50 Ways to Increase Your Sales
and become Remarkable
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- Robert Stephens, the founder of Geek Squad




How to be remarkable

ARemarkable doesn't mean remarkable to you. It means
remarkable to me (your customer). Am | going to make a
remark about it? If not, then you're average, and average is
for losers.

AJnderstand the urgency of the situation. Haleasures
simply won't do. The only way to grow is to abandon your
strategy of doing what you did yesterday, but better.
Commit.

Anhat's fashionable soon becomes unfashionable. While you
might be remarkable for a time, if you don't reinvest and
reinvent, you won't be for long. Instead of resting on your
laurels, you must commit to being remarkable again quite
soon.
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Sales Formulg Part 1




Sales Formulg Part 2




Sales Formulg Part 2




Your real products notitems or
rooms!

LUQa @& 2dz
You help people buy

You provide a shopping service!



Sales Formulg Part 3
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Sales metrics are really a measure of
service to your customer!

Are you improving?
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Sales = Traffic x Average Sale x Close Re

Monthly Numbers

Traffic 2084
Average Sale $ 1,200
Close Rate 209

Total Sales $ 500,160



A 5% improvement in the parts of the
equation is almost a $80,000 / month or
over a 15% sales increase!

Monthly Numbers

Traffic 2188
Average Sale $ 1,260
Close Rate 219%

Total Sales $ 578,945



Where would you like to be
remarkablé&

Product?

Price?

Service?



Give customers more quotesand enter them!

‘lSaIes F B NN L ¥ B "A N B |.':'E|EE
File Activities View Help
Customer ID Quote Number Date PC
— ——
858-200-1234 e - =1 TR
File
Smith, Suzy
123 Garnet Ave. —Sale Types —Credit Memos
San Diego, CA 92109
" Regular Sale Apply To !ﬁl |
S5E
o .
[soPHAS.ELLER -] I invoice
i i Opportunity g4  Credit Memo —Recurring pllect on Delivery
" Quote Last Posted
" Recurring
Post-on day I
 Service Order
Desc #2 9
Label ID 0.00
Customer Type I | 0.00
Sales Remarks Total 0.00

|
=

« || T Sale Only
" Order Only
-~ | ¥ Both

I

Number of delivery receipt copies I 0

Number of sales form copies

D o o e il i |eantsaies Edityy| | Rostsates | Esit
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Emalil quoteg before your customer leaves the store

H sales
File Activities Vig

858-2

 Type| Item ID
FDFCDACOS
FDFHTOCO4
40311-150

Desc #2
Label ID

Customer Type

-Sales Remarks

n
‘l—

a

"N-EXI'E=S2

Quote Number: 1030 - Message (HTML)

n
[t ]
- Message Insert Options Format Text

e i ~lu - [A === (85 &

=3 Copy

Paste |ab2 - = Address Check
v jFormat Painter (Rt | A = Book Names
Clipboard Fl Basic Text ] Names

k4

Attach Attach Business Calendar Signature

suzysmith@gmail.com

Subject: Quote Number: 1030

Attached: | F11030.pdf 48 KB)

Add

[

Dear Suzy,

Thank you for stopping by the store and visiting with me on making your living room fantastic. To help you out, I’'ve attached the quoted items with

product dimensions. Also, below are pictures of the items.

Would you like me to help you with a room plan? We can easily play with various layout and product options.

| can set an appointment Monday — Thursday this week. Do you have a time that works?

Thanks!
Sophia

PS. I love your taste in design! Your room is going to be awesome!

» 31

ik

Quote Num

Y —

ith, Suzy

23 Garnet Ave.
an Diego, CA 92109

Sale Total
TAX (NTC)

Total
Number of s

Number of d



If you want to increase traffig Track it!

