WELCOME

HOME FURNISHINGS

NETWIRKING

C ONFERENCE




Winning the Zero Moment of Truth - Changing the Rulebook

by zeromomentoftruth @

WATCH VIDEOS
SEARCH

STIMULUS

ASK YOUR NETWORK
| f-.2 -}
. cr J ii

|

READ REVIEWS



How furniture retailers
can engage Gen X &Y and



If you're feeling overwhelmed,
maybe you'll feel better knowing
the three fundamentals of

marketing are still relevant:

ATTRACT

new customers to your store

ENGAGE

them with your products and your
brand message

CONNECT

with them to deliver sales leads
and opportunities, through

conversations/interactions and
transactions online or in-store
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Some Background And Statistics
On How Consumers Shop.

Tools That Can Help You Conne

Actual Retaller Data That Shows
How You Can Increase Sales
Embracing Digital



TRADITIONAL PURCHASE JOURNEY

00000000




NEW PURCHASE JOURNEY




NEW PURCHASE JOURNEY
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IT'S TAKEN US 15 YEARS, BUT WE'VE FINALLY
FIGURED OUT HOW THE TEENAGERS OF THE 50

THINK,ACT, AND CONSUME MEDIA
STOP THINKING YOURSELF p;

INTO ACTING..
asmartacivg eS8 [N 2
YOURSELFINTO Rl i

THINKING.
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NO MATTER WHAT

RETAIL STRATEGY ENCOMPASSES...
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TWO WORDS WILL DEFINE YOUR FUTURE.
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MOBILE & LOCAL
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MOBILE MARKETING
S ALWAYS ON
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NIVI( + )
\\&_{

NAPIER MARKETING GROUP



WHY?
BECAUSE YOUR CUSTOMER DEMANDS I

@ GREATEST/SILENT

@ BoOMERS

@ cenx = 64% Of The Population
201,562,000 Of your

@ MILLENNIS 5 customers are wired for

) GENZ Mobile & Local

U. S Population
325,596,215
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THIS IS NO LONGER A TREND, IT IS REALITY

B2C E-COMMERCE SALES IN NORTH AMERICA FROM 2010 TO 2016 (IN BILLION U.S. DOLLARS)
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PERCENT OF RETAIL SALES ATTRIBUTABLE TO ONLINE IN
SELECTED MERCHANDISE CATEGORIES (U.S.)

70%
Media, Sporting and Hobby Goods ,"
Pk
60% g
@
In less than 5 g
years 27
50% 32% of home % >
furnishing sales _ A o
will be online! Electronic and Appliances "¢
L 4 "
40% Py
30%
20%

---- Projection
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TODAY & TOMORROW'S CONSUMER

2014 when the 72 million Boomers
comprised 29% of all buyers and 36% of
all dollars, amounting to $35 billion.

That's a 17% decline in terms of
dollars spent.

Gen X'ers held a 30% share of buyers and
represented 33% of dollars, spending $32
billion.

Generation X's buying power
increased 43% between 2012 and
2014

Gen Y - Millennials accounted for 28% of
total dollars spent on furniture and
bedding in 2014.

Per the data, the youngest
generation spent a collective $11
billion on product in 2012 and $27
billion in 2014, a whopping 142%
increase

$41.8

$347
$318
$22.3
17.0%
A 4
212 2014

$3.0

2012 2014 2012 2014 2012 2014
Millennials Generation X Baby Boomers Seniors
ages 18to 34 ages 35 to 50 ages 51 to 69 ages 70+

Furniture and bedding spending in billions
Source: Furniture/Today Consumer Buying Trends Survey, 2013 and 2015
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& DON'T FORGET ABOUT...

They may not be buying
products yet, but they will.

Gen Z makes up 25% of the
U.S. Population and they're
rapidly coming into their
own-in terms of influence,
consumption and spending
power.

