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Sign up for medication
reminders and get a call
or email just when you need it
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| Walk In
prepared.

Walk out
with answers
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HOMEPORTFOLIO.COM



David Luhn: Writing sample Client: Homeportfolio.com Project: Direct Mail Brochure

Cover:
She’s your ideal prospect. She knows exactly what she wants. She’ll spend what-
ever it takes. If only she knew about your store.

First reveal panel:
She’s a $237,000-a-year financial analyst. Last night she spent 72 minutes online
looking at lamps, refrigerators, and mantlepieces. Where on earth were you?

Second reveal panel:

She’s married to an advertising executive. Yesterday she spent 114 minutes online
choosing furnishings for their new vacation home. She wants to shop at a nearby
store — why not yours?

Third reveal panel:

She’s raising a family in an 11 room colonial. She goes online looking for fabrics,
faucets, mirrors, retail locations, store hours, and directions. And she’ll buy the
moment she walks through the door.

continued

Final reveal inside:

But guess what?

These passionate buyers won’t spend a dime with you
unless they’ve visited your Online Showroom.

The Internet has transformed the way people shop — and with it the home design industry.

Increasingly, consumers do their research online. A recent study cited in Furniture / Today showed that
69% of furniture buyers go to the Internet first when shopping. Perhaps most impressively, people who do
their research online spend three times as much as people who don't.

Your bottom line? Seize this unprecedented opportunity to court consumers where they’re seeking you

out and you'll see more sales — and outflank your competition.

Showcase your store to upscale,
ready-to-buy customers with an
Online Showroom at HomePortfolio.com.

An Online Showroom at HomePortfolio.com provides your best prospects with an in-depth look at your
products. HomePortfolio puts you in touch with millions of avid, affluent home design consumers — buyers
whose average annual household income is twice the national average.

Reaching these consumers is only half the story. Drawing on our 34,466-product database,

HomePortfolio lets you easily pull product images and descriptions into your Online Showroom so cus-

tomers can see exactly what they’re shopping for. These images and descriptions are from manufacturers

you already carry — all you do is point and click.

A HomePortfolio Online Showroom is simple to set up and maintain. It lets you match what you’re doing
offline with what you’re doing online — coupons, discounts, seasonal offerings. Prospects can e-mail you
questions, and you can e-mail answers back. You can even provide customers with maps and directions.

With a HomePortfolio Online Showroom, consumers are pre-sold by the time they get to your store.

Which means an Online Showroom shortens your sales cycle and gives you an opportunity to cross-sell.

Send for a free report
for home design marketers.

To learn more about how an Online Showroom at HomePortfolio can transform your business, send for your
free copy of a special report from the International Data Corporation, Connecting with the New Consumer:
Internet Strategies in the Home Design Industry. Simply complete the attached card or phone

1.800.840.6118.
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¥ HARVARD

agement Update

Harvard Management Update
is indispensable reading.
Send for your Free Trial Issue today.

Sample J. Sample
Company Name

123 Main Street

City, State 12345-6789

Dear (Mr. or Ms.) Sample:

On paper, youre considered a “manager.” But you and I know you carry the weight of much
more than this on your shoulders.

You have to set goals and establish priorities. Identify trends. Recruit, reward, cajole, persuade,
promote. Define the mission. Shape the strategy. And execute it to perfection.

You have to lead. You have to inspire.

‘What sets Harvard

There is only one newsletter that recognizes management for the demanding, exhilarating
challenge it is. Only one that delivers the top-tier insight you need. And only one that makes it all
actionable right away.

Harvard Management Update. Its from Harvard Business School Publishing, long recognized
for its commitment to improving the practice of management.

‘Management Update
uniquely apart from
other publications?

* The best and most ic
thinkers in the field of management

« A steady diet of original writing (unless yow'd
vather settle for snippets that have been published
other places)

A pipeline into research underway at other companies

© Trusted ideas, insights and perspectives

* A view of what's going on beneath the surface

Harvard Management Update is all about life in the trenches. It’s about grappling with today’s . cal ,
most pressing management issues. Cutting through uncertainty with real-world solutions. Making =~

things happen.
The only management newsletter you’ll ever need.

