•�>�V�i�“�i�˜�Ì�É�•�ˆ�Ì�i�À�>�Ì�Õ�À�i�Ê�…�>�˜�`�œ�Õ�Ì�Ã�Ê�>�Ì�Ê�Ã�i�Ã�Ã�ˆ�œ�˜�Ê�Ã�«�œ�˜�Ã�œ�À�i�`
�U�Ê �	�>�˜�˜�i�À�Ê�>�`�Ê�œ�˜�Ê�Ã�…�œ�Ü�Ê�Ü�i�L�Ã�ˆ�Ì�i�Ê�v�œ�À�Ê�Î�Ê�“�œ�˜�Ì�…�Ã
�U�Ê ���˜�Ì�À�œ�`�Õ�V�i�Ê�Ã�«�i�>�Ž�i�À�Ê�>�Ì�Ê�L�À�i�>�Ž�œ�Õ�Ì�Ê�Ã�i�Ã�Ã�ˆ�œ�˜
�U�Ê �-�ˆ�}�˜�>�}�i�Ê�>�˜�`�Ê�À�i�V�œ�}�˜�ˆ�Ì�ˆ�œ�˜�Ê�œ�˜�Ã�ˆ�Ì�i
�U�Ê �"�˜�i�Ê�Ã�…�i�•�v�Ê�Ì�œ�Ê�v�i�>�Ì�Õ�À�i�Ê�˜�i�Ü�Ê�«�À�œ�`�Õ�V�Ì�Ã�Ê�ˆ�˜�Ê�Ì�…�i�Ê� �i�Ü�Ê�*�À�œ�`�Õ�V�Ì�Ê 

Showcase 

One sponsor per breakout session:  $8,500

SILVER SPONSORS*

  Silver Sponsors can purchase any of  
     the following a la carte items:

1 full page ad in show directory ........................................$2,500

1 page in show issue of Distribution Channels .................$3,500

Banner ad on www.AWMASHOW.com website 
�v�œ�À�Ê�Î�Ê�“�œ�˜�Ì�…�Ã ..................................................................$2,000 

Networking Break ..............................................................$3,500

Internet Caf! located in lounge on the show ¯oor ............$10,000

� �i�Ü�Ê�*�À�œ�`�Õ�V�Ì�Ê�-�…�œ�Ü�V�>�Ã�i ........................................$200/per shelf

For more information and to discuss 
how to become a sponsor, please contact:

Robert Pignato, AWMA
�6�ˆ�V�i�Ê�*�À�i�Ã�ˆ�`�i�˜�Ì�]�Ê���>�À�Ž�i�Ì�ˆ�˜�}�]�Ê���i�“�L�i�À�Ã�…�ˆ�«�Ê�>�˜�`�Ê���˜�`�Õ�Ã�Ì�À�Þ�Ê���v�v�>�ˆ�À�Ã�\�Ê�Ê

�*�…�œ�˜�i�\�Ê�Ê�n�ä�ä�Ê�{�n�Ó�‡�Ó�™�È�Ó�Ê�œ�À�Ê�Ç�ä�Î�Ê�Ó�ä�n�‡�Î�Î�x�n�]�Ê�i�Ý�Ì�°�Ê�È�{�Ó
E-mail:  robertp@awmanet.org

Free Exhibitor Marketing Tools!
�U�Ê�*�,�
�‡�Ê��� ���Ê�*�"�-�/�‡�-���"�7�Ê����������� ���Ê�����-�/�-�°�ÊSend invitations, 

post cards and post-show follow up information to  
attendees. Available before the show in late January 
and after the show in late March. 

