A PROVEN APPROACH
ON HOW TO DRIVE
FOOTSTEPS, SALES AND

Extreme Retail School PROFITS IN 2012 AND

ART FREEDMAN -

Internationally renowned

retailer

Art has more than forty years

experience in retailing, during

which he has held every job

position at the store level,
regional responsibilities in a corporate environment as
well as being a multi-store owner. Art has delivered real-
world training and mentoring to more than 500 groups,
touching more than 15,000 retailers. He has presented
across America, Australia and
in more than 20 other countries.

BEYOND

You will be inspired, educated, and mobilized to take
action in your business!

Learn how to:

* Keep your margins from eroding, even during
these challenging economic times

* Educate and motivate your team to delight your
customers each and every time

* Improve inventory productivity to reduce cost and
dramatically increase profits

* Drive more footsteps into your business without
increasing your advertising costs!

“Great information and energy. I've got new ways to
look at my financials that will strengthen my business.”

—Jeff Pardini
Do it Best, Hills Flat Lumber

Guarantee: You WILL get $10-100K more out of your
business this year by attending the school and applying
Art Fr eedmansos dporni’'ntc inpil sess

limited!

Who should attend: Owners, Managers and anyone who

makes sales happen in your store!

RETAILER
Fresh. . . Energizing. . . Relevant EDG E‘

PROVEN PROFITABILITY PRACTICES

November 16 & 17, 2011 at Staybridge Suites in Sacramento, CA
Visit Retaileredqge.com or call (916) 715-0999


http://www.doitbest.com/Main.aspx
http://www.doitbest.com/Main.aspx

Doit

Wednesday, November 16" Thursday, November 17t

Opening and introductions. Finance for high-profit retailing.

How the content will be made relevant to the Understanding and managing by the numbers.

participant’s business. Effective retail finance, including budgeting, financial

Discussion of what participants expect to get out of the basics and managing to your financial goals.

course. These expectations are written down and What affects cash flow? Discussion of inventory turn-

addressed at the end of the course. over, open to spend, obsolete inventory, payback on

The difference between a strategy and a tactic. Why this long term debt, and more.

course focuses on tactics, which are specific actions you Key financial performance i

can take to produce immediate results. indicators” should be revie
monthly?

High-profit retailing. Turning non productive inventory into cash.

Overviews of the nine crucial elements of successful Industry benchmarks to evaluate such as sales per

retailing that are an integrated system for profit. square foot of retail space, inventory turnover and

average transaction.
Thinking styles of high performing retailers.

What is on their “To Do L i sffeétivemargin management. “ Too Di ffi cul
List."” Using margins as fuel for your business.
Why great retailers know the difference between an The three ways to look at every product in your store to
amateur and a professional. maximize profitability and maintain the right price
What it takes for a good retailer to become a great image.
retailerand how to assess the difference. Identifying the top 25 classes that provide most of the
store profits.
Leadership and coaching to win. Assessing your retail pricing strategy, including class
Leadership should inspire people to help your business margins, cost basis and market competition.
achieve high profitability. Smart Pricing based on segmentation, velocity, price
Mastering ways to communicate, innovate, prioritize, threshold, sequencing and size.
enable, and inspire people. Ensuring that your pricing
The seven priorities of a strong retail leader. consumer.
Teaching employees where the money in the business
goes. Shrinkage.
Creating a coaching environmentin your store. How to identify the causes of shrinkage.
Why and how employees steal.
Creating a Retail Operating Plan. The five-step process to reduce shrinkage losses in your
Setting a bottom line profit goal. business.
Evaluating: sales, cash flow, margins, markdowns, Why 30% businesses fail because of theft, and how to
shrinkage, inventory turnover, open to buy and average protect the business.
transactions.
Knowing your numbers: Backdoor margin, final gross Need more information?
margin and bottom line profit. Calculating and reviewing Visit www.retaileredge.com /Extreme Retail School
on a monthly basis. www.youtube.com Art Freedman Every Customer Every Time

Program Cost:
§275 or $250 if paid by

November 1, 2011 (Save $25).

Note: @@ has picked up 50% of

the tuition cost for you! REEB(I;EER‘



http://www.retaileredge.com/
http://www.youtube.com/

