Learning Center Catalog|

NSRA'’s Learning Center is a mail-order bookstore stocked with publications on shoe retailing and business
management topics. While we are open to all customers, NSRA Mbrs receive great discounts on purchases.

NSRA’s WISER Sales Training
By National Shoe Retailers Assn.
Created for the retail footwear
profession, this quality training tool is
geared for both the entry level to
advanced shoe fitter. The flexible
curriculum slices the training process
into “bites” that can be realistically
achieved in a shoe store environment —
even for a part-timer. The 6 segments
on the DVD can be completed one
Segment per shift, and the design allows them work at their
pace without sacrificing learning impact. Complete with
workbook and self-paced DVD, NSRA’s WISER program
also offers a mentor training guide, self- tests and score cards.

NSRA Mbr: $295 Others: $395
Additional workbooks $10 Others: $15

Secrets of Power Negotiating

By Roger Dawson

Ask for more than you can get. Never say

yes to the first offer. Flinch at proposals.

Negotiating places an essential role in

everyday business. If you want to come out

ahead—whether you’re asking for a raise,

buying equipment, or creating a
partnership—it is essential to know the art of bargaining. This
book teaches you how to win at the negotiation table, but
leave the other person feeling that he or she has won. This
new edition is completely updated to reflect the changing
dynamics of business today.

NSRA Mbr: $20 Others: $25

Angel Customers & Demon Customers
By Larry Selden & Geoffrey Colvin
Research has shown that every business has
unprofitable customers, as well as hugely
profitable customers, but owners and
managers rarely believe it or know who they
are. And even if you do know about them,
many times you're clueless as to what to do
about it. However, if a company can't figure out a way to earn
at least its cost of capital with individual customers or
customer segments, it's a matter of time until its share price
gets crushed. This book offers critical new insights on how to
link the customer and profits.

NSRA Mbr: $25 Others: $28

NSRA’s 2006-2007 Business
Performance Report

A two-part comprehensive report
on the profitability and productivity
of the retail shoe industry that
includes analysis and trend
information on: initial mark-up and
maintained  margin, inventory
turnover, wage/salary expense,
sales per square foot and use of
technology and  performance

benchmarks with supporting financial statistics.

NSRA Mbr: $50 Others: $100

Customer Satisfaction is Worthless:
Customer Loyalty is Priceless

By Jeffrey Gitomer

This book contains a game plan that any
customer-serving employee, salesperson,
manager, executive or entrepreneur can

enact to ensure loyal customers. Learn the
value of a return customer, how to lose a customer, what to do
with existing customers, how to get loyalty and more.
Includes valuable on-the-job instruction and inspiration cards.

NSRA Mbr: $25 Others: $30

Purple Cow: Transform Your

Business by Being Remarkable
By Seth Godin

Learn to achieve spectacular growth

and bring your business to the next

level and become remarkable. This book shows you how to go
from boring to brilliant with your marketing efforts and
become noticed. It’s a wonderful reference for business
owners who want to help create or fine tune a business that’s
worth marketing.

NSRA Mbr: $18 Others: $20



The Ernst & Young Business Plan
Guide

By Eric Siegel, Brian Ford, Jay
Bornstein

With over 50,000 copies sold, this
second edition publication gives the
new and existing business owner
advice on how to write and develop
business plans, tips for tailoring plans
to decision makers, all new sections on funding and financing
methods with provisions for restructuring and bankruptcy.
Whether you’re starting new or expanding an existing
business, this guide will help create a financial blueprint for
success.

NSRA Mbr: $25

Others: $30

Retail Selling Ain’t Brain Surgery,
It’s Twice as Hard

By James Dion

A great book for Retail Sales Associates of
any age or experience who want to gain a
deeper insight into what they do. Mr. Dion
introduces  Professional Retail  Sales
Associates to new strategies on: avoiding
vending machine selling, keeping your
distance, customer behavior, in-your-face customers,
customers for life, less than righteous returns, maximizing the
last moment with your customers, the real secret service and
practicing to improve your skills.