-
l Cpportunity

— Elg

File Help

Opportunity # ﬁl (112

[ Hdd Sale

Sale ——————— Opportunity Type
" Sale " House Call  Room Plan — Special
* No Sale " Sketch * Regular Request
—Customer Information
Customer ID nﬁ| {123 [smith, Suzy
Phone 1 8582001234 123 Garnet Ave.
Phone 2
Phone 3 San Diego cA 92109
Salesperson |SOPHA S ELLER ~|
Advertising Code *Location ~|
Cat Advertising
Reason for No Purchase "Referral WOM
*Repeat Customer
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then Followup!

-
. Cpportunity

Advertising Code
Category

Reason for Mo Purchase

File Help
Opportuniy # 48] [112 EEET
Sale Opportunity Type
 Sale " House Call ¢ Room Plan [~ Special
 No Sale " Sketch & Regular Request
—Customer Information
Customer ID Ml |‘123 Smith, Suzy
Phone 1 258-200-1234 123 Garnet Ave.
Phone 2
Phone 3 San Diego CA 92109
Salesperson ISDF‘H.A 5. ELLER

I*Lucatinn

I Furniture-Living Rm-Leather

Led LefLefled

Followup Task
Mo Followup Task

Loass | Ll o] Lamew | et




Document your follow up in your customer data base

[ B Tasks = | B

File Help
Type
" Task " Appointment
Summanry |Eh:mk appointment for Mon-Thu [T Ccomplete
Priority |High |
Start Date/Time ||:|3,.'31;11 |
End Date/Time Iu,_u[]j-'ﬁ-l] ;I
Salesperson |soPHA s ELLER |
Customer ID Ml |-123
Customer Name |Srr1ith. Suzy
Phone 1 858-200-1234
Phone 2
Phone 3
Email ﬂ suzysmith@gmail.com
Notes
Sent email. Working on living room. See quote 1030. Room plan if desired. Wanis
contemporary style, undecided on chair, room has lighting issues, hardwood floors so needs
new area rug but undecided to exact pattern and size. To suggest house call.




Review priority contact daily to get to the next step

[ B priority Lst BICIES) - e

File Help File Help
Calendar |[YFYTERE Boardl Type
" Task Appointment
— Appointments s = Summary |Room plan [~ Complete
Complete| Start Time | End Time | Summary e
. : 27 28 29 Priority |N0rmal vl
N 10:00 AM  11:00 PM  Room plan 3 @ 5
10 11 12 StartDate/Mime  [04/04/11 | {10:00 AM =
17 18 19
24 25 26 End Date/Time Iﬁﬂ[] = ﬁ
Salesperson |SOPHA 8. ELLER -
Customer ID ﬂ |‘123
Customer Name |Smith, Suzy

10 11 12 13
17 18 19 20 Phone 1 858-200-1234
24 25 26 27
3101z 3 Phone 2

7 8 9 10
Phone 3

Email ﬂ suzysmith@gmail.com

rTasks Notes
Complete| Priority | Start Date | EndDate | Summary Spake with Suzy. Will come in with husband, Mike, to do a reom plan. Said house call is cool
Y  High  0331/2011 04/07/2011 Book appointment for Mon-Thu if needed too!

A NewTask | L] [isme ] (psete | [omew | bt | Bt




The return visit (bdack)!

’
. Cpportunity

EESRIEE )

File Help

Opportunity # ﬁl [114

" No Sale

Sale ———
P:- salo

Opportunity Type

" Sketch " Regular

F House Call * Room Plan

| Addsale |

Special
4 Request

—Customer Information

Customer ID ﬁl |
Phone 1
Phone 2
Phone 3

Salesperson
Advertising Code

Category

LedledLe

— Sale Information

Sale Amount
Sale #

me—




AlwaysOffer Extended Warranty, Protection, Pads

Sales Detail B
File Cart

Item 1D ‘ﬁl | |

Import I

[T Select tem for Posting

Qty Order Gty B/IO Unit Price Unit Discount Extended Price [” Drop Ship

[+ | o | 0.00 |7Pct | Amt | 0.00

Type| item ID | Description | Qtyord QtyB/Q Unit Price Ovr| Disc. Extended PO/ Loc