: START SELLING MORE
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"MOBILE IS THE CHANNEL OF CHOICE T0 KEEP
RELATIONSHIPS WITH EXISTING CUSTOMERS ALIVE
BECAUSE IT CUTS THROUGH THE CLUTTER OF EMAIL

AND SOCIAL”

-FORBES MAGAZINE
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156 MILLION 82 MILLION

U.S. CONSUMERS U.S. CONSUMERS
OWN SMARTPHONES, OWN TABLETS,
AND IS INCREASING BY AND IS INCREASING BY

24% ANNUALLY. 57% ANNUALLY.

-COMSCORE INC. -COMSCORE INC.

USE SMARTPHONES IN-STORE TO RESEARCH AND
ACCOMPANY THEIR SHOPPING EXPERIENCE.

-FORESTER RESULTS

: START SELLING MORE
!)ni\nﬂ §=§s!omonEs Reta“lgl':l ONLINE TODAY



WHY YOU NEED CONTENT

T1%

of shoppers wouldn't of customers expect
to be able to view
in/store inventory
online

know you exist
without some kind of
web presence

When you don't tons of products and don’t show prices,
consumers default to the on-line giants...

BECAUSE THEY DO...And they get found!
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_ SHOPPING | SMARTPHONES HAVE

: CHANGED THE WAY PEOPLE
: SHOP- 96% HAVE RESEARCHED
USE SMARTPHONE / TABLET A PRODUCT OR SERVICE

TO PURCHASE products or USING THEIR SMARTPHONE.
services

94% OF SMARTPHONE USERS
LOOK FOR LOCAL
INFORMATION ON THEIR
PHONE AND 90% TAKE ACTION
AFTER SEARCHING, INCLUDING
MAKING A PURCHASE OR
CONTACTING THE BUSINESS.

76% OF IN-STORE BUYERS
RELY ON THEIR SMARTPHONE
WHILE SHOPPING IN YOUR
STORE!
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THE COMMON DENOMINATORS

94% of mobile users have searched locally on their smartphones.
70% of searches have connected with a business after searching it.

Called the business or service m
More Active Mobile Phones 0/ connected with
than People 0 the business Looked the business up on a map or got
directions to the business or service
Visited a business (e.g. store ir restaurant)
Mobile Users Searching for visited the
You - LOCALLY - business Visited the website of the business or

96% of smartphone owners
have researched a product or told others
service on their device about it

Read or wrote a review about a business or a
a service 15%

Recommended a business or service to ' 13%
someone else

Mobile Searching VS. PC
Searching - smartphone

: made
search volumes are growing h
faster than searches on the PC a purcnase Made a purchase from business online 21%

[by a staggering 3.4 billion in
the past year]

= START SELLING MORE
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26%

Made a purchase from a business in-store




DIGITAL MARKETING PLATFORMS MOBILE RESPONSIVE?

Adobe Mobile Experience Survey, potential customers would not recommend a
business with a bad mobile site, and 40% would then visit a competitor site
after a bad mobile visit.

{ Google Developers

Mobile Guide GetStarted Documentation ¥ Mobile-Friendly Test

Mobile-Friendly Test s

Enter a web page URL m

This test will analyze a URL and report if the page has a mobile-friendly design.

Learn more about the mobile-friendly criteria and how it may affect Google's search results by reading our blog post.

www.google.com/webmasters/tools/mobile-friendly/
If your website provider has no plans to make your platform mobile compliant....

FIRE THEM NOW!

| ‘Il \Y 'e'
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MOBILE MARKETING ISN'T AN OPTION;
IT'S AN IMPERATIVE

Shoppers are looking for product
information and they're turning
to their mobile device to find it.
The mobile device, always on
and always with shoppers, is
one of the biggest influencers
in the store today; it presents
tremendous opportunities for
marketers across industries to
connect with potential

customers--wherever they are. ra
1
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MOBILE CAN BE USED TO GET CUSTOMERS TO THE STORE AND
CANHELP KEEP THEM THERE

Allow customers to find your business on
mobile

In addition to having a mobile website,
businesses should use it to prominently
display retail locations and phone numbers.

