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A4 In the mid-80s that's probably what specialty retailers were thinking when they
were approached by Sam Kliger about his outsourcing company, Kliger-Weiss
Infosystems (KWI). While still a teenager, Kliger developed an entire retail
management system, and by the time he was 20, he was providing it as a

service to specialty retail stores. Now, 16 years later, KWI is a 510+ million
company that provides service to over 3,000 stores.

by Katy Wolfrom

o you remember what you were doing when vou were
192 If you were like many 19-year-olds, you were prob-
ably going to college and working the cash register at a
local store. In 1985 at age 19, Sam Kliger, now president
and CEO of Kliger-Weiss Infosystems (KW1), was anything but typical. Kliger had

dropped out of college and was developing an entire retail management system

for the Benetton stores located outside of Manhattzn, NY.

Chance Meeting Precipitates Business Partnership

Kliger's fist encourter with Benelton, o specialty clathing chain,
had oocurmesd a3 year-and-a-halfl eadier in 1984, While he was
shopping at the Long [sland location, he asked the owner's wife,
Elith Markowiee, if she and her hushand were n need of 2 retail
mignagement system. (AL the time, Kliger was sill in school and
was developing small computer systems on the side Tor local
bassinesses. ) She tokd Kliger that they didnt need a syssem righi
then, but would probably need something in 2 vear or so when
I|1L"_'.' had more stores. Markow#te old Hligi:r i give her or her
hushand, Danny Markewitz, s cill in o year. A year later, afier
coincidentally meeting 8 wonmn who managed o Beneiton siore
owned by Markowinz, Kliger was reminded of his conversation
with Murkowiz' wife. Kliger called Markowitz the mext ey, Thie
twes miet, andd Markowirz wld Kliger that be was planning o open
up maore Benction stores in e sre, Markowite realized he meed-
ed help developing a reil minagement system thar mneluded
POS hardware and software, 18 well ss back office capabilives,
The entire system's capahiliies would involve inventory manage-
ment, merclhundising, and the shiliy w poll each store’s OS svs-
fem 1o gaiheer sales daes, Markowite hired Kliger to find @ system for
b, Wt Kliger dscovered wais thar Markowite couldn't afford the
refail managemwent sysiems ther were available, Eliger decided
desipn o sysem himsell, “Although | hadn't finished my degree, 1
fined L'l::ll'l'lu.r.ﬂ.:.'tl:“d Y CORIULeT Coanres anid el @ ;._I;H_:J wincleitzngl-

ingy off business,” said Khger, *1 felt T could put the rvo togeter,”
-

Company: Figer-Welss Infosystams (KW1)
Redguarers: Por Washingicn, N
Founded: 1585

2000 revemme: 210-20 milion

2000 sales growth rate: 357

2001 projected sades revesss: not dissinssd
2001 projectsd sales growth rate: 25.35%
Employees: 50

Princlpals: Sam Kliger, CED and presicart;
Danrry Markowilz, procutive VP

Markets: Specalty retail
Vendors: Fujitsu-ICL, Cegnas, Monarch, Sun
Micronystems

Customors: Kanneth Coba, Monlblanc, Swaich,
Donra Faran, Kabte Spade

Phone: (BD0) B73-5944

Wk silo; wravw kigenweiss. com
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Leamn From Others' Successes
When Designing A Business Model

Kliger began writing the back office progrom and look-
ing for POS saftware and  hordware isee sidebar,
Reliable Service: A Must In PFOS™L He was alse working
wiith ATET on connecting the stores Tor polling, By 19958,
Morkowite had I8 stores and Bliger was customizing the
sysiem 0 meet Benetton's needs, 1 iold Danny be'd bet-
ter fingd someone o manage the system, beciuse | was-
n't planning o spend the mest ol my life anning
Benetton's system exclisively.” Markowiz bought the
retall mnigement system Tom Kliger and hired Gary
Welsa, a reend's son, (0 manage i

Wiedss happened o mentlon e Kliger bt e ol
recently  heard Frink lautenberg, fomer CEC of
Avtoimatic Dia Processing (ADP), speak on the out-
sourcing of payrall servioes, Rliger was umiblsr with
ADP since Benetton was using its service, Arouned tha
same thme, Kliger was getting calls fioamn ather Benction
frnchises thar were interested b the systemt. [ was then
thear Khiger realized he could stan a company buised on
AR business mode] angl peovide his metall aseige-
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ment systein ooull the Benetton stores For less than they
comild buy the system. He bought the system back from
Muarkowitz ane started KT, He agreed (o nan the system
for Markowite' sfores on g per stome, per month Bisis
Shaowrtly theesnenlter, Bliger and Markowites met with the
principals af Benestton. “Teenetion had 230 stores nation-
wide and had no klen what was selling in them.” said
kliger. Wi fodd them that we could provide them with
free intormation about wlen colors, sizes, and styles
wene =elling. In retam, they were to recammend our sys-
e 1 thedr frnchisees”