13140 RC KFC RC842850 1 1 609.95 N 609.95

-

Related Products ﬂ

g Don't forget to ask the customer if they would like te purchase an
WY Extended Warranty for this item,

Desc #2
Label ID
Sale tem Remarks

609.95

ﬂ| " Sale Only TAX {NTC) 0.00
" Order Only

| Termplatz” ' Both Total 609.95

] o el el ol oo il o mcancei (ol




No Use No Lose
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Note Next purchase ideas

B858-200-1234

123 Garnet Ave.
San Diego, CA 92109

. saespersen | ... .z«

 Update |
- Smith, Suzy
18

SSE Our Delivery Van #1
|sOPHA S.ELLER | —
_ insertDetailtem | _Rofrosn Detailttoms | Opportumity | g4 e
Type| Ifr = 1
ype | - Marketing Information E 2y
g | File
F
4 Next Purchase item |area Rug

Next Purchase Date Il7 05/06/11 'I

Customer PO Number I

Customer Type ﬂl |2

Desc #2 Serial No
Label ID
Customer Type |2 [*Location ~|

Sales Remarks

&l
.

... sae |  oDpeete |  New | Prntsaie | saeTotals |




Set reminders follow up on open and closed orders

r BH Tasks E@g 1
File Help
Type
i Task (" Appointment
Summary |special order folllowup - 3 weeks - Complete
Priority |Nnrmal |
Start Date/Time |u4,.125;11 |
End Date/Time Ig5m3ﬁ1 LI
salesperson |soPHA s ELLER |
Customer ID ﬂl f123
Customer Name |Smith. Suzy
i Phone 1 858-200-1234
Phone 2
Phone 3
Email ﬁ suzysmith@gmail.com
Notes
Also inform|about new rug collection
| A Loelete | | Mew | ot | et |,
L y




You must impress to build WO§use your customer
control center

I Customer Central | = P |
File Help

—Customer Information

Customer ID ﬂ 123 Smith, Suzy

Phone1 858-200-1234 123 Garnet Ave.

Phone 2

Phone 3 San Diego CA 92109
Email suzysmith@gmail.com

IS Open Sales | Sales History | Receivables | Customer Remarks

—Opportunities
Date | Opp Number Salesperson | Type | Special Request | Sale |
04/05/2011 114 S5E Floor Flan Yes Yes
033072011 112 S5E Regular No No

i
(5 Update on your special order - Message (HTML) @M

[ Tou. ]|5u;|gsrni1.’r1@rnail.corn |

(] | |

Subject: | Update on your special order

HiSuzy! Ijustleft you a voice mail and wanted to email you as well with some good news: The factory has notified us that your custom order is in production and everything is on
schedule. We'll contact you in 2-3 weeks for delivery scheduling. Also, we just received some fun new area rugs. Here is a link to where you can browse our in stock inventory on
our web site: www.FantasticFurniture Design.com/in-stock/rugs . Do you have any questions or need help with anything else? Thank you!

4 D] v

Sophia
—Tasks and Appointments
Start Date| End Date | Salesperson | Task/Appt | Summary | Complete |
04/26/2011 05/03/2011 S5E Task special order folllowup - 3 weeks Mo
04/04/2011 04/04/2011 S5E Appointment Room plan Yes
037312011 04072011 SSE Task Book appointment for Mon-Thu Yes

 Update Customer | Latew | et



Offer warranty, protection, mattress pads, leather
conditioner, if not on initial sale