Own the digital shelf

Make it easy for shoppers to find product
information, promotional offers, or other
information about your business on their
smartphones when in-store.

Adapt your marketing message to the
consumer’s context

Taking into account things like location, time
of day and device allow you to reach people
with more relevant messages




MEET THE SHOWROOMING
CHALLENGE HEAD-ON

It's going to happen, so find a way to take
advantage of it. Having a wide inventory of
ecommerce products, store maps, and
product information QR codes are just some
of the ways to connect with mobile users.

Improve the in-store experience

Offering expert service from salespeople or
interactive product demos can help
distinguish your in-store experience from
online shopping.

Have a strategy to address price
comparisons
Raise the value of your store by identifying

non-price, value-added differentiators. - ]
IVAGINE Retailer SEHuhan L
Online Selling Solutions com ONLINE TODAY
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RECOGNIZE THE PIVOTAL ROLE OF MOBILE
T0 YOUR OVERALL MARKETING STRATEGY

Grow in-store sales by allowing
consumers to research and purchase your
products with a mobile device.

It's going to happen, so find a way to take
advantage of it. Having a wide inventory of
ecommerce products, store maps, and
product information QR codes are just some
of the ways to connect with mobile users.

Start to measure new conversion types.
Offering expert service from salespeople or
interactive product demos can help
distinguish your in-store experience from
online shopping.
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IMPLICATIONS FOR BUSINESSES

Mobile marketing isn't an
option; it's an imperative

Mobile can be used to get
customers to the store and can
help keep them there

Meet the showrooming
challenge head-on

Recognize the pivotal role of
mobile to your overall marketing
strategy

r ~o - START SELLING MORE
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75%

of online
seqarches are
related to local

82%

of online
searchers

content ﬂg?ﬂ\;_j gp 57 OIn

of smartphone

users secrch

Consumers for products
are smarter E‘.uhy on their phone

and more
mfurmad 1ht:|n

Ecmmers every day

Mllllonl 80% of

Shoppers success is

want ' \ showing up
tent, \
omaion €N Xand Y

pricing, invertory, 112 Consumers

setues,vigees, . IVIillion | consult

social presence an average of
and more.

11 new media or
32-45

fraditional sources
before purchasing
year old women
are your prime

demographic

DIGITAL

EXperience |sopper

Be where your customers are

researchingbonl i ne! Tha

a website, social media platforms

and blogs. Blogs are the number

one way to increase inbound web
traffic to your website.

Eighty percent of Americans have
smartphones. Is your website mobile
optimized? Find out by typing
your website address here:
http://tinyurl.com/qyyhwkp.

Make sure you have a ton of products
for the consumer to engage
with on your site. If you have
50,000 SKUs to sell, show them.
You can always label your items
On-Display or Special Order. Remember,
websites like Overstock.
com are all Special Order.



Social4Retail
|nternet&$ocial billnapier@napiermkt.com - f E in 2 _ Search
Marketing For Retail

it’s About being everywhere
...All the time.
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. S % v ‘ to EngAgE your customer where they want to,
7 b g g : when they want to and how they want to.
= : ’ . www.sociAlYretrail.com
Social Marketing Menu Social Integration Home Furnishings "STUFF" Our Retail "RANTS" Blog About Us Contact

Pinterest Set to 2015 Omnichannel Online And Digital Why Your Retail Store Become An Instagram
Needs A Multi-Channel INSTAGURU -

. Marketing Strategy
Research Small Business INFO-GRAPHIC

OMNICHANNEL Made Easy-INFO- T
GRAPHIC 2 INSTAERAM
TRENDS 2015 1 g AL

Lzl Click the image to read the W— ONLINE - m— S = Click the image to learn
Click the image to read the report ADVERTISING more

IET SMALL BEUSINESSES

Surge in 2016: New trends Advertising For

Click the image to read
Y more

article

- eMarketer.

