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Campus Stores of New England, Inc.
2008 Ballot
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Campus Stores of
New England
Your Campus Store
Industry Resource

m

Please place a check mark next to your selections. You may write in candidates.

OFFICERS

The voting contact for store and vendor members may vote for the officers.
President: Gerald Houlihan, Matthews Book Co./McCoy Health Science
Vice President: Dirk Fecho, UConn Co-op
Clerk Eric Browning, MBS Textbook Exchange
Treasurer: Robin Dziczek, Assumption College Bookstore

CSNE DIRECTORS
The voting contact for store members may vote for the directors.

At Large Director: Manuel Cunard, Brown Bookstore
Prep School Director: Louisa Jones, Pomfret School Store

CSNE VENDOR REPRESENTATIVE

The voting contact for vendor members may vote for the vendor representative.

Vendor Representative: Michael Ekblom, Follett Higher Education Group

Please return this ballot by March 15, 2008 to: David Hazen
University Bookstore
5778 UM Bookstore
University of Maine
Orono, ME 04469
Fax: 207-581-1132



Bookstore Renewal Scheduled to Begin in April

By: Manuel Cunard, Director, Brown Bookstore
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After nearly 12
months of
planning,
renovations to
the Brown
Bookstore are
scheduled to
begin in early
April.

The comprehensive renovation initiative is the focal point of an on-going re-organization effort that has included a
staffing and management review, a sales and marketing strategy assessment as well as a review of the product mix.

The Brown Bookstore is located at the crossroads of the university and the East Side Providence community and for
decades, has served the university as well as southern New England as a premier Independent Bookstore. As has
been the case with many bookstores over the past five years, the Brown Bookstore has struggled to maintain its
position in the general book sales business, competing with big box stores that have opened throughout the area.

The Bookstore was the focus of much discussion and publicity in 2005 and 2006 when the university conducted a
comprehensive review addressing the possible advantages related to privatizing the Bookstore. It was only because
of the remarkable support the store received from students, faculty, staff and community members that the university
determined the store would remain independent and self-operated.

With the commitment of the university and the strong support of university leadership, the Brown Bookstore staff has
created partnerships and sought information throughout the campus, the community and the industry in search of the
attributes of a successful independent bookstore for the 21% century.

The new store will incorporate technology in all departments, providing touch screen access to product inventory and
general book look-up.

Departments have been re-positioned to take better advantage of the excellent window visibility on both Thayer
Street and Angell Street, providing a fresh look of the store for local shoppers and campus community members.
The new view of the store will be more books and less clothing, better reflecting the store mission and priority.

An exciting addition to the store will be the new Bookstore Café that will be positioned in the general book
department. As of this writing the café will be a full service beverage and food operation featuring Fair Trade Coffee,
Select beverages, gourmet pastries, euro baguettes and salads.

By all standards, we believe we have selected the right combination of space, program, proximities and product to
build success. The staff is ready for change and the new space will be ready to respond to the new retail
environment on campus come October, 2008




~% CENGAGE

1% learning

service

Store Qualifications

12-Month Cycle
July T — June 30

Returns Policy
Custom Returns Policy

Stock Locator Service*
Ordering Discounts

Inventory in Place*

Deferred Payment
(upon request)

Centralized
Permissions Service*

iChapters.com
Affiliate Program

Sell-Through
Assistance

Technology Product
Training Resources

January, 2008

. BENEFITS AT A GLANCE 2008

The status you earn as of 12/31/2007 will remain in effect through 6/30/08.

All Cengage Learning
college store customers qualify
at the Bronze level.

12 months
from the date of invoice

20%
12 months from invoice date

Yes

N/A

Yes

June—payable 9/15/08
July—payable 9/15/08
November—payable 1/15/09

Yes

serviceplus.cengage.com/
ichapters2.html

serviceplus.cengage.com/
sellthrough.htm

serviceplus.cengage.com/
technology.htm

® Stores must maintain a
12-month net purchase
volume of $25,000

® Annual returns ratio is less
than 20%

e Bill-to account must meet
Credit Department approval

15 months
from the date of invoice

20%
12 months from invoice date

Yes

1/2% discount on Pubnet and
online orders placed in June

Yes

June—payable 9/15/08
July—payable 9/15/08
November—payable 1/15/09

Yes

serviceplus.cengage.com/
ichapters2.html

serviceplus.cengage.com/
sellthrough.htm

serviceplus.cengage.com/
technology.htm

Platinum Level

® Stores must maintain a
12-month net purchase
volume of $50,000

® Annual returns ratio is less
than 15%

e Bill-to account must meet
Credit Department approval

Life of the Edition

20%
12 months from invoice date

Yes

1% discount on Pubnet and
online orders placed in June

Yes

June—payable 9/15/08
July—payable 9/15/08
November—payable 1/15/09

Yes

serviceplus.cengage.com/
ichapters2.html

serviceplus.cengage.com/
sellthrough.htm

serviceplus.cengage.com/
technology.htm

Learn more about these services by visiting FAQs on serviceplus.cengage.com

This supersedes all previously published program descriptions. Program details are subject to change.
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United We Stand....Divided We Fall

By: Gregory P. Smith

This morning you arrived at work early to check on a special project. As you enter the building you hear excited
voices coming down the hall. As you walk through the office door, Mary, your Sales Manager, notices the surprised
expression on your face. She says, "Hi boss! | took care of that project you gave me yesterday and it is running
great. We will exceed our sales goals again this year!" You see your staff huddled around a table working on the
new proposal to improve customer service. They came in ahead of time to work on the project. Ceiling lights
illuminate the charts and graphs showing progress made.