Smith, Suzy

=
123 Garnet Ave.
ﬂ san Diego, CA 92109
W Qur Delivery Van #1
HSE-Joe Delivery Scheduler j Sales Detail | — o — e
File Cart
Type Iem ID Description
| | ltem ID Ml |FP |Extended Warranty / Protection Plan
|*Impon I
Qty Order Gty BIO Unit Price ovr Unit Discount — | Extended Price
| 1+ | o | 15000 | ’VPct | Amt | 150.00
Type | Item ID | Description | Gtyord QtyB/d  Unit Price Ovr|
Desc #2
Label ID
: 2 x| 1 -
ustomer Type I I Location Desc #2 Serial No
~Sales Remarks Label ID
m —%ale ltem Remarks
| - Sale Total
For items on #1030 .
[ ﬂl © SaleOnly  1ax (NTC)




Get info to contact after delivery

(=} Print Sales Histary = |
File Options  Help
&S 6 @ Bl
—Sort By Item I —Profit Centers —Salespersons
 Customer ID start g4 I Available Include Available Include
| 1 SSE
 Item ID
End Ml I 2 HaA
" ltem Description i 123 L-Z d
I~ an 303 MMT
& PC/Salesperson 404 MRE
’ W |
= ftem Description g9g TLP
Start I WIM
End | VAl Al
All
- —Dates
—Customer D Include  Today " Quarter to Date
Start M“ [~ Sale ltem Remarks " Week to Date " Year to Date
End Mll [~ Options " Month to Date " Ledger Period
I~ Al i+ Custom Range
— Serial Number fo4io5i11 =] to |o4amoi1 x|
start | AN
End I
Al save settings | . pamt | Ext |

demo.xls

. | Microsoft Excel Data O

nly ("xds)

Crystal Reports (*.rpt)
Adobe Acrobat (*.pdf)
Microsoft Excel (*.xds)

B Microsoft Excel Data Only (*.xls)

m Microsoft Word (*.doc)
Rich Text Format (*.rtf)



After delivery contact

demo [Compatibility Mode] - Microsoft Excel

P =

Total Number of Records
Main Stare - P/C 001

4 Total Sales §2 409.80 Total Costs:

§1,125.63 Total Spiffs: 50.00

Home Insert Page Layout Formulas Data Review View @
R e T ka1
123 Copy = Ji F|II -
Paste B 7 U-| i E = E|EE Merge & Center ~ 2 M| Condtional Format  Cell | Insert Delete Format Sort & Find &
fFormat Painter | = ” | @ e | $ iy ” | Formatting = as Table ~ Styles = b - - O™ Fiftere Select
Clipboard fa Font I Alignment i Humber fa Styles Cells Editing
Al - 'i‘ b3 ‘ Sales History Report
A B c D E F G H | J K
1 |Sales History Report  IProfit Center All Serial Numb Al Date Range: 4/5/2011 ta 430/ Profit Center Range: Al Salesperson Range SSE
2 FDFCDACO9320 123 1030 1 ASHLEY 4501102 Pin¢ Smith, Suzy $129.95 Chair, Dining, Arm, Ldrbk, Country 123 Gamet Ave. 562.69
3 FDFHTOCO9430 123 030 1 ASHLEY 4501164 Pin¢ Smith, Suzy $419.95 Hutch Top, Country 123 Gamet Ave. 5208.99
4 140311150 123 030 1 THOMVL 40311-150 C Smith, Suzy $1,719.95 Door Dresser 123 Garnet Ave. $785.00
5 |FLOTERCO9810 "23 1030 1 ASHLEY 1101103 Pint Smith, Suzy $139.95 Table, End, Rectangular, Country 123 Gamet Ave. $66.95
b
7
a

Page -1 of 1 04/05/2011 8:50 AM



Next purchase follow up

ﬁ Mext Purchase Follow-up = | B | e
File Help
MNext Purchase Date Cutoff
Start |(I¥ p4/05/11 - Aging Period
End v Al
Next Purchase tem
W Al
04/05/11  9:06 A.M. Main Store - B/C 001
_ HBXT POURCHAGSEH FOLLOW-UP LIST
Options ACED AS OF 04/05/2011
) ) CUTOFF LATE CHARGE PERIOD:ALL
[+ Print comment lines NEXT DURCHASE DATE RANGE: 04/05/2011 TO 05/31/2011
NEXT PURCHASE ITEM: ALL
v MNew page for each salesperson COMMENT LIKES SHOWN
. Exit SALESPERSON: WM  WHSE-Joe Delivery Schedul
CUSTOMER ID NAME PHOKE-NO-1 LAST PMT DATE CURRENT
NEXT DATE  NEXT ITEM BALANCE LAST DMT AMT  61- 90 DAYS
123 Smith, Suzy 858-200-1234 2,409.80

05/06/2011  Area Rug 2,409.80 0.00




Got Goals?

