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FURNITURE GALLERIES EXCELLENCE

The FGE Landing Page

To enter the site’s three crifical areas — Training and Product Knowledge, Process Improvements

or Benchmarks — simply click on the colored buttons on the left-hand side of your screen.

[

Enter the Training and Product Knowledge (Center . e
for Excellence) area fo find and register for training R e

and education programs offered by La-Z-Boy.

[
Visit the Process Improvement area to find L

information on processes, key success factors,

critical steps and best practices. Use these o s n S e . s

items to create your Action Plan and improve

your business.

Spstem  Regional

Overall Indicators

Regianal

Regional
Average

Go to the Benchmarks section fo complete

Salles § per Square Foot
o iimcantaver $230.79 $320 $89.21 $211.16 $320 $108.84

Sale
Aver

$120477  $183842  $633.65  $112285  $183842  §71557

your quarterly point-of-sale numbers and

Anr § Growth % 5 . y i X 0
(A5 of June 30, 2007, 4.36% 2051% 2487% 953% 2051% 30.04%

analyze the results by comparing them to

ouar s § Growth %
(022007 v 02 2

2.79% 34.47% 37.26% -10.28% 3447% 4475%

La-Z-Boy benchmark standards.
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Infroduction

This section contains fraining opportunities, Product Knowledge tutorials and manuals and an online tool

for ordering materials.

On the upper navigation bar in the Training section, you'll find:

WContactus | AdminAccess | Logout

LAgABOY I oo

FURNITURE GALLERIES®"

Center for Excellence

Overview | Course Catalog | Course Calendar | Registration | Ordering Material | Product Knowledge

¢ The Overview link, which returns you to the

initial Training page.

* The Course Catalog link, which allows you

to view a detailed description of the training

Center for Excellence

Overviow | Course Catalog | Course Calondar | Regktiation | Ordering Materal | Product knowledge

programs we offer.

¢ The Course Calendar link, which displays a

Salos/Design AssocatoTack*
| _poducttnowiedge | | reakparomarcorss |

complete list of all scheduled classes and

workshops.

* The Registration link, which provides the

opportunity to register for Training courses online.

Tomcas 12 ot st oo st

oraciore CottadOesnCormsr bt vourist

* The Ordering Material link, which allows you

to order fraining and educational materials. On the Overview landing page, you'll

find the three primary training tracks

¢ The Product Knowledge link, which takes YyOou fo offered by La-Z-Boy: the Sg|es/Design
a library of downloadable Product Knowledge Associate Track, the DTEC Training
fraining materials. Track and the Dealer/Manager Track.

© 2007 La-Z-Boy Incorporated 3



Finding Specific Course Information

There are two ways to locate specific course information:

* Click the "Course Catalog” link in the upper navigation. ——

* Click the "Course Calendar” link in the upper navigation.

The Course Catalog

The Course Catalog page includes:

e A list of available courses.

* A detailed description of the selected course.

* Alist of registration and classroom material fees.

On the Course Catalog page, you can:

* View a course’s descriptfion (including

dates, locations and pricing) by clicking

|
il

:

its name in the list.

* Register for the course by clicking the

“Register for this Class” button at the

LAg@BOY
URniTURE

v GALLERIES®

tactus | Adminaccess | Logout

00000000 Search

Center for Excellence

Overview | Course Catalog | Course Calendar | Registration | Ordering Material | Product Knowledge

Sales & Design 1
90-Day Review
Sales & Design 2

Sales & Design 3
Advanced Selling Skills

)| sales & Design 3
ic-to-Frame

Sales & Design 3 Tables,
Lamp and Accessories
Works

es Management

Multi-Store Sales
Management

In-Home Design
Coaching
Operations/Warehouse:
Profitability

Delighting Your
Customers

Recruiting, Interviewing
and Hiring

To review our policy and terms, click the checkbox
I™ Course Cancellation Policy Terms Print course description (=

