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t ’s  a common household
scene on Dec. 25: shredded
paper and ribbons, empty
cardboard boxes, stacks of
articles positioned in varying

degrees of wantedness under
the tree. It comes with a pot-
pourri of emotions and senti-
ments,  the most universal
being a feeling of finality. Good
or bad,  i t ’s  over.  The gift
exchanging is done. Now what?

Our retail showrooms can
be like this. We go through
months of preparation, loading
our stores with optimal yule-
tide allure and getting ready
for the ramped-up spending
that always accompanies the
end of the year. Then, it’s all
over, and we face January’s
empty coldness and a whole
new buy/sell cycle.

In preparing for the
Christmas buying season, it’s
easy to make the perpetually
myopic mistake of focusing on
rapid-fire, big dollars and not
capitalizing on the heightened
traffic — a whole new arsenal
of customer relationships. Some
retailers even arm themselves
with a quiver of loss-leader
items, simply to increase traffic.
It may boost gross sales (yup,
giving things away), but does it
fill you up with an equally ben-

eficial increase in gross cus-
tomers? I would argue that in
our specialty industry “loss
leader” is more loss than lead.

I suggest that music retail-
ers have a more comprehen-
sive goal in their Christmas
marketing, one that primes the
pump for first  and second
quarter sales — and beyond.
Here is a slightly different set

of ideas that will not only give
you December numbers but
yield fertile seeds for the next
round of customer visits.

Include an incentive to
bring customers back. (I got
this idea from fellow retailer
Todd Skaw of Guitars Etc. in
Longmont, Colo.) A 12-month,
segmented coupon is a brilliant
way to tie the notion of “return”
to an actual calendar. A holiday
drum set sale, for instance,
could be good for a free pair of
sticks in May, a half-priced per-
cussion DVD in April and an
extra 10-percent off drumheads
in September. Document each
month’s deal on a piece of
paper, and you’ll cost-effectively
induce multiple return visits.

Introduce customers to
your permanent, ongoing
services. This includes music
lessons, warranties, acces-
sories and string-changing
clinics. Every instrument pur-
chased should include a post-
card or brochure that explains
your music lesson program.
Unlike big-box competition,
dedicated music stores are
wired to give optimal war-
ranty service. Clarify for the
customer what you will do for
his or her guitar in six months
(or less) when needs arise.

Create contact lists of
people you’ve never done
business with before. In the
age of spam, junk mail and
aggressive, multichannel mar-
keting, you have a valid case
for invading people’s privacy
with offers that will improve
their musical lives. Kick butt
and take names with your hol-
iday sales. The customers are
in your store now, and if you
don’t get e-mail or snail mail
addresses, you can’t invite
them back.

Work the “wish l ist”
benefits of customers who
might remember you as
their permanent shopping
place. One of my favorite cus-
tomers was a drummer’s mom
who visited the store twice a
year: before Christmas and her
son’s birthday. It doesn’t get
any better, when your employ-
ees develop this trusting rela-
tionship and demonstrate the
capacity to be the favorite go-
to resource for gift services.

Keep your eye on the prize.
Remember: It’s not just the
cash in the December register
that matters. MI

Ted Eschliman is a 29-year veteran of music
retail and co-owner of Dietze Music in
Southeast Nebraska. Mel Bay published his
book, Getting Into Jazz Mandolin.

INDEPENDENT RETAIL I BY TED ESCHLIMAN

Customer Whisperer Page 36    Lesson Room Page 38    Streetwise Selling Page 40    Lessons Learned Page 42    My Turn Page 44>>> Inside IDEAS

NOVEMBER 2009 I MUSIC INC. I 35

AFTER THE HOLIDAYS

Holiday
marketing

should focus
on creating

long-term
customers 

MI0911_35_IndieRetailer.qxd  10/7/09  4:36 PM  Page 35



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 150
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 150
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /CreateJDFFile false
  /Description <<
    /FRA <>
    /ENU (Use these settings to create PDF documents with higher image resolution for improved printing quality. The PDF documents can be opened with Acrobat and Reader 5.0 and later.)
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308000200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e30593002537052376642306e753b8cea3092670059279650306b4fdd306430533068304c3067304d307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e30593002>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


