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11. ARC: A powerful seamless image that conveys what 
you sell is effective at attracting target prospects. Selecting 
a color palette like ARC and applying this consistently along 
with your company name to reception counters, tablecloths 
and runners is another strategy that reinforces your com-
pany name and message.

12. Bellet Construction: The paint can with the “got leaks” 
tagline & faucet with running water that appeared to come 
out of nowhere, not only attracted attention, it reinforced the 
company’s ability to find and seal leaks. The bullet-point list 
of problems on the display clearly communicated the  
company’s benefit to the target audience.

10. Pearlgreen Corporation: Pearlgreen is a distributor of  
construction, building and maintenance supplies. This was 
communicated through a tagline at the top of the back wall. 
This was supported by a trapezoidal-shaped grid in the  
center, which contained 16 of the product images along  
with additional message reinforcement. The exhibit design 
was thoughtful, well-lit and colorful. It attracted attention and  
effectively communicated company capabilities.

13. Building Security Systems: Small exhibits like larger 
booths rely on lighting to provide depth and drama. Lighting 
is often the difference in creating a favorable and attractive 
selling environment that attracts attention and an audience. 
BSS combined dramatic lighting effects, compelling  
graphics and simple yet powerful imagery to communicate 
its product offering. This encouraged more attendees to 
stop at the booth.
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15. Ashokan: Clean billboard style graphics used two 
strategically placed highlighted text bubbles to identify 
problems. The solutions were supported by an image of a 
woman in a quandary and the exhibit demonstrated how a 
customer might respond to such problems.

14. Travelers: It’s smart retailing to use props specifically 
associated with your company, i.e., the Travelers umbrella. 
In this case, the miniature umbrella was a device to attract 
attention and reward attendees for speaking to a Travelers 
representative.

16. M. Miller & Son: A picture is worth 
a thousand words. This exhibit used 
only four words. Supported by powerful 
and appropriate graphics, each image 
communicated the value of its services 
to the target audience.

17. PayLease: Got a demo and want 
attendees to join in? Make it easy for 
them to participate with displays that  
integrate the activity and signage with  
a call to action describing the process 
and what they will learn as a result. 
PayLease made it easy to participate 
with its specially-designed information 
stations.

18. Big Apple Fire Sprinkler  
Company: Knowing a customer’s  
challenges and integrating them into 
graphics is a potent way to appeal to 
the audience. Big Apple applied the 
recognizable warning colors of red,  
yellow and black and underscored this 
with a solution-oriented tagline. The  
integration of the inspection violation 
checklist image along with the copy 
was enough to stop prospects in the 
aisles. Well Done!