90-DAY REVIEW
1-Day Session

The 90-Day Review ensures the participants are properly using all of the principles
taughtiin the initial training process. Participants complete exercises refreshing them on
the La-Z-Boy selling system, design techniaues and in-home conversion. This review
requires the participants (o take their expertise to the next level

The program begins with a review of the Sales & Design 1 principles. Each participant?s
follow-up system, current sketches and training plans are used to analyze the direction
and growih of their business. Thelr effeciiveness with e selling system and use of
design principles are reviewed. They also are reviewed and coached on their progress
‘assisting consumers on in-home calls

The main function of the 90-Day Review is o ensure the participants have a clear
understanding of the La~z-Boy selling system and are able to implement it with every
‘consumer, every time. This course gives the participants the opportunity to fine-tune their
new skills while continuing to develap the habils that have proven to be successful in
La-Z-Boy Furilure Galleries stores.

Course topics include:

@ Follow-up system review
® Review of currentinterview sketches

® Training plan review

® Marketing plan introduction

® Seven layers of design

@ In-hame call conversion

® Interview sketches for difficult consumers

Attendees: Owners, sales managers, store managers, sales associates and designers
who the PEAK Perlormance Professional Selling System and Sales &

<

In-Home Implementation
Accessory Management

DTEC Journeyman Level

90-DAY REVIEW
Registration Fee: 199,00

Binder Fee: 0

Price Per Kit:  NA

Register for this Class

bottom of the page.

e Print the course information by clicking the printer icon in the upper-right corner.

HINTS AND TIPS

information page.

You also can register for courses or purchase training materials by clicking the “Registration” link

in the upper navigation. This link takes you directly to the registration page, bypassing the course

© 2007 La-Z-Boy Incorporated



The Course Calendar

The Course Calendar page lists scheduled courses by date. On the Course Calendar page, you can:

e Register for a course by clicking the

“green plus” button.

LAgABOY

e View all courses scheduled for a specific
month by selecting a month from the

“Courses offered in:” drop-down menu.

 See adll scheduled courses by selecting

“(Show All)” from this same drop-down menu.

Printer Friendly Version

Biactus | AdminAccess | Logout

Center for Excellence

Overview | Coume Catalog. | Course Calendar | Registrafion | Ordering Materal | Froduct Knowledge

00000000 Search

Courses offered in: | (Show All

DTEC Journeyman Level

DTEC Journeyman Level

DTEC Journeyman Level

Retail Sales Management

Sales & Design 1

Sales & Design 1

Sales & Design 2

Sales & Design 2

Sales & Design 2

" |

Losation Start Date End Date

Tremonton Ut 0410.2007 04-13-2007
Tremonton Ut 04242007 04-27-2007
Tremonton,ut 05.08.2007 05-11-2007
Atlanta, GA 05.08.2007 05-10-2007
Green Bay, Wi 03.06-2007 03-08-2007
Boardman, OH  04-24-2007 04-25-2007

Rockuille Center, HY 04.47-2007 04-18.2007

Rockuille Center, HY 04132007 04-20-2007

Fort Myers, FL 05.15-2007 05-16.2007

Regi

i

CCOCQRCOQRCOOQ

rinter Friendly Version

. Center for Excellence

Course Catdlog | Course Calendar | Registrafion || Ordering Materal | Product Knowledge

fBffactUs | Admin Access | Logout

00000000 Search

Courses offered in: | (Show Al
Course Hame
January
DTEC Journeyman LevgFebruary
March
DTEG Journeyman Levg APl
May
June
July
August

DTEC Journeyman Levs

Retail Sales Manageme

October
Sales & Design 1

Sales & Design1

Sales & Design 2

Sales & Design 2

Sales & Design 2

September

Rockuille Center, HY 04472007 04.18.2007

Rockville Center, HY 04-13-2007 04-20-2007

o Start Dot End st Register
Temomont satwanm ssisonr @)
Tomononst sazeznr se2ror @
wimo,c ssonamr w0 @)
oroenserva  ssozr sswonr @
sowamam o sazezursezsnr @
(+]
(¢
(]

Fort Myers, FL 05152007 05-16-2007
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Registering For Courses

You can reach the Registrafion page in three ways:

* Click the “Register for this Class” button at the bottom of any course

description page in the “Course Catalog” area.

