
accounted for approximately 77% of piano segment revenue in 2008. The remaining 23% was
generated from sales made directly by us at one of our nine company operated retail showrooms.

We employ district sales managers whose responsibilities include developing close working
relationships with piano dealers. These highly experienced professionals provide dealers with sales
training and technical support, and develop sales and marketing programs for the consumer and
institutional markets. These sales managers are also responsible for promoting the Steinway Artist
Program.

Steinway Artist Program – Steinway Artists are world-class pianists who voluntarily endorse Steinway &
Sons by selecting the Steinway piano. Our Steinway Artist program is unique in that we do not pay
artists to endorse our instruments. To become a Steinway Artist, a pianist must not only meet certain
performance and professional criteria, he or she must also own a Steinway piano. We use these
renowned artists in our marketing programs to help reinforce recognition of the Steinway brand name
and its association with quality. The Steinway Artist Program currently includes more than 1,500 of the
world’s finest pianists who perform on Steinway pianos.

Concert and Artist Piano Bank – To ensure that all pianists, especially Steinway Artists, have a broad
selection of instruments to meet their individual touch and tonal preferences, we maintain the Concert
and Artist Piano Bank. The Piano Bank includes approximately 475 instruments worldwide. Of these
instruments, approximately 365 are located in the United States. In New York City alone, the Piano
Bank includes approximately 175 instruments available for various occasions. The remaining
domestic-based pianos are leased to dealers around the country who actively support the Steinway
Artist program. The Piano Bank promotes our instruments in the music industry and provides
management with continual feedback on the quality and performance of recently produced instruments
from our most critical customer, the professional pianist. The Piano Bank instruments are generally
sold after four or five years and replaced with new pianos.

Band Segment

Our band & orchestral, string and percussion instruments and related accessories are distributed
worldwide through approximately 1,600 independent musical instrument dealers and distributors.

In North America, we market our products through district sales managers and telemarketing
representatives who are responsible for sales within assigned geographic territories. Each district sales
manager is also responsible for developing relationships with band & orchestral directors. These
directors represent all levels of music educators, from those who teach elementary school children
through those involved at the college and professional levels. These individuals are the primary
influencers in the choice of an instrument brand as they will generally refer students to designated
dealers for the purchase of instruments.

As part of our band director outreach and support strategy, we have developed Conn-Selmer
Institute (‘‘CSI’’). Originally created to help graduating music education majors transition into teaching
careers, we have expanded CSI to include a program for experienced music educators who want a
refresher course. We also have an educational director who travels extensively, lecturing and motivating
students, educators and parents on the value of music in a child’s development. We believe that our
well-established, long-standing relationships with influential music educators are an important
component of our distribution strategy and that our CSI efforts will further enhance these relationships.

To reach international markets, we primarily sell our instruments through distributors. Our
international sales staff includes regional sales directors who have direct contact with our customers in
Europe, Latin America and Asia.
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