. Sales Goals = | =
File Help
Year Izu-ﬁ 3: —Sales Goals
January | [f5000
— Salesperson
A R KALLER February | 60000
HOUSE ACCOUNT March I 70000
LAYT C. ZASER _
MATT R. ESSCHAMPE April | 40000
SOPHAS. ELLER May I
SUE P. ERSTARR June | 75000
TABE L. PUSHER
WHSE-Joe Delivery Scheduler July | 75000
August | 70000
September | 70000
October | 75000
November | 75000
December | 50000
Total $795,000.00
(s | i b il new | [t | ity







RecencWarketing

-
. Sales Follow-up

HEI™)

 Written 1 Delivered
— Print Options
' Detail  Summary

r Reverse
customer name

I— days.
I_
I_

With total purchases valued at least |

With no purchases in the last

With purchases in each of the last years.

Have purchased items at least times.

File Options Help
ENEIIEN =1
—Sort By —Profit Center(s) —Category(s) —Advertising Code(s)
{* Location " Advertising Code Available Include Available Include Available Include
1 DAT = AC -
—Location 2 DAW B25
@« 7i I ad 223 ad DFH D ad B34 D
+ Zip Code State 333 — DFR e b
* *| |DKa LAREE
Start | — - |DLs - = |BsSA 57
End | VAl M Al Al
W Al —Vendor(s) —Purchase Date
Digits | Available Include start [gy0111  ~|
1AMCC -
TADCART (]| End |ogiosr11 =]
> 1ADVD I
1ADZ ™ an
| |14aG
— [1ALDTA - ¥ 1st Purch. only
¥ Al
—Sales to Report —Options

Save Settings |
Print Preview |
Print |




RecencWarketing

Thank you for your recent purchase.

Please enter your gift card number and access code to activate your card.
yourg ¥ $50 D RIAMONDS

INTERNATIONAL

—— e
'

CARD

Gift Card Number: \7 | I

2 S0

‘F:;Hm-'

-l

Access Code:




Freqguency Marketing

I Sales Follow-up E@g
File Options Help
EVEITIE ) =115
—Sort By —Profit Center(s) —Category(s) —Advertising Code(s)
 Location " Advertising Code Available Include Available Include Available Include
1 DAT & AC -
—Location 2 DAW [ B25 [
. - |22 2 |orx 2 [g34
* ZipCode { ' State 333 DFR BCS
L # | ok €| |B5
Start I - —  |OLs - —  |BSA ~
End | W Al W Al W Al
v Al —Vendor(s) —Purchase Date
Digits I— Available Include Start I vI
1AACT -
1ADCART 1| Ena | -]
ad 1ADVD
14D7 v Al
* | |1aG
— [1ALDTA - [~ 1st Purch. only
A
—Sales to Report —Options
) ) ) I Reverse Save Settings |
" Written (* Delivered With no purchases in the last days. [ B
With purchases in each of the last I_ years. Print Preview |
[~ Print Options Have purchased items at least IW times. Print |
e i .
Detail Summary With total purchases valued at least I Exit |
2




Frequency Marketing




Frequency Marketing Innovation

||I||||||I
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Monetary Value Marketing

