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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.
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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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Focus.

Anticipate.

Parry.
What sets Harvard 
Management Update 
uniquely apart from 
other publications?

• The best and most dynamic 
thinkers in the field of management

• A steady diet of original writing (unless you’d 
rather 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 

on trends and issues
• A sure grasp of real-world issues 
• Reporting that’s broadly researched, multisourced, 

and even handed
• Articles that are highly accessible, even to the nonexpert
• No wading through a lot of advertising and clutter
• Access to a skill set you’ll need when the totally unexpected

happens (which of course will happen)

Sample J. Sample
Company Name
123 Main Street
City, State 12345-6789

Dear (Mr. or Ms.) Sample:

On paper, you’re 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.

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. It’s from Harvard Business School Publishing, long recognized
for its commitment to improving the practice of management.

Harvard Management Update is all about life in the trenches. It’s about grappling with today’s
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. 

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)

Harvard Management Update 
is indispensable reading.

Send for your Free Trial Issue today.

 

ACHIEVE.

Harvard Management Update
Harvard Business School Publishing
60 Harvard Way, Boston, MA  02163

Send for your free Harvard Management Update trial issue today.



HBR Subscriber
Dan Cunningham
Chief Chokolada of
Dan’s Chocolates

(Mr. or Mrs.) Sample J. Sample
123 Main Street
Anytown, State 12345-6789
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