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Introduction

This guide is for education furniture manufacturers, product marketers,
and sales teams who are looking for better ways to communicate product
value and classroom potential.

K-12 buyers are under pressure to make the right decisions quickly, but
they often don’t have the tools, design background, or time to imagine
what a space could become.

Visual selling changes that. Renderings, animations, and immersive
environments help school decision-makers see how your products work in
real learning environments. For salespeople, visuals often shorten the time
it takes to build alignment.

A compelling image can replace 20 minutes of explaining layout or
flexibility, and it becomes a tool your contact can forward to
stakeholders who aren’t in the room.




At KiSP, we partner with education manufacturers to bring those
stories to life. Whether you’re launching a new line or supporting

a dealer with a full-school project, our team turns your vision into
clear, compelling visuals.

And the opportunity is growing. The North American K-12
furniture market is projected to grow from $4.19 billion in 2024 to
$6.04 billion by 2032, with significant public funding in play. In
2023 alone, the U.S. Department of Education allocated $79.6
billion to K—12 education, plus over $500 billion through other
programs (Verified Market Research).

In this competitive landscape, helping schools see how your
products fit their needs is more important.



J Trends inK-12
Furniture Design

Flexible Seating:

Today'’s classrooms must support individual
focus, small group collaboration, and full-
class instruction. Furniture that adapts
easily is in high demand.

Hybrid Zones

Educators need to blend tech, analog tools,
and various learning modalities.
Manufacturers are designing for multi-use
zones that serve both structured and
informal learning.

Wellness-Driven Layouts

From cleanability to spatial awareness,
physical comfort and emotional safety are
influencing how schools evaluate classroom
design more than ever before.



Top Ghallenges for School Buyers

It’s hard to picture how furniture fits in their
space

Layouts and dimensions on paper aren’t
enough to inspire confidence. Buyers need to
see how your products would look in their
classrooms — with their layouts, lighting, and
finishes.

There’s fear of making the wrong choice
School purchases are high stakes and often
public. Visuals help teams get internal buy-in
and feel secure in their decision. When your
client can confidently tell their leadership
team, “This is exactly what the final space will
look like,” it builds trust and reduces
perceived risk.

Decision-makers have limited time and
design support

Renderings, animations, and AR give buyers
clarity without requiring them to interpret
design documents or CAD files. They can
preview and approve with speed — even if
they’re not designers themselves.



Decision-makers have limited time and design support

Renderings, animations, and AR give buyers clarity without requiring them to interpret
design documents or CAD files. They can preview and approve with speed — even if
they’re not designers themselves.

And when approval is tied to accountability — to superintendents, procurement
officers, or school boards — having a clear visual reference helps buyers feel more
confident about saying yes. They’ve seen it, they understand it, and they know it will
match what gets delivered.

Research also shows that visuals significantly improve recall and comprehension in
presentations (ProfessionalSpeak.com). When school teams understand what they’re
getting, they can move forward more quickly and with fewer revisions
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How Manufacturers Gan
otpport the Decision Process

Show Realistic Spaces Early

Use renderings that reflect true scale, function, and layout so
buyers can evaluate without needing to visualize from scratch.
When decision-makers can see how furniture fits and flows
within their actual footprint, they gain clarity and confidence.

Offer Configurability

Help schools understand how your products support multiple
learning modes. Show scenes for me/we learning, project work,
breakout zones, or quiet spaces. Visuals help highlight multi-
function pieces that stretch budget value and reduce the need

for overbuying. g



Create a Virtual Showroom That Tells the Full Story

In a physical showroom, space is limited. In a virtual one, you can demonstrate every
major product line in ideal learning environments such as classrooms, STEM labs,
cafeterias, or media centers. These spaces are styled and staged to help buyers picture
how it will really feel in use. This gives them an immersive experience they can explore
on their own time or with their leadership team.

Make It Easy to Share

Create visuals that can be forwarded to administrators, teachers, or board members.
PDFs, animations, and VR links help your main contact carry the conversation internally,
especially when others cannot join the meeting.

Become a Partner, Not Just a Vendor

When you understand that your buyers are responsible for public dollars and visible
outcomes, you can help them make better-informed decisions. Visual tools reduce
uncertainty, enable collaboration, and position your team as a trusted advisor. You are
not just presenting furniture. You are helping schools solve for space, budget, and
learning experience all at once.

Studies in cognitive science suggest that viewers are more likely to remember key
messages when visuals are placed early and late in a presentation (Harvard Business
Review). Visuals don’t just inform — they stick.

¥ gl i
£k g
# Lt




How a Visualization Partner Adds Value

Strong visuals are only part of the story. As a manufacturer, you need more
than images. You need a partner who understands the education space,
your product data, and your sales process.

Here are five ways a visualization partner like KiSP can support your team:

1. Guide Your Visual Strategy

We help you decide what to visualize, how to stage it, and which formats will best
support your buyers. We also advise on what we have seen work well across K-12
environments, helping you focus your efforts where they will make the biggest impact

2. Help You Work With What You Have

Not every team has marketing-ready assets. We can work from CAD files, basic
product data, or even napkin sketches. We will also help you assess your current
product data and identify ways to make it more visualization-ready.

3. Bring Buyer Insights to the Table

As EdMarket members, we regularly connect with manufacturers, dealers, and
education buyers. We understand what school clients expect to see and how they
evaluate proposals.

4. Align Sales and Marketing

We create visuals that work across your organization. Whether it is a brochure, catalog,
email campaign, or sales deck, our assets are designed to support consistent
messaging and a faster sales cycle.

5. Support Your Dealers

We can help you offer dealers polished, customized visuals for their bids and
presentations. This includes simple-to-use technologies such as VR showrooms and
product configurators that make your solutions easier to understand for visual buyers.
These tools help dealers sell more effectively without needing advanced technical
knowledge.



Insights from Real Projects

The best way to understand the value of visual selling is to see how it’s being used in
the field. Smith System, a long-time KiSP partner, frequently uses renderings and
virtual environments to support conversations with school districts, architects, and
design firms. In one recent case, a school district approached them without a dealer,
designer, or clear direction. All they had was a CAD file and a few ideas.

Josh Murphy, Regional Sales Manager at Smith System, sent the plan to KiSP. “The
visuals your team created helped the client picture what was possible — multiple
configurations, real product placement, and how flexible furniture could transform their
school,” Josh explained. “We got buy-in for the full elementary school project based

on those visuals alone. The renderings did a lot of the heavy lifting.”

He adds, “It’s not just about showing furniture. When a district sees a realistic space
that reflects their needs, it knocks down barriers. Our visuals help them feel confident
in the decision and present it internally with clarity.”

Artcobell, another KiSP partner, has seen similar success. Their visuals help showcase
product flexibility and layout options in ways that standard marketing materials can’t




Bringing it All Together

In today’s education market, visuals are more than just
a nice-to-have. They reduce friction, speed up
decisions, and help your team communicate clearly
with every stakeholder involved in the buying process.
Whether you're supporting school districts directly or
enabling your dealer network, visual storytelling
positions you as a partner who understands how to
solve space, budget, and instructional challenges.

Want to see what your products could look like in a
real classroom setting?

+ Book a short walkthrough of recent K—12 projects
and virtual school environments

e Submit a project brief and let us show you what we
can build

¢ Let us consult with you on your current product
data and let you know what you’d need to get
started.

Let us help you tell a clearer, faster story — one your
buyers can say yes to.

An Advantage Evernyone Gan See:

Email us: >

deri kisptech.
renderings@kisptech.com 416.499.2457
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