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Writing the Book on  Advanous - Onward and Upward
Pricing

I’ m pleased to introduce thefirst edition of Advanous quarterly

newdetter, Insghts. Asarapidly growing company intheemerging
In November, | o ) _

market of pricing and margin management, wethought it was

CIERALSEL PRICE for SUCCESS — - important to provide updateson Advanous progressand share

e th' qnd ET developmentsinthearenaof pricing. Withthisin mind, we created
SRt e o ' ‘ Insightsfor our customers, prospects and business partners
Wholesder- i W ' Erik Bleyl

& el Tige President & CEO
?ellsggs ol 2004 wasayear of _si gnifi can_t advancemgnt and growth for _
resourcequide Ad_vanpus_ Our Point to Profit (P2P) servicecontinued to gain .
onpricing for validationinthe marketplace as several new Fortune 1000 and other largedistributors

entered engagementswith us. Additiondlly, existing clientsexpanded and accelerated their
implementation of P2P. Our successesin the marketpl acerippled across other partsof our
businessin 2004 enabling usto double our number of employeesto 25; expand into anew
headquartersfacility in Richmond, VA aswell asopenanew officein metropolitan
Washington, D.C.; and raised capital from privateinvestorsto fuel the continued growth of
our business.

digtributorsinterested indriving higher
margins. “ Pricefor Success: A Practical
Guidefor ImprovingMarginsin
WholesaleDidtribution” wasmet with
high demand and incredible reader

response.

Oneof our proudest accomplishmentsin 2004 wasthe publication of anew book on
pricing in cooperation with the National Association of Wholesaler-Distributors. To date
Pricefor Success: A Practical Guidefor Improving Marginsin Wholesale
Distribution hasreceived ravereviewsin the market with endorsementsfrom leading
distributorsaswell asstrong salesacrossthedistribution industry.

“I believeitisagreat roadmap for any
distributor looking to address
profitability,” said Tony Wetson, Profit
Enhancement Project Manager for
Ferguson.

We expect another great year in 2005, and we are aready well underway. Advanousis
currently finalizing adeal with oneof thelargest distributorsin the paper industry for
commercial roll out of P2Pacrossal of itsNorth American operations, and working with
anumber of new clientsinthe paper, food, building and medica supply industries.

The book comprisesstrategies, tactics,
and case studiesto hel p executives, and
salesand pricing managerstake steps
toward building apricing foundation for
Improved margin management and

long-termprofitatilty. We continueto focusour energieson enhancing our suite of services, educating the

marketplace on the benefits of better price and margin management and most importantly,
delivering superior customer service and bigger profitsto our greatest asset —our

To learn more about the book,
customers.

including how to order your copy, goto

UL SETTENE Thehard work of theAdvanousteam, coupled with our unique, practical approach to

each client engagement hasgiven usaleg up over competitorswho apply a“ onesizefits
all,” software-centric approach to pricing. With keen attention on offering a
comprehensive serviceand by basing our pricing modelsontheredlity of each client’s
businessenvironment, we have positioned ourselveswell for astrong and productive

2005.
Zdeanous®

Insight. Action. Results. Welook forward to keeping you informed of our progressand hopeyou enjoy Insights.
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Taking our Show on
the Road

Based ongrowing industry demand for
practica margin solutionswithindigtribution
and with the recent rel ease of the book
“Pricefor Success: A Practical Guidefor
Improving Marginsin Wholesale
Didribution,” Advanousisofferingtraining
seminarson how toimprovemarginsfor
distributors. Based on aclient’sneeds,
Advanouscan offer astandard training
seminar based on the key concepts
developed inthe Pricefor Success book, or
work closely with aclient todevelopand
deliver acustomized training program.

Advanous Founder and primary author of
Pricefor Success, Tony Periclewill lead
thesetraining sessonsand will leverage
many of thekey principlesdiscussedinthe
book and present strategies, tacticsand
case studiesto help executives, sales
managersand/or marketing personnel build
apricing foundationfor improved margin
management and long-term profitability.

“Our training sessonswill draw from
knowledgelearned fromindustry surveys
and experienceto share methodol ogiesand
best practicesthat make senseand have
proved successful inthemarketplace,” said
Pericle. “Ininstanceswherewecustomizea
training program, wewill work tofully
understand aclient’sunique business
Stuation and implement strategiesgeared to
best meet their needs.”

Advanousiscurrently scheduledto deliver
margintraining seminarstoindustry
distribution groups and associations starting
inApril 2005. Presentationsinclude
IMARK onApril 1st, NAHAD onApril 5th
and NAWLA onApril 19th aswell asother
seminarsscheduled with distribution
businesses.

Advanous Unveils
Point to Profit™ 3.1

Point to Profit™, Advanous solutionfor salesforce, priceand margin
optimization has continued itsrapid evolution with the recent release of Point to
Profit 3.1. Pointto Profit 3.1 combinesintegrated businessintelligence
technology with reality-based pricing to
deliver asolutionthat allowsour clientsto
maximizethevaueof Advanous services.

“We increased our selling margin
Point to Profit 3.1 has been developed to
provideAdvanous team of margin experts
withtheability to easily accessand
understand aclient’shistorical sales
performanceto efficiently generatemargin
ingghtsthat our clients salesrepresentatives
can act uponto generate substantial margin
improvement results.

over 100 basis points. Point to

Profit has enabled us to make
improved pricing decisions. Itisa
valuable solution for anyone in the

wholesale distribution business.”

- James C. Robison

. Chairman, CEO & President
Built from theground-up for ahosted
environment, Point to Profit™ isavailable on-
demand, eliminating theneed toinvestin
costly infrastructurel T initiativesprior to
utilizing theservice. Ddlivered through asecure web-environment, Advanous
clientsenjoy safety, speed and accesswhere ever key decision makersreside
acrosstheir organization. Additionally, the Point to Profit web-based
Management Consoled lowsfor quick refinement and client-specific
customization by coupling thelatest businessintelligencetechnology from
Cognos™ with auniqueblend of analysisand interactive decison making toolsin
aseamlessenvironment for enacting margin management change. Someof the
core pricing and margin management toolsand reportsavailablewith Point to
Profit 3.1include:

Walco International, Inc.

- PriceCorrection —Identifiesitemsbeing sold below amarket
acceptabl e price and adjuststhese customer/item combinationsto optimal
levels

- New SalesPricing—Allowsaclient to“priceright thefirst time’ by
identifying optimal market pricesfor new customersor new itemsbeing
sold to existing customers

- Margin Erosion —Exposes deteriorating margin trends across customer/
itemtransactions

- Lost Sales—Highlightsactive accountswheretotal item purchaseshave
decreased

Tolearn more about Point to Profit, visit http://www.advanous.com/
solutions main.html.

Advanous, adivision of EnterBridge® Technol ogies,Inc., helps Fortune 1000 and other |eading distributors generate higher profits
through its Point to Profit solution which combines technology, analytics and industry expertise to increase margin performance
across a company’s business. Founded in 1999 and based in Richmond, VA, Advanous has delivered an average annual margin
increase of 50-100 basis points and a 5-15 fold return on investment to its clients.