Could your job be more of a balancing act than it already is? Harvard Management Update
gives you the tools you need to pull it all together. Beginning with your very first issue, you'll benefit
from a formidable array of HMU advantages.

Access to the most rigorous, dynamic thinking in the field of management. No reprints. No watered

down, out-of-date reportage. HMU consists entirely of original material. ACHIEVE.

Articles that speak directly to your concerns and issues as a manager. How to keep a crisis from
happening. The war for managerial talent. How to be more customer-centric.

Practical, hands-on advice. How to negotiate. How to deal with a problem employee. How to
multi-task without getting swamped in an ocean of details.

Writing and reporting that cuts to the chase. HMU gets you to the heart of an issue quickly
and efficiently.

Real depth and real substance. You get the best ideas shaping management today — in a context

that makes them actionable.
(continued)
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| Dripping with insight.

Ceet your [ree copy of|
Business Clasefond
Fifteesn Key Crn et forr
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123 Main Street
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% Harvard Business Review

I']ungt into a world of rich ideas. Subscribe to Harvard Business Revien.
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A RONMOUNTAIN'

PROTECT YOUR BACKUP DATA

With a Recipe that Keeps it Secure and Available for Recovery

David,
Thank you for spending time with us at West 2012.

You understand how important it is to protect your data.
But did you know that even if you have invested
significantly in backing up your data, you could still be at
serious risk of losing it? The fact is, storing your backup
tapes onsite could be a surefire recipe for disaster.

Thankfully, there is a recipe for success. With your data
securely stored in an Iron Mountain offsite facility, you
can always:

* Rest assured your data is securely protected

= Get back up and running in the event of a
breach or a natural disaster

* Find what you need when you need it
Thanks again for having stopped by our booth.

Please feel free to call or contact us with any questions.

Sincerely,

Kirk Mull
Iron Mountain Government Services

Email: kirk.mull @ironmountain.com
B8B-41B-47EE

BENCHMARK REPORT

Access lron Mountain's
2011 Backup and Recovery
Benchmark Report

We surveyed 1,200

IT professionals.

For a look at their

views on everything

from data availability

to data recovery,

click here.
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Law firm information management benchmarks revealed:

HOW DOES YOUR FIRM MEASURE UP?

David,

Law firms today generate an enormous amount of client and
firm information. Many law firm leaders like yourself are
asking:

# How can we manage the volume of information to
reduce costs?
# How can we guickly access information to deliver
efficient services?
® How do we ensure our information is safe and
secure?
Leamn how you can take control of your information to stand
out to your clients in the Law Firm Management Benchmark
Report. You can also compare your approach to peer law
firms.
Download these important survey results today.
Sincerely,

Carolyn Casey, Esq.

Senior Manager, Legal Verticals

Iron Mountain

Contact us or call BOD-B99-IRON (4766).

DOWNLOAD

LAW FIRM

INFORMATION MANAGEMENT

BENCHMARK REPORT

Key Survey Highlights:

® 79% have a records
policy

#® 31% have a paper but not
an electronic policy

® 28% are paperless or plan
to be within five years
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©2012 Iron Mountain Incoporated. All rights reserved. Iron Mountain and the design of the mountain ae registered
trademarks of Iron Mountain Incomporated in the U.S. and other countries. All other trademarks and registered trademarks arne
the property of their respective owners.

©2012 Iron Mountain Incoporated. Al rights reserved. Iron Mountain and the design of the mountain are registered
trademarks of Iron Mountain Incorporated in the U.S. and other countries. All other trademarks and registened trademarks ang
thie propey of their respective owners,

You may set wour emall preferences herg or unsubscribe if wou do not wish 10 receive similar e@mall communications from ron

You may set wour email preferences here or unsubscribe if you do not wish 10 receive similar emaill communications from ron Maountain. lron Mountain's Privacy Palicy,
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A IRON MOUNTAIN"

Boxed in by Slide Storage

and Retrieval Limitations?

