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MIGRO CeNwe’  Executive Summary

computers & electronics

¢ Results-driven ¢ Customer-oriented
¢ Experienced Management e Business Integrity

“Dedicated to being The Best Computer Store in the World”

Our Company
e A sales and service retailer dedicated to the computer category since 1979

¢ HQ in Columbus, Ohio, 25 regional brick’n’mortar locations in 19
major markets — we’re continuing to grow and remodel our existing stores

e Industry-experienced, long-tenured and highly-qualified management
and product merchandising teams

Our Business
e Carefully managed for continual growth, profitability and stable financials

¢ Highest computer sales productivity per store in the industry

e Operating plan based on investments for sales, relentless cost control
and customer centricity

Our Stores
¢ A well-staffed, unique shopping environment of broad yet deep product
assortments and in-store service and support

e Best practices employed for retail presentations, product placement and
positive customer shopping experiences

Our Staff
e A low-turnover, well-trained sales force that delivers higher units and ASPs

e Measured on knowledge, sales, needs-based selling approach and
customer satisfaction

e \We are passionate about customer service and developing long-term
customer relationships

Our Customers
e Tech-savvy, technology early adopters and influencers

e Consumer and small/medium businesses

e Upscale demographics — highly-educated, high-income and in
professional/technical/managerial occupations

Our Approach to Market

e Database marketing with full transactional history allowing us a
personal relationship with our customers

e Multiple opportunities in direct marketing, eMail, digital, in-store, and
triggered marketing

e Close management of stores as local, individual business units

Our Partnership

¢ A business model that stands alone in sales productivity and
product representation

e Designed-in front and back-end efficiencies for our Vendor partners

e Proven opportunities for meaningful presentation and promotion of
your products

Micro Center Sales
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MICRO CENeR}  Tangible Benefits of Partnering

computers & electronics

¢ Return on Investment e Predictability and efficiency
¢ Driving results and growth

MIGRO CeN=R  Stores in Major Markets Coast to Coast

computers & electronics

Coverage that’s nationwide, but local

¢ Huge market share from 25 stores in 19 major markets, which covers 40% of the U.S. within a 25 mile radius
e Free walk-in technical support, Knowledge Bar and a 35-year history of in-store Service/Repair

e Continually-trained, specialized, knowledgeable associates measured on sales and customer care

A well-executed sales plan based on knowledge
¢ On-floor Sales Management for cross-selling, upselling, and repeat business

¢ Well-communicated, measured, and audited in-store promotional programs
e L ow product return rates from needs-based selling and follow-up support

Retail expertise driving millions of impressions

e Highest revenue/sq. ft. of any large-format, multi-unit retailer

e Stores merchandised to facilitate closing sales in all product categories

¢ A showcase and a test-bed for new, unique and mainstream technologies

Your low-cost access to the industry’s best customers

e Centralized Distribution, Marketing, Purchasing and RTV functions

e By SKU, by Store forecasting/product selection based on detailed research

e Targeted, efficient advertising and in-store conversions to leverage investment

e Customized marketing, research and testing programs at your disposal

e Experienced and available Buyers with purchasing, planning and financial support

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.



MICRO CENLE]  Your Best Representation in the Industry

computers & electronics

¢ Higher ASPs e Effective product presentations
¢ More impressions, sales and partner ROI

BYOPC / Networking
Computer
Parts

DIY Tech & Hobbies Digital Imaging

Desktops

Printers
Tablets

Notebooks

Software Knowledge Bar

Knowledge Theater

Front End

Accessories / Supplies

Books

A one-on-one shopping experience

designed to stimulate and close
1 ‘sales and satisfy huge numbers
== S of active, tech-savvy customers

The Micro Center Selling Engine

An immersive buying experience that’s organized for needs-based selling

e Logical product positioning and adjacencies, extensive signage, and
high-exposure branding opportunities

e Traffic patterns that both distribute browsers throughout the store and
generate impulse buying

e Knowledge Bar is staffed to provide expert recommendations and
designed to reduce product returns

e Plus, our Knowledge Theater, In-store Clinics, InfoStation kiosks and more

A long-tenured, well-trained sales force that delivers higher units and ASPs RS & SOFTWARE
¢ Mandatory training hours and courses monthly on product knowledge g bl -
Efﬁ:

and selling skills internally and via vendors and 3rd parties

¢ Measured and commissioned on solution sales, cross-sell/up-sell and
customer satisfaction metrics

¢ Active, on-floor sales managers insuring consistent merchandising, : -

customer engagement and closmg the sale Associates hired and retained based on their ability to

. . . ive probl heir passion for technology.
A passion for Customer Service that drives sales and customer solve problems and thelr passion for technology. _

long-term value

L Ratings Customer service
* Hundreds of thousands of customer satisfaction surveys sent every month i - N A G
¢ |n-store technical support, service/repair and customer services that A i e s
keeps customers happy and keeps products sold e ——————A
¢ We monitor customer satisfaction by store and associate T | ¥ %ﬁ%

b phbos iaor I S R (L e

Since 2005, Micro Center has
received Consumer Reports top
ratings for knowledgeable
associates, superior product
selection and walk-in experience.

Yarditick

Srare or service Reade

Ratings Customer service

Lcorne

Computersellers  [DNEM  Knowledge of staff Apple Store. Micro Center Costco. Sam's Club, Waimart =
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MIGRO CeENe’  Reach your Product’s Most Engaged Buyers

computers & electronics

e More repeat sales and long term value ¢ Most targeted advertising investment
¢ More product and brand referrals

The Micro Center Marketing Advantage

Since 1979, Micro Center has focused on the needs of dedicated computer product users— the most active buyers of technology.
Micro Center puts our Partners’ products and brand messaging in front of among others, a huge number of computer enthusiasts,
computer professionals, early adopters, do-it-your-selfers and entrepreneurs; those who influence the purchasing decisions of the
entire market.

With your advertising, program and in-store investments, you can reach the largest group of
identified technology customers ever assembled.

Target Customer Profile

¢ Highly-educated, upscale, primarily male, in professional/
technical/managerial occupations, aged 25 — 55, specific
technology interests and avid computer users

98% OF MICRO CENTER CUSTOMERS
USE COMPUTERS HEAVILY
2%

= — _

N

Heavy user, but not very Involved in IT/computer

interested in the technology service and support

New to computing, or not Avid user at home or work/

particularly i[r)wolvged . stays current with technology
Hobbyist/Computer
Enthusiast/Gamer

Source: 10.14 Micro Center internal survey of 100,000 customers.

We know who they are and what they buy
e Experts in CRM with a world-class customer database for
one-to-one marketing with over 20-years purchase history

¢ Records have full demographics, response modeling and
20 years of purchase data

¢ Represents incremental customers to our partners and
limits disruptions in market

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.



MICRO CeENuex  Our Customer - Upscale, professional and knowledgeable

computers & electronics

¢ Higher and more frequent spending e Fewer product returns
¢ Demands working with knowledgeable Associates e Actively refers others

OVER 90% OF MICRO CENTER CUSTOMERS HAVE OVER 60% OF MICRO CENTER CUSTOMERS ARE
ATTENDED COLLEGE OR ARE CURRENTLY ENROLLED YOUNGER THAN 45
9%
Under 25

30% _ 10%
25%

[ Graduate Degree

36%
[ 2 or 4 year College Degree _
Sourcg: Google Analytics
Some College or Currently in College o or
No College or Not Yet in College . . .
] ¢ g Source: Micro Center internal survey 2014 Micro Center has rapidly expanded its share of 18-34 year olds.

