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Member News

Condolences:

Ernest A. “Ernie” Wheeler
age 85 of Swansea
passed on Dec. 8, 2009
after a courageous battle
with Pul-monary Fibrosis.
He was the husband of
the late Lorayne
Wheeler, who he has
missed dearly since her
passing. He was a loving
father and grandfather.
He was fond of his pet
dog Buddy, his constant
companion.

He spent twenty years as the manager of the Campus
Book Store in the now named University of
Massachusetts at Dartmouth.

Mr. Wheeler was very active in his community, A charter
member and coach of the Swansea Little League, Charter
member and past president of the Swansea Lion’s Club,
served on the Swansea School Committee, served with
Diman Regijonal for 18 years as past chairman and
member of the Study, Planning, Building and School
Committees. Inducted into the Diman Hall of Fame in
1999. He was inducted as a Life Time member, Mass.
Association of School Committees. He served five years
as the driver coordinator providing rides to the Hudner
Oncology Center and Boston area Hospitals for cancer
patients.

He also received the Paul Harris Rotary award for
outstanding community service. He wrote and produced
a documentary about World War Il veterans of Swansea.
He donated the Town Living Christmas Tree.

Surviving: two daughters Donna Wheeler York, Wendy
Cardinal and four grandchildren and four step
grandchildren, ten step great grandchildren in addition to
two half brothers and one half sister.

Contributions in Ernie’s memory may be made to:
Pulmonary Fibrosis Assoc. 1332 No. Halsted St. Suite
201 Chicago, IL. 60642 or Hudner Oncology Center 795
Middle St. Fall River, MA. 02721

Happy Anniversary!:

CSNE is not the only one celebrating a special Anniversary.

International Collegiate Sales, Inc. (ICS) is celebrating its
20th anniversary this year. They took a photo of their entire
group at their national sales meeting held at the Waldorf
Astoria in Orlando, FL the first week in January, 2011. Ed
Zacharski (New England sales rep for ICS) is at the far left in
row two of the photo.

Other News:

Campus Customs just launched their Collegiate Division’s
new website campuscustomscollegiate.com

Campus Customs' music division Soundwave just opened its
own recording studio in New Haven called Sunset Goose
Studio www.sunsetgoose.com

Attention Joint Meeting Exhibitors!

There are just 4 booths left at our March 20—23,
2011 Joint Meeting & Trade Show at Mohegan
Sun!

Click the link below to register:
https://www.etouches.com/www.csne.net/meeting




. - Joint Meeting &
Meet New York Times Bestselling Author “Trade Show

and Pulitzer Prize Winner Anna Quindlen at
The Joint Meeting & Trade Show!

Anna Quindlen is a Pulitzer Prize-winning journalist and the first
writer ever to have books appear on the fiction, nonfiction, and self-help
New York Times bestseller lists. Her work has appeared in some of
America’s most influential newspapers, many of its best-known
magazines, and her novel, Black and Blue, was chosen as one of the first
Oprah Book Club selections. As a columnist for the New York Times,
Quindlen became one of the first women in the paper’s history to

write a regular column for its influential Op-Ed page when she began
the nationally syndicated “Public and Private.” From 2000 until 2009
she wrote the prestigious “Last Word” column for Newsweek.

In her new novel, EVERY LAST ONE (Random House - Now in Paperback), Quindlen presents a
powerful portrait of a mother, a father, and a family, and the explosive, disastrous consequences
of what seem like normal, everyday actions.

EVERY LAST ONE is an unforgettable story about growing up, being a parent, and the illusion of
security. In Anna Quindlen's mesmerizing prose, we follow Mary Beth as she, like every parent,
wonders when to let go and let her children live their lives, or when to intervene. It is a story
about facing every last one of the things fear most, and what happens afterwards when we are
forcedto live alife we'd never dreamed we would have to live, but must be brave enough to try.
Ultimately, Quindien's EVERY LAST ONE is a story about hope, and the invisible line of healing
that connects one human being to another.

VEW vogg TINES

“Engrossing Spellbinding.” — The New York Times Book Review

“Quindlen captures both the beauty and the
breathtaking fragility of family life.” - people

Campus Stores of New England and College Stores Association of New York State's Joint Meeting
& Trade Show is being held March 20 - 23, 2011 at Mohegan Sun in Uncasville, CT.
Ms. Quindlen will be appearing at the Monday, March 21st luncheon.

Toregister to attend the Joint Meeting and Trade Show, including the author luncheon, or for more
information, visit www.csne.net/meeting or e-mail office@csne.net or call 978-250-9847.

