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NeliGIEIIcRRCEmPany.

EEgESIRaIStiieliterfel music i the world
e rlaricllgpnEinsElfs

- 10%eifUs, music .

& 25%) i CeirzleflEl] m@" ‘

1 SYONEIMUIKmUISIC .

Salestinfretailfstores optimized through category
1I2NAgEMERL O LItle:

$1.3 billion inrsales in Fiscal Year 2006
Internationally suiccessful in the United States,

UK and Canada

Major customer of Sony/BMG, Warner Music,
EMI and Universal Music
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| ocations

N GoIeralENFeadaUeEters - Business Unit Offices
s Troy, W Crave Headquarters
Newport Beach, CA

S AutomatedMDistribution Centers
T REPS Headquarters
S neianeyeeiis; 4N

\ Murfreesboro, TN
- RIChmene; VA _ \
International Operations

Handleman Canada, Ltd
Toronto, ON

Handleman UK, Ltd
Warrington, UK

Custemer Tream Offices
) Best Buy Customer Team
Minneapolis;, v
Circuit City Customer Team

Richmond, VA

Wal-Mart Customer Team
Bentonville, AR

Handleman UK Distribution
Center — Bolton, UK
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Jement

SONY . BMOC [

UNIVERSAL

Handleman

EMI vorcng negotiates sale
Artist from vendor, End
records CD CD given to forecasts consumer
vendor to demand and CD placed purchases
arrange sale coordinates in retail CD
promotions store by

Handleman
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S ASTRONVISIKETN(AZIVE) deJSJorJ
SHEEIIIESIPIodUCICYCIE Y eliminating artist/vendor relatlonshlp
2 Handlemenvsiexciusive, @Jr tor off product

A ElC tion

shiandising competencies REZ@S

rovides In-store service for video, PC software and consumer
~ goods products

Razors, o:.:'-'- R
. P I L
Crave Entertainment Group acquisition | SR
Diversifies product lines

Distributes and owns video game software, hardware, accessories
and is a publisher of video game software
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CONMENSOINPELENCIES

[NENELANE tIEEI CONE COmpeE! enCIeS that
rlelglellpnizln) ofeiggle) OLES o customers

5 Serv' es and Distribution
e SErvices
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S VEnEGE relationship with vendors
IDESIORNEYeal rhw e i@]al
PIOMOBLBAS
=Qrecasielodtict demand through
DENCHAIN; rlmﬂ- SEIEE

Remain knowledgeable of industry sales
and trends at all times
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FOUISHEEINSERNICES

REPIENISHFSLONE Ororlllrr Arough
SHIPINENLSIANENETLUNS
»

CONSEIBALESCUSTOmE orders

Vianagescustemer: Shipping requests
ANe reuurms

Organize ¢ Ivery of special promotions



PN Handleman
h~a Company

NESIBIENSEIVICES
I

e Vlzipleie)e ezien) ol artment
I

SEXECUT promouugﬁ At store-level

_ DEVEIOPIEXIEItISErOT consumer trends
O & SIONESY=STONET 9asIs
complete the “last 150 feet” of the
supply chain and get product to the end
consumer




Assortment
Management

Inventory
Management

100% Guaranteed
Product

Vendor
Relationships

Field Service

Business
Intelligence

Consolidated &
Efficient Shipping

Consolidated
Billing

Handleman

Company
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COMPEULVE PIrESSUres

Customer Needs
vs. HDL Offering

Bundled
Service
Price
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Han@igmanis Solut

VB CorECUstomer base and service levels

e Croyy cLstonplEs ozlse
e Wiiglherirlzinceol serwbo 0[S
O INEVVASIOETOIaErS
r\lpﬂcl‘DOf[
~ [DEEP Cabaloy assortments

' .
- Through new: business models

REPS acal I?
CRAVE acqguisition
Artist to Market
Continue to utilize existing core services




Assortment
Management

Inventory
Management

100% Guaranteed
Product

Vendor
Relationships

Field Service

Business
Intelligence

Consolidated &
Efficient Shipping

Consolidated
Billing

Handleman

Company
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Croyw Clsitoles Bg;