According to Quantcast (2014), Micro Center has higher representation of college/post-college graduates and incomes of over $100,000
than customers of all major computer retailers, office-supply stores, online-only stores, discounters and consumer electronics stores.

PERCENTAGE OF CUSTOMERS WITH INCOME OVER $100,000

Micro Center Core Customers
45.00%
MICRO CENTER: 91% OF CUSTOMERS
40.00% WORK IN PROFESSIONAL,
TECHNICAL, MANAGERIAL AND
— SALES MANAGEMENT CAREERS
4%
30.00% 7% 5
12% 40%
25.00%
20.00% ~
14%
15.00% 18%
[l Engineering/technical [ Professor/teacher/
10.00% school administrator
[ Adminstrator/manager
. ) Office/clerical
[l Sales/marketing/retail
SR customer service Full-time student
Professional
0.00% - (attorney, doctor, etc.)
3 R . . :
,@Q éi’" :;9& & F & \\@6\ ap‘” 6‘" & Micro Center reaches a professional/technical
&° && . *’ ﬁ\z eﬁgﬂ@’ & & - @f:"d * @6@ *“\ "d audience who are avid technology buyers.
L ?6 ch«"

Source: Micro Center internal survey 2014
Source: Experian Hitwise, 2014
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MIGRO CeENe’  Reach Businesses Who Shop at Retail

computers & electronics

¢ Active repeat buyers ¢ Heavy reliance on brands and services
¢ Significantly higher ASPs e Incremental to vendors’ direct accounts

Overall, 35% of our Customers are Businesses
e Small and medium-sized business technology buyers

¢ Entrepreneurships and SOHO buyers

¢ Professionals and managers in corporations

Businesses are high-value customers

¢ Higher spending and more frequent transactions

¢ More likely to buy from a single reliable source

¢ More likely to prefer branded solutions and recommendations
¢ More responsive to one-stop shopping and technical expertise

We sell and support commercial/business products.

% of Total Businesses in the Top 100 U.S. Business Markets SALES GROWTH FOR BUSINESS
CUSTOMERS 2008 - 2014

50.4%
50.2%
50.0%
49.8%
49.6%
49.4%
49.2%

2008 2009 210 2011 2012 2013 2014

Micro Center Remaining Top 100
Markets Markets

MICRO CENTER BUSINESS
BREAKDOWN BY EMPLOYEE SIZE

50+
10-50 6%

16% ‘

MICRO CENTER BUSINESS CUSTOMERS BY SIC
Finance and
insurance Arts, entertainment,
and recreation

Professional,
scientific, and
. technical services

Wholesale trade

services 2 Other services
Construction > {except public

Fatall trade administration)

Accommodation
and food services

Real estate and

rental and leasing ¢ Otiar

Health care and Admin and support
social assistance and remediation
services

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.
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MIGRO0 CGeNe’  Direct Mail: Popular Because It Works

computers & electronics

e Targetable and Scalable e High response
e Effective — readership, retention and pass-along

Direct Mail Continues to Dominate Data- Drlven Ad Spendmg

2014 Advertising Expenditures by Vehicle

$700 (=
$60.0 {1
$50.0 1
g $40.0 1|
E $30.0
$20.0
$10.0
$0.0 =
i:g* oj;% e‘s" &"&; &P‘ ;ﬁ
Ff gt s® e“” & sﬁy} o

As advertisers have demanded a higher return on investment for their advertising
dollars, U.S. direct mail advertising expenditures continue to exceed expenditures
for all other forms of advertising.

Does Direct Mail Work?

98% of corsumers brring in their mail the day il & delivered,

and 71 % sort through it immedialety.

B o5
B

7

[ Percentage of Consumers ) total mail volume in the US,

Direct mail represents 52% oi

A survey of 6,400 onling shoppers said thal,

househcids recelving PriNt €atalogs snop aniine more often
& spend more meaningful time at retail websites

The results held regardiess of age, income, ragion or education

On average, those who receive a catalog spend 28% more ana

buy 28% merea items than those who do not receive a catalog

e by Whitney Wormad 1or pod-mld ned, Data gathensd fom deliarmaairns com

Check out our store and get a

8" Windows 8.1
Tablet vty

$5997

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.




MICRO CeENE’  Broadsheet: A unique, high-return investment

computers & electronics

¢ Quick to market e Current and comprehensive
¢ Proven results e High customer retention

Micro Center Broadsheet —

The entry-point for Vendor-Partner participation in our advertising programs

¢ A Standout, Large format, 12 x 21 inch, 24-page, bi-weekly print publication with the browsability of a catalog and the immediacy

of a web page.
¢ The foundation of our advertising that drives foot traffic

¢ Used for direct mail, bag stuffers, in-store distribution and online as an E-Catalog

2 Tablets

Microsoft

Surface

f Become a Fan on Facebook

I Follow us on Twitter

Introducing Surface Pro 3.

The Tablet That Can
Replace Your Laptop.

+ 12" Full HD Display
« Includes USB 3.0 port and microSD card reader
« Windows 8.1 Pro and Surface Pen included

Surface Pro 3

xxxxxxx

1299%

Meet our overachieving tablet family.

Find your perfect match to stay connected and get
more done. Experience Dells full line of tablets &
accessories, with Intel® Atom™ processors
Starting at just $129%°

inside”

The Micro Center
Credit Card

interest if
paid within
6 months!

Aspire Switch 10 HP Pavilion 11-h010nr x2 P ElitePad 900 Tablet P Pavilion 13-pt10nr x2_ Tablet Pro 11i

" 379%., 599%.. g 1299%.

PASS IT ON When you're done with this flyer, why not share the deals? Tell your friends,
b family & associates what you saved and what your shopping experience was like.

“80% of marketers surveyed plan to invest in direct
mail in 2014”

- Target Marketing Magazine, Nov 2013

“Average response rates for direct mail have
increased 29% over the previous year.”

- Pew Research Center, Internet and American Life Project, April, 2013

“73% of US consumers said they prefer direct mail
for brand communications”
- Epsilon, Channel Preference Study, 2012

iPad Air
. -
. It ng RICI0 ez - S W s 1
= T R mEme_aR - ki

e . " e .5

o

e
acd

Availability and Space Limitations.
Ask your Merchandise Manager for details.

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.