�U�Ê���,�
�
�Ê�����-�/��� ���Ê��� ���Ê�
�"���*��� �9�Ê�
�"� �/���
�/�Ê��� ���"�,�����/���"�  on 
the AWMA Show website

�U�Ê���,�
�
�Ê�����-�/��� ���Ê��� ���Ê�
�"���*��� �9�Ê�
�"� �/���
�/�Ê��� ���"�,�����/���"�   in 
�Ì�…�i�Ê�œ�˜�Ã�ˆ�Ì�i�Ê�-�…�œ�Ü�Ê�*�À�œ�}�À�>�“�Ê�E�Ê���ˆ�À�i�V�Ì�œ�À�Þ

�U�Ê���,�
�
�Ê�����-�/��� ���Ê�7���/���Ê�9�"�1�,�Ê�	�"�"�/���Ê� �1���	�
�, in Distribution 
Channels magazine.

ools!
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�=�N�A���O�A�N�R�E�J�C���=�J�@���P�K���A�O�P�=�>�H�E�O�D���J�A�S���?�Q�O�P�K�I�A�N�O�������J�@���S�A���=�N�A���S�N�E�P�E�J�C���O�K�I�A���@�A�=�H�O������
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�2�D�A���'�J�R�A�J�P�Q�N�A���%�N�K�Q�L�
���'�J�?������

BRAND-BUILDING MARKETING
     & Sponsorship Opportunities±continued

*RECEIVE
15% OFF  WHEN

PURCHASED WITH ANY 
ADDITIONAL SPONSOR 

PACKAGE.
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SCHEDULE At-A-Glance

MONDAY,  MARCH 8

�£�Ó�\�ä�ä�Ê�«�°�“�°�Ê�q�Ê�Ç�\�ä�ä�Ê�«�°�“�°Exhibitor Move-In

TUESDAY,  MARCH 9

�n�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�£�£�\�Î�ä�Ê�>�°�“�° �,�i�}�ˆ�Ã�Ì�À�>�Ì�ˆ�œ�˜

�n�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�x�\�ä�ä�Ê�«�°�“�°Exhibitor Move-In

�n�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�£�£�\�Î�ä�Ê�>�°�“�°�Ê�ÊCommittee Meetings

�£�ä�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�Î�\�ä�ä�Ê�«�°�“�° �	�Õ�Þ�i�À�Ã�Ê�*�À�œ�}�À�>�“

�x�\�Î�ä�Ê�«�°�“�°�Ê�q�Ê�Ç�\�ä�ä�Ê�«�°�“�° ���7�����Ê�-�…�œ�Ü�Ê�7�i�•�V�œ�“�i�Ê�,�i�V�i�«�Ì�ˆ�œ�˜

WEDNESDAY,  MARCH 10

�Ç�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�x�\�ä�ä�Ê�«�°�“�° �,�i�}�ˆ�Ã�Ì�À�>�Ì�ˆ�œ�˜

�Ç�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�Ç�\�Î�ä�Ê�>�°�“�°�ÊContinental Breakfast 

�Ç�\�Î�ä�Ê�>�°�“�°�Ê�q�Ê�n�\�£�x�Ê�>�°�“�°�Ê �
�œ�˜�V�Õ�À�À�i�˜�Ì�Ê�º�7�>�Ž�i�Ê�1�«�»�Ê�-�i�Ã�Ã�ˆ�œ�˜�Ã�Ê

�n�\�Î�ä�Ê�>�°�“�°�Ê�q�Ê�™�\�{�x�Ê�>�°�“�°�ÊOpening General Session

�™�\�{�x�Ê�>�°�“�°�Ê�q�Ê�£�ä�\�ä�ä�Ê�>�°�“�°�ÊNetworking Break

10:00 a.m. ± 11:00 a.m. Concurrent Breakout Sessions

�£�£�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�£�£�\�£�x�Ê�>�°�“�°�ÊNetworking Break

�£�£�\�£�x�Ê�>�°�“�°�Ê�q�Ê�£�Ó�\�£�x�Ê�«�°�“�°Concurrent Breakout Sessions

�£�Ó�\�£�x�Ê�«�°�“�°�Ê�q�Ê�È�\�ä�ä�Ê�«�°�“�° �
�8�*�"�Ê�"�«�i�˜�Ê�q�Ê���ˆ�}�…�Ì�Ê���Õ�˜�V�…�Ê�-�i�À�Û�i�`�Ê�ˆ�˜�Ê���7�����Ê�
�>�v�j