Click the “green plus” button in the

“"Course Calendar” area.

Click the “Registration” link in the

upper navigation. ‘

CeCCeeCeOO!

To register for classes:

1. Confirm that your store number and name

2.

3.

4.

5.

6.

are accurate.

Ensure that the correct course is selected

in the “"Course to Enroll” drop-down menu.

Choose a course date from the “Course Date

and Location” drop-down menu.

Register aftendees by enfering fitles, first and last

names and e-mail addresses in the text boxes.

Select a location from the “Store Name”

Biactls | Admin Access | Logout

ooooooon RS

Center for Excellence

Overview | Course Catalog | Course Calendar | Registration | OrderingMaterial | Product Knowledge

Course Registration Details ‘
StoreDealer No. 00000000

StoreMealer Name  Maumee, OH

[ [Sales & Desian 1

=
I~ |

drop-down menu.

Click the “Save this name” button.

Course Date and Location [04-34-2007 To 04-25-2007 Boardman, OH

*Enter Attendee Names
Registration Fee per Person 32500 Seats Available 25

Binder Fee  £9.00 Binder Quantity 0

(pleass ssiect) »| Wl Save fhis name

To add new attendess, input First Name, Last Name and Store Name fields, then click on ‘Save this name’ bistton,

™ I have read and agree to thefterms ¢, o0

2 =Not Confirmed &= Confirmed 5 ]
of the policy.

ontinue.

vou
Gancel

FGE CENTER FOR EXCELLENCE TRAINING CANCELLATION POLICIES

Regional Training Courses

en led ragion tration. Dur policies
regarding individual registration changes or course cancellation are:

Dealer atizndees may withdrav from a course 15 or mere
business days in advance of the taining date at no charge
Dealer attendees who withdraw fram a caurse less than 1
husiness days in advance of e training date will be chargéd
100% of he caurse fee.
In the event of insufficient registrations, we reserve the righit

cantel & tlass In the event of a course cancellation, registrnts
will be notified 5 business days befor te course date. Weldo

NOT recommend making travel arrangements or hotel bookings
that cannot be changed. La-Z-Boy is not liable for any penalties
incurred for cancelled travel arrangements.

Individual Dealer Training Courses

Host dealers may cancel a scheduled course 15 business days
or more in advance ofthe scheduled training date with no

rary
Dealers who cancel less than 15 days in advancs of the training
will be charged the trainers fees plus any unrecoverable
expenses

Ifyou have any questions, pleas e contact Dawn Butts at 734-241-4511

© 2007 La-Z-Boy Incorporated



7. Indicate that you have read the course

cancellation policy by checking the

ceus | Admin Access | Logout

(O Secich

Center for Excellence

Overview | Course Catalog, | Course Calendar | Registration | Ordering Material. | Product Knowledge

appropriate box.

8. Click the “"Save and Continue” button at the

bottom of the page.

PEAK Performance
Professional Selling
System (Self-Study)

Sales & Design 1
90 Day Review
Sales & Design 2

Sales & Design 3
Advanced Selling Skills

Sales & Design 3
Fabric-to-Frame
Workshop

Sales & Design 3
Tahles, Lamp and
Accessories Warkshop

Retail Sales

our policy and terms, click the checkhox

Course Cancellation Policy Terms Print course description

PEAK E SELL =

SelrStudy (15-30 Days)

The PEAK Performance Frofessional Selling System (PSS) prepares the participant to
appropriately deliver an exceptional cansumer experience from the greeting through the
follow-up, vielding a lifetime consumer relationship

PS8 is @ seven-module, video-supported, selfpaced selling skills program. The
participantworks through videos, a participant's workhook and participants check
sheets. The program also supporis the participants "rainer” (sales managericoach)
with a coach's guide.

The system is based on the consultative selling pracess inwhich the sales associate's
role is tolead, guide and direct consumers, placing them in the best position to make
buying decisions. This selling process is the tool used atthe frant lines to deliver on the

9. Confirm your registration and final price

on the next page.

