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1) The Buyers: identify the person who buys, rents and pays for instruments and services from your store that
are purchased for the players in the household. The Aimsi account number, first and last name, address,
phone, email, etc. and all accounting transaction history including purchases, rentals, extended warranties,
etc. are part of the Buyer record.

2) The Players: added by a sales person to identify and profile the musical attributes of an individual musician
within a household including: first and last name, what they play, and your selling strategies to advance their
musical achievements. You will also use the Player to record future follow up appointments and objectives.

As you will see, a Customer Frontline household provides you with the sales and marketing information needed
to accurately find and solicit certain qualified buyers with targeted offers to buy items or services that match
the musical needs of the players in their households.
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Buyer Record for Mary Beth Beebe

o Custumerl'@ Personal T il NutesTm CDntact&T‘éﬁ AimSi T",, Profile1 T'_r,. Profile2 T"}_}, Acti\-'itiesT Al Histor',r]’-,_; Email

I

Marne |Mar§,f Beth Beebe | W Customer Mumber 8014 &
Customer # |BEEBEM / :e.| A | 07/23/2001 Salesperson® I:I
Address |1124 5. Market | Cnunty|5EDGW|CK |

| | store® | @L.c. pate

City | wichita B[ST (ks &|  Zip 67211 4| @n.c. Date

c.phone () - e[ Jow| [
H. Phone |(316) 264-2035 | v Bill To: | ‘ CFREQ_II'
’ - : Interesks
Fx £l - Email v St
The basic customer information already entered in the AIMsi system is displayed on the Customer Frontline customer

screen as seen above. The sales transaction history for this customer can be viewed on the AlMsi tab, as noted by a
red arrow. The first Player record is added by clicking the CONTACTS tab as noted by the other red arrow above.

i

Name | Customer Number 5014

Customer # | BEEEEE M " Salesperson®

Address |1124 5. Market County ISEDGWICK |:|

I Store® @L.C. Date In4mnzmn
City |wichita ST [ks Zip | 67211 @N.C. Date [04/07/2010

C. Phone |[ o Age*l Category < I
W. Phone I {1 - Source* I Subcat. I vI Perf* I

H. Phone |[315‘|| 764-2035 w Bill To: I CFREQ 0
Fax #[() - Email | v S

Adding a Player’s record to the Buyer’s record - Organizing a Household

Adding Jeremy as a Player in the Bebee household: click on the CONTACTS tab. Basic information from the Buyer’s

record will auto-populate related fields when a new player record is added. Fill in the fields highlighted in yellow.

Use drop down menus in fields marked (*) or a drop down arrow (see pages 5 and 6).

1) Enter the first and last name of the player.

2) Enter the first and last name of the buyer in the household in the “Bill To” field. Enter the name as you want it to
appear in an email, brochure, letter, label, etc.

2) Enter the buyer’s email address and other phone numbers that you will need for future follow up contacts.

3) Populate the remaining highlighted fields as described on pages 5 and 6. Click the “Save” button in the upper
right corner of the screen.

4) Click on the PERSONAL tab, click Edit and click the cursor in the Buyer F.Name field. Enter the “Bill To” person’s
first name only. Click and select the relationship of this Player to the Buyer; a school can also be selected.

5) Click “Save”. The basic information about your Player is documented, see top of page 3.

Note: once the first player record is added to a household all additional :

player records are initiated by clicking the “New” icon in the upper tool fﬁ \

bar of an existing player record. B
Mew
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Player Record for Jeremy Beebe

f‘.ﬁ CustumerT@ Personal T il Nutes]m Contactﬂ[g'j AimS5i T'J, Profile1 T'J, Profile2 TE ActivitiesT al HisturyTT Email]

S EICE |Jeremey Beebe *"*‘ 1 Customer Number B014 &
Customer # |BEEBEM 4.| o | 04/07/2010 Salesperson® I:I
Address 1124 5. Market [#7] county [cLark | [ ]

| ‘ Store” | Pburg ‘ @L.C. Date

City |Las Vegas A[ST [Nv @]  Zip 89123 4| @n.cpate

[ ]

C. Phone |[?02) 555-1212 ‘ Age® | M School Category| Combo SEH’E
W. Phone |[ ] - ‘ Source® Subcat. | Electric Guilﬂ F'Eff*

