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Your Strategic Showroom
HOW TO PLAN AND PROMOTE

TO BRING BUYERS TO YOUR DOOR



YOUR STRATEGIC SHOWROOM

What We’ll Cover
• Making Showroom Trends Work for You

• Marketing Your Showroom

• Q & A

AGENDA



YOUR STRATEGIC SHOWROOM MEET DENISE

• Certified closet designer for 15+ years and 
author of two books on closet design

• Consultant, teacher, coach, and trainer

• Judge for the closet industry’s annual 
Top Shelf Design Awards

• Writer/blogger for The Wood IQ and The 
Woodworking Network

• Specialized expertise in content marketing, 
including blogs, email, and social media

Denise Butchko, Registered Storage Designer   

denise@butchkoandcompany.com

www.butchkoandcompany.com – 312.880.7307

Denise Butchko

http://www.butchkoandcompany.com/
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YOUR STRATEGIC SHOWROOM MEET DENISE

• Closet Design 101
• How to Design a Walk-in Closet
• Boutique Inspired Closet Design
• How to Sell the Value of Closet Upgrades
• How to Do Online Closet Design Consultations
• How to Reach Architects, Remodelers, and 

Designers 
• Do You Struggle with Creating Content?
• How to Make Social Media Work for You

Denise Butchko, Registered Storage Designer   
denise@butchkoandcompany.com
www.butchkoandcompany.com – 312.880.7307

A Selection of Denise’s Courses

http://www.butchkoandcompany.com/


YOUR STRATEGIC SHOWROOM MEET SARAH

• Kitchen and bath industry expert for 20+ years

• Featured columnist in Kitchen & Bath Design News

• Advisor to ABC-TV’s Extreme Makeover: Home 
Edition

• Tracks tastes and trends through the lens of the 
homeowner and the kitchen and bath designer

Sarah Reep, ASID, IIDA, CMKBD, CMG, CAPS  

Sarah.Reep@MascoCabinetry.com

734.205.5658

Sarah Reep

mailto:Sarah.Reep@MascoCabinetry.com


YOUR STRATEGIC SHOWROOM MEET SARAH

Sarah Reep, ASID, IIDA, CMKBD, CMG, CAPS
Sarah.Reep@MascoCabinetry.com
734.205.5658

mailto:Sarah.reep@mascocabinetry.com
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The information contained in this document is 
provided for demonstration and internal research 
purposes only, to give dimension and meaning to 
the trends. Any reproduction of this information 
is a direct violation of the Federal Copyright Law. 
This includes, but is not limited to, color copying, 
color printing, photocopying or faxing, as well as 
email distribution of all content, photographs 
and images, or posting on the Internet. Please be 
careful to not copy the designs, trademarks, or 
intellectual properties of others reported within 
these pages, as this may result in your being sued 
or prosecuted by the owner of that content.

® 2017 Masco Cabinetry, LLC

DISCLAIMER

PLEASE 
NOTE!
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Your aim is to create showroom spaces that make it easy for 
homeowners to:

TODAY AND TOMORROW

See Touch Feel
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Consult Select Buy

TODAY AND TOMORROW
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Design your showroom to support your buyer’s journey.

TODAY AND TOMORROW
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Break down the barriers.

TODAY AND TOMORROW
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Provide good sightlines and flow.

TODAY AND TOMORROW
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Be prepared for your well-prepared customer.

TODAY AND TOMORROW
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Relate to your 
customer’s online 
shopping.

TODAY AND TOMORROW
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Provide a showroom experience both real and virtual.

TODAY AND TOMORROW
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Engage and personalize to them and their project as quickly as 
you can. 

TODAY AND TOMORROW
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Create collaboration stations, strategically placed.

TODAY AND TOMORROW
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Consider having an in-showroom Design Studio.

TODAY AND TOMORROW
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Remember the lighting and times of day’s opportunities

TODAY AND TOMORROW
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Think like a theater director.

TODAY AND TOMORROW
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Light for accuracy and acuity.

TODAY AND TOMORROW
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Plan for 24/7/365 lighting. 

TODAY AND TOMORROW
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You’ll lower your costs by improving your showroom’s results. 

TODAY AND TOMORROW
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Let’s work together to make the trends 

work for you – and Your Strategic Showroom.

Sarah Reep, ASID, IIDA, CMKBD, CMG, CAPS 

Sarah.Reep@MascoCabinetry.com

734.205.5658

TODAY AND TOMORROW

mailto:Sarah.Reep@MascoCabinetry.com
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In Your Strategic Showroom,

to sell more…

…you shouldn’t need to sell at all.

Denise Butchko, Registered Storage Designer   

denise@butchkoandcompany.com

www.butchkoandcompany.com

312.880.7307

MARKETING NOW

http://www.butchkoandcompany.com/
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Experience Marketing

Storytelling Marketing

Human-centered Marketing

Connection Marketing

Getting It Done

MARKETING NOW
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Forget the “have’s.” 