BESTSELLER |
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Welcome New Members!

John Kelm, VP, Marketing
Bookstore Solutions
2805 South 1900 West
Ogden, UT 84401
Phone: 724 651-6386/800 699-4558
john@bookstoresolutions.com
Product/Services: Textbook rental services

Shane Kleingartner, Sales Executive
Cl Sport
16 Broadway
Fargo, ND 58102
Phone: 701 239-5956
Fax: 701 239-4208
shanek@cisport.com

www.cisport.com
Product/Services: Collegiate apparel

Roisin Ross, Sales/Marketing
eeBoo Corporation

170 West 74th St #102

New York, NY 10023

Phone: 212 222-0823

Fax: 212 781-1922
roisin@eeboo.com
www.eeboo.com

Products/Services: Notebooks, stationary, art
supplies, children’s gifts and games

Karen Clark, VP
Edden Apparel Group
4201 Westgate Ave Ste A-11
West Palm Beach, FL 33409
Phone: 561 712-2471
Fax: 561 712-4594
chris@eddengear.com
www.eddengear.com
Products/Services: Varsity Tees, sweaters
letterman

Rick Merriam, Regional Brand Manager
Licensing Resource Group
495 Hope Street Suite 5
Bristol, Rl 02809
Phone: 401 396-5588
Fax: 401 396-5589
rickm@Irgusa.com

www.lrgusa.com

Noni Darakhshan, Sales Director
Mobile Edge
1150 N Miller Street
Anaheim, CA 92806
Phone: 214 498-4281
nd@mobileedge.com
www.mobileedge.com
Products/Services: Laptop Cases & Accessories

Lionel Binnie, Director of Business Development
MSOURCE Group
1858 Pleasantville Rd Suite 111
Briarcliff Manor, NY 10510

Phone: 914 406-9485

lionelbinnie@msourceideas.com
www.msourceideas.com

Product/Services: Fashion accessories

David Bain, President
Super Marketing Distributors dba/ Pop-in
Company
65 Richard Road
Ivyland, PA 18974
Phone: 215 674-5410
Fax: 215 674-5459
dbaim@supermktg.com
Products/Services: Books, DVD's, CD's, cell phone
accessories

David Spiegel, President/Owner
VASA Sales
668 American Legion Dr
Teaneck, NJ 07666
Phone: 201 836-8272
Fax: 201 468-6123
david@halloweensales.com
Product/Services: Costumes

Mark Waitkus, Owner
Waitkus Studios
PO Box 13
West Boylston, MA 01583
Phone: 617 970-5871
Fax: 508 835-4053
info@markwaitkus.com
www.markwaitkus.com
Product/Service: Art/Specialties
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Why Should | Come Into Your Store?

By: Rick Segel, CSP

I had an interesting conversation this week with one of the people who | work with in The Retailer’'s Advantage Platinum
Membership. | asked a basic question about how business was. She said, “Business has been spectacular during the last
three months.” She said that she has been up 30%. The thing which is really impressive about what she said is that she
had admittedly stated earlier that her business was floundering or was just “so so” prior to this. What was the silver bul-
let? What transformed the store? Her explanation was simple and a lesson for all of us to learn.

She said that every day she gave a customer a reason to shop the store. Every day she would
have some type of activity, promotion, class, or anything that you can think of, which a cus-
tomer might say “that’s interesting”. She went through my list in my book from The 5000 Best
. \ Sale and Promotional Terms Ever Compiled. She went to the book and checked off all of the
P"ﬂm‘m““a different varieties of sale and non-sale ideas and started to plug them into her store calendar.
Namﬂs &\ﬂﬁﬂs She then brainstormed various types of classes she could have and picked the best ones and
pyenCompiled sorted them into a calendar.
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But it is more than events. It is more than just having sale or price promotions. It is also about
well-planned, friendly reminders. It is about the ways to plan on delivering those friendly remind-
ers. Let me explain.

A simple, friendly reminder just means that you are reminding the customer about the store or, perhaps, getting more spe-
cific and reminding or informing them of something they have previously expressed an interest in. We would spend a great
deal of time when filling out a preferred program information page. And we would ask what types of merchandise this cus-
tomer would have the ability to purchase from us. We would break it down by category, price range, and by vendor name.