MICRO CeENe’} Broadsheet: A unique, high-return investment

computers & electronics

Your most effective way to reach 70 In 2014, non-targeted
core customers and benefit from ] print advertising
high store traffic %‘ 5 continues to decline
e More targetable and repeatable than oo in advertiser spending,
media with anonymous recipients — E reach, and effectiveness.
digital, broadcast, social or newspaper 5
* More scalable with less waste than other §20
broad-reach media such as newspaper ® .o
¢ More relevance and currency than other . o
catalogs or print with long lead times 1950 1960 1970 1980 1990 2000 2010 2020
« More comprehensive (product impressions) Novapape Asodton A et st
than other “push” advertising media Broadsheet Read Nearly Six Times as Much as Newspapers
e Higher retention than broadcast or
digital media
¢ More event-driven for rollouts, limited-time i
sales, announcements requiring high 50%
impressions for a short duration
e Higher response and higher spend per 40% 1
recipient resulting in higher ROI —_—
¢ More up-sell/cross-sell opportunities
than any other media 20%
Plus, even more effective when used in R —
conjunction with other media in a 0o P il :
multi-media or omni-channel cam palgn' | read Broadsheet cover-to-cover | e e-mail ads tharoughly | read newspaper ads thoroughly

B % of Total Respondents

Our broadsheet is a specialty publication, highly-targeted to the most
active and tech-savvy customers in local markets with monthly
circulations rivaling;

- The national circulations of the top general consumer magazines
- The targeted portion of local newspaper circulations

I I s ea=  Top 25 U.S. Consumer Magazines by Paid & Verified Circulation

1 | AARP THE MAGAZINE 22,837,736 10 | WOMAN'S DAY 3,288,335 18 | O, THE OPRAH MAGAZINE 2,385,199
2 | AARP BULLETIN 22,183,316 11 | TIME 3,286,467 19 | GLAMOUR 2,318,521
3 | BETTER HOMES AND GARDENS 7,639,661 12 | LADIES' HOME JOURNAL 3,226,731 20 | REDBOOK 2,221,393
4 | GAME INFORMER MAGAZINE 7,099,452 13 | SPORTS ILLUSTRATED 3,043,698 21 | AMERICAN RIFLEMAN 2,163,349
5 | GOOD HOUSEKEEPING 4,315,330 14 | COSMOPOLITAN 3,019,778 22 | ESPN THE MAGAZINE 2,144,967
6 | FAMILY CIRCLE 4,015,728 15 | PREVENTION 2,826,547 23 | FAMILYFUN MAGAZINE 2,133,171
7 | NATIONAL GEOGRAPHIC 3,572,348 16 | SOUTHERN LIVING 2,804,454 24 | AMERICAN LEGION MAGAZINE | 2,129,891
8 | PEOPLE 3,510,533 17 | TASTE OF HOME 2,501,098 25 | PARENTS 2,125,414
9 | READER'S DIGEST 3,393,573

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other frademarks are property of their respective owners.



MIGRO CeNex’  E-Catalogs - print meets high traffic online

computers & electronics

e Easy to shop e All products linked to current website content

e Great customer acceptance and usage

E-Catalog

Micro Center reproduces all 24 Broadsheet
issues in an easy-to-browse electronic format
on microcenter.com at no extra charge to
participating broadsheet partners. Another
reason to advertise in the Broadsheet.

| sswiacwmem awin
computers & electronics

6 (o N e | (1o SC R —— —

computers & electronics

251 ACK FRIDAYDEALS

| 3DAYS ONLY 35 e

oy

Prominent links to the catalog from all website
pages and emails insure consistently high traffic
and readership.

e 76% of surveyed customers have browsed
our E-Catalogs

¢ 41% report they use the E-Catalog one or more
times per month.

¢ Average pages viewed per visit is 18.1!

Semi-Monthly E-Catalogs

Micro Center creates 24 online broadsheet editions per year

at no extra charge for participating broadsheet partners.

These E-Catalogs are easy to browse, is keyword searchable and
all products are linked to product pages on microcenter.com for
full descriptions and specs.

Availability

¢ Broadsheet partners

e Duration: Same as broadsheet
¢ Investment: FREE

NEW! Seasonal and
Custom Supplements

During key selling times, existing E-Catalogs can be
supplemented with additional ad space for more content;
expanded ads, additional products, product launches or other
customized presentations. Take advantage of high readership
during the best selling seasons, or when your category is boom-
ing or when you have a big story to tell.

Ask your Merchandise Manager for
upcoming opportunities.

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other trademarks are property of their respective owners.



MIGRO0 CeNe’  Direct Mail with First Class Results

computers & electronics

¢ Customizable content and targeting e Ideal for special/ couponed offers
e Scalable to most any audience size or geography

Custom Postcards and Mailers

Get in front of Micro Center’s best responders with
Check out our store and get a

o a proven direct-to-mailbox advertising vehicle.
.. 8" Windows 8.1 e
icro Center’s targeted postcard/custom mailer
- = Tablet for onIy program is ideal for:
& m - * Reaching recent specific product buyers to drive
add-on sales
T ﬁ""m”e * Product introductions, announcements and special offers
- - Complete with Office 365! * Testing multiple messages, different price points,
- - or coupons

--.._"'!"' ‘ e (Getting in touch with a brand loyal targeted audience to
maintain or take market share
ano rnﬁ %%elg?szna Blvd.

computers & electronics  Flushing, NY 11367

Cover

Standard 3-Panel Postcard - Folds to 5.8” x 8.25”

Unfolded Outside Key Benefits

e Cost effective based
on targeting

¢ Highly scalable audience

e Space for substantial
customizable content

e Short production times and
precise in-home dates

e Directly measurable results
if coupon is included

¢ Customizable messaging
and layout to tie into other
branding advertising
being run.

N OB B B OB O O .
v

Coupon or Teaser =% Offer
Branding Ad Space gl Ad Space

Unfolded Inside

" MICI0 GG

Availability and

Space Limitations

e Select partners only

¢ Exclusive responsive
offers by category

e Minimum 10,000 pieces

Coupon or Ask your Merchandise
Ad Space Ad space . | Manager for details.

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other frademarks are property of their respective owners.
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MIGRO CeNe’  Bag Inserts Bring Customers Back To You

computers & electronics

¢ Cost effective and hits every shopper
e High impressions, high action e High retention and pass-along

“Your best customer is the one who just spent money with you. Give them a reason to spend more.”

— Direct Marketing Wisdom

COMPUTER CASES

MEMORY

L‘HUCIAL BALLISTIX
INDLE SAVINGS!
Save an additional $5, $10 or $20

When purchased with any motherboard or processor
with instant coupon savings. See store for details.

prceattr Prcoater
instant’

Raguir
Savings p

Memory v

8GB
1600 211334 72%° 7% 89%

Too0 207267 13999 149 159%
Ballistix Elite

DDR3 Desklop

Memory Kit

Pricoaftor Prce after
Bundle  Instant  Regular
Savings  Savings  Price

135723 164°° 169%° 189%°

wrucial

=

=

Momory
1668
1866
4GB DDR3-1600 CL11
S0-DIMM Laptop
Memory Module
405316 799
wasuzs 379

1668 DDR3-1600 CL
Laptop Memory Kit

666826 1 4 199

wogsiss | 14499

POWER SUPPLIES

==l EXTERNAL HARD DRIVES;