�x�\�ä�ä�Ê�«�°�“�°�Ê�q�Ê�È�\�ä�ä�Ê�«�°�“�° � �i�Ì�Ü�œ�À�Ž�ˆ�˜�}�Ê�,�i�V�i�«�Ì�ˆ�œ�˜�Ê�ˆ�˜�Ê�
�Ý�…�ˆ�L�ˆ�Ì�Ê���>�•�•

THURSDAY,  MARCH 11

�Ç�\�Î�ä�Ê�>�°�“�°�Ê�q�Ê�Î�\�ä�ä�Ê�«�°�“�° �,�i�}�ˆ�Ã�Ì�À�>�Ì�ˆ�œ�˜

�Ç�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�n�\�Î�ä�Ê�>�°�“�°AWMA Board Meeting

�Ç�\�Î�ä�Ê�>�°�“�°�Ê�q�Ê�n�\�Î�ä�Ê�>�°�“�°Continental Breakfast

�n�\�Î�ä�Ê�>�°�“�°�Ê�q�Ê�™�\�Î�ä�Ê�>�°�“�°Concurrent Breakout Sessions 

�™�\�{�x�Ê�>�°�“�°�Ê�q�Ê�£�£�\�ä�ä�Ê�>�°�“�°�ÊClosing General Session 

11:00 a.m. ± 4:00 p.m. �
�8�*�"�Ê�"�«�i�˜�Ê�q�Ê���ˆ�}�…�Ì�Ê���Õ�˜�V�…�Ê�-�i�À�Û�i�`�Ê�ˆ�˜�Ê���7�����Ê�
�>�v�j

HOTEL Information:

AWMA Headquarters Hotel

���>�Ã�Ê�6�i�}�>�Ã�Ê���ˆ�•�Ì�œ�˜
�Î�ä�ä�ä�Ê�*�>�À�>�`�ˆ�Ã�i�Ê�,�œ�>�`
Las Vegas, NV 

�*�…�œ�˜�i�\�Ê�Ê�Ç�ä�Ó�‡�Ç�Î�Ó�‡�x�£�£�£
���>�Ý�\�Ê�Ê�Ç�ä�Ó�‡�Ç�Î�Ó�‡�x�Ç�Ç�n

HOW to Register:

�9�œ�Õ�À�Ê�L�œ�œ�Ì�…�Ê�>�«�«�•�ˆ�V�>�Ì�ˆ�œ�˜�Ê�`�œ�i�Ã�Ê�˜�œ�Ì�Ê 
register you and other individuals for  
the show.  In order to obtain badges,  
all individuals from your company  
must register.  You receive 4 free  
registrations for each 100 sq. ft. 
of booth space purchased.  Each 
registrant has access to:  all receptions, 
networking breaks, educational sessions 
and the expo.  Additional registrations 
�“�>�Þ�Ê�L�i�Ê�«�Õ�À�V�…�>�Ã�i�`�Ê�v�œ�À�Ê�f�x�ä�Ê�i�>�V�…�°

Make Your Reservation Early!

By Phone: Call �Ì�…�i�Ê���>�Ã�Ê�6�i�}�>�Ã�Ê���ˆ�•�Ì�œ�˜ 
direct at 800-635-7711 to book  
your room. Be sure to reference  
Group Code SAWM0R.

