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HELPFUL HINT

For a good way to remove epoxy grout
haze , use the Walter Legge Legsolvit
cleaner with the Legge Texspar
powder. Mix up a slurry with the two
products and let it sit on the affected
area for 10 minutes, then scrub off with
a floor scrubbing pad. This will remove
that tough epoxy residue.

Like the real thing...
Agathae from Campani

Is your showroom
working for you?

Understanding home
office deductions

2008 hot color trends
for home furnishings

Replicating the look
of honed slate...
the Ardesia Series

BUILDING BLOX - THE ROBERT A.M. STERN COLLECTION

In the tradition of architects from Frank Lloyd Wright to Alvar Aalto,
Porcelain tile has ROBERT A. M. STERN’s design vision from the beginning has included
finally evolved - not only buildings, but furnishings for interior spaces. For more than
Calacatta Oro 20 years, his firm has been involved in product design, looking to

historical tradition and technological innovation for inspiration.
How may we help you?
The many services More recently, ROBERT A. M. STERN™ Design has collaborated
Sl e with respected manufacturers in

the architectural and interior furn- ) )

ishings industry to create a / /% 73 22crlorve I

comprehensive design collection of g

complementary products: carpeting

by Bentley Prince Street, furniture

by David Edward, wall coverings by

Innovations, and now Building Blox /J/ﬂzgy/
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Porcelain Stone?® tile by
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MARKET

ISYOUR SHOWROOM WORKING FORYOU?

With the decline of new home-building and the renaissance of remodeling
on the horizon, now is a great time to take stock of your showroom’s pos-
itives and make improvements where needed.The showroom atmosphere
of dealers and distributors is what sets ‘us’apart from the big box stores, so
it is critical to make your customer’s experience in your showroom the best
that it can be.

Who comes to your showroom and why?

Women make the majority of the shopping decisions and in coupled house-
holds, 25% of them are making more money than their husbands.Two of
the biggest reasons people come to your showroom are Word of Mouth and
Referrals, both from friends, family and contractors. Traditional

advertising channels are still important, along with Internet marketing,
convenient hours and locations as well as being able to buy locally.

What do customers expect when they arrive at your showroom?

When a customer comes into the showroom, they often are uncertain as to
what they are looking for. Having updated displays of the newest products,
trends and ideas is critical to providing an experience they will remember.
A wide selection of products that are in-stock and a friendly and know-
ledgeable staff can ease their frustration of the building process. A
showroom that is kid and family friendly and provides activity areas and
clean, well-designed bathrooms should not be overlooked.The
environment of the showroom should be pleasant — warm, inviting, well-lit,
organized and clutter-free are all things that aid in the design process.

Building loyalty

In a day when customer loyalty is tantamount to a change in the weather,
it is important that we recognize that the customer values interest and
emotion in their project. If she does not like you, she will not listen or buy
from you. It is important to build a relationship based on trust; salesman-
ship is less important than consistency and being able to deliver what you
say you can. Following up with customers, being sure to thank them and
personalizing their experience are fantastic ways to build loyalty through
service.

Be prepared to make changes

Nothing ever stays the same, even the tile industry. We must be willing and
able to make necessary changes quickly to meet the market demands. Do
not remain stagnant, as this is a sure-fire way to lose current and future
customers.

At Kate-Lo, we take pride in having updated, beautiful showrooms to pro-
vide our wholesale customers a place they feel confident to send their
clients to for choosing material. We have an array of literature and
marketing materials to assist you in your own showrooms and a wide
range of sampling packages to help your customer’s decision-making
process easier. Please contact your sales rep today for any marketing
materials you may need.

AGATHAE BY CAMPANI

Inspired by precious onyx stones, Campani has achieved
one of the most awe-inspiring replications of natural
stone in porcelain tile. With a superb, highly honed finish
and magnificent coloring, this porcelain tile is suitable
for both wall and floor applications. Frost-resistant and
with a shade variation of V2, it is the perfect tile to use in
all residential settings, from kitchens to bedroom:s,
bathrooms to family rooms.

Available from Kate-Lo in 12"x 127 3"x 67 1"x 1”sheet-
mount mosaics, coordinating bullnose and gorgeous
glass listellos in all five colors including: Masai, Desert,
Mountains, Hills and Polar.

It can only be seen to be believed.




In an ongoing effort to improve our customer service, we are providing the following department contacts for
quick answers to your questions.

+» On Call Sales Reps
¢ Kate-Lo provides an outside sales rep available from 8:00 am-4:30 pm, Monday - Friday for commercial project
quotations, technical installation issues and product inquiries. Call (763) 545-5455 and ask for the on-call
sales rep or email oncallsales@katelotile.com.

+ Customer Service
* For placing new orders, checking existing orders, status on special orders or stock availability please contact:
Lori, Jenna, Carrie or Gina at (763) 545-5455 or by email at: customerservice@katelotile.com.

All customers are assigned an outside sales rep to answer any other questions, issues and concerns. If you are uncertain

who your assigned rep is, feel free to call our on-call rep
and they will be able to help you.

'HOW MAY WE HELP YOU?
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