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	Overview

Country: United States
Industry: Retail
Customer Profile

Two 13,000-square-foot, family-owned franchise stores near Atlanta, Georgia, ring up 20,000 sales a year of baby furniture, accessories, strollers, car safety seats, and gifts. 
Business Situation

An IT system designed for the franchiser was hard for staff to learn and cranky to work with. Manager Jason Cohen needed automation that would save him steps and shorten his days.
Solution

The company chose Microsoft® Business Solutions–Retail Management System for its new store. It proved so successful it soon replaced the old system in the family’s original store. 
Benefits

· U.S.$10,000 saved by low system cost 

· Finishes tasks faster than franchiser’s solution
· More time for customers and marketing
· Manager-defined reports 
· Layaway bookkeeping problems reduced

	
	
	“Microsoft Retail Management System put U.S.$10,000 on our bottom line just because of its low cost. It handles all our business needs and is faster and friendlier to use than others we reviewed.” 
Jason Cohen, Manager, The Baby’s Room 

Jason Cohen, Manager, 


	
	
	
	After their franchise, The Baby’s Room, expanded to 15,000 SKUs, the Cohen family planned a second store. But they were uneasy about trusting an updated version of a custom system that crashed often and slowed everyday tasks. The baby industry demands an IT solution with extreme adaptability to its needs. It must handle the financial and inventory repercussions of layaways smoothly because items are bought months before needed. Each inventory item ordered is matched to a specific customer, then final payment occurs when the merchandise is picked up. 

That adaptability came in Microsoft Business Solutions Retail–Management System (RMS). System and installation costs were markedly lower than systems the Cohens found unwieldy and unintuitive, yet it shortened tasks so thoroughly in the new store, it soon replaced the balky software in their first.
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Situation

Five years ago, the Cohen family bought a successful franchise store, The Baby’s Room, which had been in Marietta, Georgia for 15 years. In 2003, they bought their second store in the franchise in Norcross, Georgia. Today, the two 13,000-square-foot stores execute 20,000 transactions annually. They are part of the growing USA Baby and ChildSpace franchise chain, whose 60 stores make up the nation’s largest specialty retailer of juvenile furniture and accessories. 

But Jason Cohen, who manages both stores, departed from the franchise norm by selecting Microsoft® Business Solutions– Retail Management System as an IT solution.
“USA Baby goes out of its way to structure good relationships with franchises and to enable their growth,” says Jason. “They truly put their money where our future is. They buy lists and do targeted monthly mailings by area. We get all the attention we need and have plenty of programs to help us grow. But I just didn’t like the IT solution that most of the stores used. USA Baby stores are always free to optimize our management tools. So I did.”
The franchiser’s well-chosen merchandise and its just-in-time delivery model had created a foundation for expansion. The fastest choice for a retail system in the second store would have been the newest version of a system—designed for this industry and franchise—used in the Cohen’s original store. 

“But I found that solution difficult to use even after days of training,” Jason says. “It wasn’t efficient. I saw its crashes and slowness wasting time and stifling growth. In our first store, it took 10 minutes to add a new product.” This was crucial, because the baby industry offers hundreds of thousands of SKUs. “One furniture company has 13 categories of furniture, with up to 20 items per group, and some come in 28 colors,” Jason says. Adding new products had to be very fast. 
“We had to ring up items not yet in the database as ‘miscellaneous’ and try to describe them, which slowed lines. After closing, we had to enter each of those items into inventory then correct all their transactions. No one can do a complex process perfectly every time so our inventory was a mess. Microsoft Retail Management System lets us enter a crib in a new color during the actual transaction in about 20 seconds.” Another problem was difficulty in defining start- and end-dates for sale prices in the old system. Every manual process took time from evaluating new items, customers, and marketing. 
Because many purchases for a new baby take place on layaway four to five months before the baby’s arrival, not all items need be in stock. To capitalize on the cash-flow benefits of this custom, the Cohens required a system that was adaptable enough to handle this lag in stock arrival, deal with down payments, and still be easy for employees to learn how to make error-free transactions during purchase and final delivery transactions. Heavy phone orders from television and magazine ads and the store’s extensive catalog-style Web site (www.tbrga.com), had to run as smoothly as any walk-in sale. 

The Cohens also foresaw that their new system should make best use of a large customer base, because they planned to begin selling merchandise for older children. Last year’s toddler will need his first school desk in a few years. Microsoft Retail Management System can track and reuse customer demographics for targeted marketing mailings and e-mailings.

Solution

“I rejected the program built for our chain,” Jason says. “In our first store, it was getting huge and expensive to maintain. Microsoft Retail Management System accomplishes our business functions like we want them done—and a lot more economically.” 

“I researched retail systems six months before we bought Microsoft Retail Management System,” he says. “I was sold on its clear logic. It had both ease of use and big-company scope. Then I saw how its screens stepped me through any process. It was the only sensible choice.”
Benefits 

“With just a couple of modifications,” Jason says, “Store Operations is perfect.” Store Operations is the single-store solution within Microsoft Retail Management System. When the family opens its planned third store, Store Operations will connect to Microsoft Retail Management System HeadQuarters for centralized management, visibility, and control as the chain continues to grow.