There are no walls or barriers separating your team from each other. The room is full of energy, a charged,
innovative environment of motivated team members. They are proud of themselves and their accomplishments. Is
this a dream? Or is this for real?

The advantages of having people work together as teams still remain a critical element in building a positive work
environment and high job satisfaction. In a rapidly changing world that values technology, speed, and flexibility,
teamwork unites individual efforts and is key for success, innovation, and creativity.

Teamwork has improved morale, reduced costs, and dramatically enhanced productivity in businesses. William J.
O'Brian, the former CEO of Hanover Insurance Company said many years ago, "The fundamental movement in
business in the next 25 years will be in dispersing of power, to give meaning and fulfilment to employees in a way
that avoids chaos and disorder." Teamwork is still a major ingredient in high performing organizations.

Teams can decrease the need for excessive layers of middle managers and supervisors. Aetna Life & Casualty
reduced the ratio between workers and middle management from one supervisor to seven workers up to one
supervisor to thirty workers, while improving customer service. At a General Mills' plant in Lodi, California,
productivity escalated to 40 percent above comparable plants because of teams.

However, many businesses do a poor job building teamwork. | have visited organizations where open conflict
existed between individuals and departments. Imagine working for a company where individuals do their best to
sabotage each other's efforts. According to the website Mediate.com, managers spend 30% of their time dealing
with conflict. How long can a business stay viable when people refuse to work together?

Jon Katzenbach and Douglas Smith, in their book, The Wisdom of Teams, provide an excellent definition of a
team. They say, "A team is a small number of people with complementary skills who are committed to a common
purpose, performance goals, and approach for which they hold themselves mutually accountable.” In their book, the
authors talk about the following successful criteria in high performing teams.

Complementary Skills. Each person on a team possesses a particular skill or talent. When blended, these talents
and skills improve the capability of the team. In a high performing team, members can perform each other's job.

Committed People. Teams reach maximum performance when they are committed to each other and trust
management. Personalities and human dynamics are critical to team success. Until team members trust one other,
and understand each other's personalities and individual work styles, commitment to the project is difficult.

Common Purpose. Most teams work on a particular project, task, or specific type of work. Committees are not
teams. The most effective teams are ones that have a written charter outlining a clear goal, purpose, and mission.

Common Approach. You can't throw some people into a room and expect them to become an effective and
productive team. Not having a structured way of doing work is one major reason teams fail. For example, project
teams should follow a standardized methodology for solving problems, designing a new service, and/or improving a
process. Initially, teams require training, mentoring, and coaching.

Greg Smith is a nationally recognized speaker, author, and business performance consultant. He has written numerous books and featured on
television programs such as Bloomberg News, PBS television, and in publications including Business Week, Kiplingers, President and CEO, and
the Christian Science Monitor. He is the President and "Captain of the Ship" of a management-consulting firm, Chart Your Course International,
located in Atlanta, GA.
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We Deliver!

By: Tova Beiser, Brown Bookstore

Book sales are tough all over and we are
all looking for a way to increase sales.
The Brown Bookstore is fortunate to be
located on a main thoroughfare on a city
street that is accessible to both University,
and local community members.
Unfortunately there is little off street [ ]
parking for the public and thus it can be
somewhat daunting to stop in and pick up
a book. In order to address this issue,
and in accordance with our efforts to
make the bookstore an ever more
welcoming venue for the neighboring
community, we have instituted a local
delivery service.

401.863.3168

This past fall, the Bookstore purchased a big red van and on Monday, November 26, 2007, the Brown Bookstore
kicked off the General Book Delivery Program. The program provides delivery within a five-mile radius of the
bookstore, on and off campus (excluding residence halls which are locked for security purposes). We deliver on
Mondays, Wednesdays and Fridays between 2pm and 5pm, and deliveries over $25.00 are free! (Deliveries less
than $25.00 incur a nominal $3.00 charge). While we are currently only filling a few orders a week, the program is
growing. We regularly place advertisements in local papers and have sent flyers to local assisted and independent
living facilities, hospitals and nursing homes. In an industry where service is of paramount importance, we are

Breaking News! 12 Time NY Times Bestselling
Author, Michael Palmer, added to the 2008
Super Regional Program!

We are thrilled to announce that Michael Palmer will be our featured speaker at
our Author’s Breakfast on Friday, March 28th at the Super Regional in Atlantic
City. Michael Palmer, MD, is the author of 12 medical suspense thrillers, all
international bestsellers. All those who purchase a ticket to this breakfast will
receive a FREE copy of Michael's latest book, The First Patient.

“The First Patient is an exciting thriller that is full of surprises and captures the
intense atmosphere of the White House, how the medical system works, and how
the 25th Amendment could be brought into play. | thoroughly enjoyed it.”
—President Bill Clinton

Certified Collegiate Retailer

Distinguish yourself from the rest, become a Certified Collegiate Retailer! A Certified Collegiate Retailer (CCR)
designation demonstrates that you possess the necessary knowledge to successfully manage a college store, and
will further enhance your credibility. Apply for the CCR certification, prepare for the CCR examination, and then sit
for the exam at the 2008 Super Regional; with a passing score you will get the distinction you deserve. For more
information go to: http://www.nacs.org/public/certification. CCR application deadline: March 7, 2008. Examination
fee: $200 (NACS members); $400 (nonmembers).




