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Disrupted tradeshow
schedules require creative
alternatives to showcase
products. See what leaders
n the industry are doing

to adapt, adjust and

forge ahead
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How have you adapted

to the shifting tradeshow
schedules and what is your
market strategy for 20217
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In the past, we've leaned heavly on trade shows ke the Las Vegas Market to showease our
rew product fo buyers, but now we have a more intimate, safe and individualized experience
o take our partnars through.
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Eng om hoeation for photo shoobs.
This innowvative technology has
comie a long way and is virtually
{pun  intended)  indistingish-
il when compared with actual
photograply.

These videos and 30 models
have been a great addition to oir
marketing initiabves  becuse
thiy hive longevity and allow
us to curabe a variety of digital
content far ouwr netail parners o
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Precision Texriles
Like many cam-
panies, W ame
canducting
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prodict previews and nesw busi-
ness initiatives virtualby We re-
centhrdevelaped a more dyname
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For the Arst time, we have a
mare comspedling visual presen-
tation that represents the depth
of product and experience we
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pruduct introduction sirtegy
o act on this principled belief
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incustry is a people industry
Making this decision w put cus-
tomers first has touched the
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ot bie cortain of,

it felt like & big risk wo shift
strategy like this back in Febiru-

ary, but since that announce-
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Lexks, messapes an socil media,
Bamd-swritben letters and even
personal cards from the CEDs
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shap-lec] lirmitizne stone avwr-
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mmenk, e need ada all we can
o reduce lead times. Thank
ot

Sherrill Furmiture has made
pur custamers hapmy and furs
ther avcelermted the growth of
our business. Iv's the type ol
wit-win outcome you hope far
and never take for granted
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et tours, factory lours, ke
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