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David vs Goliath – how to compete against a 
German world event.

Case ZOW vs Interzum, Cologne
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Interzum, some basic facts & figures:
• Aimed at furniture designers and manufactures
• Exhibitors are subcontractors and suppliers of 

materials for the furniture manufacturing industry
• 1,350 exhibitors from 63 countries,150,000 net m2
• 47,000 attendees from 130 countries, 
• “The world meets the world”, traditional format
• Biennial, price per m2 less than USD 200
• Key exhibitors take very large stands, SME’s have 

problems to become visible
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ZOW, some basic facts & figures:
• Aimed at furniture designers and manufacturers
• Exhibitors are subcontractors and suppliers of 

materials for the furniture manufacturing industry
• 650 exhibitors from 35 countries,18.000 m2 net
• 19,000 attendees 2/3 from Germany, 1/3 Europe
• “Europe meets Germany”, all inclusive format
• Annual, price twice that of Interzum, like for like
• Modules 15/30/60/90 m2, level playing field
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• Located in Bad Salzuflen - in the heart of the market
• 60% of all German buyers located in this area
• All inclusive package incl. stand building, furniture, 

electricity, catering, on-site handling, free entrance 
and shuttle buses

• Homogenous booth look & feel, warm but very 
business-like atmosphere.

• Key companies and SME’s on equal footing
• Buyers not distracted by large and elaborate stands, 

excessive branding - focus on product news
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ZOW cloned into:
• Russia
• Spain
• Italy
• Turkey
• China
• ...and more to come...??

• Exactly same business format in these markets
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Key Factors for Success:

� Gap Analysis conclusion �
� Even if Germany (or France...) has a world event, 

there is scope for a German/regional show
� Change format, be different, not a me-too event
� Level playing field, all inclusive, make it easy
� Go annual
� Introduce a creative pricing model
� Clone into Europe, German “Messes” don’t