Ordering Course Materials

To order course materials:

1. Click the “Ordering Material” link in the

upper navigation.

Brder Materia

00000000

2. Choose desired material quantities.

3. Click the "Save and Continue button when

you are finished.

4. Confirm your order and final price on the

next page.

Details
Store/Dealer Name  Mauriee, OH
Course Material
Hem
Material s oty
PEAK Study)
PEAK Performance Frofessional Selling System (Self-Study) it
€12 Participants Workbooks, 12 Partisipants Chesksheets, 1 Goash's Guide and 1 63500
PEAK Parformance Professional Selling System (Self-Study) Workbook 3000
PEAK Performance Frafessional Selling System (Self-Study) Check Sheet 30.00
PEAI Performance Professional Selling System (Self-5tudy) Caach Guide 30.00
PEAK Performance Professional Selling System (Self-Study) DD 30.00
Delighting Your Customers
Delighting Your Customers kit ;|
€10 Partielpants Warkbaoks, 1 Fasilitators Guide, 1 €D, 1 DVD) o
Delighting Your Gustomers Warkbaok -
GFull setfor 10 additional participarts) 828
Product Knowledge Tutorials (Set of Seven DVDs)
Designers Choice, Inspired Living, Leather, Mation, Power,
Recliners and Signature | & I 2200
Product Knowledye Training Materials
Includes black & white binder cover, spine and inserls fora 1 inch binder 25.00
Save and Confinue.
[y

LAg#BOY

FURNITURE Eniese

Center for Excellence

REgistration

Printer Friendly Version

ks | Admin Access | Logout

ooooooon S

Overview | Courss Catalog | Course Calendar | Registration | Ordering Material | Product Knowledge

Order Review

Dealer No. 00000000

Dealer Name Maumee, OH

Items Ordered

Material ltem Fees Oty

PEAK Performance Professional Selling System (3elf-Study) wWorkhook an00 4
Grand Total: 120.00

Confirm

© 2007 La-Z-Boy Incorporated




Infroduction

This area of the Web site provides information on improving your performance in each process area

and making measurable improvements to your business.

On the upper navigation bar in the Process Improvement section, you'll find:

LAgABOY

FURNITURE GALLERIES®"

Process Improvement

Overview | Marketing | Merchandising | Sales | Operations | Administration | Downloads

L _,f| ‘Admin Access | Help | Logout

* The Overview link, which takes you to the first

Process Improvement page.

{
* Marketing, Merchandising, Sales, Operations

and Administration links, which allow you to
learn more about improving your store’s

benchmarks.

{

* The Downloads link, which takes you to a

collection of downloadable files that can
be used to initiate, track, maintain and

evaluate your process improvement courses.

Process Improvemel

| Marketing | Merchandising | Sales | Operafions | Acministraic

Improvement
Overview

TAKE NOTE

contains three navigational levels:

e A secondary navigation appears beneath the Process fitle.

La@BoY

Each Process Improvement section — Marketing, Merchandising, Sales, Operations and Administration —

[icinin Accos: | Hobo | Logout

Process Improvement

Overview | Marketing | Merchandising | Sales | Operafions | Adminitration | Downloads

eting Process

* The third-fier navigation appears under the secondary.

© 2007 La-Z-Boy Incorporated




Downloads
The Process Improvement area includes a number of downloadable documents from the

following categories:

e FGE User Guide

¢ Connections Newsletter Archive el AN

| Help | Logout

Process Improvement

° Prep(]r(]ﬁon Ond De“\/ery Overview | Marketing | Merchandising | Sales | Operations | Administiafion | Downloads

* Seling System

To open afile - Left click on the PDF and you can view it online or print it.

To download the file to your desktap - Right click on the file name and select “Save Target As™.