Assortment ; Opening Orders
Management 1 and Alpha-Sort

Inventory
Management

Business
Intelligence

100% Guaranteed
Product 7

Consolidated &
Efficient Shipping

Vendor | Consolidated
Relationships Billing
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eaEsNewrBusiness Models
I

i
Artist '
Relationships ;
e
DS TR I '
Distribution
Infrastructure ‘
‘ '

Artist to Market Distribution
]

(® TARGET

100% Guaranteed
Product

Industry
Experience
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Vendor
Relationships
~— | _—
Consolidated
Billing
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VIaECEMENNASSOCIAEAININgG Program
e Roiziijoplel orde)gEl]
 APpPreXimetEiy S4: wpﬁ% N lengts

O 1SAWEEKSHRIdEPartment rotations
Glojfoje)feliish C)fjfefs
Wal-Mart'Customer Team

\ ; Buy Customer Team
16 Week N our EField Sales Organization

1 week at our Automated Distribution Center
Indianapolis, Indiana

Various recruitment trips
Begins 8-12 weeks after graduation

Handleman

Company



Cefeer JogorivglilEs

OpErEtions VaNageEMENt diraining Program
e Kgiziiiofzll grdefeeli) .
_ Approximatelyia4 weeks in length
2 LSAVEEKSHINTUEPAIUMENT rotations
- Conporate Giiice
- Wal-Mart“Customer Team
10 weeks iniour Field Sales Organization
11 weeks at u@tomated Distribution Center
Indianapolis, Indiana
Various recruitment trips
Begins 8-12 weeks after graduation

Handleman

Company
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oppHttnIties
pIProgram
< wzlfel Iple 9505 prfior juniors
DEPAPENLS Var/ each summer
 Markeuhg
- Operations
Product Me @ment and Logistics
Wal-Mart Customer Team
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IiciiepRegrem Benefits

€ departments
irem| the bottom up
%‘w dlffeint areas
- Havemewveniking epportunities with
nanagemenis

Mentor — member of Senior Management

Sponsor — n eg@r of Middle Management
MA/OMT Sponsor — member of recent class

Make an impact on purposeful projects
Work with many people your own age

\
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[ TO ONE page

fﬂﬁbljrrl( -
2 EXampp feated initiative led'to a 12% increase

N :,FI.JQ;

Use actioniVvERss and concise phrases
Oroanize; Jerm SUpport, manage
guppo objec
Information
Check your grammar and spelling!

(®
h b

with relevant (and honest)
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INEVIEWIRERINGS
I

i

Prier to the Interview

l . '
Attenarcareerialrs, Information sessions

dndi NEWVOIKING events to get as much
niermatienias’ possible

. fc Mpanies track your involvement

Review your esume and the position to
prepare guestions and examples
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INEVIEWIRERINGS

Jlmru CENIRLERIEVY,

® B2 or tflel A

® Prdozife “sprlell] elle .ﬂw[ th&nterviewer

- RELLAYSand akereyer contact throughout the
INCEVIEVY,

ole) cautious of nervous habits

- Talking guickly; rocking in chair, etc.

Ask about the next steps and reiterate your
Interest In the position

Follow-up post interview with an email or
letter

i




INERVIEWIREINPS

QUESHONSFLONASK
CUTENNEVERISAVITAIAFENE company

Caleer patmnier d adVvancement

CC diinteraction with

Ompany culture ar
Nanagement

Typical projects/meetings
Community’ invelvement
Anything but salary!

Handleman

Company
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INEVIEWIRERINGS

RterRvewerr Considerations

WV OIFSEXIEIENCE

S Vigjor aneNGIEA

- o
T 3 . \ Yy r =\ ¥ (a
b ST N > \ ~F/

»

Elexib ity and mohility
Professionalism
Enthusiasm!

\Work ethicrand preblem: solving skills

Handleman

Company



Gelinveiveu!

VIAVASIVINILEIAIEVWS
_ RESHMENSHmISSIon: October 9 — 26t
Minformationisessions October 25t
~ GEOO=YESOpmIn 116 Eppley
sirst reunaimierviews: November 6-7t
Second round! interviews: November 7-8th
Office visit | @mber
Offers in January

! Handleman
i Company
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