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What’s on the Horizon for the
Retailer of the 21 Century?

Competition among retailers has never been tougher.

And a retailer without a significant competitive advantage
doesn’t stand a chance. Today, there are certain key points that
every retailer should focus on - store operations, supply chain
management, customer retention and marketing, online sales,
information technology and human resources.

The successful retailers of the 21% century will reflect these
currents in every aspect of their business by being customer-
centric, by moving along the data-knowledge-action continuum
and by forging a “no-boundary” organization.

To accomplish these goals, many retailers are using fewer products with tighter integration and fewer vendors with
industry experience. Which is why retailers have been contacting Mik & Associates, the industry leader in the retail
market, for over seven years. Retail is our primary focus, and the Fusion Retail Solution is the solution for the
retailers of the 21° Century.

Customer Centricity

To anticipate the needs and wants of ever-more discriminating and demanding customers, retailers are exploring
new strategies, processes and technologies to differentiate value through customer centric service, personalization
and loyalty programs. For a retailer to be customer centric, it must understand current and target customers;
segregate the high-value customers from the low/no-value ones; and provide the right combination of products
and services to satisfy and earn the loyalty of the profitable customers.

Purchasing Habits and Trends

Determining customer purchasing habits and trends requires you to know your customer. Capturing customer data
at the time of sale for marketing purposes, or by using existing customer from your accounting system, you can
begin to gather each customer’s spending habits and history. This data can then be viewed either at the register,
through corporate reporting, or even real-time via the Fusion Web Portal.

While gathering this information, you can tailor the customer’s experience giving them a more personal touch. Use
customer specific notes for reminders on birthdays, anniversaries or past purchases. Personal service and customer
relationships are still key factors in loyalty and retention. The personal touch is truly a competitive advantage - an
advantage that many of the large chain stores cannot offer.

Back Office Data Integrity

In an integrated environment, you would expect to be able to offer your account customers the same level of
service regardless of whether it is over the phone, mail order, and Internet store or at your retail store. Fusion’s
complete integration to your accounting system gives you that ability - allowing your account customer to
purchase items and charge them to their account and even make payments on their account at your retail
locations.

In addition to allowing your account customers to manage the A/R balances at your registers, they can also
maintain their records - such as address, phone numbers, email addresses, and fax numbers - through our
customer information screens. Your sales force can verify information and update as necessary creating a
streamlined flow of information from accounting to retail and back. While giving your customers the ultimate
convenience of doing everything at one time and one place.

One of the greatest advantages to Fusion’s integration is the ability to take advantage of your accounting system’s
complex pricing methods. No matter the pricing method, you are assured that your customer will receive the
correct pricing while relieving those pricing responsibilities from your retail sales force.
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