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Setting Proper Expectations AccountManagement/  Performance Requirement:
Customer Development

For Most Companies, High Salésrnover Begins A

The ¥t Stage Of A Profitable Sales Growth Strateg 1- # of Profiled Accounts 1- Customer Contact Time
The Job Description 225Min. / 250 Goal 3:07 Min. / 3:40Goal
With Both Thed Y LI 28 SNJ 3 { } £ Sa 2 - # of Contacts / Account 2 - # of Sales Presentations
Their Best Side To Each Other, Neither Really 1.5Min. / 2.5 Goal 8 Min. / 12 Goal
' YRSNEGFYRa ¢KS a¢
In Many Companies That Achieve And Maintain 3-# of Active Accounts 3¢ Net Margin Dollars
Record Levels GfProductivity, Performance & 35Min. /50 Goal 85% QuotaMin. / 100% Goal
Profitability - The Job Description Plays A Much Mq
Vital Role In_eading and Directing Sales 4 ¢ PreferredProducts Listed 4 ¢ Average Line Items
Representatives Through Their Development. 75%Min. / 85% Goal 1.92 Min. / 2.26 Goal
An Effectively Written Job Description 5 ¢ Needs / Opportunities Defined 5 ¢ Average Order Size
Provides Salespeople With A Clear And 75%Min. / 85% Goal $327 Min. / $384 Goal
Accurate Understanding Of The:
6 ¢ DocumentedCall Strategy 6 ¢ Net Shipped Revenue
1.owSadz daé ¢KSe 2Aff 75%Min. / 85% Goal 85%Min. / 110% Goal
2. The Timelines For Achieving Them
3. The Rewards And Consequences For Both|i ¢ EMail Captureck  { S y R 7 ¢ Returns

Achievement And NorAchievement. 80% Min. / 90% Goal 5% Max. / 3% Goal
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Hiring Only _ .
ehavior ehavior
Top Sales Performers Last Name First Name Location Profile Last Name | First Name Location Profile
Maines Cary Montreal Profile #1 Allen Ben Iiontreal Profile #7
There are 16 different Martin James Montreal  [Profile #1 Morgan Matt Raleigh Profile 7
. _— . Agrchuletta Andrea Montreal  |Profile #2 Anderson Mary Anne  [Montreal Profile #8
Only Pgople with 2 of the_ 16 Characteristic I_Drofll = > - o Raigh S
would find Long Term Enjoyment and Effectivene il o, Thomas Dallas Profile 23 Baines David Dallas Profile 28
in a Sales Position. Sparks Craig Dallas Profils #3 Mack Bob Montreal Profils #§
Fox Mike Raleigh Profile #3 Grimes Daniel Dallaz Profile #3
0 ; Dientra Manny Montreal  |Profile #3 Hendrix Chris Raleigh Profile #8
Well Less .T.han o0 A) 01? tHFEOpIe that Make Their Keys Mary Montreal  |Profile #3 James Pater Montreal Profile #8
Living Selling in America Today, Keaders  |David Montreal _ |Profile #3 Standstrom _|Bill Raleigh  |Profile 8
Possess the Natural Characteristics Vallers Gloria Ralsigh Profile #3 Warren Tennifer Raleigh Profile #3
to Enjoy Their Job. Willeez Sam Montreal Profile #3 Larzen Miile Raleigh Profile #8
Wooden Karly Raleigh Profilz #3 Smith Monica Montreal Profilz #8
Waxman Drwrain Montreal Profile #3 James Milke Montreal Profile #8
The Average Turnovesf Outbound B2B Telephon Profi i’ Bamnes Lizzy Raleigh Profile #§
Sales Representatives is 50%-+. Kingman Alan Raleigh Profils 24 Carzon Jezze Montreal Profils #8
i 0g Franks Ken Miontreal Profils #2
Guns.naz George Dalb.ls Profile ;-:. 3 did . .
The Average Cost Martinez Chuck Raleigh Profile #3
for Each of those Turnovers is Over $11,000. ] 04
Lemmer Janstte Raleich  |Profile 5 rof ' '
For $10. Br Sales Candidate, you can Identify (s v u'a = Eh S : :
. . - Marce! 2, ofile b b
Those Candidates with Ideal Sales Characteristi | :
DPNOXIN D ont O people 1 WA .