Hello David,
Did you know that over 70% of all patient decisions are based

on medical test results.*

That makes your job critical to patient care. The challenges you face, however, are
formidable. You're running out of room, and with optimal storage space filled, you're
forced to use whatever is available. These spaces, however, often put the quality of
your slides and blocks at risk, or make it just plain difficult to find the assets when you
need them.

What if you had scalable, secure, offsite storage that offers the climate
control you need, and ultimately contributes to increased effectiveness
and better patient care?

You can do all this, and more, when you turn to Iron Mountain for your pathology
storage management. Interested in learning more? I'll contact you soon to setup a
time where we can talk about the challenges you might be facing. In the meantime,
you'll find the answers you need in Preserve and Protect What Matters, available at
www.ironmountain.com/pathology.

Sincerely,
Christopher Staggs
Sales Representative

Iron Mountain

813-T06-7051
Christopher.staggsi@@ironmountain.com

* Clinical Diagnostic Lab Testing Market to Grow Over 90% through 2017, Reuters Press Release.
April 14, 2009. Source Washington G-2 Reports 2009 Laboratory Market Projections.

SEE PATHOLOGY OUT OF THE BOX

& 2012 Iron Mountain Incorporated. All rights reserved. lron Mountain and the design of the mountain are registered
trademarks of lron Mountain Incorporated in the U.S. and other countries. All other trademarks and registered trademarks are
the property of their respective owners.

You may sat your email preferences here or unsubscribe f you do not wish to receive similar email communications from lron
Mountain. Iron Mountain's Privacy Policy.

Iron Mountain Incorporated, 745 Atlantic Avenue, Boston, MA 02111 www.irnnmountain.com




PROTECTING THE PLANET
FOR GENERATIONS TO COME

Last year, Iron Mountaln helped customers remain secure and still save:
1 million cubic yards of landfill = 7 million trees = 3 billion gallons of water

watt-hours of electricity » 250 million pounds

A TRON MOUNTAIN

Green is where we are,

GREENER IS \'IHERE WE'RE GOIHG.

Last year, Iren Mountain helped
customers remain secure and still save:
cubic yards of landfill

T milllon trees

3 bllllen gallons of water

2 billion kilowatt-hours of electricity
250 million pounds of air pollution

OUNWN

A o

iz




DCMA

Defense Contract Management Agency
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| We re developing sharper talons”

Ever pumped gas
at 403 miles
per hour?

What did YOU do today?
What did YOU do today? Join our team.

Join our team.
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We were with Charlie Compar
for live-fire test

What did YOU do tod:

. What did YOU do today?
Join our team.

Join our team.




What did YOU do today?

Join our team.
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Heisman Trophy Winners: 0
Nobel Prize Winners: 55

Announcing Herz's an MIT stat ather schook don't come remiotely dase o —
MIT Technoloo [t 55 Mobel laureates Plus 23 National Medal of Science ecipients
sccantial re _-I..']”,._-J from Aond 14 MacArthur fellows

the editors of MAIT speaks laudest in the lab And if you eally wani o Enoe

iloagy Revien whats being hatched there — what ihe
startups are, which spin-ofts have attracted ﬂ' L

funding, what patents have been isued, which technalogies are available for | = ek
licensing — you need AT Technoiogy nsider MIT Technology insider is your | ¢
pipsiine mim what's unfolding at BMIT It your exchsive guide o the mnovators e E
wha creats, and to the executves wha commercizlize their creations. Can you
redlty attord not to subscnbe?

i

&z 3 reader of Technoagy Rewewy get our lowest rate, a charter subscription
price of just $85 for 12 electronic ssues — a savings of 32% aff the 5125 reqular
price. Your paid subscription also entitles youw 10 the anmual MIT Spig-06F Directary,
a commprenensive S-year listing af all MIT spin-oft companies . Plus, every three months you'll also recene
an exclusive report tallying MITs higgest deals — the 80T Quarery Licensing feapord

]
{ |

Put yourselt i the middle of the deal stream now
Crrder your subscrphian to AT Techmoiogy fnsider by visiting
www. technologyinsider.com/new/magazine. or by calling tol-ir=e 1.800.877.5230

MITtechnology insider
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