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ATTENDEE PROFILE

Attendees came from 47 states and around the world. 6% of the audience is from outside the U.S. Retailers attend from 
coast to coast. Top attending states: California, Texas, Nevada, Florida and Pennsylvania.  



JOB TITLE

SPORTS LICENSES CARRIED

PRODUCTS PURCHASED

21% Collegiate

17% NFL

16% MLB

14% NHL

13% NBA

6% MLS

5% None

4% FIFA/World Cup

4% NASCAR

NUMBER OF 
STORE LOCATIONS

42% 1

30% 2-5

8% 6-15

6% 16-50

2% 51-100

12% Over 100

34% Buyer/Asst. Buyer

30% Owner/Partner

17% Executive Management
 (CEO, VP, Director, etc.)

7% General Manager

5% Store Manager

4% General Staff/Sales Person

3% Merchandiser
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POST-SHOW RESEARCH

96% OF ATTENDEES HAVE PURCHASING POWER

42% WERE FIRST-TIME ATTENDEES

82% CONSIDER SLTS A “MUST-ATTEND” SHOW

94% OF ATTENDEES FOUND NEW PRODUCTS AT THE SHOW

66% WROTE ORDERS AT THIS YEAR’S SHOW
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