Those Trade Shows

As a Chief Legal Officer, we are constantly presented with opportunities to attend trade shows and industry shows that support our business.  The premise of this column this month will conclude that “Those Trade Shows” are excellent opportunities for identifying “outsource resources”.  

We all have been to trade shows, and we all at times groan about the prospect of another trade show.  Much effort is undertaken by our marketing departments when our companies engage in trade shows.  Much money is spent from the corporate budget to support these trade shows.  Trade shows are a huge industry.  Las Vegas, Orlando, Chicago and Atlanta generate significant income from trade shows.  Even in the midst of an economic downturn in the US business community, trade shows continued and attendance was slightly down from previous years but still significant.  

In our industry of fast food restaurants, two significant trade shows are presented by the trade associations of the International Franchise Association and the National Restaurant Association.  We were the lead sponsors at the International Franchise Association this year held in San Antonio primarily because the founding of our brand, Church’s Chicken, was in San Antonio in 1952.  

These trade shows provide intellectual growth opportunities with its seminars, and the bonus always is the exhibits where many outsource resources are found.   In the restaurant business, we see everything from advisors and consultants on the franchising business, law firms, electronic support for the business model and suppliers and vendors of products.  Our company has taken the opportunity to identify several outsource resources at these trade shows.  Support such as the electronic process required to identify sales on an hourly basis with such specificity that it provides valuable information on the restaurant operating profit by items sold can be identified at a trade show.  

The 91st National Restaurant Association trade show held at the Chicago McCormick Center last month is one of those colossal trade shows that cover acres of exhibitors.  Everything from the “best” coffee mix to the “best” ice cream to the appropriate pots and pans in the kitchen to the many choices of fryers that we have for our chicken products – an attendee can find and identify virtually every support function and aspect of this business at these trade shows.  

Even in our function as the Chief Legal Officer, an engaged CLO often finds that they may participate in these trade shows in the educational seminar programs as well as the exhibits.  The CLO may not be active in the preparation of the exhibit for his/her company, but it is worthwhile to participate and even experience “working” in the exhibit booth to better understand the process of sales and promotion of the company.  If you are a CLO of a company that is selling the product that would be considered an outsource resource, you may be more fully aware of the importance of these trade shows and the significant effort made by many fellow employees in the delivery of these trade shows’ exhibits.

For a CLO who has never participated in the company’s industry trade shows, we recommend that you consider that participation this year.  It is a learning experience and one that will enhance your reputation among your colleagues as a contributor to the overall success of the company.

CLOs may often become so consumed with the tedious legal matters of the company that participation in the industry events may be considered secondary to the purpose of the CLO’s legal responsibilities.  However, engaging in the business purpose of the company, which is fully demonstrated at these trade shows, will bring further awareness and enlightenment of the challenges, struggles and successes of a trade show and its impact on the business.  I for one make every effort to participate in the key industry shows such as the two mentioned above in addition to the legal symposiums that allow us CLO’s to remain current with industry legal trends.  So, in spite of the time these trade shows take from the legal responsibilities of the CLO, I challenge you to step into the exhibit booth and experience what the sales and promotion representatives do for our companies.  Further, you will find many outsource resources when there.