DIGITAL INTELLIGENCE

www.soclaldretail.com




L0 ENGAQE your customer where they want to,
When they want to and how they want to

TWEETS FOLLOWING FOLLOWERS FAVORITES

527 1,959 1,229 3 Edit profile

Napier Mkt Group

Creetmg‘ guiding and deploying
sunressfill marketinn R2R/R2C snhitinns

Tweets  Tweets & replies  Photos & videos

“ Napier Mkt. Group @/ otaMkiGuy - May 17
Off to Orlando to spea+ at thﬂhfn com...hope to see good friends there

@MinnesotaMktGuy
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Home Profile Connections Jobs Interests Business Services Premium Resource
W Internet Strategic Marketing Group For Retail 1292 members | Owner A
1 e e i & Manufacturers

Discussions Promotions Jobs About Search IManage n

- = " PREMIUN
Bill Napier NS
Home Furnishings Marketing Agency & Industry
Consultant For Retailers & Brands
Winona, Minnesota | Marketing and Advertising
Current Napier Marketing Group, Inc., IMAGINE ADVERTISING

& RM INNOVATION, Industry Recognition

Previous Home Line Furniture, Robinson & Robinson. Inc., Ashley
Furniture Industries, Inc.

Education  Kents Hill School, Kents Hill Maine - University of
Minnesota -

View profile as g . 5_00+

{1 https:/\www.linkedin.c om/in/winapier BW Contact Info
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DATA
SHMATA.

ANALYTICS
ISTHE
DEATH OF
CREATIVITY.

CAN'TWE
JUSTTWEAK
THE MODEL
TO GETA
DIFFERENT
RESULT?

\
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BARGAINING

: START SELLING MORE
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SINCE
WHEN DID
MARKETING
REQUIRE SO
MUCH
MATH?

.

5 STAGES OF DATA-DRIVEN MARKETING

[ACCEPT
DATA THAT
SUPPORTS
WHATEVER
| PLANNED
T0 DO
ALREADY.

DEPRESSION | ACCEPTANCE




Embrace technological solutions to organize and push

product data elements onto all platforms, the most vital

part of maintaining a fully integrated omnichannel

INFORMATION

Uy "oTORe | ONUNE | MOBILE - SOGIAL

OMNICHANNEL SOLUTION

START SELLING MORE




Embrace technological solutions to organize and push
product data elements onto all platforms, the most vital
part of maintaining a fully integrated omnichannel

Google places

L.
REGISTERYOR YE!P 70%
BUSINESS ING. o F

EVERYWHERE ot Setrchers use i

YaHOO! LOCAL throughout the entire

e

research process

merchantcircle.com

-Google/Compete Retail Furniture Study, U.S

-,l YELLOW
PAGES. M : START SELLING MORE
I AGINEREta'l-gﬁ ONLINE TODAY
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RETAILERS CANNOT CHOOSE THE DESTINATION

DESTINATION < JOURNEY

RETAILERS CAN IMPROVE THE JOURNEY

\

: START SELLING MORE
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9014 SALES OF HOME FURNISHING
FCOMMERCE GIANTS

o & 45

hayneedle &

ONE KINGS LANE

200 MILLION Jo0 MILLION 2 BILLION
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SELLING CODE




RESPONSIVE SITE DESIGN

YOUR LOGO HERE

R 005050

H START SELLING MORE
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POPULARITEMS ~ RECENTLYVIEWED ~ BEST SELLERS

Best Sellers

North Shore - Dark wrk Kanoa DuraBlend® - tions - Hettinger - Cof*
Brown Sofa R Midniaht Safa &

SR A An

Look for foctory
direct items
throughout

our site,
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WISHLIST, REACHES, AND CHAT

Date Added

My Account
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WISHLIST, REACHES, AND CHAT

Waiting

Reaches

:d Requires Response N

Saaren 2d Requires Response  Nc¢

Name Emall Assigned To  Walting
'

dsreddyTIlivexom Unassigned Requires Response ReqUires Response

’

dereddy7i@ivecom Unassigned Requires Resporse N

nilda1 104nikds@act com Unassigned  Requires Response  Normal "‘Iuires Respﬁ'.