H. Phone |(702) 555-4433 4| Bill To: |Mar‘y Beth Beebe | CFREQ
Fax # |[ ) - Email | mbeebeZ3@cox.net v.ﬁ'&;ﬁ'ﬁ;:ts\_

" CustomerI@ Personal I 2 NotesTm Contact&IﬁIS AimSiI"_, Profilel I'_, Profile2 ]"'fo ActivitiesT al Histor‘yTY Email]
The thlrd tab Of a Play.er S re.cord IS_ ﬁ] | Custom Fields Customer # Name Customer # I:I
labeled PROFILE 1. This I_Droflle tab is = 1through 20 [gog | [seremey Becbe NEED
used to outline a marketing strategy
to make future sales based on desti-

Guitar Acstic®

Descr‘iption|

nation instruments identified for this Guitar Elec* | Step up | Description | American Strat |
PIaygar. For examp_le, two field_s ha_ve PR | Description| |
entries that describe two destination i i
. . ifiert ipH -
items for Jeremy: a step up guitar mpHASrt| Step up | escription | G-DEC |
and a step up amplifier. The sales- Keyboard®| | Description| |
person has identified these items as Effects® | Description| |
the result of interactions with Jer- »

. Sound - DJ* | Description | |
emy and most likely Mary Beth.
These entries can be updated as the FEREI=EDT | Description |
salesperson advances the player to Cases® | Description| |
other instruments and accessories. EW Manth® | Description| |

Every data field in Buyer and Player records are target “qualifiers” to be used as a resource to find customers in
your database for any variety of reasons. The accuracy and timeliness of data field entries determine the sales and
marketing value of your database. The completed customer record for Jeremy Beebe will be used as an example of
how Customer Frontline can find qualified buyers as a means to organize targeted sales and marketing programs.

As shown by the screens above, Jeremy is a beginner guitar player. Mary Beth Beebe, his mother, pays the bills.
With the information entered into Jeremy’s customer record he and his mother would be included in a Customer
Frontline data search when it is time to promote a clinic on guitars, a sale on amplifiers, etc. Customer Frontline
provides a variety of database navigation tools and other utilities for you to find Buyers based on any combination
of musical qualifications associated with the Players in their household, as explained on the next page.
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Finding Buyers and Players in Customer Frontline

Finding customers is done with an intuitive “screen search” utility in Customer Frontline. Click “Screen Search” in
the left toolbar of any customer record. A blank screen, as shown below on the right, will appear. The data fields on
all tabs of a blank customer record are displayed with a command box on the left. The command menu list appears

when a command box is clicked. The selected command dictates how the Customer Frontline search engine will treat
the data in the selected field. Screen searches can be organized by any combination of fields. A data field is acti-

vated for a search when a command from the drop down menu, as shown below, is turned on and a selection is en-

tered into the blank data field.

Contact

%, Customer Frontline Screen Search

"I\ Create Note
£ New Meeting
A Write Letter
ig 5end Email
25 Send a Fax
Contact data
. Print Label

]

nvelope

-
Ll
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il Screen Search
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L Super Search
Magic 5earch

e e b

il Item Search

o

Opportunities

| & &GP

= Equals

% Does not equal

'ﬁ Includes

@ Exdudes

23 Greater than

@E Greater than or equal to
@ Less than

({E Less than or equal to

£

EX Is Notin list
u Is blank

Is Mot blank
E Exact Equals

Range
Izin list
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Reset Load Save Cancel Start
| Contact fields Page 1 of 6 |
" Cuslomerlﬁ PersonatT€§ Aim5i ]":,. Profile 1 ]" Profile 2 Tﬁ Advanced T a Preview]
NamelD | Customer NumberEl
Househald |D | Add Date Salesperson® El
Address |D | County IE' C. Type El
|D | Rd Rep* El @L.C. Date
City||] | |D | |D | @N.C.Date|[ | / /
E: Phonelzl Age* |:| | Category||:| |
W. Phone El Source® |:| | Subcat. ||:| |
H. Phonelzl Bill To: ||:| | |D |
Fax # Email|ﬂ | Perf.* |:| |
BUYER int PLAYER | CFreq ||:| ‘ Mktg Camp E
O interactive Search OJip ry contacts; [ Additional contacts[] status flag 60374 Contacts
O Relative dates [0 Matching contacts Mailing flags

Notice the two green call out signs at the bottom of the search screen above. One or both of these options must be
turned on. Customer Frontline will search and find Buyers when “Primary Contacts” is turned on. Players are found
when the “Additional Contacts” selection is turned on. Most searches are done on “Additional Contacts”.

