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Lean / Six Sigma / Lite 877-337-2674

Basic Understanding 602-770-0012

www.outboundexcellence.com

U Lean/ Six Sigma / Liteare three distinct process improvement idejas
merged toget her: ALean [/ Si X

U A L e a fracuses omeducing wastein processes thereby reducing
cost and improving efficiency and speed.

U ASi x SHoausesomliminating imperfections and standardizing
processes thereby improving quality and effectiveness.

U n Li Foeuses on leveraging tpertability of standard sales
processes that have already been perfected through the Lean / S
Sigma process thereby providing Cost Optimality.

<
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C)@D Lean / Six Sigma / Lite §77.337.2674
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SXCEDLENCE Complementary Elements 602-770-0012
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Lean

A Emphasizes Minimizing Waste
& Adding Value

Six Sigma

A Emphasizes Minimizing Variation
& Eliminating Defects

Lite
Emphasizes Minimizing Cost
& Adding Portabllity
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EXCELIANCE Provides Maximum Valuation 602-770-0012
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Lean / Six Sigma / Lite
Provides The 3 Components
Needed To Get Maximum Valuation

1. Consistency
2. Sustainability
3. Predictability
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The Unique Value Properties

The Lean Methodology

Contributes To

hLean / SiI x SiI ¢
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. AN 877-337-2674
Lean: Definition P gt
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NLeando

|l s The Set Of nT
That Assist In The Identification & Steady
Elimination Of Waste (muda).

As Waste Is Eliminated
Quality Improves +
Production Time & Cost Are Reduced.
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877-337-2674
Why Lean Is Needed P gt

www.outboundexcellence.com

AWhy Lean | s Needed"

After a Decade of Downsizing and Reengineering, Most Companiés ir
North America and Europe are Still Stuck Searching for a Formulgq for
Sustainable Growth and Success.

The Problem is that Managers Have Lost Sight of Value for the
Customer and How to Create |It.

By Focusing on Their Existing Organizations and Outdated Definitjons
of Value, Managers Create Waste, and the Economies of the Advance
Countries Continue to Stagnate.

Lean Provides An Effective Answer To These Challenges.
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L eans Guiding Principle

Lean Seeks to AMaxi mize the Worl
of a Company's Number One ResoOuU]

Secondary Principles

AConstantly Strive for Perfection

Meliver Perfect FirsTime Quality

AVinimize Waste

ARemove All Non Value Add Activities

AContinuously Improve

MBe Flexible + Adaptable

Auild + Maintain LongTerm Relationships

Donot Strive For -DhkvenStatkee al i zed
Meliver Everlncreasing Value
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Lean Benefits P el
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Chief Benefits Of Lean Production

A-ewer Resources

Adigher Quality at Lower Cost

AGreater Profitability

Ancreased Customer Acquisition + Retention
Amproved Customer Development
AContinuous Profitable Sales Growth

Amportance Of Being Lean
Lean Principles Incorporated in the Workplace Today
Can Spell Business Survival for the Future.
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Lean / Six Sigma 877-337-2674

| ean Contribution 602-770-0012
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The Unique Value Properties

The Six Sigma Methodology

Contributes To

hnLean [/ SiI x Si1g
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Six Sigma Is A Quality 877-337-2674

Performance System ol

www.outboundexcellence.com

Six Sigma Asserts That Business Processes Can Be
Measured, Analyzed, Improved & Controlled

At its Most Basic Level
Six Sigma is a problemsolving technique
As a Methodology
It provides a strategy and a set of tools to help solve problems
As a Philosophy
It orients the workforce to focus on the issues
that truly matter in support of the mission.
As a Metric
It supports objective, fact based decision making
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Six Sigma Asserts

That Continuous Efforts T

‘0 Achieve

Stable & Predicta

ple

Process Results

By Reducing Process Variation

Is Vital To Achieving & Sustaining Operational

& Service Excellence & Overall

Business Success.
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Decide Which Opportunities Require Lean Six Sigma
& Which Require Just Lean or Six Sigma

| f e

ASlow, wasteful business processes are the problemAfocus on Lean
ALittle or no historical process data TEl i mi nat tvad ucef afmend ¢
I Workflow simplification

