
Screen Time 
ABC Warehouse uses its local angle to get big stadium and arena sales 

by JOHN MORRELL 

To say D a n Schuh was busy last year 

is an understatement . As executive 

d i rec tor o f T V and audiov i sua l products 

f o r M i c h i g a n - b a s e d A B C Warehouse, 

a 42-store c h a i n o f appl iance and 

electronics stores, Schuh is responsible 

f o r contrac t sales, w o r k i n g m a i n l y w i t h 

hotels , restaurants a n d other c o m m e r c i a l 

facil i t ies i n M i c h i g a n , I n d i a n a and O h i o . 

B u t i n December 2016 his w o r k l o a d 

s i g n i f i c a n t l y increased. A B C Warehouse 

was selected as the m a i n suppl ier of 

v ideo screens f o r L i t t l e Caesars A r e n a , 

a n e w 20 ,000-seat h o m e f o r D e t r o i t ' s 

Pistons a n d Red W i n g s ; Schuh was p u t 

i n charge o f d e l i v e r i n g m o r e t h a n 1,600 

screens o f v a r i o u s sizes. 

" I t w a s q u i t e a p r o j e c t , c o n s i d e r i n g 

m o s t o f o u r c o n t r a c t sales dealt w i t h 10 

t o 20 screens for a l o c a l business," he 

says. " F o r t h i s one w e k n e w w e h a d t o 

up o u r game, by a l o t . " 

A B C p a r t n e r e d w i t h L G Electronics 

f o r the job and began w o r k i n g w i t h the 

b u i l d i n g ' s designer a n d insta l ler o n w h a t 

was needed. Screens were ordered i n sizes 

t h a t ranged f r o m 32 t o 98 inches. Some 

had to be regular m o n i t o r s w h i l e others 

needed touchscreen capabi l i t ies . A n d 

they had to provide a 4 K h i g h - d e f i n i t i o n 

display experience i n a v a r i e t y o f settings 

a r o u n d the arena, f r o m the concourse, 

suites a n d restaurants to offices and 

locker r o o m s . 

" I n these types of settings we use 

c o m m e r c i a l p r o d u c t s , w h i c h are d i f ferent 

f r o m the s t a n d a r d r e t a i l screens," says 

Evan Peterson, enterprise account 

manager f o r L G C o m m e r c i a l . " I n m a n y 

o f the appl icat ions at L i t t l e Caesars, we 

had to create v ideo w a l l s o u t o f a g r o u p 

o f m o n i t o r s tha t r e q u i r e d uni ts w i t h an 

u l t r a - t h i n bezel ." 

A n o t h e r factor t h a t c o m m e r c i a l 

customers l o o k f o r is h o w l i g h t reacts 

to a screen. " O u r displays are designed 

t o a c c o m m o d a t e people seeing images 

at d i f ferent angles a n d w h i l e they're 

w a l k i n g , " says C l a r k B r o w n , vice 

president o f sales f o r L G C o m m e r c i a l . 

" Y o u w a n t the best of f -angle v i e w i n g 

capacity for the m o n i t o r , so t h a t they have 

a clear v i e w of the game w h i l e they're 

g o i n g to get a d r i n k . " 

A n d as consumers buy T V s w i t h higher 

reso lut ion for the i r homes, they're also 

expect ing the same v i e w i n g experience 

w h e n they're at a game. " I f guests check 

o u t a screen and see t h a t it's a l i t t l e f u z z y 

or the color is o f f , they're n o t g o i n g to l ike 

i t , " B r o w n says. " T h e y k n o w they get a 

better v i e w at h o m e . " 

EMPHASIZING SERVICE 
T h e parties i n v o l v e d i n the video screen 

pro ject got together several t imes early i n 

the year t o discuss w h a t was needed and 

w h e n . I t was generally made up of groups 

of executives a n d technicians f r o m L G 
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C o m m e r c i a l , the designer, the c o m p a n y 

d o i n g the i n s t a l l a t i o n a n d Schuh, the lone 

representative o f A B C . 