[‘-ﬁ CustomerT@ PersonaLT £ AimSi |7 Profile 1 I’:,_ Profile 2 ]’ﬁ Advanced T & Pre\n‘ew]

Suitar Acstic* |:| | Descriptinn“j
Guitar Elec* | S Step up | Des:riptinn“j
Guitar Bass* |:|| | Des:riptiun“j
Amplifier® |:| | Description“:I
Keyboard‘“] | Description“j
Effects* |:| | Descriptinn“j
Sound - DJ* |:| | Description ||:|
PercuEsiUn’“j | Des:riptiun“j
Cases® |:| | Descry L

EW Month* ([ |

5C
{4 Databases

® Search, Browsing 2 of 2 records.

O interactive Search I Primary contactsk] Additional contac

O Relative dates [ Matching contacts 7| Create Note

Contact

B New Meeting
2 Write Letter

i) Send Email

&5 Send a Fax

% Contact data
4 Print Label
) Envelope

‘:33 Today’s Items

_L Screen Search

|
1@, Super Search

The sample screen search on the left will find Players
who have been identified by the sales staff as destined
to play a step-up guitar. As seen below, two players
were found (including Jeremy) by the “step-up guitar”
qualification. A marketing campaign by way of emails,
letters, phone calls, etc. can be initiated to the Buyers
in these households based on the musical qualifications
of their Players.

Exit search \‘z l

ﬁ;‘, Located v[l{l 4 l » l Nl_&l

- Customer’IQ Personal T HUtasTﬁfA CUntacLsT & AimSi T', Profile1 T', Profile? Tﬁ ActivitimT N Histury]’y Email]

Mame | Jeremey Beebe ¢| v 1 Customer Number 8014 &
Customer # |BEEBE M 2, || 21| 04/07/2010 Salesperson®
Address [ 1124 S. Market County | CLARK
Store* Pburg @L.C. Date |04/07/2010
City |Las Vegas :«|ST |Nv & Zip (89123 % | @N.C. Date |04/07/2010
C. Phone | (702) 555-1212 Age® | M School Category | Combo SeriJ

W. Phone |{ ) Source® | Direct M Subcat. | Electric GuiE‘ Perf* | BE
H. Phone (702) 555-4433 -'s,| b Bill To: |Mary Beth Beebe CFREQ 0
Fax # [ ) | Email | mbeebe23@cox.net | -
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Menu List Items & Definitions - Combo Customers

How to select from menu lists in data fields with an asterisk (*)

An asterisk (*) at the end of a data field name indicates that a menu list is assigned to it from which a selection is
made to populate the field. A field without an asterisk will accommodate data that is key entered by you up to its
space capacity. The customer record must be in the edit mode to add or change data field information. To display
a menu list: 1. point and left click the mouse in the destination field; 2. right click the mouse, the list appears; 3.
left click a menu item, it will install to the field, the cursor will move to another field.

Notice that the Category and Subcategory fields have down arrows rather than an asterisk, see below. Left click
the down arrow of the Category field to display its menu list. Left click a menu item. Left click the down arrow of
the Subcategory field and left click a menu item. These two fields must be done in this sequence. A Category
item must be selected first. This selection determines the list of menu items that are qualified for entry in the
Subcategory field.

Click the “Save” button in the upper right corner of the customer record to save all field entries. Field entries can
be updated as needed in the future by clicking the “Edit” button in the upper left toolbar of the customer record.
The “Save” button must be activated when data entries and changes are completed on an open customer record
screen before moving to another tab or customer record.