* Product Knowledge Training Package

FGEUser Guide
FGE USER GUIDE DOWNLOAD

* Product Knowledge Training Package —

) FGE User Guide

|
French Version

Connections Newsletter Archive
CONNECTIONS NEWSLETTER DOWNLOAD

Connections Mews|etter August 2007
° PrOﬂT Plon DevelopmenT Gonnections Newsletter JuneiJuly 2007
Connections Mewsletter May 2007
* Human Resources Mgnqgemen‘[ Gonnectons Newsleter archip 2007
CGonnections Mewsletter February 2007

. Connections Mewsletter January 2007

* In-Home Design
Connections Mewsletter Novernber 2006
Connections News|etter September/October 2006

* Merchandising Workshop

Connections Newsletier August 2006

LI G N

Connections Newsletier July 2006

* Process

Pieparation and Delivery
PERFECT DELIVERY DOWNLOAD

¢ Process Improvement

B Feedback Questions Delivery Service

) Guidelines for a perfect delivery program

* Promotion Planning and Management

* PR/Event Management
* Administration

* Benchmarking

¢ Survey Results

e Job Postings

To access these files:

1. Click "Downloads" in the upper navigation. ——

2. Click on a document’s name fo openit.

HINTS AND TIPS

The documents may be in Microsoft Word, Microsoft Excel or Adobe PDF format. To view them on your

computer, you'll need to have or install the appropriate software.

© 2007 La-Z-Boy Incorporated 9



BENCHMARKS

Introduction
In this section, you can complete and analyze your quarterly benchmarks by entering your point-of-sale
numbers and comparing the results to existing La-Z-Boy standards. Use this valuable infroduction to set

up your Action Plans to improve specific areas of your business performance.

On the upper navigation bar in the Benchmarks section, you'll find:

Contact Us | Admin Access | Logout
L A ‘1 B OY 3 00000000 Search

FURNITURE GALLERIES"

Benchmarks

Overview | Input Data | Benchmarks | Action Plan | Full Summary | Focus on In-Home Design

* The Overview link, which takes you to the

initial Benchmarks page.

Benchmarks

v | Input Data | Benchmarks | Action Plan | Full ummary | Focus on

|
* The Input Data link, which takes you to the data

entry inferface.

e The Benchmarks link, which allows you to view

benchmark data for six different categories:

cickon the ightbul i Acion Plan box.

Marketing, Merchandising, Sales, Operations,

Administration and Summary.

Benchmarks

Overviow | Input Data | Benchmarks | Action Plan | Full Summary | Focus on

|
e The Action Plan link, where you can view
scheduled Action Plans, sorted individually

by benchmark category.

28130

183%

> s1.00000 120007

aa1285%

* The Full Summary link, which lets you view all

« Previous Quarter Next Quarter »

scheduled Action Plans for all benchmark

categories on one page and in one place.

e The Focus on In-Home Design (IHD) link, which
will help you gain an understanding of how the

La-Z-Boy In-Home Design Program works.

© 2007 La-Z-Boy Incorporated 10



BENCHMARKS

Entering Benchmark Data

To submit your store's benchmark data:

1. Click the “Input Data” link in the upper A5 o

00000000

navigation to reach the data entry interface. — I o etk oo o

input Data 442007 Quarter Three [Jul-Sep]

I Data Is automatically saved as you enter it. 1

2. Click the two arrows in the upper-right corner Printr Frendly Version
Benchmark Status for this Quarter

Data Entry Complete  []

to select the quarter you wish to input data for.

Only check this box when your benchmarking and action plans are complete. Your inf rved for
compilation into quarterly reports.
Traffic Count Method
Traffic Count Method O People ® Buying Group O Manual

3. Choose a Traffic Count Method (People, o

omated counting that conforms to FGE standard with no time delays.

« The "People” selection indicates autr
Currently Prodico is the only People Count technology in use.

Buying Group or Manual).

= The “Buying Group" selection indicates automated counting with some form of time delay. Currently Trax
(all versions), IDT, door swing counters, or any other automated system other than Prodco all are
cansidered Buying Group counting.

 form of manual counting, such as Ups logs.

