On May 4, 2007, Sale-
Point will celebrate its
20th anniversary. The
company was founded in
1987 based on the win-
ning plan in the annual
business plan competi-
tion at San Diego State
University. A young MBA
student, Larry Imperiale,
and a seasoned entre-
preneur and professor at
San Diego State, Alan
Grant, teamed to create
SalePoint.

Imperiale was a software
engineer with prior ex-
perience in point of sale
software. Grant was a
seasoned business vet-
eran who had retired to
teach college classes.

The business was started
with just an idea. From
that business plan, the
company formed strate-

gic relationships with in-
dustry leaders such as
IBM. Skilled individuals
joined the company and it
grew to be a recognized
and successful solution
provider in the specialty
retail systems market.

Its rapid growth was rec-
ognized by earning the
position of #19 on INC
Magazine’s Fastest Grow-
ing Privately Held Compa-
nies in 1992.

In 1996, the company ac-
quired the retail systems
companies of MicroBilt.
The company further ex-
panded in the higher edu-
cation, public sector, and
healthcare markets.

The current management
team has led SalePoint for
many years and to this
day continues to execute

on the original plan that
Imperiale and Grant de-
veloped that won the
San Diego State Univer-
sity business plan com-
petition.

While Imperiale left the
company and pursued
his world freestyle Fris-
bee championships and
Grant earned a PhD at
age 67 and continued to
teach entrepreneur
courses at the university
level, their heritage lives
on at SalePoint today.
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Businesses handling cus-
tomer information today
face the important issue of
how to protect their cus-
tomers’ information from
theft or fraudulent use.
The leading credit card
companies such as Visa
have addressed the issue

of credit card fraud and
protection of customer
information by setting
standards for the use and
storage of critical cus-
tomer data. SalePoint’s
Trovato and J-Point soft-
ware have been validated
for Visa USA’s Cardholder

Information Security Pro-
gram Payment Application
Best Practices. Visit our
website for more informa-
tion or contact your ac-
count manager. Busi-
nesses that process
credit/debit card transac-
tions must comply with
these standards.
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SalePoint has been named the inaugu-
ral reseller of Torex Retail’'s Retail-J
point of sale software in the United
States.

As part of our product strategy, we con-
tinually evaluate hardware, software,
and services partners to provide our
customers with the best selection of
solutions for their business needs.

Retail-J is a highly successful store
system software in the United King-
dom. It was purchased by Torex Retail
last year and plans were announced to
launch the product in North America.

We had been having discussions with
Retail-J for many years. The acquisi-
tion by Torex Retail and the establish-
ment of a Torex Retail North America

organization with key individuals with
strong experience in retail systems
convinced us that a strategic relation-
ship that would leverage the
strengths of our two companies would
be a key advantage to the success of
Retail-J in our markets.

SalePoint brings local country exper-
tise and an infrastructure of support
services, Java development skills,
and retail expertise to compliment the
Retail-J offering.

The addition of Retail-J provides our
customers with the choice of yet an-
other successful product from Sale-

Point.

Each year SalePoint sponsors a Re-
tail Users Conference. This year's
conference will be September 16-
19th in San Diego. In addition quar-
terly telephone conferences are held
to discuss topics of interest to users.

The strong participation of users of
our software in planning and face to
face discussions of products and in-
dustry trends allows us to understand
our users requirements and priorities.
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The conference in-
cludes round tables
where users share
information on how
they use SalePoint
products to make their
businesses better.
SalePoint Partners
discuss product directions and dis-
play new products in the exhibit area.

The users are represented by an
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Mark your calendars
now! We look forward to

seeing you in San Diego.

Advisory Board that has
quarterly calls with com-
pany management to
track progress on objec-
tives set at the last us-
ers conference.

Please join us this year.
The sessions are valuable to various
individuals in your company. Training
is offered on an as needed basis at
the end of the conference.

For many years, Murry’s Inc., an inde-
pendent grocer headquartered in Up-
per Marlboro, Maryland, had used
SalePoint’s ARS/2 point of sale soft-
ware for its stores. When it came time
to upgrade the software, Murry’s man-
agement reviewed alternative systems
and decided to move forward with
SalePoint’s Trovato product.

Due to the special grocery require-
ments of the Murry’s stores, numer-
ous enhancements were made to
Trovato. Murry’s will pilot Trovato in
late April 2007 and roll out the solu-
tion to its stores after the successful
completion of the pilot. Murry’s
selected Dell point of sale hardware
for the update.

Murry’s Inc. is a third-generation,
family-owned business which has
grown into one of the food industry’s
most successful manufacturers of
specialty frozen foods since its begin-
nings in 1948. Murry’s offers more
than 150 frozen food products, includ-
ing its famous Quarter Pound Ham-
burger and the company’s top-selling
Original French Toast Sticks.
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Skechers selects SalePoint to
provide new DigiPoS hardware for
store upgrades.

Skechers USA, Inc., an award-winning
global leader in the lifestyle footwear
industry, designs, develops and markets
lifestyle footwear that appeals to trend-
savvy men, women and children. A bil-
lion dollar company, Skechers’ success
stems from its high-quality, varied prod-
uct offering, diversified domestic and
international distribution channels, and
cutting-edge print and television adver-
tising.

With more than 2,000 styles, Skechers
meets the needs of male and female con-
sumers across every age and demo-
graphic.

Domestically, Skechers sells its products
to department and specialty stores across
the country. The Company also sells its
Skechers brands directly to American con-
sumers through more than 160 company-
owned and operated retail stores in high-
traffic destinations.

Skechers management decided to up-
grade the current hardware in their

stores and contacted SalePoint to pro-
vide a proposal on the store upgrades.

