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= WEATHERBEST IS ELEVATING DECKS IN A BIG WAY.

LI WeatherBest came to us as a brand with We've helped them discover they have In every media and with every point-of-
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ambitious goals. more to offer than a building marerial. And contact the experiences and messages are
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: : Experience the product first hand.
consumer. We knew that meant winning over with the trade by offering more and more the deck as a room and the sky as the limir. A premium product has to have
. _ . . ) a premium presentation.

the trade (installers, designers and dealers) too. support for a superior premium product.
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Show the product and make the message clear. CO-0F ADS MARKETINEG KIT FINE
The first sale is to the people Advertising can move people but LIVING
who sell your product, In a people move product, 'This guide
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local partnerships. plans, direct mail and more.