4. Fillin the key data fields. s [ ——

Adjusted Traffic Count [~
(utomatically the |

It upenthe
Tratfic Count Method you use & selscted sbove)

5. Once the datais completely entered, check swngs ]
ses s wien ||

the “Data Entry Complete” checkbox af the

fop or bottom of the page.

Benchmark Status for this Quarter
Data Entry Complete [~

Only check this box when your benchmarking and action plans are complete. Your information will then be saved for
compilation into quarterly reports.

To enter benchmark data for different quarters:

¢ As you enter benchmark data, the definition

of each data point or entry box will appear e premesry

to the right.

Datantry Complete ST
Deta buty Complete "

Number of PR Events/Acthtios

) ) TR |
e |f aninput results in a benchmark that does not fall e e |

within the FG range, ared pop up box will appear.

HINTS AND TIPS

You do not have to complete all your entries in one session, because the data is automatically
saved as you enter it. If you return to change or input more data, be sure to uncheck the

“Data Entry Complete” checkbox before proceeding with the steps outlined above.

If you do not have any numbers to enter into a particular box, leave the entry box empty instead

of entfering a zero.

© 2007 La-Z-Boy Incorporated 11




BENCHMARKS

The Input Filter Feature

As a sales-building tool, benchmarks are valuable because they provide comparative data. Armed with
objective feedback, we can accurately assess and identify areas for improvement, and incorporate
the information into Action Plans.

However, unless the information entered into the system is accurate, the results will not be valid. This is
why we have added an automatic input filter for benchmark data.

When a number is entered that falls outside the “normal” range of values for a particular field, a red

pop-up box with this message appears on the page:

FGE User Guide

¢ This shows inputs that need attention. For help, reference the
FGE User Guide. If you feel the inputs are correct, contact
Dawn Butts at: dbutts@lazboy.com or call 734-384-6213.

This message signals that one (or more) of the values you've entered is being perceived as an error,

and it provides information about the specific process in question.

Steps:

1. Uncheck the “Data Entry Complete” checkbox, if it is checked.

2. Roll your cursor over the benchmark and it Marketing Process
" . . . . Traffic Count FGE User Guide
will highlight the input(s) that need attention, R
Adjusted Traffic Count [ - -~ -
inside the red box. [ T e e

Advertising §

397381 In
7166213
8075000 Sales §

Sales § - Written

Sales § - Goal

3. Click an input and your cursor will be placed _
merchandising Process

in that input field. ToaiSpecin Onder photoryUnts | 206

Total Written Major Upholstery and Chair Units Sold |:‘
Total Landed Cost of Goods Sold for Finalized-
Delivered Merchandise in Prior 12 Months 3869275
Total Average Inventory Value at
H H Cost for the same 12-Month Period
4. Check to see if the input(s) are accurate.
Stors mspection Checkist @uarageseors) | |

If not, enter the correct number and the SRS o

questionable input alert will disappear.

© 2007 La-Z-Boy Incorporated 12



BENCHMARKS

If you believe the number you entered is correct,
review the definitions for that input to confirm that
the value you are trying to enter matches the

definition for that line item.

* Reviewing the definition(s) may help you clarify
why there is an input error. Hint: If the definition
pops up beneath the red box, use the right scroll

bar to move it info view.

Marketing Process

FGE User Guide

Traffic Count

Manual Traffic Count Goalg.e. Ups)

Adjusted Traffic Count [ - — ~
(utometically calculated based upon the | =
Tratfic Count Method you use & selected above)

Advertising §

Sales § - Written

7165213 5
8075000 Sales § (Wrine

Sales § - Goal

Merchandising Process

Total Special Order Upholstery Units | 2406
Total Written Major Upholstery and Chair Units Seld | 4| | Definitions 9
Total Landed Cost of Goods Sold for Finalized- [ oo | Total per quarter
Delivered Merchandise in Prior 12 Months ! Mumber of pieces sold (written) of all
Total Average Inventory Value at chairs and major
e e | | uphalstery, including, but not mited
to, all recliners, classics, occasional,
5 2 modular, sleepers, motion
Store Inspection Checklist (average score) prarlestb i )
ol y. Does notfinclude any
Cost of Goods Seld | 3869275 | casegoods, tables, or| accessories,

The red pop-up box will remain on the Input Data screen as long as there are unresolved discrepancies,

because the system cannot calculate a summary for a benchmark category if it has inputs outside of

the benchmark range; your benchmark report will be blank in that box.

