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Biobusiness

Trade fairs: Biotechnica goes on the offensive

A Shot in the Dark?

The Biotechnica trade fair for biotechnology will take place annually with immediate effect.

The industry, however, is sceptical.

There is a natural law for trade fairs:
After the event, it has always been a
smasher. At least in the jubilant
press releases of the event’s organiser.

Take, as an example, BioAnalytica.
Does anybody remember this event?
When this Munich-based “1st Interna-
tional Trade Fair and Conference” came
to an end on April 4" 2003, the organ-
iser (Munich Trade Fairs International,
MMI) praised it in their press releases
as “one of the biggest and most impor-
tant European conventions of its man-
ner”, that was “extremely successful”
and, in this respect, “met expectations”
(according to Klaus Dittrich, Managing
Director MMI).

Successful, eh? Talking with exhib-
itors and attendees, who were in general
pretty disappointed by this poorly-attend-
ed event, one would have formed a com-
pletely different impression. This suspi-
cion was confirmed two years later, when
MMI sheepishly retreated because they did
“not see sufficient potential for BioAnalyti-
ca 2005” and therefore decided “not to hold
the BioAnalytica trade show.”

Biotechnica takes a chance
Unfortunately, the same story is likely to
unfold in Hannover, 600 kilometres north of
Munich. On May 21%, the Deutsche Messe
AG, Hannover, proclaimed that “Europe’s
biggest biotechnology trade fair”, Biotech-
nica, will now be taking place every year,

Biotechnica duplicates itself: The German trade fair wants to
be an “annual timeslot” for the international biotech industry.

Arnd Dankesreiter
(Geneart) favours
symposia for ac-
quiring customers.

“to move the event to an annual timeslot”,
according to the organiser. “The industry
wants to have a major Eu-
ropean trade fair every year,
rather than a succession of
smaller events“, claim Bio-
technica’s organisers.

Good luck! The bio-
technological community
is highly sceptical about the
decision, as Arnd Dankes-
reiter, Sales Manager for
Central Europe at Gene-
art, a DNA engineering and
processing company attests.
Dankesreiter holds that the
previous, biennial cycle was
adequate. He fears that an
annual cycle will involve additional effort
without better returns.

Too many events in the calendar

Arno Wouters, Export Manager at Kojair
Tech Oy, a Finnish manufacturer of micro-
biological safety cabinets and clean-air de-
vices, has similar concerns: “There are too
many trade fairs”, he says and quotes as an
example the year 2006 when the Achema
and Analytica events both took place: “There
was considerable free space in
the exhibition halls in Frankfurt
and also in Munich.” Kojair is a
regular exhibitor at events such
as Biotechnica, Achema and An-
alytica as well as at Iimac in Ba-
sel, and Scan-
lab in Stock-
holm. But, as
Wouters high-
lights, *“such
events are get-

Sales Manager at the Ger-
man subsidiary of New Eng-
land Biolabs, has made sim-
ilar observations: “We suf-
fer from an agglomeration

of trade fairs. In my opinion, it’s not rea-
sonable to arrange Biotechnica every year.”
For New England Biolabs, he states, events
such as Biotechnica are primarily useful as a
meeting place, to get in touch with custom-
ers and present new products. But for this
purpose, the previous cycle is already suf-
ficient since they also exhibit at other fairs
and congresses. “We won't take part annu-
ally”, Lanwert says.

Scaling down exhibitions as a new trend?

Michael Ehret, Managing Director at Bio-
Cat, a provider of research reagents located
in Heidelberg, Germany, agrees: “Initiating
new business contacts
has shifted. We make
more and more deals
by telephone and by
our field staff.” Thus,
the co-founder of Bio-
Cat is considering scal-
ing down his partici-
pation in trade fairs
in the future, prefer-
ring instead to invest
in additional sales per-
sonnel.

In the light of
these state-
ments, exhibition organisers should
be alarmed. Andreas Gruchow,
Managing Director at the Deutsche
Messe AG, is setting his priorities in-
creasingly in favour of scientific sup-
port programmes such as ‘Biotech-
nica Conferences’ and related part-
nering events and award shows (see
interview on opposite page). Such
specialized events, however, have
still to prove their value. At the mo-

Michael Ehret (Bio-
Cat) focuses on his
own sales force.

. Arno Wouters (Ko- .
ting more and jair) says that trade men_t, they arg seen asgklnd of dec-
more dispensa- fairs have lost their oratlve_paddlng, as Mlchael Ehret
ble”. importance. from Biocat complains: “You can-
Carsten not compare such a poorly attend-
Lanwert, Marketing & ed trade fair meeting with a wholehearted

scientific conference.”

In the light of this, it could well be that
Biotechnica’s major initiative becomes a
shot in the dark or even a complete waste
of effort. Winfried Koeppelle



!

Misay!

or