Online:  Make your hotel reservation 
online at www.AWMASHOW.com.
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RESERVE Your Exhibit Space Today!
LOCATION AND EXHIBIT HOURS:
The entire AWMA ShowÐeducation sessions, the expo, all networking and social  
�v�Õ�˜�V�Ì�ˆ�œ�˜�Ã�p�Ü�ˆ�•�•�Ê�L�i�Ê�V�œ�˜�Û�i�˜�ˆ�i�˜�Ì�•�Þ�Ê�•�œ�V�>�Ì�i�`�Ê�Õ�˜�`�i�À�Ê�œ�˜�i�Ê�À�œ�œ�v�Ê�>�Ì�Ê�Ì�…�i�Ê���>�Ã�Ê�6�i�}�>�Ã�Ê���ˆ�•�Ì�œ�˜�°

HOW TO EXHIBIT
An Exhibit Application and the Terms and Conditions for Exhibiting are included with 
�Þ�œ�Õ�À�Ê�
�Ý�…�ˆ�L�ˆ�Ì�œ�À�Ê�*�À�œ�Ã�«�i�V�Ì�Õ�Ã�°�Ê�*�•�i�>�Ã�i�Ê�V�>�À�i�v�Õ�•�•�Þ�Ê�À�i�Û�ˆ�i�Ü�Ê�Ì�…�i�Ê�>�«�«�•�ˆ�V�>�Ì�ˆ�œ�˜�Ê�>�˜�`�Ê�Ì�i�À�“�Ã�Ê�>�˜�`�Ê�v�>�Ý�Ê
�Þ�œ�Õ�À�Ê�>�«�«�•�ˆ�V�>�Ì�ˆ�œ�˜�Ê�Ì�œ�`�>�Þ�Ê�Ì�œ�Ê�Ç�ä�Î�‡�È�x�{�‡�È�™�Î�£�°

BOOTH COSTS AND GENERAL INFORMATION:
Minimum booth size: 10' x 10'
���7�����Ê�“�i�“�L�i�À�Ê�À�>�Ì�i�\�Ê�Ê �f�Ó�]�™�ä�ä�Ê�«�i�À�Ê�£�ä�½�Ê�Ý�Ê�£�ä�½�Ê�L�œ�œ�Ì�…
� �œ�˜�‡�“�i�“�L�i�À�Ê�À�>�Ì�i�\�Ê �Ê�f�Î�]�Î�ä�ä�Ê�«�i�À�Ê�£�ä�½�Ê�Ý�Ê�£�ä�½�Ê�L�œ�œ�Ì�…

Booth sizes of 20' x 20' or larger will be prominently featured on our ¯oor plan with 
your company name  right on the ¯oor plan map that is on our website, included in 
Distribution Channels magazine and distributed to all attendees onsite. 

Included with booth space:
�U�Ê �{�Ê�V�œ�“�«�•�ˆ�“�i�˜�Ì�>�À�Þ�Ê�À�i�}�ˆ�Ã�Ì�À�>�Ì�ˆ�œ�˜�Ã�Ê�«�i�À�Ê�£�ä�½�Ê�Ý�Ê�£�ä�½�Ê�­�£�ä�ä�Ê�Ã�µ�°�Ê�v�Ì�°�®
�U�Ê �
�œ�“�«�>�˜�Þ�Ê�•�ˆ�Ã�Ì�ˆ�˜�}�Ê�ˆ�˜�Ê�Ì�…�i�Ê�i�Û�i�˜�Ì�Ê�`�ˆ�À�i�V�Ì�œ�À�Þ�Ê�œ�˜�Ã�ˆ�Ì�i
�U�Ê ���ˆ�Ã�Ì�ˆ�˜�}�Ê�œ�˜�•�ˆ�˜�i�Ê�>�Ì�Ê�Ü�Ü�Ü�°���7�����-���"�7.com with company contact information  