I Sales Follow-up E@g
File Options Help
REI = s
— Sort By —Profit Center(s) —Category(s) —Advertising Code(s)
& Location (" Advertising Code Available Include Available Include Available
1 DAT =
—Location 2 DIAW EI
o - 21 |2 21 |orx hd
& * | [oKa #
start | — — |os - —
End | M Al M Al
W Al —Vendor(s) —Purchase Date
Digits [ Available Include start | -]
1AACC -
1ADCART ]| End | -]
i 1ADVO
1ADZ v Al
| |1ac
— |MALDTA - [ 1st Purch. only
v An
—%ales to Report —Options
) ) . | Reverse Save Settings |
" Written * Delivered With no purchases in the last days. [ e
WAthpurchases ineachofthelast | | years. ST |
~ Print Options Have purchased items at least I_ times. Print |
& Detail ¢ Summary

With total purchases valued at lea

st |20000)

Exit

B




Monetary Value Marketing




Payment Marketing

v Al v Al

’,
@ Print Sales by Terms -
File Options Help
=N =)
—Report By —Profit Centers ———————— —Terms
° Terms * Salesperson/Terms Available Include Available Include
1 A .
—Sales to Report 2 B GEC
o« Written " Delivered i CIT d N30
cc WF
—Print Options ﬁ ﬁDD ﬁ
&+ Detail  Summary (24
120 -
Sort By: |EEEESETLes j v Al ™ an
_uates_Salespersnn Code — Salespersons
Salesperson Name )
‘ol Salesperson Sales Available Include
Salesperson Cost AR
" Wet 5glesperson Margin HA
" Month to Date ! Ledger Period i Iﬁrﬁ.r _
" Custom Range ﬁ MRE
i I
SSE
I LI to I ;I TP = |




Payment Marketing

. 12 HOUR ooy

A STATEWIDE
SA L E o
artvan.com UP TO
65% OFF

JANUARY 2014
FINANCING' pus “'spr

“nopompamen | SALES TAX”



Payment Marketing

Please enter your ZIP code | Login
mor credit card | gift cards | find a store | 866+466+7435 | shopping cart nFaCEbDDI{

or

style value quality

LIVING ROOM . RECLINING « LEATHER - DINING - BEDROOM - KIDS & TEENS . MATTRESSES . ENTERTAINMENT . ACCENT TABLES . ACCESSORIES

Mor Furniture Credit Card

Manage Account

You can shop online using your Mor Furniture card issued by Wells Fargo. Click on logo

below to see our current financing offers.
Wells Fargo

Financial Online
Payment Service

WELLS

FARGO




New Collection Marketing

|

-
. Sales Follow-up

File | Options Help

—Profit Center{s) ——————— —Category(s) ————————— —Advertising Code(s)
Available Include Available Include
FBEB 1
2
3
sl |
™ an v A
—Vendor(s) —Purchase Date
Available Include Start IU4.I'U1.I'05- ;I

SIMMOMN
End |04/30/05 |
AN
[ 1st Purch. only
I an
— Sales to Report — Options .
 Written  Delivered With no purchases in the last I— days. [ E::tmr name ﬂ
With purchases in each of the last I— years. ﬁ
[ sbiae Have purchased items at least [ times. ﬂ
* Detail " Summary With total purchases valued at least | 200.00 ﬁ
A




Profit  Advertising
Center Code

1CA
1CA
1CA
1CA
1CA
1CA
1CA
1CA
1CA
1CA
1CA

New Collection Marketing

Customer ID Customer Name
3100872Smith, Howard
310096¢Dorgan, John

310102:Cox, Josh
310104:Davis, Fred

310105:Cat, Williams
310281¢Johnstone, Krista
310395 Crow, Sheryl
3105467Buckley, Jen

310768:Holt, Angela

310795<Gladestone, Kimberly

311170'Bat, John

100 Grand
1328 Tree

PO Box 1798
500 Merrimac
1110 Garnet
1616 Beryl
150 Falsom
50 Clairemont
3049 Appleton
170 Ingram
700 Coranado

