Animal Health
Company Merial Finds
a Rental Exhibit
Solution that Provides
the Benefits of Both

Custom and Portable
Exhibits

by Laura Gale

ost companies face a common

dilemma when selecting their

exhibit properties—the choice
between the cost, shipping and labor effi-
ciencies of portable exhibits, and the
image and functional superiority of cus-
tom exhibits. But thanks to its exhibit
designers’ talent in creating custom light-
weight properties and willingness to
develop a custom rental program, Merial,
the world’s leading and most successful
animal health company, found a solution
that delivered both a dynamic custom
look, and a budget-conscious cost of own-
ership.

Merial produces a wide range of phar-
maceuticals and vaccines to keep live-
stock and pets healthy and productive.
The company showcases these products
at about fifteen shows a year. These
include the North American Veterinary
Conference, Western Veterinary
Conference, American College of
Veterinary Internal Medicine, and
American Veterinary Medical
Association. These are large veterinary
conferences with 8,000-10,000 attendees,
populated mostly with island and in-line
exhibits. Historically a user of custom
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Best Case Scenario

exhibits itself, Merial knew that it was
time to make a change to its exhibit strat-
egy that would give it more presence and
promote its market leadership.

Merial wanted its next exhibit to be a
show-stopper. “Our goals were to show
our leadership, reinforce our position,
and give our customers and prospects the
opportunity to evaluate us against our
competition,” says Cheryl Lye, U.S.
National Conference Manager, Merial.
Lye had several companies do proposals
for a new portable exhibit for Merial, but
none were distinctive enough to convey
the company’s message as strongly as she
wanted.

Running out of time before her big
show that was just two months away, Lye
called in Access. “I knew Access had a
strong client focus because they had
bailed me out of an emergency by ship-
ping some posters for me at the last
minute—and | wasn’t even a client yet,”
she explains.

The Access team of Sharon Boretsky,
account executive, Tim Kelley, director of
creative services, and Janet Bartczak, sen-
ior designer, went to work to develop a
solution. “Our mission was to integrate
the ease of assembly and lightweight
properties of a pop-up into an environ-
ment that was unique, open and con-
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veyed the Merial brand, all within a very
conservative budget,” says Bartczak.

When the Access team put their heads
together, they started by creating a
unique light weight, easy to assemble
structure with a look that was distinctly
and uniquely Merial. Then, they took the
exhibit one step further by presenting it
to Merial as a custom rental solution.
“This way Merial could enjoy the best of
all worlds within its budget,” explains
Kelley. “Merial could have dynamic iden-
tity, lightweight, ease of assembly AND
the added budget stretching benefits of
eliminating storage and refurbishment
costs.”

Another benefit of the custom rental
solution was that since Merial would not
own the exhibit, it would not be commit-
ted to continue to use it for any set period
of time, enabling the company to be cut-
ting edge without committing to that
same look long term. “Rental gave us the
flexibility to grow in the future,” says
Lye. “Now we can update or totally
change the exhibit each year based on our
current marketing message.”

SCIENCE DRIVEN DESIGN

Tradeshows are an important part of
Merial’s marketing program, says Lye.