and booth location 
�U�Ê �n�½�Ê�…�ˆ�}�…�Ê�L�>�V�Ž�Ê�`�À�>�«�i�Ê�>�˜�`�Ê�Î�½�Ê�…�ˆ�}�…�Ê�Ã�ˆ�`�i�Ê�`�À�>�«�i�Ê�­�v�œ�À�Ê�ˆ�˜�‡�•�ˆ�˜�i�Ê�L�œ�œ�Ì�…�Ã�Ê�œ�˜�•�Þ�®
�U�Ê �Ç�»�Ê�Ý�Ê�{�{�»�Ê�L�œ�œ�Ì�…�Ê�ˆ�`�i�˜�Ì�ˆ�w�V�>�Ì�ˆ�œ�˜�Ê�Ã�ˆ�}�˜�Ê�­�ˆ�˜�‡�•�ˆ�˜�i�Ê�L�œ�œ�Ì�…�Ã�Ê�œ�˜�•�Þ�®
�U�Ê ���ˆ�Ã�•�i�Ê�V�>�À�«�i�Ì
�U�Ê �
�>�À�«�i�Ì�ˆ�˜�}�°�Ê�/�…�i�Ê���>�Ã�Ê�6�i�}�>�Ã�Ê���ˆ�•�Ì�œ�˜�Ê�ˆ�Ã�Ê�>�•�À�i�>�`�Þ�Ê�V�>�À�«�i�Ì�i�`�Ê�>�˜�`�Ê�Ì�…�i�À�i�v�œ�À�i�]�Ê�L�œ�œ�Ì�…�Ê�V�>�À�«�i�Ì�ˆ�˜�}�Ê

is included with your booth space. Additional carpeting would be an extra charge 
and purchased through Freeman Decorating.

�U�Ê ���Õ�À�˜�ˆ�Ì�Õ�À�i�]�Ê�Õ�Ì�ˆ�•�ˆ�Ì�ˆ�i�Ã�]�Ê�>�˜�`�Ê�>�˜�Þ�Ê�œ�Ì�…�i�À�Ê�>�`�`�ˆ�Ì�ˆ�œ�˜�>�•�Ê�Ã�i�À�Û�ˆ�V�i�Ã�Ê�>�À�i�Ê�˜�œ�Ì�Ê�ˆ�˜�V�•�Õ�`�i�`�°�Ê�/�…�i�Ã�i�Ê�ˆ�Ì�i�“�Ã�Ê
should be purchased through vendors provided in the Exhibitor Service Manual.

MOVE-IN SCHEDULE

���œ�˜�`�>�Þ�]�Ê���>�À�V�…�Ê�n �£�Ó�\�ä�ä�Ê�«�°�“�°�Ê�q�Ê�Ç�\�ä�ä�Ê�«�°�“�°

�/�Õ�i�Ã�`�>�Þ�]�Ê���>�À�V�…�Ê�™ �n�\�ä�ä�Ê�>�°�“�°�Ê�q�Ê�x�\�ä�ä�Ê�«�°�“�°

EXHIBITS OPEN

Wednesday, March 10�£�Ó�\�£�x�Ê�«�°�“�°�Ê�q�Ê�È�\�ä�ä�Ê�«�°�“�°Light Lunch Served in AWMA Caf!

�x�\�ä�ä�Ê�«�°�“�°�Ê�q�Ê�È�\�ä�ä�Ê�«�°�“�°�Ê� �i�Ì�Ü�œ�À�Ž�ˆ�˜�}�Ê�,�i�V�i�«�Ì�ˆ�œ�˜�Ê�ˆ�˜�Ê�
�Ý�…�ˆ�L�ˆ�Ì�Ê���>�•�•

Thursday, March 11 11:00 a.m. ± 4:00 p.m. Light Lunch Served in AWMA Caf!

TEAR DOWN

Thursday, March 11 4:00 p.m. ± 12:00 a.m.

EXHIBIT APPLICATION INSTRUCTIONS

1. Carefully review the Terms and Conditions for Exhibiting
2. Complete the Exhibit Application and sign it
�Î�°�Ê ���>�Ý�Ê�œ�À�Ê�“�>�ˆ�•�Ê�Ì�…�i�Ê�
�Ý�…�ˆ�L�ˆ�Ì�Ê���«�«�•�ˆ�V�>�Ì�ˆ�œ�˜�Ê�Ì�œ�\�Ê�ÊFAX:�Ê�Ê�Ç�ä�Î�‡�È�x�{�‡�È�™�Î�£