San Diego
San Diego
San Diego
San Diego
Del Mar

San Diego
San Diego
San Diego
San Diego
San Diego
San Diego

Customer
Customer Address 1 Customer City State

CA
CA
CA
CA
CA
CA
CA
CA
CA
CA
CA

Customer Customer Phon
Zipcode 1

92121619967-0068
92121619924-9515
92121619979-5334
92121619967-5471
9213(619-758-0018
92121619926-6582
92121619928-5246
92121619967-9356
92121619924-1244
92121619981-3470
92121619926-6974

Sales

169¢
450C
155C
486
250C
599
550
500
125¢
648
107¢



New Collection Marketing

Mattress Buying Guides

A Woman’s Guide

Here’s some honest advice on how

A Man’s Guide

If you're a man, this is compulsory
to find a mattress that will help reading. If you're a woman, sneak

you rest easier and feel better. this under his pillow.

» Download the PDF
» View Presentation Online

» Download the PDF
» View Presentation Online

The Green Guide

Here you'll find sage advice for making

A Couple’s Guide

The advice you need to find that

perfect bed, and get back to being your bedroom a more eco-friendly,
a well-rested and happier couple. more natural place.
» Download the PDF

» View Presentation Online

» Download the PDF
» View Presentation Online

A Girl's Guide

You're never too young to look after your

A Newlywed'’s Guide

Why put a strain on your blissful
health. Here's a guide that will help you new marriage? This guide will
help you find the perfect bed

for both of you.

shop better today and enjoy more health
and beauty tomorrow.

» Download the PDF
» View Presentation Online

» Download the PDF
» View Presentation Online

A Senior’s Guide

Here's some great advice on how to find
the mattress that is best for you.

» Download the PDF
» View Presentation Online




@zazzde
We Miss You!
Come back to weewe

*10 OFF 310

ONLY AT ZAZZLE!

use code: SEZRPKULXMSCUKFYJYPX

FREESHIPFORU



We miss you campaign

l Past Purchase Follow-up = | B
File Help
—Customer ID —Vendor ID —Category Code
Start | Start | Start |—
End | End | End |—
v an v an v an
—Zip Codes —First Purchase Date —Any Purchase Date
Start I Start I ;I Start I ;I
End I End I ;I End | ;I
| I AN I an
—Select —Options

" All customers

i+ Customers for options

With no purchases in the last
With purchases in each of the last
Have purchased items at least

With total purchases valued at least

davys.

feoo
I— years.
I_ times.

[ ok | et




Customer Service Marketing




Customer Service Marketing

£ Print Service History by Customer L — | |“
File Options Help
L se e sl
Customer ID —Dates
|7 ik | " Today " Quarter to Date
" Week to Date " Year to Date
" Month to Date " Ledger Period
[ Include Sale tem Remarks * Custom Range

[og0111 =] to |o4moi1 v
[ Al




Sketching, room planning, house call tools and
tracking

_ NOTESIWE 5 NoT
EREADER




Sketching, room planning, house call tools

-
Ej Print Salesperson Effectiveness

File Options Help

RAEIAE AR = Profit Cemter: Al

Salesperson ID Dates Cae HI’;E A1 11201 10 47111201 1
CRETERE ;l;:éude + Today " Quarter to Date SEJEE'FE{E‘:'T &l
| Meewiofae 7 Yeartohae |
" Month to Date " Ledger Period
» S TIEETTE Salesparson. F0OPHA 5. ELLER
041111 x| to |oai11 | |==++* Opportunitias
~ Humber of Spacial
[~ an
Opportunities Requasts
Profit Center Report Format 2
LI T " Summary and Detail FbIrE: E.[i] ;
- arl s
Fa
il 123  summary Only House Cal 2.00 1
B 404 Skeich .00 2
;g; [~ Salesperson page break
— Totals 10.00 4