NSRA Mbr: $18

Others: $20

Recruit Smarter, Not Harder

By Mel Kleiman & Brent Kleiman

When recruiting and retaining employees
affects your core business, it is time to look
at your system. As the demand for hourly
employees reaches record highs, businesses
must evaluate their approach to recruitment
and retention. This book provides a step-
by-step approach to attracting the best hourly employees to
your organization. This is a must-have tool in recruiting
hourly employees.

NSRA Mbr: $14
Business Management

Others: $16

Retail Business Kit for Dummies

By Rick Segel

Subtitled “A Reference for the Rest of Us,”
this book outlines how to start a retail
business and how to keep it fresh. The
author takes readers through every aspect,
from the original dream through running
the business on a day-to-day basis. It
comes with a CD containing checklists and formulas
addressing a multitude of details.

NSRA Mbr: $27

Others: $30

Personnel Management

The 1001 Rewards & Recognition
Field Book-The Complete Guide

By Bob Nelson, PhD &,Dean Spitzer, Ph.D.
Time and again, research and practice show
that rewards and recognition are among the

most effective ways to increase morale,
performance, and employee retention in good times and bad.
Having worked with thousands of organizations, Nelson and
Spitzer provide the ultimate resource for creating and
sustaining a recognition culture in your company.

NSRA Mbr: $15 Others: $18

1,001 Ways To Reward Employees
By Bob Nelson
1,001 Ways to Reward Employees has more

than 200 pages of tips and ideas on
motivating employees and rewarding
performance.

NSRA Mbr: $10 Others: $11

1,001 Ways To Energize Employees

By Bob Nelson

This book reveals what real companies
across America are doing to get the best out
of their employees -- and the key to their
success. Case studies, examples, comments,

techniques, and research from business

leaders make this a practical handbook of suggestions for
increasing employee involvement and enthusiasm.
NSRA Mbr: $10 Others: $11

1,001 Ways to Take Initiative

At Work By Bob Nelson

1,001 Ways to Take Initiative at Work
brings together hundreds of real-life
examples, advice from business leaders,
and the author’s own techniques and

exercises to show readers how to draw on

inner creativity, develop self-leadership,
set goals, take risks, and sell ideas.

NSRA Mbr: $10 Others: $12

Hire Tough/Manage Easy: How to
Find and Hire the Best Hourly
Employees By Mel Kleiman

Hire Tough talks about the challenges,
such as: turnover, hiring costs, and return
on investment. It also covers recruiting
and how to make it easy, system tools for
evaluating applications, resumes, and
telephone screening, and interviewing,
red flags, biases, and how to keep it legal.

NSRA Mbr: $16 Others: $18




So, You Got the Job—No What?
By Mel Kleiman

Excited about landing your job? A little
nervous? Did you know that how you
handle yourself on the job will set the
pattern for how successful you’ll be at
work. This little book is a great training
tool for the new employee!

NSRA Mbr: $10 Others: $15

267 Hire Tough Proven Interview

Questions for Hiring the Best Hourly

Employees

By Mel Kleiman

Today’s organizations all have one thing in

common—they place an unusually high

significance on the selection of every employee-

managers, supervisors, and hourlies. Over 70%
of the U.S. workforce is comprised of frontline workers and
the firms that will fall by the wayside are those that continue
to pay scant attention to how those hourly employees are
interviewed and selected. This book is a must-have for
everyone who hires or manages hourly employees.
NSRA Mbr: $15 Others: $17

Smart Hiring: The Complete Guide

to Finding and Hiring the Best

Employees (2" Edition)

By Robert W. Wendover

Smart Hiring will show you how to---

Avoid the ten most common hiring

mistakes, test an applicant’s skills, screen

applicants by telephone, take advantage

of changes in the labor pool, pick the best
applicant for the job, land the candidate you want, and
evaluate each candidate. Plus terrific timesaving checklists!

NSRA Mbr: $11 Others: $13

Hug Your Customers
By Jack Mitchell

The only way to stay in business is with

customers and Jack Mitchell knows how to

attract them and how to keep them. He has a

deceptively simple but winning relationship
approach to customer service -- that a relationship is at the
heart of every transaction. Jack's business philosophy is based
on "hugs" -- personal touches that impress and satisfy the
customer.

NSRA Mbr: $15 Others: $20

Store Operations

Shoe Retailing Today

By National Shoe Retailers Association
NSRA's bi-monthly magazine keeps you
aware of events, trends, issues, and
news that affects shoe retailers.

