Wuiversity Frames, Inr.

Free School Specific Diploma Frame Web Site for your Store

University Frames is proud to offer our segment leading E-Frames custom web site to your
college store. Now you can offer hundreds of frame options to your students and alums! We
have a gorgeous and intuitive site with lovely photos of all mouldings and options. This gives
your customers a chance to discover the diploma frame that is perfect for their individual taste
and environment. All this at no charge, expense or effort on your part. We do all the customer
service, shipping and handling. You just need to open the nice big commission check every
quarter.

Join the hundreds of university and college stores enjoying easy profits from our innovative e-
commerce solution. In New England, contact Tom Dunfee. In Upstate NY contact Peter Dady.
Or call University Frames professional customer service department @ 1.800.711.1977. We
stand ready to show you the highest quality frame with the fastest delivery to your customer.

Peter Dady (607) 756-8308 Tom Dunfee (603) 293-7533
dady@toast.net atlantic@metrocast.net
New Y ork New England

(800) 711-1977



Page 12 The Campus Connection

Report From The National Retail Federation’s Big Show

By: Rick Segel, CSP

Last week | traveled to New York City to attend the National Retail
Federation's 99th annual trade show and conference. Retailers came from
around the world came to see the latest and greatest technology, trends,
ideas, and tools. Let me share my impressions and some of the tools of the
future that are available today.

On many occasions in this column | have explained why | have been more
bullish about retail business than some. That reason is that when | attend a
conference and | do my unscientific survey of asking people how business is,
| generally get a response such as, “not bad”. The reason for that is the
majority of the conferences | attend are specifically designed for independent
specialty businesses who have fared much better during this recession.
Couple that with the fact that the people who generally attend these
conferences are the cream of the crop--the people who are always looking for
an edge or an idea that will improve their business. In short, it's the winners
who attend the conferences that | go to.

This show was different. It is the conference that primarily large stores attend. Their businesses had definitely
experienced the recession and did not fare as well as their smaller colleagues did. So independents give yourself a
pat on the back! Along with that observation, there was a theme that was repeated again and again and many of the
sessions. That theme pertains to the concept of being “customer centric.” Speaker after speaker talked about the
importance on focusing on the customer more so than ever before. Duh? | don't get it. What were they focusing on
before?

| suppose it seems silly to me because specialty businesses have always had to focus on the needs and wants of
the customer. We have never been in a position to dictate to a customer in the way a larger business could. It's not
that the larger stores ignored the wants of the customer but they just did not address them in the same way that an
independent addresses the wants and needs.

One of the biggest trends that will be affecting all of us shortly is what is now called M. commerce, Mobile commerce
or the use of the cell phone. The amount of applications using cell phones was staggering. | think the application that
impressed me the most was the use of text messaging in ways that were both effective and cost conscious. Here is
one application of text messaging that we all will be doing shortly. You walk by a store, receive an e-mail, or even
read an ad in the newspaper, and you read a line that says TEXT 34553 and type in “specials” and within seconds
you will receive all of the stores specials, featured products, or sale items sitting right on your cell phone. You can
even get pictures and full descriptions.

Think about what happens when someone responds: you have just attracted a new customer that has opted in
to your customer database list. Think how simple, seamless, and effective this tool can be. | can't think of another
form of marketing/advertising that creates interest and captures customer data instantly. Obviously this tool should
never be abused and the process to opt out must be as simple as possible, otherwise we run the risk of killing the
goose that laid the golden egg. Remember texting is working now because we have already abused emails. Some of
the other applications that cell phones are being used for are as mini GPS devices in stores to help the customer
find the department or items they are looking for. Obviously this is designed for larger businesses.

Cell phones are also now being used as remote credit card terminals. You can have a device attached to your cell
phone that will allow you to swipe a credit card through. The implications of this technology are endless. You can
eliminate long lines in the cash counter; you can close the sale much faster and eliminate that indecision time for
customers who might be on the fence.

The other interesting use of a cell phone which can be used both by customers and store personnel is a barcode
reading feature. From the retailer's point of view, a simple scan can unlock lots of information that can be useful in a
sales presentation. From the customer’s perspective, there are apps for the iPhone and Blackberry that allow you to
scan a barcode and send you a report of stores and/or websites that sell the same product and report the various
prices. This takes competitive shopping down to the size of your phone. That's scary and the reason why private
labels are becoming more important than ever before.

(Continued on page 13)
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(Continued from page 12)

The last cell phone application that is bursting onto the new retail horizon is the use of coupons delivered to your cell
phone and used from your cell phone. Talk about saving paper! This is a powerhouse. Instead of carrying around an
envelope with all the coupons, they are stored on your cell phone. Then you simply scan it from your phone into their
computer system. If you happen to have a profile posted to the store’s database system, that simple scan can process
the sale using the credit card on file. Are you starting to get the picture that the cash counter of the future might start to
look little different?