Sketching, room planning, house call tools

.
(=5 Print Sales Performance by Profit Center = | Bl |t
File Options Help
ENEIIE N =1
—Report By
" Margin ¢ Vendor (" Category (* Salesperson SortBy: |[Salesperson Sales Volume j
—Sales to Report ————————Print Options ———— Period 1 Period 2
* Written  Delivered " Detail ¢ Summary " Month to Date " Month to Date
—Profit Center(s) ———— —Category(s) " Quarter to Date " Quarter to Date
Available Include Available Include " Year to Date ¥ Year to Date
; g:-l; El & Custom Range | " Custom Range
| 223 | DFH = ) )
L B =5 oFR Period 1 Period 2
DKA Start IU‘IIU‘IH‘I 'I Start I "I
#l 4=| oLS
Dz End |u3331r11 ~]| End | -]
FBB
FBC |+ [” Use Period 2
W an v an
—Salesperson(s) ———————— —Minimums i i
Available Include All Period 1 Al Period 2
[ Sales ] |
C'l.n’\.l' ol -
s |0 | Gross Margin v | I~ |
—| ES S
HA
*l JR
o
W - Change Options |
¥ Al Save Settings | Print Preview | Print I Exit |




Use Spiffs

Mare @

File
Backorder Control
+ Backorder " NoBackorder ¢ Store Discontinued  Manufacturer Discontinued

Codes Sizes Unit of Measure

Sales Commission Code ﬂ Vs Display 1 Price EA
Automatic Markdown Code ﬂ A Naildown 1 Order EA
Dates Miscellaneous

Last Sold 2/04/99 Division 1 Warranty Days ]
Last Received Reserve Lead 0 Conversion Factor 1
ltem Created On Manufacturer's SKU |

Last Updated On Received Pieces 1 [ Print Single Bar Code Label
Last Markdown Delivery Setup Time 10 SPIFF Amount 51:
ftem Types Related Products Serial Number Print Options

" Accessory " Pillow [~ Fabric Protection *" None v Picking List

" Delivery " Service [ Warranty " Multiples, e.g. dye lots ¥ Delivery Receipt

" Fabric Protection  Warranty " Unique per unit

" Frame { Pad * Other

tem Picture

File Name ﬂ |

Picture Description |




Use Spiffs

= Print Items

File Options Help

k& 6 e Bl
—Sort By ftam ID —Category
¢ Item ID Start | Available Include
o AAC
' Item Description End | ABO
ACC
@ A (s
- inti AFC
Item Description ﬂ S
Start | AFO
AFS
End | AFV
| Al
—Htem Created Date —Options —Vendor
Start | 'I [ | Include Options ik i
BABET
L I In-Stock ifems only AAIMPO
AALALM
v Al ¥ SPIFF items only ﬁ AAM
AARDVA
—Include Backorder Control —Format ABEAU
ABIGAL
v OK to Backorder " Detail ABOUT
v Manufacturer Discontinued = ABL
v Store Discontinued Ll ABY
ACACIA
[~ Mo Backorder * Condensed
v an

[” Include Web Information

savesettings | | Prntpreview | Pt | Ext |

)




Use Spiffs

P
@ Print SPIFF Commissions ==
File Options Help
VEILIEA = 1]
—Report By —Dates
i * Salesperson " Today  Quarter to Date
" Profit Center " Vendor " Week to Date " Year to Date
 Month to Date " Ledger Period
— Salesperson(s) .
Available Include Custom Range
Ak
HA [oangr11 | to [oansn  ~]
L-Z
i MMT I Al
MRE
SPE
ﬂ SSE [v Salesperson page break
TLP
WJIM
o  Save Settings | _Print Preview
A




The faster to the floor, the faster to your customer

=y Print Merchandise To Display EM

File Help
— Sort By —Buildings
" ttem ID Store ﬂ I Warehouse ﬂl
(* Item Description v Al v Al
—Include
Include items received since i"" -
|v Locations
[~ Show in all stores regardless of quantity
[~ Reasons for not displaying
™ wemsareecyaspined | ppipmaan el MG
A




The faster to your customer, the faster your revenue