A planned, friendly reminder simply means when we plan in advance to contact our customers who have an interest in a
specific category. The way this would work is that we would ask the customer about their preferences, which might be a
particular manufacturer. Then we would filter all of the people who liked this particular vendor and send them some type
of message. It could be as easy as a phone call, an email, or a text message. If you had enough in a category, you could
have one of the popular email services send a personalized email to the people who fit into this category from your list.
The key is to send the message which they will get and understand.

What this is really saying and what we have to do is to be proactive about attracting people to our store. When you look at
a master calendar which will incorporate sale events, non-sale or fun events, classes and you merge that with the one-to-
one friendly reminder, you have the formula for doing business.

Since | started writing this article, | received a phone call from a past RAMAE (Retailers Association of Massachusetts
Awards of Excellence) award winning store. They called up to see if | could help them get an article published in one of the
magazines for which | write. | asked her how business was and she proceeded to tell me how terrible it was. But she
thought that by having one article in this particular publication would help to turn her business around.

| then asked her a series of questions, such as “Do you have a blog?, Are you on Facebook?, Do you do an electronic news-
letter?, Do you have any system that highlights your customers’ preferences that would allow you to be able to contact
them about those preferences?” Needless to say, the answer to all of my questions was “no”. She did say that she sent
out a beautiful newsletter but it cost a fortune to send it. | was starting to get the picture as | am sure all of you are as

well.

Bottom line: Promote in as many different ways as you can (not just by lowering the price or having sales) and give yours
customers multiple reasons to come into your store.The more reasons and the more people that you will appeal to, the
more business that you will do. Charles Dickens said, “These are the best of times and the worst of times.” Where does
your store fit???

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.




Looking for a befter cash wrap”?

Shop About

is the
nimble, space-saving alternative to built-in check out lanes. What makes it better?

Go anywhere in the store, even offsite, on easy-rolling 5" casters.

Create your perfect POS from our selection of sizes, custom colors,
and optional on-board battery power.

Shop About is built like a tank and made to last — we even
back it up with a Lifetime Warranty!

To order your Shop About or find out more, call our knowledgeable and friendly folks
at or visit

Powered Inventory Carts Wallmounted Kiosks Backroom Workstations

Anthro: It's For Your Whole Store.
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CSNE's Discussions Have Moved to Linked [LJe

Do you have questions and no answers? Jobs that need filling? Need sources for
products? Need ideas? Whatever your questions, you can now ask them directly and
reply directly on CSNE’s new LinkedIn Group! Here are examples of recent discussions:

m interesting test during buybacD

I am doing a remote buyback away from the
campus store, at hours in the evening when

(S any store or business in Nem the campus store is closed. We are using
England actively using their the bookstore's system, so pricing, retail list,
etc. are all the same.

Facebook page to build their

brand?
This discussion had 6 replies
This discussion had 15 replies \% p /
@ney Stores \

The piece that appealed to me about this arti-

cle was that the stores are inviting and under

constant change. They appeal to the kids and

adults and use the creative ideas of many to
be stronger in the marketplace.

wssion had 4 replies /

If you are already on LinkedIn, click the link below to join CSNE’s group!
http://www.linkedin.com/groups?mostPopular=&gid=3570577

Not on LinkedIn? It's easy to join! Visit http://www.LinkedIn.com

What is LinkedIn?
LinkedIn is a professional networking site that many find to be advantageous to their careers. In

addition to CSNE’s page, many other groups of interest to our industry exist on Linked In —such as the
Higher Ed Café. Many individuals place their resumes on LinkedIn and it’s a great place to look for
jobs and find employees. More info may be found by following this link: http://press.linkedin.com/about

Campus Stores of New England is also on:

facebook
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Graduation....Not Just a Day, It’s a Season!

By: Helen Taylor, Church Hill Classics

Graduation season is almost upon us and now is the time to start
merchandising graduation.  Receiving a college diploma is an
undisputed milestone and your store should start building the
excitement and creating the graduation atmosphere 10-12 weeks prior
to commencement day!

Graduation is a key event in a person’s life equaled only by events
such as a wedding or having a baby. As you make plans for your store,
make sure you capitalize on the significance of graduation. Capture
sales to the families of excited graduates looking to buy gifts in
recognition of the hard work, achievement, and college tuition already
paid out.

Check your inventory of graduation products such as diploma frames,
announcements, and other graduation items well ahead of time. This is a one-time event, graduation products are often
an impulse purchase and not having adequate stock on-hand will result in lost sales...definitely not what you want in a
tough economy! Resist the temptation to save in the short-term by cutting your graduation mailings. They key to success
is reaching your prime target—parents—well ahead of graduation, when they are beginning to think about graduation gifts
and the big event. Your advance mailings and efforts will ensure you make some early sales (great for cash flow!).