Catkinsonivenizon.net Unassigned Requires Response Normal February 25¢h, 2015 12:141

733508 Byahoo.fr Unassigned Roquires Response Norma! Februacy 24th, 2015 3:13pen

Requires Response Normal Fedruary 24th, 2015 S:18am

EvenythingcreSav@yahoo.com

Unassigned

ernest.caldweli@rocketmad.com Unassigned Requires Response Normal February 24th, 2015 407am

tonicobinson201 1 $mad.com Normal Fedruasy 23¢d, 2015 12:59

Unassigned Requires Response

: START SELLING MORE
ICnI ne QES!ONOE REtGIIB_ - ONLINE TODAY




WISHLIST, REACHES, AND CHAT

«wssage and we'll gec

Lntroduce yourself *

Name, Email or 15§

I AGINE Retailer

Message *

: START SELLING MORE
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MYREGISTRY.COM INTEGRATION

YOUR L0 RERE b))

YOUR LOGO HERE

* Favorte
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SIMPLE INTEGRATED CHECKOUT
2, © &

[E— e e 1 S i A | R e — —— ! —
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INSTANT ACCURATE REPORTING OF ONLINE SALES

Order Number

Search:

5002

Order Number v Name Price Status

Quantrice Kimbie $1,20958 Purchased C
5001
O3LAr 3010 $1,478.96 Purchased
toni morsell $1.189.98 Purchased
)
Myisha Allen $421.86 Purchased Febn.r)o

$1,189528

destiny rosado Purchased February 24th, 2u..

Josetta Mcdonald $653.61 Purchased February 24th, 2015

Joseph jones $552.92 Purchased Febeuary 24ch, 2045

¥ari Golden $53v77 Purchased

Februdry 24th, 2015

$42358 Purchased February 24th, 2015

Tarya mackey

i chas
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CONSTANTLY COMMUNICATE

220m users
/ R gie @ 50+ sites

L Network
> waees EOPIX  TRACFONE Reach
- Oxeset It L il ¢ 4 Desktop: Mobile:
53% 60%
S ey B Ty Bt Yellowise Twsthets of Jocal oA socat

sach soarch
Sowrce
comscore

e"’*- Al

geomarketing
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CONSTANTLY COMMUNICATE

A\
yelp+ =

Thisisa
Steve getting m
eip. Everyc o

-
- )
0
2
e
-+

Ny Tt
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Southshore @m Archer getting me f + S A I T T S
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CONSTANTLY COMMUNIGATE

%50

— s All Accounts

Post To Account{s)

: -
=
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Post To Account(s
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CONSTANTLY COMMUNICGATE

Create a New Campaign

Drag Content Here “g@zeccccsss incesscacans”

Drag Content Here

Orag Content Here: Drag Content Here: Drag Content Here: Drag Content Here

: START SELLING MORE
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CONSTANTLY COMMUNIGATE

A Author

POSES [AddMew FallInLove  CLS Factory

Your backup folder is NOT writable With Your Direct
To correct this Issue, make the folder Mome/cisfacte/public tmidlog/wp<ontent/backup-at H 0 me|

Al | Published (3 | Drait
Bulk Actions ¢ Apply Al dates +  Viewallcategories ¢ Flter
Title Author Categories Togs L Date
Fall in Love CLS Factory General - 2005020 ., . CLS Facto
With Your Orect Published ered: Y
Home! Direct

Uncovered: CLS Factoey Factocy Direcr, - 20150112 No e # No
Mattress Direct Furniture, General Published description
Myths
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TRAINED ONLINE SUPPORT

You don't have to be an expert to get
rolling. Our team works all day
everyday in this world. We have the
answer or we will get them for you.

IF YOU DON'T UNDERSTAND THE ANSWER FROM

Jeff Bennett

3 "'"e e=i55% (R STAFF CALL ME PERSONALLY @ 740-415-3192

. START SELLING MORE
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