Focus on the “have-done’s.”

EXPERIENCE MARKETING
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“If you’re gonna own something, own the experience.”

EXPERIENCE MARKETING

http://www.youtube.com/watch?v=JZkFmYrdn-A
http://www.youtube.com/watch?v=JZkFmYrdn-A
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What experience does your showroom provide?

EXPERIENCE MARKETING
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Feature your showroom 
on Facebook LIVE.
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Food and drink bring people in … and keep them hanging around.

EXPERIENCE MARKETING



YOUR STRATEGIC SHOWROOM STORYTELLING MARKETING

Three rules:
1. Video

2. Video

3.Video
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This ad appeared on the 
back cover of Kitchen & 
Bath Business magazine.
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The most popular videos are “explainer” videos.
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On a lifestyle blog, you never 
know who will post what.



YOUR STRATEGIC SHOWROOM STORYTELLING MARKETING

Think of your product as art … and think of your showroom as 
the most important leg in your buyer’s journey.
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Is it a stage? 
A city scape? 
A product display?
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Your goal: make your showroom their ”must shop” destination.
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To be a “must shop” destination,

Your Strategic Showroom should cut the clutter.

And even more importantly,

it should cut the hard-sell.

HUMAN-CENTERED MARKETING
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It’s your customer’s design. 

Not yours.

HUMAN-CENTERED MARKETING
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Think big. Think globally.

HUMAN-CENTERED MARKETING
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“I have a want. 

“I have a need.”

”I want to know.”

“I want to buy.”
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Understand and leverage mobile moments.

CONNECTION MARKETING
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Make email the center hub of your content marketing wheel.

CONNECTION MARKETING
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For every $1 spent, email marketing generates $38 in ROI.

– Campaign Monitor

CONNECTION MARKETING
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You’re 6x likelier to get a click-through from an email campaign 
than from a tweet. – Campaign Monitor

CONNECTION MARKETING
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The KLT Factor
Email can provide “snackable” content to warm people up.

CONNECTION MARKETING
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Give away information to the point where you feel like you’re 
giving away the store.

CONNECTION MARKETING
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Good subject lines 
equal good open rates.

CONNECTION MARKETING
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The results are in!

CONNECTION MARKETING



YOUR STRATEGIC SHOWROOM

This stat on email open rates will freak you out.

CONNECTION MARKETING
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Post Scheduler
No Boosted Posts
Retargeting
Paid Advertising

How to Engage 
Effectively, 
Not Wastefully, 
with Facebook
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Build your online portfolio and showroom on Houzz.

CONNECTION MARKETING
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Remember: This is a process.
The response – in terms of $$$ – will not come immediately.

GETTING IT DONE
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Distribute content far and wide.
Especially content about your client and their success with you.

GETTING IT DONE
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Be the art director, not the worker bee.

GETTING IT DONE

Determine your needs.
Set your budget.
Align your resources.



YOUR STRATEGIC SHOWROOM

Work with a professional who’s 

perfect for your team.

GETTING IT DONE
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Lessons from Upwork

GETTING IT DONE

• Define your project 
clearly

• Be prepared to 
communicate 
electronically and 
remotely

• Cheapest isn’t best
• By hour or by 

project
• Level of English and 

testing you want
• There can be fakes
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Why blog?

GETTING IT DONE
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Target and engage the 
relevant audiences that will 
be fulfilled and enriched by 
what you have to offer.

GETTING IT DONE
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Surprise and Delight

Break your own marketing rules. Try something new and fresh.

Call prospects and invite them in for lunch. Have them meet 
your staff. Tell them how much you appreciate their business.

Send a gift. Or give a gift as the customer leaves your store.

Give something they’ll value and keep – and that will remind 
them of you, and tie them to you, as they decide to buy.

CONNECTION MARKETING
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My Social Connections

LinkedIn: Denise Butchko

Facebook: Butchko and Company

YouTube: Denise Butchko

Twitter: Denise Butchko

Pinterest: Denise Butchko / Butchko and Company

Houzz: Denise Butchko / Butchko and Company

Instagram: Denise Butchko

CONNECTION MARKETING
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Questions?

Q & A
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THANKS FOR INVITING US TO TAKE YOU ON A TOUR OF

Your Strategic Showroom

Sarah Reep
Director of Designer Relations and Education

Masco Cabinetry

Denise Butchko
Business Advisor, Author, Professional Coach and Trainer

Butchko & Company

The information contained in this document is provided for demonstration and internal research purposes only, to give dimension and 
meaning to the trends. Any reproduction of this information is a direct violation of the Federal Copyright Law. This includes, but is not 
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or posting on the Internet. Please be careful to not copy the designs, trademarks, or intellectual properties of others reported within 
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