Ballistix Sport DDR3 GLY
Desktop
Memory Kits

PCle VIDEO CARDS

T At aTew s -
Black ATX EL Series GeForce 1
Computer 400W ATX 6210168 |
c?ﬁ sboned Power DDR3 PCle
with Rubberize i
Coating Supply Video Card SAVE!
268 kO
sonth 2902 1492075 stomi i evae ne. S50e8
Versa H22 A cossany CWVEA
Special
Edition CX Series GeForce
Wig-Tower  goowW ATX GTX750Ti
Modular Saver Superclocked Saver
Power Supply 2GB PCle
s W, 30x18 129%y,
s 3099, er instant savings & o nitan savings
54095 322 stomic matnrehat Rog 558 15 mic mabin evane. B, $165.99
B COKkSATK Fconsan AsUS
Carbide cx Serles GeForce
Series 200R  750W ATX GTX 760 -
Mid-Tower Modular Overclocked
ATX Case Power Supply 2GB PCle
SWEl  GDDR5 50
[4% i e
o nstant saings
s 591:.533 S20mir. mail ln'nb‘a"h:“ﬂ"e‘gs?‘“gu 530 nf.mail- ebat. Reg. S245.99
gmcowsaic Obsidian SV3A EV3A
Series 750D
Full-Tower  SuperNOVA GeForce
ATX Case 85062 850W GTX 970
ATX Modular Superclocked
SAVE! 12V Power SAVE! ACX 2.0 3.0 x16
715197 Supply 12919095563 SAVE!
(am savings & After instant savings &
520t i e R, SIOL35  Sa0mtmalin o, g 31999 s295% 3598

INTERNAL HARD DRIVES

Micro Center inserts materials in each customer bag to

MOTHERBOARDS I PROCESSORS @D
@’ generate repeat purchases from select partners.
9.,
SR In-Store Inserts Work!
s oo | I SRS
B, 5249%, 82% of Customers report they look at

in-store inserts

And, of those Customers, 36% report they
have returned to the store based on
reading the in-store insert

Processor 333328 “Fon 999
Molherboard 248401 ONLY
$109.99 motherboard sod separatey.

4th Gen Core i7-5820K
Boxed Processor
Unlocked

CIGADYTE

GA-F2A58M-HD2 FM2
mATX AMD Motherboard

R 99
siosh 397901
Limit™per household / -store ony

FX6300 AMDI
TIIEBSSIIT

Bk E:mmu
; 899

Uit 15 st - ony.

FX 8320 Boxed
Prucessnr Black Edition

Internal Survey, April, 2014

asoan FREE

b sangs on
st i S
e

6523
Limit 1 per nnuselm\d / in-store only.

A10 7850K Boxed

MSUS

Key Benefits

D=
e
L)

£ o "‘”119 e Reach more than 500,000 buying customers

LOWEST PROCESSOR PRICING!

WE COMPARE NEWEGG,COM AND MATCH OR BEAT THE LOWEST

PROCESSOR PRICE.Check microcenir.com fo cutent prics.
Se stor fo detat.

each month
¢ The most immediate way to approach buyers

After nstant and bundie savings wihen
prchased withsolet i procesor:
$124.99s0d separatly.

SOLID STATE DRIVES

o Backup Plus Desktop Mﬂmsiream saA  SAMSUNG SSD ™
i saspod samissstienalions © SAVINGST who may need to buy add-ons
o d67s3s. 6959 - N ine i i
B o sk 99 Bl woos 4490 Rl e Increase sales by offering in-store only specials,
:umplplus 5TB3.5% USB 3.0 ’";;”’”””" 622373 7999 Internal Desktop y . .
B 159 B st 9% 8805 pyayy T your new product introductions or other
oo tais 3.0 Drems  BEE qg®  ggw
USB 3.0 Portable H H
mealderdoris s j5ge0 139w timely promotions
18 155697 599 622407 109%  soops w0 % o3
PRON" 278 155705 8990 Barracuda 7200RPM SATA et 239 259
= Elements 2.5 6.0Gb/s 3.5" Hard Drives g:?_:mszegﬁsﬁﬁﬁﬂ
33&‘-’;‘2‘.7;5:5.3“ sigoy 5goe  IntemalSSD gty — —
s 0 54°° o 79% Hn  179% 189% Availability and Space Limitations
115 564905 64°° Sitor2 1099 MX100 SATA 25" srucinl
Wi ors 112433 89%9 Toshba 35" SATAT2IONPY i 03 71299 e Select partners onl
o) Elements 478 3.5 3.0GH/s Internal Bulk HDDs ‘ﬁ;ﬂ_, Yisssa 2099 p y
SuperSpeed USB 3.0 iy are Drives q
semai i b wow i 600 IMSITI Sy ¢ Exclusive offers by category
e 119 s 49 Lo 0GP0 MemalS L0 T
3 kst SO - SOV At o e (Offered monthly
:::;a;l:vi:urnal " Hard Drive Kits Sy

1ms 622639 69%°

28 62602 99%°

More colo
avallable n stoe!

G

12068 SandForce
Solid State Drive

462655 54%°

e Minimum commitment: one issue

sooes aaa785 49%°

m 449703 59%°

e Duration: one month

Performance Driven Value
WinBook TABLETS | wiews o1 88

1) Office 365

e REE

8'TWB00  8"Tws0l

$139%,

101"
29393,

The Micro Center Credit Card
Qualifying purchases
of $210 or more are
no interest if paid in
hs!

MoMOPad HD 7
MEI7L Tablot
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MIGRO GeNie’  EmMail - Your Performance Investment

computers & electronics

¢ Proven promotional success e Rapid results, immediate impressions
¢ An active, responsive audience

Targeted Email Success Continues e

“For every $1 spent, $44.25 is the average return on eMail
marketing investment.”

- Experian
“Email show high web engagement rates... and achieves the
highest comparative conversion rates.”

- CMO Council 2014
“7 in 10 people say they made use of a coupon or discount

from a marketing eMail in the prior week.”
- Blue Kangaroo Study

Digital Marketing Tactics on Which US B2B Marketers
Plan to Increase Spending, 2013 & 2014
% of respondents

Website development

Email marketng

Socal neda mametng
Sedsch engine apimization
Corterd markes ng
Dispilary sehvmetmng
Referal maigtng

Paid saarch

Mobio scvorieng

Digital vicieo advartsng
Afilale marketng

Onher
o w0 0 0 a 50 L] T 2 0 W|
Share of respondents [Percent) |
W 2013 o 2014 hitp-iresearch_ggaom.com/ GIGAOM RESEARCH |
SRREN A S A, 30 Wik Oon. Moo vt vl Survey of Digital Marketers, GIGAOM Research, 2014
15019 WA SMEREte CoT

£ VI OAINE & TORE LOCATIDNS -+ 1 STOME MRS +Ong el CATALEN

I =
compatees & clortronics

IR0 CENel - an
Eﬂlpu&mr\.—lrnmwt e gr!:med'n_:m SoTWARE
i e
enewsupdan Business =
special edition -

H Desktop
m Mobile

MICRO CENTER SMALL / MEDIUM

business:products
1o increase profits.

Welcome to the new microcenter.com

= All device accessible.

35 000 pendacts. Prone. labilet Deskdop

il Inlocked Overclock Bundle F%\m%f’
PR Poriium® GI255 297 PC Male LA L

nlocknd Processor 1150 Mothartoard 599
) AR (08D 9 FTIS] 1= v ’

LR ool WL STRE LT

COMPUTER PARTS DEALS?

= Webmail

A SRR

Micro Center offers our Bial N Elae=
Partners two Email | B e T

:ra:mmmwmml Bl T Pre (aTwagrata rP e RAnetel B

Investment Options: s TEER IR R
Themed Newsletter Banners Custom Emails & Special Promotions
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MIGRO CENE’}  Email Drives Customers to Buy

computers & electronics

e Targeted responders e Cost effectiveness
¢ Optimized for all devices

Email Editions/Themed Newsletters

Micro Center maintains one of the largest active
customer email databases in the country.
Unlike most other email lists, the vast majority of our email

MO CENEl

bt e A addresses are attached to postal addresses and customer pur-
enews. srm chase history. This allows us to target specific market segments,
computer pans SAMING BATTER

resulting in greater response rates.