The Category and Subcategory fields are used as a general classification to identify the principal instrument of the
Player. Populate these two fields with the intention that they will be used in the future to find those Players who

—— are qualified to receive instrument based marketing and sales promotion announce-

= | ments. For example, Customer Frontline would find Players in your database with the
— field entries as displayed on the left so that you can alert them about a sale for acoustic
.~ || guitar pick ups and other related items.

Category|Combo Seri

Subcat. | Acoustic Gu

OTHER CUSTOMER FRONTLINE DATA FIELDS WITH ASSIGNED MENU LISTS

Age*

Select player's age category

Item Description

Adult The customer who BUYS and PLAYS the instruments purchased

E School Elementary school

H School High school

M School Middle school

P School Pre-school

z Buyer The customer who BUYS but doesn't PLAY the instruments purchased
Source*

How did you find out about our store?

Item Description

Billboard Outside billboard display

D Mail Direct mail announcement

Internet Found about the company through internet search like Google
Newspaper  Display advertising

Radio Radio commercial

Referral Another person recommended the company to the customer (teacher, tech, customer)
Road Rep Customer was referred to the store by one of the company's road reps
Store Cus Has an established purchase history with the company

TV Television commercial

Unknown Don't forget to ask!

Website Customer landed on the company's website
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Perf* (Performance)
Select player's musical performance level

Iltem Description

AD Advanced

BE Beginner

IN Intermediate

PR Professional (performs in public)
TE Teacher

UN Unknown

Purchase Qualification by Instrument Category (Profile 1 Tab)
Select player's qualification

Item Description
Owner Owns a high end model, not likely to trade up or purchase another
Prospect Has an interest to buy, does not currently own this type of instrument
Repeat Owns an instrument in this category, likely to buy another of similar quality
Step up Player aspires to own a better quality model, received a presentation
Ve . T .0 . £ . € THE FULL TIME INITIATIVE

F.T.l  Motes Calendar Write Internet Sale

Hote fo: i K The Customer Frontline notepad utility is designed to help you keep track of what is dis-
- cussed with a customer, how to follow up and when to make the next contact. See guide:
-0 Next Contact for more details. The list below displays the contact headers and definitions
AMowup | used to document and describe the content of your most recent contact with a customer.

Contacf Note for Duane Abbey 1. Click the “F.T.l.” button in the upper toolbar of the customer record. Click the down
: arrow to the right of the Note type field.
[¥] I tptate contactntes 5 gelect a contact type that describes the nature of your contact with the customer.
pate: 127Rper v Time: (][ [F][n[F] 3. Click the mouse in the open field to enter notes about what was discussed, etc., and
Note:[ ) Customer presentation & what should be done in the future to close the next sale.

4. Verify the “Next Contact Date” and save the note.

(1B eE Alan Sl dnski

Full Time Initiative (F.T.l.) Notepad Entries

Contact Type & Description
A) 1st sale made
The first serial numbered item sold by me to this customer
B) Repeat sale made
A subsequent serial number item sold by me to this same customer
C) Customer presentation
Describe the instrument presentation made to the customer: model, price, etc.
D) New customer added
A first time shopper in this department, | will follow up to make sales
E) Phone call, outgoing

TT: Talked to... LM: Left message... include brief summary
F) Phone call, incoming
TT: Talked to... include brief summary

G) Received email, mail, fax
Describe content of what was sent to the customer
G) Received email, mail, fax
Describe content of what was received from the customer
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Documenting and Scheduling Selling Activities in Customer Frontline

Customer Frontline posts completed and assigned customer TV

follow up Activities in the “Today’s Items” list on the day that
the assignee is scheduled to follow up with a customer.

'[! Create Note
B New Mesting
2 Write Letter
i Send Email
5end a Fax

Contact data
. Print Label
Envelope
Today's ltems
Screen Search

o

Super Search
Magic Search

e Fal ey« KRR

Item 5earch
&5 Opportunities

The Customer Frontline Activities scheduler is organized so that a user can assign a follow up contact for a customer to
themselves, or assign a scheduled follow up contact for a customer to another person in the company. For example, a sales-
person can schedule a follow up call to be made to a customer on a specific date. The assignment will be listed in the note-
pad area of the customer record. The customer record will be displayed on the assigned date when the “Today’s Items”
icon, located in the left toolbar, is clicked. This reminder will be displayed for the assignee, not the assignor. In other
words, a follow up “Activity” is scheduled by an assignor and implemented by an assignee. This can be the same individual,
or two different people. An Activity is scheduled as follows:

Click the “Activities” utility in the This dialog box below will appear.
top toolbar, click “Schedule a Call”.