I 2 merabier o o vear-anc-a-talf, meiny of the Benetion
stoanes wore using KW systenns. “In the beginning, the
focus of KW wis fo provide outsourcing systeims 1o
Benetton stores. | didn't even think about otler retadl-
ers, sakl Rliger, With the Benction sucoess, BYW] got a
ot ol exposune in different retall magaeines and thar's
whaen the calls stirted coming i AL that thme, s lot of
big, brand-name companies wene opening nefall siones. |
dicln't pealize i oar the thine, but the futuee of retadl was
branb-name merchandising,” sabkd Khger. What Kliger dlid
reliae wies that these beand-neime coompiinges had Lirge

Reliable Service: A Must In POS

In the mid-B0s, Som Eliger, president and CEQ of
Kliger-Weiss Infosystams (KW}, wos looking for paint of
sale (POS] hardwore for e mioil monogament sysiam
ha was devaloping for Benetton storas in the Monhatian,
MY, oreo, Kliger odmits he wos lured info
berying o ragister that looked good and wos
cheop. “It ended up being o junky register, i
was like most instances when you buy o no-
nome produd versus buying a brand-nama
product. When you buy no-nome, you rarely
get the service you need when you need i
the most,” soid Eliger

YWhan Kliger didn’t get fhe service he naed-
ad from his no-nome register provider, ha
guickly began to look for o more reputoble
provider. At o reloil show, Eliger wos
approached by Fujilsu-ICL Systems Inc.

Kligar. “With Fujitsu, | get a very relioble

product at o foir price ond | have the ossurance of ser-
vice whan needed. Cur back office/corporie software
ensily infegrates with Fujitsu’s TeomPod 2000 POS termi-
nolz ond software to provide o complate retail manoge-
mant system. Additionally, | con buy direct from Fujitsu
regardless of how mony units 4 nesd. | don't hove fo go
through a lorge distributor”™ odded Kliger

[Dollos). “Fujitsu was very oggressive in gat- 5 plrt‘ of KWrs retal

ting us fo sign up 1o resell is product,” soid  management system.

More Than Just A Piece 0f Hardware
The TeamPeS 2000 is desigred 1o free reailers from depan-
dence on mulfiple systerrs and vendors, i is obla o run elec-
fronic. markeding applicofons, enobling refailes fo impha-
maent cusfamer loyalty programs. § con be con-
figured to meat specific needs and works with
on oy al ndusiry standord  periphemals -
including dual independent disploy scroens. Hs
odoptobility Ironsforms POS terminabs info
mutii-purpose paints of sarvice, including mul-
fimedio cusiomer-ocivaled kiosks. H odvances
in-stom effors so upsall and cross-sall and con
be wmed to offer interocive odverdising, promo-
liors, and cnling shopping ot the paint of safa.
The TeamPeS 2000 is designed 1o ba eosy o
maintain, expand, ond upgrode — even by in-
stoe shoff - fo protect the refailer's ivvestmant.
Hs dmsign & open and stondards-based 1o sup-
por POS epplicotions for both kot and thin-
client architactures, Addifional performonce
feotures inchude memony ond disk copabilifies, plus high-
speed LAM {loco! areo nobwark] conneclivity 1o help manoge
multimedia, CRM {customer relofionship monogemaent}, and
a-business applicofions.

| Go To www.fjicl.com |
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With oaur outsourcing  services,
thizy comabd focus on selling thici
merchandise and nol have W
deal with all the issues mvolved
with minming an entine retwil man-
agement  svstem,”  said  Kliger
Whes we realized tlun Benetion
wasn't going o b our only cues-
tomer. we really stared o oo
o speciliy retall

slores,”

Oince we strded doing Tusi-
ness with nome brands like kenmeth Cole (o designer,
irketer, whiolesaler, and relailer of ‘\-11'II'||"1|.HII.||.'I.| Sy
el and acccssories), other hesinds santed o dis Puasiness
with wes, tes
with, the Mgger our oustomer se grew,” sald Klkser.
According o the pow 35-vear-obd KW presddent, mios
of Tuls comguiny’s customers feive resulicd from referrls

Thie Bpuer the cusiosmsms we did business

afit of kasler padormance,” soys Kliger.

por minwta) drives wilh Cheetah X155 {15,000 rpm].
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“I didn’t realize it
at the time, but the
future of retail
merchandising was
bhrand-name

merchandising.”

