SHOW
REPORT

2(.2—2.3.2025
NUREMBERG, GERMANY

IWA

OUTDOOR
CLP\SS\CS

||||||||||||||||||||||
for the hunting and



SUCCESS METRICS

Visitors Exhibitors
Total 28,912 1,083
International 65 % 84 %
Germany 35% 16 %

0 2 Show Report IWA OutdoorClassics 2025

i

80,600 m?

Exhibition space
(gross)

OUTDOOR
CLASSICS



BUZZ IN PRESS REPORTS
AND SOCIAL MEDIA

o F
59 mio. \ I
reach
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738

media
representatives
from 37 countries

188,000

Interactions




REBOOKIN!

» HALL 1

INDUSTRY BAROMETER

This is how visitors and exhibitors see their
business developing over the next 24 months:

66 %
better
business situation

55%
better
business situation

VISITORS 3509, EXHIBITORS __30%

constant
business situation

constant
business situation

|
| 10% 4%
worse worse
business situation business situation
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ORIGIN OF VISITORS

65 %

international

+9 %

more international
visitors compared
to previous year

35 %

Germany
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TOP MARKS FROM VISITORS

s

98 % 97 %

of visitors were of visitors were satistied with For visitors, IWA is the
satistied with their visit the broad range of No. 1, and the most _.
to the exhibition. exhibitors and the products important exhibition
on offer. for the industry.
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VISITOR SEGMENTS

Hunting and sporting guns, ammunition, accessories

Safety supplies, satety equipment, tactical gear

Security services and official agencies
Airsoft, Paintball

Optics
O Gunsmiths, barrel tuners
O Outdoor, survival, bushcraft
o Clothing (hunting, outdoor, traditional regional clothing, loden)
o Knives and steelware
y Sports retailer
. Archery
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REASONS FOR EXHIBITION VISIT

Initiating new partnerships and
business deals/networking

General market orientation/compare
providers and offers

Professional development/knowledge
building/supporting programme

Gather information about new products
and technologies

Preparation for investment and purchasing
decisions/business contracts

Get inspiration for future projects
or purchases

IWA

OUTDOOR
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HIGH CALIBRE OF VISITORS

of visitors are decision-makers or
are influential in their company's
purchasing and procurement decisions.

86 %
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TOP MARKS FROM EXHIBITORS

FROM 52 COUNTRIES

95 %

of exhibitors
reached their most
important target groups
at IWA.
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ot

C~

97 %

of exhibitors established
new business connections.

90 %

of exhibitors expect
follow-up business as a
result of contacts made
during IWA.

s

90 %

of exhibitors plan
to take part again.

IWA
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https://www.iwa.info/en/exhibitors-products/find-exhibitors

PARTICIPATION GOALS OF EXHIBITORS

Lead generation and new customers/ D 91 %

direct sales

Nurturing existing customer relationships I 68 %

Presentation of new products and technologies

Increase brand awareness By 62 %
Establishing partnerships and cooperations D 58%
Monitoring market and competition trends D 399

Collecting feedback on products and services

Positioning the company among its competitors B 359
Exchange and networking with professional I 349

colleagues

IWA

OUTDOOR
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REFERENCES FORIWA 2025

Become an exhibitor
in 2026:

Here you will find all
important information.

Click here for the exhibitor statements Click here for impressions
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https://www.iwa.info/en/press/press-releases/2025/iwa-closing-report-2025
https://www.youtube.com/playlist?list=PLCxF5zwrqzUC1PDn_J5mi7Hr4-xajAyjs
https://www.youtube.com/watch?v=h8u-d_89jlQ
https://www.iwa.info/en/exhibit/become-exhibitor