" I ' m used to r u n n i n g a o n e - m a n 

d e p a r t m e n t , " Schuh says. " A s a relat ively 

s m a l l , f a m i l y - o w n e d retai ler we a l l wear 

d i f f e rent hats and we're used t o being 

l i g h t o n the management side. W h e n I 

go to As ia and meet w i t h m a n u f a c t u r e r s , 

they o f t e n expect us to send a b i g g r o u p 

o f m a r k e t i n g and operat ions people. T h e y 

t h i n k it's k i n d of f u n n y w h e n I ' m the o n l y 

guy w h o shows u p . " 

T h i s k i n d of p a r e d - d o w n management 

style has helped A B C fare the w i l d 

economic s torms i n electronics d u r i n g the 

last 20 years. F o u n d e d outside of D e t r o i t 

i n 1963 by the H a r t u n i a n f a m i l y , the 

c o m p a n y has out lasted G o l i a t h s of the 

past i n c l u d i n g C i r c u i t C i t y . W i t h a n n u a l 

sales o f $375 m i l l i o n and m o r e t h a n 

1,800 employees, they've also surv ived 

c o m p e t i t i o n f r o m internet sales by 

emphas iz ing o ld- fash ioned service. 

" W h e n I ' m o u t and people learn w h o 

I w o r k f o r , i t seems nearly everyone 

says they b o u g h t a p r o d u c t f r o m A B C 

W a r e h o u s e , " Schuh says. " A n d what ' s 

interest ing is they usual ly remember the 

name o f the i r salesperson." 

Being a o n e - m a n band i n the L i t t l e 

Caesar's project w o r k e d for Schuh since he 

had helped the company develop a " t u r n 

o n a d i m e " phi losophy. " W h e n you're 

l ack ing a b ig management bureaucracy, 

i t cuts d o w n on the pol i t ics and makes i t 

easier to get everyone on the same page," 

he says. " O u r t h i n k i n g is ' just get the job 

done as s m o o t h l y as possible. '" 

Schuh believes this also played i n t o 

the ir selection for the pro ject . " H e r e i n 

M i c h i g a n a n d the upper M i d w e s t there's 

a s t rong ' b u y l o c a l ' ethos and the arena's 

o w n e r s h i p w a n t e d to keep that g o i n g by 

p i c k i n g o u r business, w h i c h people are 

f a m i l i a r w i t h . " 

WORKING THROUGH BUMPS 
A s the pro jec t m o v e d a l o n g , Schuh and 

the L G team h a d to rely o n f l e x i b i l i t y 

t o keep up w i t h the orders . T h e y also 

c o u n t e d o n each other . " T h e r e were l o n g 

stretches over the s u m m e r w h e n I was 

h a v i n g longer conversations w i t h D a n 

t h a n w i t h m y w i f e , " Peterson says. " W i t h 

an early September o p e n i n g for a K i d 

R o c k concert , we got to k n o w each other 

w e l l i n the process. I t helped us get past 

any b u m p s i n the r o a d . " 

T h e " b u m p s " inc luded orders f r o m 

the cont rac tor t h a t needed to be q u i c k l y 

changed. " W e w o u l d be w o r k i n g w i t h 

the f a c t o r y a n d warehouses because the 

c o n t r a c t o r needed 150 4 9 - i n c h screens by 

next T h u r s d a y , " Schuh says. 

" W e ' d a lmost get those l i n e d up and 

then a ca l l w o u l d come i n saying, ' C a n 

y o u make those 55- inch screens? A n d can 

we get t h e m by Tuesday?' So there was a 

l o t o f ad jus t ing o n the f l y , w h i c h is w h a t 

y o u ' d expect o n a pro jec t of th i s size." 