The next biggest WOW and trend that many of us will be adopting this year is the use of the flatscreen monitor for
digital signage. The price of these screens is dropping to a point where they have become affordable to almost every
size store. They can be used in so many different ways, from welcoming the customer into the store, to showing
merchandise that you don't have a stock but it is deliverable within a day or so are. As powerful as this application is
you might consider waiting before you jump in here. The reason for that is | believe vendors will start to see how
powerful this tool could be to help promote their lines in stores and will start creating programs that will offer free flat
screens to show their images and messages within your store. It's like years ago when manufactures would supply
stores with fixtures. | haven't seen it yet but it's just too great an opportunity for any vendor to pass up.

| have to report about one display that everybody was talking about. It was a
unique use of projected images that just WOWSs you. The name of the company
that created all of this is Potion. As you can see in the first picture, there is a
table/platform that is a shoe display. It has spotlights above that highlight this but
it appears to be nothing out of the ordinary.

However, when you pick up the shoe,
information about the shoe is now projected
onto the platform as you can see in the
second image. Of course if someone puts the
shoe back in the wrong spot, the display
won't work. But talk about signage that doesn't clutter your store! Potion has many
different applications for this technology and | could go on and on but this was
breathtaking.

There was one other interesting thing that happened during the Retailer Awards Luncheon. There is an annual
People's choice awards for the stores with the best customer service. Out of the 10 best stores selected by over
80,000 shoppers, five of those businesses are online businesses. The winners were: 10th Place Tie—Nordstrom’s &
Kohl's; 9th Place-- JCPenney's; 8th Place—Lands’ End; 7th Place-- Home Shopping Network, 6th Place--Coldwater
Creek, 5th Place--QVC, 4th Place--Amazon, 3rd Place—Zappo’s, 2nd Place-- Overstock.com. 1st Place-- L.L. Bean.
When you look at this list, you realize that there are only four traditional retailers: Nordstrom's, Kohl's, JCPenney, and
Coldwater Creek. The world is changing.

Zappo's also won the award for the most Creative Retailer of the year and the Retailer of the Year went to Ralph
Lauren. That's interesting in the fact that Ralph Lauren is a manufacturer that sells to retailers and also has hundreds
of his own stores, in all different varieties around the world. There was a time that any vendor selling to retailers and
competing with retailers would never even be considered for an award. The times, they are a-changing. Needless to
say, the show was inundated with sessions pertaining to social media and its many uses. The conversation focused
primarily around Twitter and Facebook. | finally saw the power of Twitter in the example of when a customer
complained about Saks on Twitter. Within six minutes, the complaint was handled and the customer was satisfied.
Twitter is starting to find its home.

There were many applications for Facebook but the one takeaway was that Facebook is not a one-sided conversation.
Stores that look at it as traditional advertising are making a big mistake. It is social media and it must be interactive.

Let me just end with the line that | heard from the CEO of Saks. It's been a rough year but let's not waste a good
recession. We have all learned some very valuable lessons from the economic climate we have lived and are living
through. We have learned to do more with less. Those values will make us stronger and better in 2010 and beyond.
They are right-- it is about the customer and no one understands it better than the independent. We have a lot to look
forward to!

Rick Segel, CSP (Certified Speaking Professional), is a retail expert and the author of nine books, including the Retail Business Kit for Dummies, 2™
Edition. For more information, visit www.ricksegel.com or email rick@ricksegel.com.
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Focus on the Good Stuff

By: Paul Martin - Paralympian, Author, Speaker

It's been said that what we think about we manifest; where we focus our energy determines what we produce. "If you
think you can't do something, you're right,” said Henry Ford.

A pessimist continually finds himself in a place he'd rather not be, while the optimist counts her blessings for all she's
been given. This is attitude at its finest.

Attitude

When you put your feet on the floor each morning, you're on a mission—you feel driven. The day's plan may include
helping customers, attending a meeting or planning for next semester. Or you may face more administrative tasks
such as reprimanding an employee or preparing a financial statement. Whatever it might be, it is your attitude that will
determine the level of difficulty you experience.

Approach tasks by being open to a beneficial experience and outcome. For instance, while enrolling members you
might meet a like-minded friend. While filing paperwork, you just might come up with that novel idea. |1 come up with
most of my ideas while grinding out miles riding my bike or running for hours at a time as | prepare for my next race.