with 98% Accuracy, usindgheé Most Effective
Scientific Method Ever Developei Identify
People with Ideal Sales Characteristics.
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Sales Force Sizing - Target Industry Analysis

Indus=try # of Companies

e T
v o
Whaole=le 421 Canada

=

Total # OF Target Tndustry Accoms

e buy direct from OEM, happy with current

Mim=z Non-Qualified Target Accounts E01 service / hardware provider, purchases done
throush TS, xxxxx not in plans
Toml= Of ﬂ]m]:ﬁai! Target Industry 2079 Average Close Rate OfAccounts m 2007 = 2004

Maximum # of Acctz/ AM 5o if everything goes according to asmptions: the
max mmum number of BEW " Cualified” buying
accounts we hould expect to zam m Canada within our
Maxmum # Of Addiional Salespeople our existing target mdustries / markets i 400
To Develop Tarpet Industry Accounts
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New Hire - Cold Calling Strategy

Hello . I'm hoping you can help me.....I'm looking for the name of the person that handles the repair of your Mobile Computing equipment.
Hello, this is John Smith with the Cutbound Excellence.

We're a Jrd Party Service Provider Specializing in the Repair of Mobile Computing Equipment.
we have a program that has helped a number of manufacturers reduce the cost to service and maintain their Mobility equipment

| was calling today hoping to ask you a few questions to see if this type of program could save you some money as well.

What type of Mobile Devices are you currently wsing? HP, Dell, Toshiba, Gateway?

fAre you using Mobile Computing printers as well? Do you service these on-site?
Roughly how many units are you using throughout your company? Would you say the total is closer to 50 or 5007

How are you currently handling the service of your Mobile Computing equipmen|Under Mig Warranty, Covered by Service Contract, Flat Rate Repairs

===**If under warranty or service contract ask......
Are “All" your products covered by the service contract? Probe When does your contract come up for renewal ? Out for bid?

. based on the information you've given me | balieve we may be able to help you reduce your repair costs and here’s how?
The program | mentioned earlier offers our customers the opportunity to trade-in selected equipment, as it is taken out of service,

for a credit that can be used o lower the cost of service and repairs on their existing egquipment.

, let me suggest this.......if you can provide me with a listing of your exisitng, as well as obsolete Mobile Computing equipment......l can
provide you with an estimate of the trade-in value of your equipment as well as a price to service the equipment you currently have in use.

What would be the best way to go about getting a listing of your eqguipment? |c". you provide it for me or do you have an assistant | can work with

GREAT!!!! If | can get the list within the next couple of days | can have the pricing back to you within a week.._.how will that work for you?2?
Turmn Around Times Service Options Service Options Quality Cuality Price
Next Day Basic FR T-10 Days| Coupon 710 Days| 150 5001 : 2000 Cert. Jensen Audio Competitive
3 Day T Day Comp. FR 710 Days| Service Contract 3 - 5 Days|95% On Time Delivery| Honeywell Buy Back Credit
5D 10 da Single FR 7-10 Days|Advance Replace. [Mext Day | < 2% Failure Rate Motorola Multiple OEMs
Special |FR 7-10 Days| On-Site Mext Da 1999 TH Clients | Wesco Distribution | Lo, 1 Inw.
Dell Videx Eppers Elton Glaxo Glaxa Elton
22 Official Partners Gatewsay EMAX Zalla Sanders Veriphony Datacom | Furion
HP SATO Logic Plus Diata Caim Ithaca Explore Hiype Lella
IBW HHF | Welch Allyn NCD ® Axiomatic Furion Memore:x
Value Refurbished HWW Asset Disposal Professional Svcs Training IS / Canada
Multiple OEMs Extend Legacy Racycling HardToFind Spares RF Site Surseys $20 - STOM Europe
International Loc. | Rental / Leasin USPS 10K Units Om Site Su rt Staging & Config. 100 - 350 Employes Australia
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Account Management Performance Matrix

Random Audit of Installed Base of Accounts

Account Company Name

Account
Contacted
Im Last 30

Days?

What
Products
Are
Being
Used?

Are
Products
Meeting

Customer's
Needs?

How Are
Products
Being
Used?

Related
Products
Presented

Current
& Future
Needs
Identified

E-Mail
Address

HQ/
Sub/
Branch

Secondary
Contact?