 MAIL:  AWMA Exhibits Department, c/o  J. Spargo & Associates
�Ê �£�£�Ó�ä�n�Ê�7�>�«�•�i�Ã�Ê���ˆ�•�•�Ê�,�œ�>�`�]�Ê�-�Õ�ˆ�Ì�i�Ê�£�£�Ó�]�Ê���>�ˆ�À�v�>�Ý�]�Ê�6�ˆ�À�}�ˆ�˜�ˆ�>�Ê�Ê�Ó�Ó�ä�Î�ä

GROCERY ITEMS/  
CANDY/SNACKS/  
OTHER FOODS
Bagged Candies
Baked Snacks 
Biscuits
Boxed Chocolates
Brittles
Bulk Snack Food/ 

Candy/Gum
Candy
Chocolate Bars
Containers/Tins
Cookies
Cough/Throat Drops
Crackers
Easter Candy
Energy Bars
Fast Food
���À�i�i�â�i�À�Ê�	�>�À�Ã�É�*�œ�«�Ã�É 

Ice Cream
Frozen Foods
Fruit Snacks
Fudge
Fundraising
Gourmet Snacks
Groceries
Gummy Candies
Gums
���>�À�`�Ê�
�>�˜�`�Þ
���i�>�•�Ì�…�É� �Õ�Ì�À�ˆ�Ì�ˆ�œ�˜�Ê 

�*�À�œ�`�Õ�V�Ì�Ã
���œ�Ã�…�i�À�Ê�*�À�œ�`�Õ�V�Ì�Ã
Licorice
Lollipops
Meat Snacks
Mints
Natural Snacks
Non-Chocolate Candy
Novelties
Nuts/Nut Mixes
�*�ˆ�V�Ž�•�i�Ã
�*�œ�«�V�œ�À�˜�Ê
�*�À�ˆ�Û�>�Ì�i�Ê���>�L�i�•
Salty Snacks
�-�i�>�Ã�œ�˜�>�•�É���œ�•�ˆ�`�>�Þ
�-�Õ�}�>�À�‡���À�i�i�Ê�*�À�œ�`�Õ�V�Ì�Ã
�-�Ü�i�i�Ì�Ê���œ�œ�`�Ã�É�*�>�Ã�Ì�À�ˆ�i�Ã
Toffees

TOBACCO/TOBACCO-
RELATED
Cigarettes
Cigarette Stamping 

Machines
Cigars
� �œ�˜�‡�/�œ�L�>�V�V�œ�Ê�*�À�œ�`�Õ�V�Ì�Ã

�"�Ì�…�i�À�Ê�/�œ�L�>�V�V�œ�Ê�*�À�œ�`�Õ�V�Ì�Ã
Smokeless Tobacco
Tobacco Accessories

TECHNOLOGY
Business Services
Computers
Computer Software
Displays
Distributor Services
Distribution Software
���œ�Þ�>�•�Ì�Þ�Ê�*�À�œ�}�À�>�“�Ã
�/�i�V�…�˜�œ�•�œ�}�Þ�Ê�*�À�œ�`�Õ�V�Ì�Ã�Ê 

& Services
�7�>�À�i�…�œ�Õ�Ã�i�Ê�
�µ�Õ�ˆ�«�“�i�˜�Ì

BEVERAGES
Bottled Juices/Teas/Waters
Carbonated Beverages
Coffee & Other Dispensed 

�	�i�Û�i�À�>�}�i�Ê�*�À�œ�}�À�>�“�Ã
Bottled Water

FOODSERVICE &  
FOOD SERVICE  
EQUIPMENT
Cleaning Supplies
���i�•�ˆ�Ê�*�À�œ�`�Õ�V�Ì�Ã
���œ�œ�`�Ã�i�À�Û�ˆ�V�i�Ê�
�µ�Õ�ˆ�«�“�i�˜�Ì
���œ�œ�`�Ã�i�À�Û�ˆ�V�i�Ê�*�À�œ�`�Õ�V�Ì�Ã
Gloves
���>�Ì�i�À�ˆ�>�•�Ê���>�˜�`�•�ˆ�˜�}�Ê 