Call for Jeremey Beebe

Activities  Write  Internet Sales  Report

| *] Activities View Ctrl+T
{9 Today's Contacts Ctri+Y User: Sam Porman A
:\8 Calendar Date: 04/10/2010 3 ‘3 Days IZH
. & Schedule a Call
7% Schedule 2 Meeting Time: | 0s EH oo E| | meEIH 15 Minutes IE”
" [ Schedule a Task
_ oy 3 | Type:|call -]
4 write a Letter Cirl+L .
e ¥ Use Activity Date for Next Contact Date
* I3 Mailing Label Ctrl+B
: _J Envelope
Stamp Mote
Note: : . .
Showed Jeremy and his mom the Fender American Strat. Discussed full Al

trade value of his beginner guitar.

Notice that the assignee is Sam (User). He has posted a call for customer Jeremy Bebee to his follow up schedule for
04/10/10. Consequently, when Sam logs in to Customer Frontline on 04/10/10 and clicks the “Today’s Items” Jeremy will
be included in his follow up “to do list” for that day.

Scheduled activities are displayed in the customer record notepad area, as seen on the next page.

Retail Business Solutions LLC « 702-897-6708 = ads@rbsolution.com « Pg. 7




As the sample shows below, Customer Frontline is listing two customers previously scheduled for follow up contacts
on 03/25/10. This list and the customer records were organized into a Customer Frontline Screen Search after user
Sam clicked the Today’s Items tab.

Edit

F View Contact Search Tickets Opps  Activities Write Internet Sales Reports Tools  Wizards Help
& ; = L = = » E"l

\ \ A 3 y e by
Hew Edit Search F.T.I Motes Calendar Write Internet Sales Reports Tools Wizards Exit

'+ Tovn contacs o semporn o 2) I PREEETIOIOD B

\ Databases v |8 C IQ PersonalT.’j NotesTm ContactﬁTﬂ AimSi T"j Profile1 T';, Profile2 Tf@ ActivitiesT R HistoryTy Email]
Name |Duane Abbey -:e,| v Market: 5 Customer Number 61379 &
Contacts Household | ABBEY D 2, || | 01/11/2005 Salesperson® | ADS
=77 Dat
‘;| ° Address | 3430 w 93rd M. County | pupage C. Type |Cash Customer
A% 3/25/2010 .
COLN € < Rd Rep @L.C. Date |03/24/2010
Curtis Coln City | winfield AfsT (L @ Zip | 60190 %| @N.c. pate [03/25/2010
;iﬁ».?f?_ﬁ.l’?_mﬂ
ABBEY D C. Phone | (476) 555-6577 Age” |Private Category | Buyer ﬂ 1
Duane Abbey W. Phane | (476) 555-3498 Source® [T O M Subcat. |B3 E| Perf.”
H. Phone | (476) 755-2959 & Bill To: [peggy Abbey | cFrea] o
Fax # |[ ) | Email |paby@aol.com | v
ml-@lDate / Time F |User |Descr‘iptior| {51items } 4 MNote Options v =
3 3/25/2010 6:45:00 AM SPOR Call on 03/25/10 at 06:45AM 4¢————
. f 3/24/2010 5:44:00 PM ADS Jj Other b
- 5 10/18/2007 12:14:00 PM__ SPOR E} Sent email, mail, fax
= Replacement promotii S8 (20 (@ [
2 FP® 06| o
] T New Edit Delete | Complete | Directions Exit
. R 1 5/14/2007 4:20:00 P}

«

Call for Duane Abbey'

A double mouse click on the Activity header in the notepad
will display the actual Activity dialog box as seen to the right.
Note details are displayed in the lower portion of this dialog
box. An Activity can be completed while in this dialog box:
click the Complete button in the upper toolbar, click “Yes” in
the first options box, a second Options box will appear: click
Yes to schedule a new future contact with the customer. “No”
will close the current Activity and remove the customer from

your future contact schedule.