The Need For Speed

BVl runs-its retarl monagament syshem thot it outsources 1o specelty
refail sfores on UNI-based hordware fram Sun Micrasystems [Palo Alto,
CAl According fo Sam Kliges, prasident ond CEQ, EWI upgrodes ifs
servar ond sloroge technelogy on o yearly bosis ot its headguarters in
Pord Washingion, NY. “Upgroding with Sun's lolest equipment ecch yaar
ands up baing very cosl-eHactive Jor us, H ollows us o have more cliants
on the some number of servers. In addition, it gives our clients the ban-

KWi siones oll of its customerns” dato on RAID [redundant arroy of inde-
pendent disks] systems, Almest all of the hordrives within KWI's RAID sys-
ferms ara Chestoh disk drives from Seagate Tachnology (Scols Vallay,
CA). KW will be s0on be replocing Cheetah’s 10,000 rpm {revaldtions

“The demands of cola-intensive opplicofions such os e-commance, the
Internet, and doin worehowsing hove changad the morket requirsments
for sioroge from copocily o speed per fronsecfion,” says Dowid
Wickershom, sensor vice presidend, produc! line monagamant ol Seogole
Technology. “We hove all experienced the massoges an the Intermat thod
indicafa that we are waiting on the reply from the server. A podion of
fhat wait is ofiibutoble 1o the fronsaction copobilifies of the dalo storapge
being weed.” According to Wickershom, the Cheetoh X15's fronsoction
performance is designed io improve the storoge response fime,

trom other customers, Kliger also attribaies WS abiliny
bo customide = application as a major Botoe 0 gaiing
Chur customization has really given s an
1.'|.|4.’.l.' OVET OUr  Compseimin,
clitims Bliper
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The Dutsourcing 01 Retail
Services: More Than Just An ASP

Ciirrently, B his 95 olicas and
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Although BEWT heses s cliems netail
applications af i hesdguaners, Kliger
climn't consider his company o be an
application service provider (ASP)L “In
eneral ASPs do g good job of hosting
bt dlon’ prosvides the added ebement of
RTTR e [k Jer i |.1'|.|I|;\.- which is the
dilTerence tween a sysdienn angd o solu-
tion,” savs Kliger, “We'ne nod only pro-
viding KW costomers with an applica-
Ties, W' ||lun':1|i|:|._',g thitrm weithy Baasiness
1."\1|J-|.'I'|'i.‘-l.' T focused on one mdusary =
specilty retl. | oaddd vilue o the prod-
ucts snd services | provide by helping
iy clients use their systems effectively in
g kel [ know like the back of my
lnel”

Aocording 1o Kliger, compnies cin
silvet lp o A0S o SO0 By outsouncing
KW purchasing,
installing, and maintaining 8 system
While retailers
spend i than 2% of their sales on
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themsaelvies. I




technology, retailers outsourcing o KW can cut that
percentage in half,” sties Kliger. The bulk of the
savings comes from eliminating the need for 1T
personnel. “Anvone can go out and buy wop-of-the-line
saftoere and hardware, bt vou  meed qualified and
experienced people 1o run it Those types of wechnical
people are sometimes hard to find and they cost money.
It's like buying a great moe car but ot being able 1o
find a good driver,” states Kliger

KWl hus recently lunched a reall mmnagement
syslimt for e-lilers, “We menage merchandising sysems
for eetibers. Hasicully, wee poll their web sites much like
wi poll our tmditional retailers’ POS terminals,” said
Kliger. Whether o company iz bricks, clicks, ar 2
combination of boih, EW0l's toinl reall and
e=comuneree 1T solitions allos for gocurate assessmien
ol apesitions.
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Niche Market Needs A Little Competition

Cwer the pust 16 years, KW has maniged to keep is fee
around 5350 per store per month.  The fee varies,
depending on the number of stores 2 customer has,
According to Kliger, KWT has not had o mise i mates
because it now services a much larger number of stores
thain in 1985, In addition, ihe cost of handware and long
distance rates have decreased dramatically.

Kliger has no doubt that more people will become
involved in providing outsowrcing services to the small-
i medium-sized et morket.  CIF you're in the
muirketplace | provide services 1o, and you have the
apponunity o oulsounce:, you'ne just nuts o buy your
own sysiem,” stutes Kliger. In fact, Kliger welcomes the
competition that will be rought absat by more people
providing retafl services through an owsourcing madel,
“| nat only expect compatition, | wint "

S0, i it time you mke on this guy? d

Repwinied with permission {ram Buseess Solulions Magazine., June 2001
by The Reprot Dept., 300=250:04 70