Easy Price Book and Clear Inventory
“After we installed Microsoft Retail Management System,” says Jason, “I got vendors’ CDs or downloaded their product lines from the Web into a Microsoft Excel spreadsheet. The first time we did this, NuRol, our Microsoft partner, imported these into Store Operations for us. Now I do it all myself. It takes me literally four minutes to import a new price list.”
Jason has entered 65,000 SKUs into the Store Operations system, even though the store currently carries just 15,000, “because putting in a vendor’s full line is easy. Microsoft Retail Management System runs just as fast. I set up my reports to exclude what I don’t want. And I won’t need to enter something later if we get an order for it. Why shouldn’t they all be in there?”
Sheryl Cohen says, “Just receiving our merchandise into Microsoft Retail Management System puts it into inventory and it’s flagged as on-order or for sale. We never sell something that’s being held for pickup, and our sales guys can instantly call in customers to finalize layaway orders.”
Sales Staff Learns Fast 
“By its nature,” says Jason, “Microsoft Retail Management System is easy to use because everybody knows Microsoft Windows®. This is light years ahead of our earlier software. Most new associates can make a sale after 15 minutes. In two hours they know all they need to.”
All 15 employees in both stores use Microsoft Retail Management System for every type of sales transaction. The Norcross store will soon have three registers, and Marietta has four. “Every customer is in a hurry,” says Jason. “The whole cycle from scanning through payout is easy. It’s even fast to enter customer contact data during a sale. Getting products on-screen is fast, even when a label falls off and associates do a lookup.” 

“The Transaction on Hold capability of Microsoft Retail Management System is normally for keeping lines moving,” says Jason. “We do two more things with it. Shoppers can bring batches of merchandise to our counters and go back for more. Ringing items up, then putting them on hold, then checking out the next customer encourages cumulative shopping. We ring up ongoing purchases while we check out others. We also put transactions on hold for days when customers want to think about a big purchase. When they confirm the items, it’s still one transaction.”
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Business Visibility and Profits
“If it has to do with the computer,” says Sheryl, “Jason does it all.” Because Jason helps customers, handles shipping, receiving, and purchasing, he demands step-saving back-office automation. With no outside consultant, Jason manages all system administration; customizes his own layaway, sales, inventory, and other reports; and teaches new staff. 

Jason says, “We’re still expanding our knowledge of Microsoft Retail Management System’s report capabilities but already inventory is much easier. Faster tracking, setting price levels, the start/end dates of sales or discounts, and categorizing products in Microsoft Retail Management System has cut hours off our old manual steps. And I know these records are accurate.”
“Microsoft Retail Management System put U.S.$10,000 on our bottom line just because of its low cost,” says Jason. “It handles all our business needs and is faster and friendlier to use than the others. With HeadQuarters, it’ll grow as big as we do.”
Their Microsoft Partner
“I was really impressed by NuRol’s knowledge of this product,” says Jason. “They answered the exact questions I asked and really deliver customer service. They only sold me what I needed, not everything they could have. They found ways to help me defer expenses. They’re about a long-term relationship, not just a sale.” 

“I hope,” says Jason, “that other retailers don’t have [to do] the six months of research I did before I found NuRol and Microsoft Retail Management System. Just make sure you prioritize what you need. Be sure the program will customize to your business rules without using an expensive consultant forever. And pay attention to the company that’s selling it to you. Their follow-through is as important as the product.”

 Microsoft Business Solutions Retail Management System
Microsoft Business Solutions Retail Management System offers a complete store automation solution for small and medium-sized retailers, streamlining point-of-sale (POS), customer service, and store inventory management, and providing real-time access to key business metrics. Microsoft Retail Management System is a comprehensive solution for single-store and multi-store retailers that empowers independent proprietors, store managers, and cashiers through affordable and easy-to-use automation. Microsoft Retail Management System has the flexibility and scalability to grow with a retailer’s business. It works with the Microsoft Office System, Microsoft Windows Small Business Server, and leading financial applications to provide end-to-end support from the cash register to the back office.

For more information about Microsoft Retail Management System, go to:

www.microsoft.com/pos
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Software and Services


Products


Microsoft Windows XP Professional


Microsoft Windows XP Home Edition


Microsoft Excel 2002


Solutions


Microsoft Business Solutions–Retail Management System


	Store Operations�
Hardware


Metrologic 9540 bar-code scanners


Symbol SPT 1550


Star Micronics Star 847 receipt printers





Partner


NuRol�
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“With just a couple of modifications, [Microsoft Retail Management] Store Operations is perfect.”


Jason Cohen, Manager, The Baby’s Room
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For More Information


For more information about Microsoft products and services, call the Microsoft Sales Information Center at (800) 426-9400. In Canada, call the Microsoft Canada Information Centre at (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services at (800) 892-5234 in the United States or (905) 568-9641 in Canada. Outside the 50 United States and Canada, please contact your local Microsoft subsidiary. To access information using the World Wide Web, go to:��HYPERLINK "http://www.microsoft.com/"��www.microsoft.com�





For more information about The Baby’s Room, go to:��HYPERLINK "http://www.tbrga.com/"��www.tbrga.com�





For more information about NuRol products and services, call (800) 390-6623 or visit the Web site at:��HYPERLINK "http://www.nurol.com"��www.nurol.com�











“I researched retail systems six months before we bought Microsoft Retail Management System. I was sold on its clear logic. It had both ease of use and big-company scope. Then I saw how its screens stepped me through any process. It was the only sensible choice.”


Jason Cohen, Manager, The Baby’s Room
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