COMPUTER PARTS IIEAI_S
Email Banner Ads are effective click generators.

A ) - " | Our partners can advertise in both general and category specific
ner POSItIOIi ' email newsletters to our proprietary database of customers.

Our newsletter editions include:
¢ Bestsellers eNews weekly
¢ Special Editions

e Computer Parts

e HDTV

¢ E-Catalog Now Online

e Small Business

e Refurbished Products

e Systems/Tablets

e Special Customer Offers
e Seasonal Editions

e | EMAIL €ditions are designed for maximum deliverability, high
open rates, fast load times, and clicks from top to bottom.

Key Benefits for Our Partners

¢ Email newsletters let you communicate with targeted
customers and prospects to increase sales, drive store
traffic to your products and enhance brand loyalty

e Extremely cost-effective and precisely trackable results
e Gets you in front of some of the very best customers

e Particularly effective when repeated on multiple campaigns
and coupled with a effective landing page on microcenter.com

mwww»smmw HOMI, SATA 6055, WISH 3.0, Acia  HOMI, SATA §Ghi, Ond-clic
Digeal Boost 3, CFX and 511, 3 PCI-Exgress  Optimaation, 801114 AC Wif, 1.2,
2.0 16 skots SATA Express, HomeClous, Crystal
Sounal

53990 504,99 £149.99
p ,& o UN Availability and Space Limitations
8 Y ¢ Up to six ad spots will be available in each newsletter.
. ¢ Audience varies by category and theme; ask your
Merchandise Manager
e Minimum commitment: one issue
e Duration: one week

Banner Posmoh' -
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MICRO CENe’  Emails - Your Message, Our Audience

computers & electronics

e Showcases comprehensive selections e Excellent branding
¢ Increased sales in key selling seasons e Can be event or product-triggered

Customized, Co-branded Email Campaigns

= VIEW ONLINE

PC SYSTEMS

MIGO CeN=x

computers & electronics
enewsupdate
Small / Medium
Business

CPEN BOX
PHOTOGRAPHY
SOFTWARE

GAMING

Dell Venue 8 Pro Tablet
Multi-Touch 8% 1280x800 Display
Intek® Atormd) Z37400 1.33GHz Quad-Core CPU
2GB RAM and 32GB Flash Storage
Windows® & (32-bit)
Expandable up to 128GB via microSD Card

4.3 out of § stars
$199.99

LIMIT ONE / IN-STORE ONLY f 810747

Dell Pro 11-2500BLK Tablet - Black
MuRi-Touch 10,8" 1920 x 1080 Display

Inted® Atom@® Z3770 (2M Cache, up to 2.4GHz) Quad-
Core CPU

2GB RAM and 64GBE Flash Storage
Windows® &
Expandable up to 64GE via microSDOXC

4.2 out of 5 stars

$499.99

LIMIT ONE / IN-STORE ONLY f 820027

Shop ALL Small / Medium Business Solutions by DELL»

= STORE LOCATIONS = IN-STORE PICKUP = ONLINE CATALOG

TABLETS NETWORKING
APPLE ACCESSORIES
COMPUTER PARTS REFURBS
ELECTRONICS CLOSEQUTS

BATTERIES

= Experiance the Dell™ family of small business products with powerful
Intel® Core™ processars al the new, relocated Micro Center store.

Dell Venue Pro 8 Tablet - Black
Multi-Touch 8% 1280 x 800 Display
Intel® Atomd® Z37400 up to 1.8GHz Quad-Core CPU
2GB RAM and 64GB eMMC Flash Storage
Windows® &
Expandabie up to 128GB via microS0 cand

4.7 out of 5 stars

$249.99

LIMIT ONE [ IN-STORE ONLY [/ 988055

Dell Venue 7 Tablet - Black
Capacitive Multi-Towch 7 1PS HD 1280 x 800 Display
Intel® Atom® Z2560 1M (up to 2.0GHz) Dual-Core
CPU

2GB RAM & 16GB Flash Storage
Android™ 4.2 Jelly Bean
Expandable up to 32GB via micreSD Card

Q.i oul'.- of S sﬁrs
$129.99

LIMIT ONE [/ IN-STORE ONLY / BS0107

Micro Center never sells or provides
our customer eMail lists to anyone.
Partners can advertise directly to this
valuable group through co-branded
eMails. Your products, your brand and
your messaging integrated into our
eMail creative, our targeting and our
landing pages.

Key Partner Benefits
e Qur creative is designed to get opened,
get read and generate increased sales

e |deal for launching new products/lines
and measuring results

e Easily forwarded to generate referrals

e An opportunity for partners to stand out
and capture more visibility and higher sales

¢ A chance for unique and category products to
gain sales and word-of-mouth buzz

Availability and Space Limitations
e Select partners only

e Four pages or more per E-Catalog
e Minimum commitment: one month

Contact your Merchandise Manager to
discuss opportunities
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MIGRO0 CENER}  Digital Advertising

computers & electronics

microcenter.com - all device accessible

T ] Al 23 =

Micro Center Customers:
Increasingly Mobile

1
. B Mobile

2012 B Smartphone

2013

2014

Computers & Consumer Electronics Sales Forecast:
2014 - 2018

120

100

80

60

40

20

2014 2015 2016 2017 2018

02/12/2014; 2eMarketer

In response to the increasing use

of mobile devices to view web
content, Micro Center launched a
completely redesigned adaptive site
in June, 2014. For valued vendors and
content providers, this presents an
exciting opportunity to reach
microcenter.com customers with
compelling messaging on any device.

Digital advertising: Growth Opportunity
According to Nielsen’s U.S. Digital Consumer
Report', “Americans now own four digital
devices on average, and the average U.S.
consumer spends 60 hours a week consuming
content across devices.”

Micro Center customers are
mobile-device driven

Since 2010, microcenter.com customers have
more than quadrupled their use of mobile
internal devices to browse and shop. And, with
microcenter.com’s store-specific inventory
display, that behavior results in increase sales
and satisfied customers.

Mobile shoppers are young

and interested

Micro Center online shoppers are predominantly
male, with the largest percentage in the 25-34
age group. Nearly 10% of Micro Center mobile
users are in the growing, tech-hungry 18-24
age group.

Computers and consumer electronics
- an online growth category

Web sales are forecasted to surpass $100
billion by 2018 in this key category. The
computers and consumer electronics products
category is the largest product category in
e-commerce, comprising an estimated 21.8%
of total web sales. That share is expected to
increase to 22.1% of the total by 2018?
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MIGRO0 CENER}  Digital Advertising

computers & electronics

Home Page Banner Ads - Premier Positioning

The first stop on a
mm mm 18 MNUTE N-STORF PICKUP successful visit

oI r3 & electroni Conemes Suppont | Oning Catsing | Serscs & Regai . .
sl ey Advertising opportunities on

the microcenter.com home

How i had Deain

P4

o = page are available in three
compos [tk i distinct sizes and page
2 :

. i ' ¢ - locations. Important top-of-
: B e T e W“‘.i".'f“!‘,‘i" page positioning

s I mésgg%’:i immediately attracts

attention; left-column
banners offer both visibility
and affordability.