NSRA Mbr: 1 free subscription
per NSRA Mbrship

Others: $35 per year (6 issues)

Profitable Footwear Retailing

By William A. Rossi, DPM

Includes 366 illustrated pages on
increasing store growth, sales volume, and
profitability. Other topics include day-to-
day shoe store operations, buying,
budgeting and selling.

NSRA Mbr: $40 Others: $50
Training
Training Manual For Shoe Sales
Associates
By Tony Knapp

Everything you need to implement an in-
house sales associate training program.
Over 90 pages that cover what the sales
associate needs: from product knowledge,
shoe fitting, customer services and selling

skills. Seventeen exercise forms to increase learning and
retention and help both new and experienced shoe sales
associates sell more. Over 100 diagrams to show everything
from foot shapes to how to use the Brannock device. It has
everything from employee orientation programs to guidelines
for establishing your company’s dress code.
NSRA Mbr: HC or CD-ROM : $35

Package Deal with HC & CD-ROM: $50

Others $50
Others $75

Professional Shoe Fitting Manual

By Dr. William Rossi in cooperation with
Pedorthic Footwear Association

This 160-page publication is a training
must for all shoe retailers. It discusses
foot anatomy, shoe construction and
materials, and techniques for properly
measuring and fitting shoes. Includes test

and certificate.

NSRA Mbr: $25 Others: $50



When The Shoe Fits Video

Educational 2 1/2-hour course in a CD
collection. You get 2 CDs, companion
100+pg reference book, instructor’s
guide, and 100-question test for
reviewing the 11 instructional sections.
Sections:  foot  evaluation  and
measurement, testing for fit, fitting the
special foot, foot anatomy and
biomechanics, worn shoe evaluation,

plus more. By: NSRA and Pedorthic Footwear Association.

NSRA Mbr: $150

Others: $250

Consumer Education Material

Ten Tips to a Great Shoe Fit

By NSRA & PFA

Our classic best seller updated, “10 Tips,” is
NSRA’s newest version of its consumer-based
education brochure. A visually delightful
educational tool, it’s chock full of tips on how
to get the best shoe fit possible, PLUS
additional BONUS tips! With full-color
illustrations, the brochure has ample space on
the back for imprinting your company’s name,
address and pertinent business numbers.

Packed in lots of 100.

Pricing as follows:

NSRA Mbr: Others:

200 brochures @ $15 200 brochures @ $30
500 brochures @ $25 500 brochures @ $50
1000 brochures @ $45 1000 brochures @ $90
2500 brochures @ $75 2500 brochures @ $150
5000 brochures @ $125 5000 brochures @ $250

For information on money saving
programs OR educational opportunities
that NSRA can offer, please call 1-800-673-
info@nsra.org

Ordering From NSRA
Is as easy as A-B-C!!

A. Order Form.
Please complete and return your order form by
using one of these four easy processing
methods:
1. Mail: 7150 Columbia Gateway Dr., Suite
G, Columbia, MD 21046
2. Fax: 410-381-1167
3. Phone:  800-673-8446 or 410-381-8282
ext. 318 or 311

B. NSRA Mbr Number.
Please provide your Mbr number to receive
the Mbr discount.

C. Payment.
Orders must be accompanied by check
(US$/US bank) or Visa or MasterCard number
and expiration date. Make checks payable to
NSRA. No invoicing available.

D. Shipping.
Add correct amount for shipping, handling,
and Maryland sales tax (if applicable) to your
order. All domestic orders will be shipped via
FedEx ground unless otherwise specified. If
otherwise specified, purchaser is responsible
for all costs of shipping. Provide a street
address. FedEx will not deliver to post office
box numbers. * Actual shipping charges will
apply to all orders shipped outside the
continental US.

For all international and “ASAP-Express”
delivery requests, a $10.00 handling fee will
automatically be added to your order.

E. Returns.

If you are not satisfied with your purchase
NSRA accepts returns with full refunds on
items that are in originally sold condition,
provided such returns are received within 15
business days of sale. The cost of shipping
will not be refunded. NSRA will not accept
returns of videos or CDs.

F. Prices.
Prices listed are current as of July 2006, but are
subject to change without notice.