SalePoint teamed with its hardware
partner, DigiPoS, to provide a proposal
on the hardware upgrade.

Upon review of the various equipment
options available, Skechers choose the
DigiPoS Retail Blade 4 POS unit with
DigiPoS provided peripherals with 15
inch flat panel displays and Epson
receipt printers.

In addition, Skechers selected Ingenico
i6550 pin pads for their stores.

DigiPoS’ value proposition and ease of
maintenance were key factors in meet-
ing Skechers’ needs for their new store
systems.

For more information, visit DigiPoS’
website at

www.DigiPoS-solutions.com

SalePoint has entered into a strategic
alliance with Tekserve POS, LLC., to
allow Tekserve POS to resell Sale-
Point’s Retail Interact and Trovato
software products.

Tekserve POS is a leading provider
of point-of-sale hardware, software,
maintenance and professional ser-
vices that help retailers achieve a
competitive advantage in their

Tekserve POS expands
SalePoint’s marketing

efforts and capabilities

businesses. Headquartered in Hoff-
man Estates, lll., Tekserve POS
serves more than 500 customers
across North and South America.

Other divisions include Tekserve
Mexico and C-Co Technologies.

This strategic relationship expands
the sales and marketing of SalePoint
products and allows SalePoint to offer
its customers the expanded services
capability of Tekserve POS.

Tekserve POS’ website is:

www.tekservepos.com
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SalePoint has expanded its sales
team and would like to introduce you
to the current team.

Tom Schmidt joins SalePoint this
month as Sales Executive for J-Point
in the healthcare and higher educa-
tion markets. Tom is based in Sacra-
mento. Tom formerly held sales and
consultant positions at Autocell Elec-
tronics, Inc., Network Inc. and Clair-
com/Staples.

Ed Malzan joined SalePoint on
March 26, 2007, as Sales Executive
of Retail Solutions based in Florida.
Ed has many years of experience
selling retail solutions. He was for-
merly with JDA Software, Island Pa-
cific, Intrepid Systems, and Lawson
Software.
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Michael O'Toole rejoined SalePoint
in May, 2006. He had previously
worked for SalePoint in the late
1990’s. Michael is National Account
Manager selling Retail Solutions. He
is based in the Sacramento office.

Tom Michael Ed

Contact information for the sales
team is:

Tom Schmidt
tschmidt@salepoint.com
(916) 484-7915 x 372

Ed Malzan
emalzan@salepoint.com
(941) 739-8267

Michael O'Toole
motoole@salepoint.com
(916) 484-7915 x 358

SalePoint new business venture in
the healthcare market continues to
gain new accounts. The healthcare
product was first installed in the Mid-
Atlantic Region of Kaiser Perma-
nente. Since that time, J-Point has
been installed at Parkland Health &
Hospital System in Dallas and is in
the process of being implemented at
Contra Costa Regional Medical Cen-
ter, a county facility in California.
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Continuing trends of increasing co-
payment amounts, larger deductibles,
and more self-pays are forcing
healthcare providers to address the
issue of determining and collecting
the patient’s share of the bill at the
time of service. J-Point enables hos-
pitals to capture more payments up-
front and avoid billing and collection
costs.

SalePoint is pleased to announce a

website, for the exclusive use of its cus-

tomers, that provides key information
such as product documentation, prod-
uct enhancement plans, software is-
sues lists, and a discussion forum.

The website provides an electronic de-
pository of information for customers’
reference on each of the company’s
products and a simple way for Sale-

Point to communicate up-to-date in-
formation about the company’s prod-
ucts and services.

The idea was originally presented by
users at last year’s Retail Users Con-
ference in San Diego.

The Retail Users Advisory Committee
members did initial testing of the site
and content and provided feedback to
management.

The site will go live on May 1, 2007.
To obtain your site ID and password,
contact Cindy Fortes, VP Client
Services at:

cfortes@salepoint.com
or call her at (916) 484-7915 x 367
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SalePoint provides cost effective solutions to retailers,
universities, utilities, and hospitals that improve customer
service and improve business profitability. Throughout
our 20 year history, we have had the privilege of working
closely with leading companies. Our customers are lead-
ers in their industries. Together we have helped them im-
plement hardware, software, and services that have gen-
erated significant returns and made key changes in their
business operations. Our staff has gained skills and
knowledge from these engagements that have allowed us
to make our software and solutions even better. We are
grateful for the opportunities to work with these great

companies and look forward to our next project.

Another long time SalePoint cus-
tomer, the Puerto Rico Water Author-
ity (“PRASA”) recently reviewed its
systems and determined that they
needed to upgrade the systems that
had been used successfully for many
years.

PRASA drafted an RFP and went out
to bid on their new cashiering sys-
tems.

SalePoint teamed with IBM Puerto
Rico to respond to the RFP. With the
advantages of 1) understanding the
customer’s business as the incum-
bent solution, 2) having a solution
that was certified on Banco Popular's
ATH Debit/Credit system (which has
recently been implemented at Ana G.
Mendez University in Puerto Rico),
and 3) having IBM on the team to
provide their leading hardware and
services and to serve as the Prime on

the agreement, SalePoint and IBM
won the bid.

IBM and SalePoint are currently in
process on the project to upgrade
PRASA from SalePoint’s legacy
On-Line Cashiering Solution to our
J-Point cashiering software.

PRASA will implement new IBM
SurePOS 500 terminals, new servers,
and J-Point.

The cashiering system allows PRASA rh
customers to quickly pay their water }
bills at the various payment offices

around the island.

SalePoint is pleased to continue its
long standing relationship with
PRASA and to move them to current
technology and equipment.



