Survey Results & Analysis for

Catalog Mailing and Marketing Survey
All Responses
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Executive Summary

This report contains a detailed statistical analysis of the results to the survey titled Catalog
Mailing and Marketing Survey . The results analysis includes answers from all respondents who
took the survey in the 15 day period from Tuesday, August 21, 2007 to Tuesday, September 4,
2007. 261 people entered the survey. 86 were screened out leaving 175 completed responses
to the survey during this time.
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1) Is your catalog primarily business-to-business or consumer?

Business-to-business Consumer
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2) What business objectives does your catalog fulfill? (Please check all that
apply.)

To generate sales through catalog itself (300 or mail)

To generate online sales

To huild the relationship you have with your customer

To create awareness about your products or services

To huild the brand

To educate customersiprospects about your products or services

To generate retail store sales

To help generate sales for a field sales representative

Cther
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3) What is the single most important business objective of your catalog? (Please
select just one.)

To generate sales through catalog itself (300 or mail)

To generate online sales

To educate customersirospects about your products or services

To create awareness about your products or services

To huild the relationship you have with your customer

Other

To help generate sales for a field sales representative

To huild the brand

To generate retail store sales
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4) What other types of marketing efforts are you using in conjunction with your
catalog program? (Please check all that apply.)

E-commerce Wehb site

E-mail

Search engine optimization - organic

Direct mail

Search engine marketing - paid
E-newsletter

Space ads

Targeted landing pages
Package inserts

Banner ads on other sites
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5) How many base (or primarily all-new) catalogs do you produce in a year?

Mean = 4.04

More than 10
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6) When you compare the current year to last year, did the number of your base
catalogs (primarily all-new) increase or decrease?

N T R S

22

Increased Stayed the same Decreased
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7) How many more base catalogs do you have in the current year compared to
last year?

Mean = 2,02
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9) How many fewer base catalogs do you have in the current year compared to
last year?

How many fewer base catalogs do you have in the current year compared to last year?

Mean = 2,32
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More than 5

OVATION
MARKETING |




11) By how much is your circulation changing this year compared to last year?

Unchanged

Increased 1%-5%

Increased 6%-10% |

Increased 11%-25%

Increased 26%-50%

Increased grester than 50%

Decreased 1%-5%

Decreased 6%-10%

Decreased 11%-25%

Decreased 26%-50%

Decreased by more than 50%
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13) By how much is the amount of your catalog drops changing compared to last
year?

By how much is the amount of your catalog drops changing compared to last year?

Unchanged

Increased by 1 -2

Increased by 3 - 4

Increased by 5 -6

Increased by 7 - 10

Increased by more than 10

Decreased by 1 -2

Decreased by 3 -4

Decreased by 5-6

Decreased by 7 -10

Decreased by more than 10
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14) What types of drops did you add this year? (Please select all that apply.)

Another mailing with a different cover

A newy product line catalog

A catalog for prospects

A spin-off catalog

A seasonal catalog (for example, Winter, Summer, etc.)

A holiday-related catalog (for example, Yalentine's Day, Mather's Day, etc.)

A best sellers' catalog

MNone

Other
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15) What other types of NEW marketing efforts are you planning to add to your

overall program in the near future? (Please select all that apply.)

Enhancedimproved Web site

E-mail

None planned

Search engine marketing - paid

Direct mail |

Search engine optimization - organic

Targeted landing pages -

Package inserts

Online product videos

E-newsletter

Other onling videos

Space ads

Banner ads on other sites

RSS feeds

Outhound telemarketing

Other

Podcasts
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16) What other types of marketing efforts are you using to replace the eliminated

catalog drops? (Please select all that apply.)

None planned

E-mail

Direct mail

Enhanced Weh site

Search engine optimization - organic

Search engine marketing - paid

E-newsletter {

Package inserts

Space ads

Targeted landing pages

Online product videos

Outbound telemarketing

Banner ads on other sites
Cther

Podcasts

RSS feeds

Other online videos
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17) This year, have you or will you change the dimensions (trim size) of your
catalog?

145
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Increase dimensions Keep dimensions the same Decrease dimensions
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18) Compared to last year, how will your total catalog page count change?
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Increase pages

Keep the amount of pages the same

T
Decrease pages




19) How many times per year do you mail your catalog to your best customers?
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20) Please indicate which product category best describes what your catalog

sells. (Please select

Other
Gifts and collectibles
Home decor
‘Women's apparel and accessories
Books, audio and video
Office supplieshusiness formsfaccessories
Healtthiwellnessifitness
Men's apparelfaccessories
Children's non-apparel (toys, educational, etc.)
Industrial machinery and equipment
Sporting goodsioutdoor activities
Ad speciattiesjpremiums
Food and beverages
Children's apparel & accessories
Kitchen/cooking items
Office equipment/furniture
Automotive-related
Gardening and horticulture
Arts and crafts
Home electronics
Industrial safety

Computer software/hardware

Hurting -

Fishing
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21) Please indicate your annual combined catalog- and Web-based sales.

Please indicate your annual combined catalog- and Web-based sales.

Less than $1 million

$1 to $5 million -

$5 to $20 million

$20 to $50 million

$50 to $100 million

$100 to $200 million

$200 to $500 million

$500 million to $1 billion

$1 to $5 hillion

Greater than $5 billion
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22) Please select which job description best describes your role with your

company.

Marketing Director or Manager
President/CEO
P of Marketing
Other
Creative Director or Manager

Chief Operations Officer

Merchandising Director or Manager ”

Marketing Analyst

Circulation Planning

Product Development

Operations Director or Manager

Information Technology

VP of Merchandising

P of Operations -

E-commerce Director or Manager
Brand Manager

VP of E-commerce
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