Taraces L T, SHCHAY TR W M D B

: Product driven,
EEHI rapinon 15 156" Lapiop Dvafl Inspiren 30008-1233 ASUS VE24TH Z:IE’_ -
— _— — — Home page banners are
versatile enough to convey
TP 43 Wndsen T Lapkes IR BT dcne Tt 20 38 Dral Crmmiitgn = CF i Moritr e B both your Unlque product
m H l offers and brand messaging.

HP 260 G2 15.5° Lagtsn ASUS Laeli0 Pad MD 7 Drall inspencn 5000 Doskiop Dol S22400 2187 LED
Compuier - Malta Charcoal ME 1734 Tabiet - Blua Compular Moniicr

84995‘9 51 3959 53993& S?Sgﬂ"l

Hero Banners Side Banners Left Column

+ Top-of-page impact * Right side of page + Left side of page

+ Rotating = 320 x 100 pixels + 180 x 100 pixels

+ 650 x 320 pixels « Visible on all devices, » Visible on desktops

« Visible on desktops desktop through through larger tablets
and larger tablets smartphone

Availability and Space Limitations.
Ask your Merchandise Manager for details.
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MIGRO0 CENER}  Digital Advertising

computers & electronics

Search Results Banner Ads - Targeted Effectiveness

m U MIMUTE P TOR PR
Computers & ehectranics siowren g | Do Cininc | M an & Pl
Products Proucts = | BrangShowcsss = e
P e Cands P esidop Compters |
Wawasy Cntm
ro=-na il VA0 IS TS @y S OB WS Cabes = L
i S, T T
= [Femd |
Lot e 0 M D et
e agicni-
naumsetLmes 2= RU S0
——r L 529,99
s s Julpe—
—
- MO CARE b
==
e i [EE T ot o (ST B
[
e 4 S 18 B g T e
Rt e o v 11 ——
Emrniie B AT
masm reeid
i
. ¥
" [
-
el v oo G i it s 24 e
ety
== e
ey
...... [~ .
T
[ e s T B A28 12 B o
e -
Ak DU O BTE
sl
D
o [« PR
B
e TG Dafoms G787 Barrrnond 0 00558 Vav
BT OF BTN
e e
[op———
i W
———n D e e
T ARG o 815 2 S 4548 S0
= 2w sy
i e e
e e
s E S
fros @
e o = e e e S o r .
s A ; HUNDREDS
—— e | AR et o e i gl ey gl “ GREAT S
i s o g [ p e ree— . w. = - . 180 P of DEAL
e : = -
i ime 3 ETooe B i L T - e Ay e
- i srinam o I ERORTETS TS . i - [ ] | it

Search Results Advertising - Extremely targeted, high traffic opportunities

Over 1.3 million visitors each month click directly
to specific category searches on microcenter.com.
Several ad options are available: a top banner;
side towers and featured product.

Ads on search results pages directly influence Lo st

your customers as they are comparison K450e
shopping. These ads target only those i S GeForce G210 168 DORS PCHE Video Card EMEEJS“LEEM
categories relevant to your brand. e
o e oY s S5 S
S10.00 afier rodain sreaming with Music g
Top banners appear on top-level category e
searches and remain visible until a shopper filters SIDE TOWER -

FEATURED PRODUCT -
database-driven; talk with your sales
associate for details

the results to a related subcategory. 196px x 330px
Side towers can appear at any time through

the filtering process.

A featured product also appears on top-level

searches, securing the coveted “top result”
listing on the page. Availability and Space Limitations.

Ask your Merchandise Manager for details.
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MIGRO0 CENER}  Digital Advertising

computers & electronics

Product Pages - Close the sale

E f 10 MIMUTE IN-STORE MCKUP
1 Casitorun Suppo mm Barvicn & Mapas
computers & electronics ! »

msi

MS1 Radeon RS 270 Overclocked 2048MB PCle 3.0 x16 Video Card
h By Fis AMC) Radimciss 13- Srivnd wacte cairef, ot FAET CAMTES!
T ETOCK AT CENTAL, De-s0u000U IS WICRD CENTER ADDTO ’
=

&2 = b
] B9 $164.90n 143,58 Opwn e T
1 Tg PR U LU S
0--'-“.: | ey s ve Pes B
Ny Womh Lisin:

Sl [ 1| Astiory e b

CVERVEW SPECS ADDOWS AEVEWS JAA WGRRANTY & SUPROAT OPENBON ARATES

Ovarviaw St RASOUTEa
tazat KRE1 Charong RESRS R ey 2 sy Then ey yow g Riuer Piey:
L o e 3.7 O o LA, WAL IR B B STy B e ke oo NS PR ———
L By e TR (A N i G P LU el (B4 e W iy
e P D Rt fdrmy g pr tard £ oo s elely o By ft w ey oo
ey Fua 3 tn
Laser: 3 Yoamm
Nender Sugper:
[Yeeyretoe
T Ly — e
Fris ey kg [a—
A
Product QA rerrrTY
Cor Lo tme it e vm
= : -
B 0 BN B ™ Wb B s cot. ot R AT
AMDT ¥,
g o N = Rt s R S | i iy B it 0 S Sl MLy g, i e M et i st Bt e
P i Sy
OVEAVEW SPECS EXTRAS REVIEWS O&A MOREINFO  WARRANTY & SUPPORT OPEN BOX
Reviews
Product raviews
4.6/5 Advanced filters
tae At Gandad
47 out of 49 (96%) revigwers Lo e Age
peammaa thit prodist
[aview Thes Prodact Sart by :

Great Laptop Valua

Availability and Space Limitations.
Ask your Merchandise Manager for details.

Product pages - in-depth detail

Product pages on microcenter.com

enhance the selection / sales process

through comprehensive detail including:

e |n-depth specs and in-the-box information

e Customer reviews

¢ Q&A, where you can respond to
customers’ product inquires to increase
conversion rates & brand loyality

e Suggested add-ons / recommended
items - with high visibility throughout the
purchase process, these items can
provide reassuring “what others
purchased” direction as well as
triggering impulse purchases.

Taglines and Banner ads

Two promotional areas are available on
product pages: taglines, found directly
beneath product titles, and enhanced
marketing banners, displayed within the
overview tab.

Support for syndicated

marketing content

If you’re working with a syndicated content
provider, your content can be included on

a specific product page when the overview
tab is selected.

Content providers currently in use include
WebCollage, SellPoints, CNET and FlixMedia.

Reviews - a 5-star opportunity

for success

In making a “buy now” decision, shoppers
on microcenter.com value the opinions of
their peers. Reviews online exceed 200,000
across a wide variety of categories.
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MIGRO0 CENER}  Digital Advertising

computers & electronics

Brand Showcases - Build Equity, Loyalty

Showcase your brand

On microcenter.com, your brand
MIRO GNR e e mon e can be featured as a Brand Product
s e : ~—em Showcase, a dedicated destination

' for exclusive products and services.
Showcases can be provided through
syndicated content, or can be

custom-built to your specifications.

One click away
Brand Showcases are accessible

NCI0 CEniER i o g | e throughout the site, one click
(o st - | ' | away through the Brand Showcase

tab cropdown.