Activity?

Customer Frontline

Do you want to schedule a follow up

User: Sam Porman

Note:

v

Time:
Type: | Call E

[ Use Activity Date for Next Contact Date

Stamp Note

By: ADS Date: 03/24/10 17:45:43
assigned by Al to Sam, custno 61579.

When “Yes” is selected a new Activity dialog box appears to assign a new follow up
Activity for this customer, either to yourself or to another person in your company.

A listing of scheduled Activities can be displayed by clicking the “Activities” tab on a customer record.. This list is popu-
lated according to the content options that are selected: date parameter, user, all or current contact. Completed or de-
leted Activities are not included in the list. A double mouse click on any of the listings will display that Activity dialog box.

4 Customer | @ Personal | 7l Notes | i3 Contacts | §§ AimSi | %) Profile | £ Profile? | T Activitles | “{ History | &) Email |

E Activities List mCanta:t info customer #
3 items Show: (& All contacts »» Contact information may not match activity <<
~
[ All Dates for): Current contact Name |Randall Beech A‘
;017 ~ .
From: 01/01/1980  » & User: Sam Porman ~  Household |BEECH R ;4‘
To: 12312100 v & @ Actvity Options | A v
(=]} |f@|’3!|l)ate/ Time | User ‘ Action ‘Customer # |Company |Contact L
2 4/20/2010 3:15:00 PM SPOR  Call 63500 COLLMANN K Kathy Collmann ...
By: SPOR Date: 04/07/10 14:27:06
Scheduled this call on 04/07/10 for 04/20/10.
=1 4/29/2010 4:15:00 PM SPOR Call 61579 ABBEY D Duane Abbey
By: SPOR Date: 04/07/10 15:16:16
Assigned by Sam for Sam to contact Duane on 04/2%/10.
=1 3/25/2010 9:30:00 AM SPOR  Call 12529 COLN C Curtis Coln
this is a test assignment to Sam by Sam
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Activities Report

Repors = Teols  Wizards Help

A management summary report of Activities can be viewed / :
‘) Contact Information Sheet

printed as follows:

Click Reports | Calendar Reports | Activities List .19 List Reports ) oot
170 F.T.I Activity Report =
71 F.T.1. Activity by User Report J
% Opportunities Report =
71 Service Listing Report =)

. . . 1

The dialog box shown below will be displayed. Select a User, date Sl Ticket. Status Report

parameter, and category of Activities to be included in the report. 1 Activity Reports * bmer
|:j Calendar Reports % Daily Calendar

% Weekly Calendar

" |&l sales Reports

3
,LA:]I : ..ﬁ 8 |8 Marketing Reports y & Monthly Calendar
i e~

= y [% Activities List |
YWiew E-Mail Print Exit

U Labels

Activities Listing Report
User: Sam Porman w
Start Date: 03/01/2010  + &
End Date: 04/30/2010 v 3

Include: &= Al
 Calls
" Meetings
" Tasks

¥ Show Task Details
[T Exclude Completed Items
[T Completed ltems QOnly

The report sample below is generated from the selected options in the report dialog box above. Note that this report includes
“completed” Activities to provide a more comprehensive summary of customer follow up activities by user Sam Porman.

Activities Detail Report

All activities for Sam Porman

» Date Time Activity Cust # Company Customer name Phone

T 03252010  06:45am Call 61579  Duane Abbey Duane Abbey (476) 755-2950
Notes: By: ADS Date: 032410 17:45:43
assigned by Al to Sam, custno 61579,
{ Completed on 04/07/2010 at 15:09:58 by Sam Porman }

03/25/2010  09-30am Call 12529  Curtis Coln Curtis Coln {476) 755-2050
Motes: this is a test assignment to Sam by Sam
04202010  03:15pm Call 63500 Kathy Colimann Kathy Caolimann {476) 755-2050

Motes: By: SPOR Date: 040710 14:27:06
Scheduled this call on 04/07/10 for 04/2010.
04/29/2010  04:15pm Call 61579 Duane Abbey Duane Abbey (476) 755-2959

Notes: By: SPOR Date: 040710 15:16:16
Assigned by Sam for Sam to contact Duane an 04/29/10.
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