Be where the action is this fall in Dallas, during the EMDA Annual Meeting & Convention

Register now for two prnime opportunities to make
contact with North Amencan distributors & reps

Industry Showcase

A half-day show-and-tell opportunity for manufacturers and
marketers of goods and services of interest to distributors, reps
and manufacturersof farm equipment and rel ated products, EM -
DA’s Industry Showcase is a highlight during the concurrent
conventionsof the Equipment Marketing & Distribution Associ-
ation (EMDA) and the Farm Equi pment M anufacturersAssocia-
tion(FEMA).

EM DA'’sI ndustry Showcaseisthegathering placefor theindustry
a convention time and the Association is pleased to note that
previous Showcase vendorsreport in their post-Showcase critiques
that their booth visitors are well qudified to make purchasing
decisions. Morethan 700 9 eeping roomsareon reserveat the Hyatt
Regency Dallas @ Reunion where owners and key managers of
equipment distributingand reppi ngfirmsand equi pment manuf actur-
ingfirmswill bein-housetoattendtheir respectiveEM DA or FEMA
Conventions. The convention schedule is designed to enable these
distributors, reps and manufacturers to interact and do business —
throughinformal conversation, scheduledinterviewsand, of course,
contactsmadeat EM DA’sIndustry Showcase.

EMDA’sIndustry Showcaseisprimarily a“table-top” show to
inform potential customers about products and services. The
Industry Showcase is open Thursday afternoon of convention
week. Only personswhoar er egister ed fortheEMDA or FEMA
conventions and who are wearing their convention badges are
admitted to view the Showcase. The Showcaseisnot opentothe
public.

TheEM DA Contact Session isdesigned to provide manufactur-
ers a unigque opportunity for an introductory meeting with indi-
vidual member repsand distributors. At thisevent, it' sthe EMDA
distributors and reps who are behind the tables.

Thetwo hour session, held on Friday morning, helpsbring togeth-
er manufacturerslooking for distribution and the EMDA distribu-
tors and reps looking for those new products. The Contact Ses-
sion can be used to determine mutual interest in setting up an
appointment during the convention week. 1t's designed to allow
the exchange of basic information that will help distributors, reps
and manufacturers determine if a manufacturer’s product will fit
with thewholesalers' current lines and the market potential of the
product in their territory. If both parties agree, an appointment
should be scheduled to discuss details and contractual arrange-
ments. Appointments can be scheduledimmediately following the
Contact Session, or for later in the convention week.

The Contact Session isnot intended to be used as an extended
sales promotion . . . that's for convention appointment times.
All EMDA memberswill be encouraged to leave the two hours
immediately following the Contact Session availablefor appoint-
ments made during the event.

Only personsregistered to attend either the EMDA Convention,
EMDA's Industry Showcase or the FEMA Convention will be
alowedinto the Contact Session. Manufacturerswith new prod-
ucts for wholesalers to handle will get the most benefit from
attendance at this session.

It can’t be emphasized enough . . . make appointments early. Most EMDA Distributors &
Reps come to the Convention with their schedules almost completely booked.