187635

CRX Technologies

0

1

20874

James Flectronics

0

1

32874

Basteon Dist.

16725

Clayborn Mfg.

28763

Satellite Western

19388

Connect First

17535

ImpedX

22874

Jomes & Barrow

Ellersons

0

0

1

Tri-West

0

1

1

Totals

30%

T0%

50%

Account Contact

Totals




Mamufacturer
Modd
Order#

# of Hard Drives
# of Reader Drives
Feader Modd
# of Writer Drives
Woriter Model
#of CD'z thatcan be
Druplicated
Simm bt an ecualy
Duplication Speed
Media Compatibility
Interface
Warranty - Drives

Warranty - All other
components

Our Price

OQutbound Excellence
Sales Training - Product Sales - Value Matrix

<D cD <D CcD

CD Duplicator Duplicator  Duplicator  Duplicator ~ Duplicator

CD Dup licater

D
Duplicater

T eac ! Plextor

CDI1I1

0

1

Teac 40X CD-
R OM Drive

1

Flextor 11X 10X 32
CD-EEW Drive

$995 $1,599 §$1,599 $1,599 $1,899 $4,999
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Selling Services - Value Matrix

Silksereen Printing Inkjet Printing Digkal { Lased | 1\ mal Printing
Printing
Size of Run Crver 1,000 100- 1000 100 - 1000 100 - 1000
T
Printing Ty pe Silkscreen Printing Inkjet Printing Laser Printing Transfer
. ] TIOTER &
Print Guality Best Full Robust Color | Indelible Surface Professional

Turn Arcund T ime

10-14 Business Days

3-8 Business Days

3-5 Business Days

3-8 Business Days

( | d Pricing - P Pe
Silkscreen Printing Inkjet Printing Dig ta! {_LEEEI-I' Thermal Printing
Printing
1Color | 2 Color | 3 Color | 4Color 5 Color Full Color Full Color Single Color

100 Discs 5 07| S5 059%4|5 113| 5 3005 325|585 159| 5 129 5 0.78
250 Discs 5 0B|5 O070|S 0805 120|5 1.40]5 125| 5 099| 5 0.69
500 Discs 5 0435 056|5 O065|5 090|5 1.10] 5 119] § 073 5 0.59
1,000 Discs 5 0315 040|5 047|5 060 S 0O.70] 5 099| 5 053] 5 0.49
2,800 Discs 5 0255 030]|5 038|5 0455 055
5,000 Discs 5 0205 024]|5 027| S 035|5 042
10,000 Discs 5 0475 021|5 024| 5 02F| 5§ 0.32

Additio opG Additio opG

.49 per unit Full

Diamond/! Silwver
CDOR - Tdmin

Add .49 perunit

Add 49 per unit

859 per unit Mini
CD or Business
Card

Add .49 per unit

Set-Up

Add a Flat Fee of 550.00

Film Cutput

Add 525 per Color

Color Matches

Add 565 per Color

Add Flat Fee of 525| Add Flat Fee of 525| Add Flat Fee of 525
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Sales Training Aid - OEM Product Comparison Matrix
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Value Proposition

Feature Advantage Value / Results

Flexibility to choose the option that

3 Pricing Options best meets your needs

Fits Any Budgetary Situation

Send all equipment, regamdless of
manufacturer, to one vendor **
One Bill....0One Invoice®™*

Reduced Administrative Costs
Reduced Freight Costs

Authorized Service Provider
for 23 Manufacturers

Extend to Extend Life of Aged
Service Legacy Equipment Equipment Reduced Capital Expenses
Alternate Choice to Buying New

Lowers the Overall Cost of
Solution / Reduces Administrative
Costs

Free Inventory Count, description

Trade-n Old Equipment & Buyback Quote

Send all non trade in equip to one
Recycling location for proper disposal
regardiess of OEM

Meets Environmental Initiatives &
Responsibilities
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Top Customer - Overdue Buvers Report

T elephane £

131-345-1333

351-246-TROG

453475 8TTR

JIT-OBT-5543

I10-544-TH68

2131-345-1334

351-246-TROT

4534758779

JIT-OBT-E544

2I0-544-TH69

131-345-1335

351-246-TRO8

4534758780

JIT-OBT-EHE

II0-544-TET0