If you still have an questionable input alert and you verify that your numbers are accurate — contact

La-Z-Boy's FGE Web Site Coordinator, Dawn Butts, who will validate your data and assure it gefts

accepted in the system.

e E-mail Dawn Butts at dbutts@laziboy.com

e Orcall 734-384-6213

© 2007 La-Z-Boy Incorporated
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BENCHMARKS

Understanding Your Benchmark Results

To review your benchmark results and compare them to other retailers:

. m "o H “Admin Access | Help | Logout
1. Click the “Benchmarks” link in the ]

Benchmarks

Overview | Input Data | Benchmarks | Action Pian | Full Summary | Focus on In-Home Design

upper navigation.

2. Review benchmark data for six different - R T e D o T EY e
Marketing

categories: Marketing, Merchandising, Sales,

Operations, Administration and Summary. ——

3. Switch between the categories by clicking o o

- PEM 4§ or store goal - whichever

the appropriate tab.

4. Review a full frend report under the “Reports” tab.

5. View quarterly comparison report under the

= | Downloads | Help | Logout

“Reports” tab.

Benchmarks

Overview | Input Data | Benchmarks | Action Plan | Full Summary | Focus on In-Home Design

* To print your quarterly comparison report

FGE Trend Report | Quarterly Comparison

with the highlighting, click on the “Tools” FGE Quarterly Corperison (Cusrency in USD)

menu, select “Internet Options,” choose

00000000 st 1S (UsD)
Fogo
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the “Advanced” tab, and check the “Print e

$35.08 $32.08

6.76% 9.40%

Background Colors and Images” checkbox At Sl oo

ded ent (on Gales $ Written) 6.91% 4874
- Uphol Praduct (on Written Units) 28.36% 38.57%
360

under the printing section.

Comparing your benchmark results to the variance helps identify which areas need improvement

during the next quarter. To improve these areas, you need to establish Action Plans.

HINTS AND TIPS

To view all categories as a summarized report, click the “Summary” tab from within the Benchmarks

section or click the “Full Summary” link in the upper navigation.
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BENCHMARKS

How To Start An Action Plan

An Action Plan describes the course of action you intend to take to improve your performance in specific

benchmark areas. The plan can be developed solely by you, or you can adopt preconceived plans.

However you choose to approach your Action Plan, consider it a roadmap to making measurable

improvements over the next quarter.

To institute an Action Plan:

1. Click the “"Benchmarks” link in the

upper navigation.

2. Choose a process page by clicking its
respective tab.

3. Click the "green plus” button at the right side

of any process row.

4. Provide the Target Date for completion.

5. Indicate who the task has been assigned to.

6. Supply a description of your Action Plan.

To view a summary of your Action Plans, click the “Action Plan” link in the upper navigation.

T0Cess
e

00000000

Pracess Benchmark Store actual Variance

lans by selecting the Action Plan button (green +)

€4 2007 quarter Three Lyul-Sep]

s | o | omw | Q)
o | = | = | @
. = = O
(Written) to Sales $ Goal
| is either ave. PEM § or store goal - whichever =100 % = — kﬂ
-
Target Date 03/28/2007 ii
e
1ev Sales Goall|
e

HINTS AND TIPS

1. Click the “light bulb™ icon.

your original text will be deleted.

2. Select an Action Plan from within the pop-up window.

3. Save your progress by clicking the “blue disk” save icon.

aaaaaaaaaaa

Review Groth Through Sales Training process,
retrain staff on PSS

=

Instead of typing your own ideas info the Action Plan’s text box, you can select an existing plan. To do this:

If you type in your own ideas, and then select an Action Plan from within the “light bulb” pop-up,

© 2007 La-Z-Boy Incorporated

15




