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Subject to Protective 

FULL LINE LE CATALOG SET-lJP,A:JND 

.(~\?· . ··:<::::{:~~ ·:.:.:·:.:.:.:.:·:.:.:.:.:.:·:.: 

* Central Thoughts on Set-Up, Direction.:~i~hd Flow ... , ... "" . 
. ::::::::::::::::::::::::::::.:·.·. 

Any LE catalog must provide a logical infonnau@f!j[fl®.4Y)Mt.~i-lites features and 
benefits., educates, directs, and creates. a call to:Mtlon for il\.e p#.,\~l,¥ctive customer. The 
catalog must be taken as a whole in creating ~hit;. important sales.loo!. Some catalog musts 
are listed below. .-:.:.:.:.:-:.:.:.:·.·.· 

. ··=·::::::::::\~Ut~t\~~:~::=:=:-:.:·. 

* Create an LE Look, Feed and TextureJ()r. th~::Pi:~~@~:iitaj@~t audience. Everything 
must look real, nothing fake. The art w0f:k~@Jh6tui&':fuusfbe compelling ... something 
they would want to look at not just onciJbij[KrvmJ;ier of times and show others. 

< :: :: ·. ·.. . ·. ·. :: :: :: ::~:~~~{}~~:~t~t~:: :: :: -: ·. ·.· 
* Clearly Show Products Benefits,;~ Fe~tures.tiia]~ical order that increases their 
ability to pick up information amfl@6vid~~::~irect~9n flow that leads the prospective 
customer. Must be CLEAR, LOGICAL, aha DIRECTIONAL. 

" Information Pickup Abili,~ti±ffh~::~@inunit~&:Winformation maze is a hard one to 
negotiate if it is not logically pres~hl'ijf@~th:*~ ri@fo points shown in Stand-Out form. 
Eye scan pick-ups are very important as'th\i!!frnf.A¥)'nomentarily grab the prospective 
customer and hopefully hit a,~~M~i:H1i.r~meiHs:::01echanism that will speak to him. "I 
Need That." · · · · · · · · · · · · · · · · · · · · · · · · · · · 

* Directional Flow -:fil\¢'prospecti~'@:@~tomer must be lead along from point A to 
point Z in the direction 9ffa~tjpg a Call t#@:ction (to take the next step of seeking more 
information). This is accompt)ifil%:UQJh~#i~terial, but designing it to lead the 
prospective customer $f:pugh l0gltijj(p\.'i:filf:5 to the undeniable conclusion that the 
grouping of products¥Mf~cy,i.l.,-µportatl.ffo their mission. 

* Stands-Outs,U()oks;''itM:fM~r:t Stand-Outs are necessary to make the 
information easily,~&aerstood; m&WMnefits and features, cement them in, and create 
compelling need§:i@.±11111}~#,f ...... 

. (t\t }Ut~r 
* Create a Calft'i:Ai;~~ijffls the Most Important of All as if they call seeking more 
information ~1e gefh'~ij~~~~,:;11,phem "They Must Take the Next Step" 

.. {~~t?~:::: :: -: .. .. . ... : :: :: :~ :~ ~: ~~ ~~~~\~I~t :: · 
* View Poiri't''ik:jl~~bt~.!ng ~'''Everything must be viewed from the prospective 
customer's. point~3f-:'N,¥.f,:.iJ::hy view must NOT be what we, industry people, know, but 
from wqill:J~~!(i).:@~l@§l~y¥~tomer must work with to gain knowledge and make 
decisionk?'//::-::...-··········· 
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