�
�µ�Õ�ˆ�«�“�i�˜�Ì
���i�Ý�ˆ�V�>�˜�Ê�*�À�œ�`�Õ�V�Ì�Ã
�*�>�«�i�À�Ê�*�À�œ�`�Õ�V�Ì�Ã
�*�ˆ�â�â�>
Sandwiches
Water

MERCHANDISE
���Õ�Ì�œ�“�œ�Ì�ˆ�Û�i�Ê�*�À�œ�`�Õ�V�Ì�Ã�Ê
Batteries
Cleaning Supplies
Fundraising
General Merchandise
Gift Items
Grocery Items
���>�À�`�Ü�>�À�i�É���œ�Õ�Ã�i�Ü�>�À�i�Ã
���i�>�•�Ì�…�Ê�E�Ê�	�i�>�Õ�Ì�Þ�Ê�
�>�À�i
Novelty Items
�*�À�i�‡�*�>�ˆ�`�Ê���Ì�i�“�Ã
�*�À�ˆ�Û�>�Ì�i�Ê���>�L�i�•
Sundries
Sunglasses
Toys
Trading Cards
Vitamins/Supplements

PRODUCT Categories:



�2�D�A�����5�+�����1�D�K�S���=�H�H�K�S�O���?�K�I�L�=�J�E�A�O���P�K���I�=�T�E�I�E�V�A��
�K�L�L�K�N�P�Q�J�E�P�E�A�O���=�J�@���I�E�J�E�I�E�V�A���N�E�O�G�����5�A���D�=�R�A���O�A�?�Q�N�A�@���=��
�J�Q�I�>�A�N���K�B���J�A�S���@�E�O�P�N�E�>�Q�P�K�N���?�Q�O�P�K�I�A�N�O���P�D�N�K�Q�C�D�K�Q�P���P�D�A��
�?�K�Q�J�P�N�U���=�P���P�D�A���O�D�K�S������

�0�K�>�A�N�P���1�P�=�O�D�G�E�S�
���"�E�N�A�?�P�K�N���K�B���+�=�N�G�A�P�E�J�C
�"�5�!���#�J�P�A�N�L�N�E�O�A�O�
���*�*�!����
����

Exhibiting Questions: 
Exhibit Sales:

Julie Sullivan, AWMA Exhibits Dept.
Phone: 703-631-6200
Fax: 703-654-6931
E-mail: julie.sullivan@jspargo.com

Exhibit Operations:

Tanja Bossert, AWMA Exhibits Dept.
Phone: 703-631-6200
Fax: 703-654-6931
E-mail: tbossert@jspargo.com

Sponsorship Opportunities: 
Robert Pignato, AWMA
Phone: 703-208-3358
Fax: 703-573-5738
E-mail: robertp@awmanet.org

Membership & Other Questions: 
Robert Pignato, AWMA
Phone: 703-208-3358
Fax: 703-573-5738
E-mail: robertp@awmanet.org

KEY Contacts:

�2�D�A�����5�+�����1�D�K�S���@�A�H�E�R�A�N�O���Œ���E�P�‘�O���=���P�A�N�N�E�•�?���L�H�=�?�A���P�K����
�?�K�J�J�A�?�P���S�E�P�D���P�D�A���E�J�@�Q�O�P�N�U���=�J�@���'�‘�I���A�T�?�E�P�A�@���P�K���D�A�=�N��
�=�>�K�Q�P���O�K�I�A���P�D�A���?�D�=�J�C�A�O���E�J���O�P�K�N�A���B�K�N���������������'���S�K�Q�H�@����
�J�K�P���I�E�O�O���E�P������

�(�A�>�>���+�=�C�E�J�J�E�O�
���.�N�A�O�E�@�A�J�P
�!�"�0���	�!�N�A�=�P�E�R�A���"�=�P�=���0�A�O�A�=�N�?�D�
����

�'�P�‘�O���R�A�N�U���O�P�N�K�J�C�����5�A���=�N�A���O�A�A�E�J�C���=���H�K�P���K�B����
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