Expect Success

Optimism goes a long way when it comes to staying the course in the face of a daunting challenge. Expect things to
go your way, know that you will complete the task, that you will reach your goal, that you will deliver when called
upon. Things will come together for you, often from unexpected places, when you stay open-minded while giving all
you've got.

| am training for a race in South Africa in May. | will run the 56-mile Comrades Marathon, the world’s oldest ultra-
distance foot race.

I've never run more than 26.2...but I'm dedicated to training and convinced | will complete it. | know that | won't
actually enjoy all the training and will surely find myself in great physical and mental discomfort over the course of that
10-plus hour event, but that's now what | think about.

| think about the glory of the finish line! Put your head where you want to be and the rest of you will follow.

Expect Hardship

It has also been said, probably by your parents and bosses, that nothing comes easy. That's a given in the vast
majority of all things of value. We are a goal-oriented society. This outlook has been with us since the birth of our
nation. Thankfully, our country’s founding mothers and fathers looked past the hardships and kept their eyes on the
prize.

Approach your pursuits prepared for physical, mental and emotional difficulty—don’t forget to bring a little patience—
and you'll find these bumps hardly phase you. Those who expect smooth sailing experience the opposite; they will
surely fight a storm.

Responsibility

You have a responsibility to complete your tasks not only for yourself but also for the benefit of others who rely on you
at work, home and community. Accepting responsibility with the knowledge that others are counting on you will lighten
the heaviest loads.

I’'m running the 56-mile race as member of Team World Vision, 18 individuals each charged with generating 100
people, groups, or entities to sponsor an African child. The knowledge that my team and those children are counting
on me brings ample energy to take this daunting task to successful completion.

Make It A Habit

Optimism is a habit, it's part of one’s personality. For example, when getting to know someone, an optimist will focus
on one’s qualities—not shortcomings. By looking for the good, the door is open to greatness. And | think Mr. Ford
might agree that great vision calls for seeing what is possible.

Paul Martin is a frequent speaker for associations, chambers and business. He can be contacted at paul@paulmartinspeaks.com or 303-330-2750.

Note: The author is a leg amputee, Ironman triathlete and silver and bronze medallist at the Athens Paralympic Games. Anyone interested in
learning about the event should visit www.theultimatecause.org. For information about my own trials and successes, visit www.onemansleg.com.
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Thank You!
We would like to thank our Joint Meeting & Trade Show Sponsors and Donors:
Silver:
Nebraska efollett
BOOkCOmpany HIGHER EDUCATION GROUFP
Herff Jones

Tichenor College Textbook Company

In-Kind Donations:

Envirotote Framing Success Spirit Products

We would like to thank our Fall Meeting Sponsors and Donors:

Platinum: Silver:

Nebraska
¥ Book Company

In-Kind Donor:
Envirotote
Welcome New Members!
John Cameron, CEO Lesley Moore, Senior Account Representative
Hot Feet Sales, DBA Ivory Tower Agenda PartnerShip
402 West Ave, Rear Suite 500 East Lorain St.
Jenkintown, PA 19046 o Oberlin, OH244%74222
Phone: 215-886-9211 °”§g§°§d§?fég?§91§ °
Fax: 215-886-0684 Imoore@partnership.com
sales@ivorytoweragenda.com www.partnership.com
Products: Supplies Products/Services: Shipping discounts
Paul Kennedy Denise Alexinski
Global Prints Suffield g%al\?e'\rﬂna)i/nBS?okstore
H d65PSprka|g\g/|Lf 82t1 Suffield, CT 06078
yde Par 02136 _
. Phone: 860-386-4494
Phone: 617-364-0320 Fax: 2
Fax: 617-364- 0329 ax: 860-668-2966

bookstore @suffieldacademy.org

paulkennedy@globalprints.com -
www.suffieldacademy.org

www.globalprints.com
Products: Posters & prints




“ITBAKER&TAYLOR

J. A. Majors

Introducing BLIO
digital media store, powered by Baker & Taylor

Blio, the world’s most advanced, flexible and engaging e-reader
software application. Built on state-of-the-art video gaming
technology, this three-dimensional, interactive
application works across platforms and devices —
www.blioreader.com
WWW.majors.com
www.baker-taylor.com
For more information contact: Joanna F. Campana
Key Account Manager
856 566 1744
jcampana@majors.com

Please stop by our booth at the CSNE — CSNY Trade Show
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An e-commerce solution designed to address
all your e-commerce needs, with little to no
cost to the store.
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Majors’ MyBooksAndMore.com enables you to provide
an almost unlimited selection of medical and health

science text and reference books without the additional
inventory expense. You are virtually never out of stock.

https://new.mybooksandmore.com/MBM)/screens/index.jsp