OO | romsiruen
/isUsS  brother

i CORSAIR (=)
SVSA (inteD

Discover LG's Latest Home Entenainment Innovaions

LG ULTRA HDTV 4K

Sea it Feel it Live it

Compisrers & electromies amre Saart | O Cabwiog | Sericn & Sy

ST . lenovo @LG
L&EmEhNuEt\:LE] E % PowerSpec: TEZricla
MIIX 2 10 TABLET il o TosHiea [3
3 INTUITIVE MODES. prpiey 8
1 INCREDIBLE TABLET. o

MAIE ESOGOE T CEFBCE HOME & STUDENT BCLADED

a6

| ey, s e e

LEbOVD LAPTOPE T LENOWO DEBKTCPE

001 PNTERTADULAT W T (R TRARCOTS & LAFTOPY DESETOES PERERCT FON S0 W0
s ! 3 n ﬂ
LENDVD TABLETS THI%E FOR BUSIRESS
FOR WORE OR PLAT THIN  AND TROW ECENTRE 5Cx
SRS Ya 4

T‘SE W g i Availability and

Space Limitations.

Ask your Merchandise
Manager for details.
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MIGRO0 CENER}  Digital Advertising

computers & electronics

Small / Medium Business Solutions

Today’s business environment requires
stability, flexibility, protection of
ok At s existing assets, empowerment of
— new ideas, and growth opportunities.
g e Micro Center is the ideal partner to

o - 100 I Sy help you reach a targeted, interested
- business market.

Center Small / Medium Business

upgrade

your business. | your old PC

Protect. Upgrade. Mobilize. Replace

Micro Center’s Small / Medium Business

Solutions mini-site offers products and solutions

| for all phases of today’s successful, growing

e L et businesses. Select this targeted, business-centric
site to promote your successful solutions.

Target your best customers’ inboxes

o "“ ”" | Custom SMB emails further increase your
IO e solution visibility to your best customers.
e These emails, sent approximately twice a month,

reach an audience with a purchase history of
business and business-related products.
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MIGRO0 CENtE}  Digital Advertising

computers & electronics

Social Media - multi-channel engagement

Customer engagement is at the core
ﬁ of our business. As such, we value

the ability to interact with our

customers through Facebook

We have a great Sweepstakes starting today. Enter for a chance to win and TWltter.
the 10.1" Winbook Tablet, Like, Comment or Share if you would like to

win this sweepstakes. Enter here http: //prmo.me/vMK9tt. Get the full

tablet specs here: http://goo.gl/DnSFhv

Enterﬂara
chance to

WIN

s i
a2nG Micro Center stores

Visibility and interaction

You, as a vendor, can participate in that
engagement — promoting your products to
our social media networks - through product
giveaway sweepstakes.

This multi-channel opportunity incorporates
both social media and our website.
Our customers will see posts about the
IT, sweepstakes and will enter to win your
1 O 1 product. Once a winner is chosen, they will
p write a review of your product which will then
M Full HD IPS Display

Windows* 8. 1 be posted on microcenter.com.
B Intel® BayTrail-T

Quad-Core Processor ] )
I A B L E I With thousands of followers, actively
B Full-sized USB 3.0 port

interested in computers and consumer
with Keyboard Cover e INEreste _ : _
y "l..cui electronics, social media promotions afford
Like - Comment - Share 250 Shamss great visibility and interaction.

& Ariane Paul, Ryan Atam, Jacob Branstetier and 915 others fike this.  Top Comments =

- Kira Foster &rem II -:ke-p
. B0 B2 tober 14 3 2 s

P Annette Sk'nans m manks for chance | would love to win,

B2
) View more Comments 2 of 309
-
Micro Center © soente t EH Micro Center Smicrocantos
Final Reminder to sign up to win the ELEV-B Quadcopter Kit! Sign up Micro Center's Winbook is THE affordable tablet for the Holiday Season! -
here! - promosimple.com/ps/Sbadd microcentar.com/saarch/search_... #giftideas #earlychristmas

Availability and Space Limitations.
Ask your Merchandise Manager for details.
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MICRO CENE’  Electronic Signage Improves Visability

computers & electronics

¢ Select markets e Huge visibility, multiple impressions
¢ Immediate response

Electronic Signage (LED Electronic Billboards)

Dallas Cincinnati

I"IIG'O C' |
13.3" Macnunll;ldﬁ

1599999

BEFORE $20
Limit 1/In-Store [ElhnFli.IEE‘ﬁl-E

PATERSDI:I ® 3.5%%ss"

Digital outdoor advertising using LED Electronic Key Benefits

Billboards has rapidly emerged as the medium of » Maximizes Impact — 94% of people passing digital
choice for cost-effective, high-impact proximity billboards can recall messaging while only 43%
advertising. Micro Center partners can take recall static, non-dynamic, billboards (Harris poll)
advantage of Micro Center’s high-resolution LED « Dynamically Flexible — perfect for any just-in-time
Electronic Billboards in select key markets. marketing messaging. Our partners can show

multiple messages for the same product, or
advertise a full-range of products

¢ Adaptable Messaging — use our digital signage for
product launches, branding, promotions, special
in-store events and more

Signs are sized and positioned for best highway
visibility from within the driver’s normal field of view,
and are tuned for both day and night readability.
Ads run twenty hours per day.

Average Daily
Nearest Entrance/ Traffic Count in
Store Location Exit Ramps Vehicles per Day
Northern New Jersey/
Micro Center North Jersey | Paterson [-80 at NJ 20 N exit 132,000
[-275 at Mosteller Rd.
Micro Center Sharonville Cincinnati/Sharonville exit 112,000
N. Central Expwy at
Micro Center Dallas Dallas/Richardson Spring Valley Rd. exit 180,000
From NJDOT, ODOT, TXDOT

Availability and Space Limitations
e Minimum commitment: two weeks
¢ Duration: Varies by frequency package

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other frademarks are property of their respective owners.



MICRO0 CENuex  Business Building and Testing Programs

computers & electronics

¢ Real feedback on real problems in a dynamic retail environment
e Specific market testing e Controllable exposure

Product/Promo Testing and Development

Partner with Micro Center for product testing and development. We can assist with consumer evaluations of new product designs
or in determining how to market existing products more successfully.

Key Benefits
¢ No other retailer reaches a more knowledgeable group of computer enthusiasts

No other partner can provide you with more valuable feedback on how customers will react to new products

Stores are in leading test markets from coast-to-coast — ideal for both in-store and online tests

Limit exposure by launching a product in a key test market

Provides quick response time and actionable feedback

Real customer testing in real shopping environments

Micro Center offers the following new product development and research services:
Surveys
e Digital surveys and reporting on new products or categories and product concepts, available now or in the future

e Survey versioning to deliver reaction to different pricing, offer, presentation, etc. via E-Coupons
¢ After-sale surveys and reporting
e Store associate feedback from experienced, knowledgable sales professionals

Tests via email
¢ Ad placements for new products within general emails with links and E-Coupon response reporting

¢ New product emails with specific links to E-Catalog and E-Coupon response reporting

