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Welcome to our newest

customers!

1 LaZz-Boy Furniture Gal- Atlanta La -Z-Boy Furniture Galleries
leriesi Colorado Stores Exceed Expectations with

: First MarketPoint Sales Event.
1 LaZ-Boy Furniture Gal-

leriest New Mexico attending the eventThis preselling process was

[ ] L D O critical to the success of the event as it added a
el IR = personal touch and made all prospects feel like the
- LIRS SRR e b event was being held specifically for their benefit.

= . Adam Barnes, Atlanta General Sales Manager, sum

Ny mar i zed tObrdirst MarketPadint Sales Event

— was very fruitful compared to same day sales last ydar.

Seven Atlanta area £ZBoy Furniture Galleries  Our store traffic was up 65% and we wrote 78 ticket
franchises are amazed at the results of their firstvs. 12 last year. The event only cost us $1,400 to sgnd
special sales event using their recently imple- ~ out 1,600 postcards and write over $135,000 in busi
mentedMarketPointdirect marketing campaign ness. | spent 1% of the total sales to market this evgnt.

management software. MarketPoint is a fast and easy way to gather and mgn-

MarketPoint The software was installed in early January. For age prospect information. It allows us to reach out tg
Features the next several weeks the Sales Associates ~ prospects that we know are actually in the market to

engaged potential customers and encouraged buy furniture, because they have been in our stores
Developed specifically for them to provide their mailing and phone infor- ~ within the last 28 days. Our next step is to continue fo
the Retail Furniture mation. Once the prospect had left the store, ~ coach our sales staff on gathering prospect names,
Market the Sales Associate entered them into Market- addresses and phone numbers and entering them irj on
Easyito-use, single screen Point. a regular basis to ensufe e:
data entry Once they had collected approximately 1,600 Tom DeGoey, L&Z-Boy Atlanta Owner/GM, was

prospects, they used MarketPointto generate €nt husi asti c about Toblee pucc

Low maintenance

iling li i i able to increase average store sales by such a signifi-
Shosteddé sol ut he mailing list. After list clean up, it was g y g

merged with the invitation postcard, and mailed cant amount is huge! This event has demonstrated fhat
Tracks prospects in First Class to all prospects. implementing the MarketPoint software and lead mah-
database system was abso]ut el

(o]

. ement
Three days after mailing, the salespeople starteda 9

Automatically merges calling each of their pr_o;pects_, toconfirmthat At l antads next speci al Eal e

prospect data into they had received their invitation and would be March 26th.

marketing collateral

Integrates with many off - Diary of a Sales Manager - My First MarketPoint Event

the -shelf door counter

systems Adam Barnes, General Sales Manager of 7 Atlar MarketPoint sales event. We have collected I:ver
LaZ-Boy stores, had been preparing for this spe 1,600 names and have mailed a postcard inviting them

Great ROI fi typically cial sales event for weeks. In early January, thito the eventWe had a manager 6 me e

SHERC7 A ssE L ETEn installedMarketPointfrom ServerLogic. The soft- day where we reviewed the event in dEptth man-

ware allows his sales staff to quickly and easi ager received a copy of every prospect that has peen
capture walkin prospect contact information, entered into the MarketPoint system from their stpre,

that can subsequently be used to create ex listed by sales person, so they could easily make qopies
tremely effective and targeting direct mail cam and give out to the sales associdfés. also gave
paigns. them a copy of a telephone dialogue that each dples

Here are his thoughts prior to having their first PErson can go through with their prospects.
salesevent:t0 Thi s coming Thu (continued on page 3) 5t

Converts shoppers
into customers!
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OMar ket R
has paid for
itself after just
3 special sales

event s,

Ed Breunig,
LZBFG- Phoenix

OtHe rexi 2 days, we created the prospect list, checked it for errors, and mailed a total of 950 invita-|

The Inside Track (how to be successful using MarketPoint)

by Ed Breunig, LZBF&GPhoenix
Even though the MarketPoint software is very effective, | have to emphasize the importance of fol-
lowing the correct Prospect Management procedure to ensure you have a successful sales event.

e

planned an event in Phoenix for February 14th, so we began collecting prospect data on January 30th

and inputting it into MarketPoint. Our ceaff date was February 8, six days before the event. Over

tions (at a cost of $700). Beginning Monday, February 11, our sales people began calling prospeg
confirm their attendance. This effort resulted in a sales day of $166,000 for the nine stores in AZ.
When we compare this day to the average sales for a weekday of $80,000, we called this a succeq

There are many factors that make for a successful sales day:

Z Agood collection rate - salespeople have to be coached on how to build relationships with

their clients that are such that the client will give them their contact information. Each salesperf

® son should be entering-80 prospects a week based on an average traffic efB0pportunities
a week.

Mailing date should be as close to cut -off date as possible. The best prospects are those
that have shopped most recently, So pulling the list, quickly cleaning it up and getting it to the
mail house is critical. Make sure the invitations are mailed First Class, to ensure they arrive a
days before the day of the sale.

Z Follow -up with invitees just prior to sales event.  Phone calls to the prospects on the list
to remind them of the event must be made. Each salesperson will have access to the list of pq
ple have received invitations. They must call and ask them if they received their postcard and
make an appointment to see them on the sale day.