" T h e p e o p l e at L G w a r e h o u s e s 

a r o u n d the w o r l d g o t t o k n o w us v e r y 

w e l l , " Pe terson says. " C l a r k spent 

h o u r s o n the p h o n e at a l l h o u r s because 

o f the i n t e r n a t i o n a l t i m e d i f f e r e n c e s 

f i n d i n g p r o d u c t s . " 

I n the m i d s t o f the L i t t l e Caesar's 

project came a t w i s t : D e t r o i t ' s F o r d 

Field w a n t e d A B C Warehouse to supply 

more t h a n 5 0 0 Sony screens for the ir 

r e n o v a t i o n , by the same t i m e as the arena 

job , before the D e t r o i t L i o n s ' f i r s t game 

of the season i n A u g u s t . 

" W h e n i t happened w e were very happy 

for a l l the n e w business," Schuh says. 

" W e d i d n ' t real ly have t i m e t o t h i n k , 

' H o w are we g o i n g t o get a l l th is done?' 

W e just d u g i n and d i d i t . " 

T h e F o r d Field pro ject was a bi t easier 

t o manage, he says, because instead 

o f t r y i n g to f igure o u t where m u l t i p l e 

screens s h o u l d be used i t i n v o l v e d most ly 

replac ing older uni t s . " T h e y w a n t e d 

to m a i n t a i n a s i m i l a r design, but they 

w a n t e d the newer 4 K t e c h n o l o g y . " 

PROMOTIONAL ASPECTS 
W o r k i n g o n b o t h meant a great deal 

o f j u g g l i n g f r o m one pro jec t to another , 

w h i c h c o u l d have led t o some c o n f u s i o n . 

" I t made th ings a l i t t l e chaotic but also 

f u n , " Schuh says. " W h a t helped is t h a t 

they were b o t h o r d e r i n g f r o m d i f fe rent 

brands , w h i c h made i t easier to keep 

things s t r a i g h t . " 

F o r d Field's r e n o v a t i o n i n c l u d e d a 

massive r e t h i n k i n g of its s o u n d system 

and upgrades to its v ideo b o a r d s . T h e 

o w n e r s h i p w a n t e d to inc lude Sony's 

latest T r i l u m i n o s a n d X - R e a l i t y screens 

i n sizes f r o m 49 t o 75 inches for the 

s tadium's suites a n d p u b l i c areas, w h i c h 

created some e x t r a e f f o r t f o r Schuh. 

" F o r d F i e l d was g o i n g t o be one o f 

the f i r s t cus tomers f o r these p r o d u c t s 

a n d t h a t m e a n t w e h a d to w o r k h a r d 

w i t h Sony t o get some u n i t s here ear ly 

f o r t e s t i n g a n d t h e n get the large order 

here o n t i m e , " Schuh says. " I t a l l came 

together t h o u g h , w h i c h r e f l e c t e d o n o u r 

e x p e r i e n c e . " 

A n o t h e r benef i t for A B C Warehouse 

is a m a r k e t i n g ar rangement where the 

c o m p a n y can p r o m o t e its w o r k w i t h 

b o t h fac i l i t i es . Signage and pre - a n d 

post -game messaging at the arena a n d 

s t a d i u m also p o i n t s o u t A B C Warehouse 

as the o f f i c i a l 

v ideo suppl ier . 

By o p e n i n g n i g h t at b o t h L i t t l e 

Caesar's a n d F o r d F i e l d , a l l screens were 

i n place and o p e r a t i n g a n d Schuh c o u l d 

f i n a l l y re lax — b u t a v a c a t i o n w o u l d 

have t o w a i t . 

" I was ready for some t i m e o f f but by 

the f a l l we're gear ing up for h o l i d a y sales 

so I had t o sh i f t gears a n d keep g o i n g , " he 

says. " B u t i n the s p r i n g , that 's w h e n y o u ' l l 

have to search f o r me somewhere. T h a t is, 

unless there's another n e w s t a d i u m i n the 

w o r k s . " STORES 
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