¢ Dedicated Trigger campaigns (based on specific new product purchases) and response reporting
Campaign(s) Tests

e Surveys at specific store locations with follow-up reporting

e Comprehensive New Product Campaign reporting

¢ Couponing and Coupon redemption tracking for price or offer testing

=
Direct Mail and/or E-Catalog Tests Y 88
e Ad placements in our general Broadsheet and E-Catalog verbs = ey
with response reporting = Fﬁi}ﬁll’tlﬂgg év lidity = mteSt1 ng
* Coupons or QR codes on postal pieces with [EVEJ,SQ'*%C allenge 3 Cer’tlﬁcatluntEﬂChmE
response reporting S88 weigh mg alignment principles
S8 8 judgments _achievement Manageability
In Store =k %Eg'ﬁantlflers expectations “-’ ocnnsmtency
e Assort product in key test market stores 3 e decisions explicitness = 2 &
S 2=
¢ Receive quick feedback on customer reactions Eassessment E %g
to packaging and pricin = o
PACKAQING anc pricing equity reliability  grades leaming
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MIGRO0 CeNe’  Vendor Sponsored Sales Champion

computers & electronics

Champions are tenured Micro Center Sales professionals with top-notch
communication and problem-solving skills

What Champions Do

e Recommend Vendor’s products as the best
solutions consistently

¢ Responsible for driving sales

¢ Maintain merchandising and displays in all
store areas

e Communicate and execute Vendor promotions

e Train store staff on latest products and assist in
Vendor training and education

¢ Delivers weekly in-the-field reporting that gives
feedback from customers and associates

What You Invest

¢ Monthly funding with @ minimum
1 year commitment
e Commitment to deliver quality training
¢ Training at company’s corporate
offices or access to web based
training materials
¢ \lendor’s demonstration units
¢ Helps provide Champions with
product experience to relay
testimonials to customers

What You Get For Your Investment

¢ Highly motivated store advocates with focus on your product lines
¢ Delivery of enthusiastic professional sales presentations to every
customer focusing on your total solution
¢ Dedicated Micro Center Champion Manager
e Assists in Delivery of communications and directs
conference calls
¢ Audits Champion execution and measures
sales growth
¢ (Coaches Champions to insure delivery of top quality
reporting and feedback

Micro Center Confidential. ©2014, Micro Electronics, Inc. All rights reserved. Micro Center, PowerSpec and WinBook are registered trademarks of Micro Electronics, Inc. All other frademarks are property of their respective owners.
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MIGRO CENLER  Associate Training Programs

computers & electronics

¢ Top Tenure in Industry e Passionate, Knowledgeable Associates
e Experts in their Categories

mIGO e Associate Training and
L Development Programs

Welcome to Micro Center o™ o || Why should you train Micro Center Associates?
University’s Virtual Campus =

¢ We need our vendors to support training efforts in order

s support and g — . .
¥ training. A . to keep our Sales Associates informed on your latest

technologies and new trends.

e Each Sales Associate takes an average of 4 hours of
“required” sales skill & product training per month

e Sales Associates take over 225,000 courses annually,
not including vendor onsite training, averaging over
90%-+ training compliance.

Online Training Requirements

Training Packages Available

¢ \lendor Hosted - Assigns Vendor online courses from the
Vendors Online Training Site

e Standard Package - Uses the Vendors Pre-Existing Web
Based Course installed in our Training site

¢ Most Popular: Intermediate Package - Vendor supplies
us with content (ppt, video etc) and Micro Center develops
course and installs into our site, assignments given to
select department (minimal development, no audio)

e Custom Course Development Package - Interactive
Course (See you Merchandise Manager for Details)

| How does it work?

| e Contact your Merchandise Manager

e Select the type of Training, Products, and the Month to Train
e Fill out details within Training Form

Ask your Merchandise Manager for
availability and details.
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MIGRO CeENe’  Promote Impulse Purchases at Check-Outs

computers & electronics

¢ Increased sales of impulse and high unit items
¢ Enhanced visibility of key supplies
¢ Position partner products in the store’s highest-traffic area

Front End and Check 0ut Lme Sec

Great Numbers - Eyeballs and Units

Micro Center offers two locations as an opportunity for impulse purchases. These two areas of the store are plano-
grammed at the sku level, so you know where your products should be at all times.

Every buying customer has to walk thru this location. Customers can browse magazines, pick up refreshments, play
with toys, and replenish needed supplies while they queue at the check-out line.

¢ Refreshments

e Accessories, supplies, and consumables

¢ Batteries ® Magazines e Tools and flashlights

¢ T-shirts, gadgets, science, toys, and wonders

¢ Unique, impulse items

Availability and Space Limitations
¢ Must be unique to the front, cannot be carried anywhere else in the store e Must complete testing period
¢ Some slotting fees required e Duration: four months
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MIGRO GGNe’  Dominate In-Store Traffic

== computers & electronics

e Store-within-store offers unexcelled visibility
e Substantial, consistent brand messaging
e Attention-getting fixtures and overhead signage

Premier Vendor Spaces

Micro Center offers our preferred partners the opportunity with Premier Vendor Spaces to create a “store-within-a-store” or

“department-within-a-department” to dominate in-store mindshare and promote unmatched brand consciousness.

Availability and Space Limitations
e Must be approved by executive management
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MIGRO CeNe’  In-Store Displays Sell Products

computers & electronics

¢ Increased visibility e Improved brand awareness
e Controlled messages
Endcaps, In-Line Shelving and Floor

[ SN RN | — st In a retail environment, free-standing merchandise racks

| = 7 anchored to the floor are called gondolas; endcaps occur at the
- | both ends of a gondola facing heavy-traffic aisles in the store.

Front-end Super Endcaps are an extremely desirable
location due to the large amount of floor-traffic passing by
'| them in the front of the store. Our partners can purchase
Front-end Super Endcaps for one month intervals

Surer
CL T e
Front-end Inline Endcaps appear on the interior side of the H : .
Front-end section (the front-end section faces the checkouts) ; Front End Inline Endcaps
and offer prime display space at the front of the store. —— [ i}
Our partners can purchase Front-end Inline Endcaps for T ]
one month intervals.

'.'11,1']

In-Line Endcaps

The entire Micro Center store is merchandised by product category.

Many categories are candidates for “In-line” endcaps — that is, endcap
merchandising inside the aisle where the category is positioned. Select vendor
partners with several SKUs in a category can invest to place their products in
preferred positions. This branded grouping and positioning right at the point of
purchase can generate significant ROI.

each other to form a square or rectangle of merchandise
in an aisle or other high traffic area.

Key Benefits

e Front-end Super Endcaps, front-end inline endcaps and floor stacks
are ideal for generating impulse buying and increasing visibility of Availability and Space Limitations
your product » Offered monthly

e Qur partners can supply their own signage and branding messages e Minimum commitment: one month

and utilize customized endcap headers e Duration: one month
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MIGRO CENER  In-Store Signage Motivates Customers

computers & electronics

e Colorful signs attract attention e Increased visibility
¢ Improved product brand and awareness

Large-format Signs: In-Store Display, Store Entry Posters
and Department Posters

Micro Center offers In-store displays, store-entry posters and department posters In-Store Displays

to provide exceptional visibility for our partners.

Department Posters

Key Benefits
¢ Increase visibility for your product,
offer or branding campaign

e Enhance customer awareness and

- e ) & gg?;ec?iiﬂ . broaden visibility to build sales

Availability and

Space Limitations

e Minimum commitment: one month
e Duration: one month

¢ Merchandise Manager approval

s it Y S £ = e
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