Z Hype the day and take advantage of the offerl Some customers will come in that are just
shopping for the day. Use the 10% off discount to drive close ratio for the day and get some
sales made that would not have been made otherwise.

Z Evaluate successes from the event and resolve to improve the next one. There are

great coaching opportunities that come from these events that will help salespeople to becom

more successful in managing their client list.

N¢

Cut-off . .
Date Mar ket Point 0Steps to Succe
2 -3 Weeks Friday Saturday Sunday Monday Tuesday Wednesday Thursday
Collect Prospecs Prepare List & Addre_ss.& Mail Sgnd Callback -4+———|Callback Prosped 1§ —b Event Day
send to printer | Invitations List to Stores -4 Hand [Address & Mall Inpitations —

Prospect Invitation Postcard

PREFERRED SHOPPEREVENT - A€ BO Y Mo

FURNITURE GALLERIES®

PAID
PERMIT #367
PHOENIX, AZ

- caoLR EASTMESA  ASROWHEAD  SCOTTSDALE
55 W Cunde: St SPownAs  OAOWBSR 154NN Scitue A

i Fri Gau-Gon +Sa
FLAGSTATE 513 Miep

10% Off

your furniture purchase Jide Persoi

123 SE 45 St
ONE DAY SPECIAL OFFER Pdx, OR 97007

This Thursday ONLY from 10am to 8pm
Shop stylish furniture & home treasures creatively
arranged to spark your imagincition.

*First Come, First Served e Light Refreshments
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Attention GERS Users! ProductPoint Makes It Simple.

Designed specifically for {ZaBoy independent dealers by ServerLo&mductPointwill help eliminate
costly custom order errors, simplify creating and printing floor books, and generate custom price tagq.
Todayds business is all about customer satisflac
of a diverse customer base is essential.

Cugtomi zi

ProductPoint replaces the errgprone and inefficient processes involved with product customization ard
SKU creation with a more intuitive, visual system that links directly to th&{Boy product list. The soft-
ware allows you to create custom furniture packages caligdetteghat help customers better visualize

product combinations and room settings. It will also help you present and track these items using SKU
number generation, price tag printing, and custom catalog creation and printing.

ProductPoint Features

7 Validates new special order SKUs agains

e e e o LZB product database. No more rejected
: orders from LZB.

Z Generates and prints price tags to includeg

Product: Mackenzie VSN: 023435

0> I02) o- \Dele: |OF e O price by grade for special orders, options
O¢ Ox Ot O Ox Oe O@ .. - . .
e s pricing, dimensions and sale price. Tags ¢an
2801 Se=CTS EHcLUsI be generated using various ranges or one
at a time.

Selected Options. ormance HR > H 1

s o7 Z Products and vignettes can be easily

Finish 051 $50.00 ey .
Eois OO e ERRe browsed, edited and saved.

v - wELE 0 021 corees 051 NATORAZ

ProductPoint

Z Custom room designs and vignettes can e

easily created and stored.

Toal s Z Easy integration with your existing busineps

processes, including the GERS/Escalate de
other retail systems databases.

$739.99

Custom SKU Creation uBiraguctPoint

Atlanta Sales Manager Prepares for First MarketPoint Sales Event

(continued from front page)

| have either seen or talked to each manager between Saturday, yesterday, and today to reviey
are being executed to ensure that the sale goes sniduthdyis a large amount of optimism for
sale. Everyone is very excited about the event and the possibilities that it could mean to finish tie
strong.We have actually had quite a number of calls from prospects who have received their pqs
past 23 days, which also has everyoneeXdiedd r e | ooki ng forward to

o

Sl

Adam needno6t have worried. Once the dust af ter T
corded a5-fold increase in same day sales! Across the 7store market, the gross sales for th

event exceeded $135,000.

The storefds marketing team was also please
Not only did it help them increase special event sales by an average of $18,000 per store, it has
it possible for them to run special invitation sales events even more frequently. The first sales|e
was so successful that it more than paid for the MarketPoint software by generating an add
$110,000 of revenue.
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t Why is this man smiling?

Normal Thursday Sales: $25,00C Adam Barnes

With MarketPoint: $135,000] General Sales Manager
. . LZBFG- Atlanta
Pieces mailed: 1,600

Cost: $1,400




SERVERLOGIC
CORPORATION

10300 SW Greenburg Road
Suite 400
Portland, OR 97223

Phone: 868386932
Fax: 5024163111
www.serverlogic.com

Visit Us on the Web

at
www.serverlogic.com

MarketPoint - Business. Done Better.

<name>
<addrl>
<addr2>
<city, st zip>

Come Visit Us at High Point Spring Market!

Find out howMarketPointcan help your stores generate3times more sales

from special sales events.

See how other L&-Boy dealers have taken advantage MarketPointto con-
vert shoppers into customers.
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HOTELS & RESORTS
Direct Marketing -
Campaign Management Software Changlng even

Who: LaZ-Boy Marketing and Sales Managers

Why: Maximize your marketing dollars

What: Informative Seminar Appetizers and Hosted Bar
When: Saturday, April 5, 6:00 P8:00 PM

Where: Radisson Hote] 135 South Main, High Point NC

Call866-838-6932to sign up for this business
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