To maximize sales, capture the excitement in months leading up to graduation by using your store’s resources to set the
tone. Marketing & merchandising doesn’t necessarily mean spending oodles of money, it just takes some advanced
planning and creativity. Below are some ideas for preparing your store for the big day, and getting the word out without
spending any money:

PRIOR TO GRADUATION
e Send an email blast to students or families of graduates prior to graduation detailing graduation products offered
through the store and any special discounts or events going on during graduation.

e Make sure your store website has all your graduation products posted in an easy to find category such as
‘Graduation Gifts’ or ‘Commencement Gift Center’. Feature a home page link on your website directly to
graduation products in the months leading up to and after graduation. Having an e-commerce store website is
really important. If your store doesn’t have a website or doesn’t have e-commerce functionality, see if your
graduation vendors have programs available to sell products on your behalf on their website.

e Set-up a graduation center in a prominent location in your bookstore to showcase graduation products and gift
suggestions. Make it easy for families to find these products in your store since they will not be familiar with your
store layout. Decorate with balloons, “congratulations” banner, a mannequin in a cap and gown, etc. Put out
diploma frame, class ring, and announcement brochures with order forms as part of the display that customers
can take.

e Make graduation an event on your Facebook page and consider offering exclusive Facebook grad promotions.

e Check into advertising your store on campus radio or newspaper. Some campus radio stations will advertise for
free if you are an on-campus store. This is perfect for promoting events such as grad fairs.

ON GRADUATION DAY

e Consider bringing in extra staff or ask your graduation product vendors to help out in the store assisting
customers and restocking graduation merchandise as it sells.

e Have a second location on a table outside the bookstore, or at the location of graduation if possible, to sell
graduation products. Parents often arrive very early to graduation to secure seats and have time to wander

around prior to and right after the ceremony.




CSNE Ballots Are in the Mail

2011 Ballots for elected CSNE positions have been
mailed to the main contact at all CSNE member stores
and companies. Please be sure to cast your votes and
return your ballot ASAP!

Running for office are:

President: Don Gibson
Little Dog Sales

Vice President: Mike Ekblom
Follett

Secretary: Kelsey Bayreuther
ENC College Store

Treasurer: Dave McKenna
College of the Holy Cross Bookstore

Secondary School Director:
Guy Gnerre
The Hotchkiss School Store

Your Campus Store

Industry Resource

Anniversary
Friday February 25th — Joint Meeting Deadlines!

Member at Large Director:
Michelle Mare
Rhode Island College Bookstore

1961-2011

Vendor Rep: Scott MacDonald
One Coast Collegiate

CSNE & CSA-NYS Joint Meeting
and Trade Show
March 20 - 23, 2011
Click the link below by February 25th to
book your overnight room!

https://resweb.passkey.com/Resweb.do?mode=welcome gi_new&qgrouplD=2833954
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Coming Soon! Overflow hotel information!

Discounted Early Registration Pricing for Stores also ends Friday, February 25th!

Click this link to register online:
https://www.etouches.com/www.csne.net/meeting

Or click the link below for a PDF Registration Form
http://www.csne.net/StoreRegistrationBrochureFinalNoBleeds.pdf
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Your Campus Slnre
Industry Resource

CSNE is pleased to to honor a vendor who has provided the New England
Campus Stores with outstanding service in the past year. The award will be
presented at the March 22nd Recognition Banquet at the Joint Meeting & Trade
Show at Mohegan Sun. We would like all our member stores to nominate a
vendor for this award.

In considering a candidate, keep in mind vendors who have provided you with
the following:

Qutstanding:

. Service

. Support

. Follow-up

. Reliability

. Product knowledge

. Sensitivity to the campus store environment
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1 1
1 Store Name: [
I (one nomination per store please) 1
: Store contact: :
1 1
| Would like to nominate the following: :
1 1
| Company: :
1 1
| and Representative: :
: for the CSNE Outstanding Service Award :
; Comments (Optional): :
1 1
1 1
1 1
1 1
1 1
1 1
1 1
1 1
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Return your nomination form by e-mailing this completed form to office@csne.net
or faxing to 978 250-1117 or mailing to
CSNE, 6 Boston Road, Suite 201, Chelmsford, MA 01824

The vendor receiving the most nominations will be presented with the award.
In the event of a tie, multiple awards will be presented.

Nomination Deadline is March 4, 2011