AGOAL: Process speed

Astreamlined, highly efficient business processes  Aocus on SixSigma

AProcess variability identified as a problem based on I Elimination of variation factors and lack of
statistically significant historical data control

I Datadriven management
AGOAL: Process consistency

ASlow, wasteful business processes A-ocus on integrated_ean and Six Sigma
combined with low performance or quallty Varlablllty T Methodology as a total performance solutio
i Total process view with embedded

AGOAL: Speed and consistency measurement and assessment capabilities
leading to positive performance management
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The Unique Value Properties

The ALI teo Met h

Contributes To

hnLean [/ SiI x Si1g
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AWhy Lite | s Needed"

The Lean, Six Sigma and Lean Six Sigma Methodologies
have each Proven their Ability to Improve
the Efficiency & Effectiveness
of Business Processes.

Few companies would doubt that they could benefit
by implementing any one of the three methodologies.

The 2 Main Reasons
why more companies donot
of these methodologies.

Cost & Risk
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4 Of The Greatest Challenges For Any
Business Transformation Project are the:

1) Cost In Terms of Time, Money & Resources

2) Risk Involved Short Term & Long Term

3) ExperienceTo Manage The Sales Transformation Process
From Endto-End Across The Organization

4) Ability To Optimize The Process Improvements Within Each

Department As Well As The Flow Between Them.
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Lean / Six Sigma / Lite
provides

1) The Speed & Efficiency

of Lean
+

2) The Quality & Standardization

of Six Sigma
+

3) The Affordablility & Security
neither Lean nor Six Sigma Offers
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SXCEDLENCE Lean Six Sigma Lite 602-770-0012
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How Much More Affordable Is
Lean Six Sigma Lite
From Lean, Six Sigma or Lean Six Sigma?

Lean Six Sigma Lite
|l s 97. 5% More Afforda
or 2.5% The Cost of

Lean, Six Sigma or Lean Six Sigma
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What Makes Lite 877-337-2674
So Affordable el L

The Most Dramatic Cost Savings

Comes Through The Use Of The Pareto Principle

As It Relates To Our System,
80% Of Sales Processes In B2B Sales Organizations

Share 12 Common Elements

Job Description, Compensation, Recruiting, Hiring,
Training, Sales Leads, Performance Goals,
Coaching, Account Management, Performance Monitoring,

Performance Development, Account Transition
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These Sales Processes
Are Called Portable

Because The Process Improvements
Made To These Components
In One Organization
Can Be Leveraged
In Other Sales Organizations
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When You Only Use 80%
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We Have Used The Lean Six Sigma
Methodologies To Improve 350 Sales Processes
In 56 Sales Organizations

In 5 Countries

Whi ch Means WeoOve || mpl
The Same 12 Core Sales Processes
More Than 25 Times
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What This Allows Us To Do
Is Compare The Existing Sales Processes
Of Companies Seeking To Improve
Their Sales Processes

With Processes That Have Already
Been Developed Into
An Ideal State

In Fact, In Most Cases
We Have A Number of Ideal State Processes
In Each Sales Category To Choose From
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So The Vast Majority Of Time, Money & Resources Spern
Brain Storming & Story Boarding
Improvement ldeas
Is Eliminated!

Additionally,
The Risk Involved
In Determining Whether
The Process Improvement Will Provide
The Desired Result

Is Also Eliminated

t

(M-~
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C@D Plug N Play 877-337-2674
———NEE Profitable Sales Procesges ., .hcmdoetionce.com

Not Only Is The Cost & Risk
Dramatically Reduced

Sols The
Design & Implementation Time

What You Really Have Is PreDesigned,
Pre-For matt ed, Pl ug |  NO PI

Proven Sales Processes

The Typical Time From
Concept To Completion Is Less Than 30 Days




Outbound Excellence

Profitable Sales & 877-337-2674

Customer Growth 602-770-0012

www.outboundexcellence.com

Profitable Sales Growth

In Most Process Improvement Projects
The Companies Were Looking
To Increase Sales Or Customer Growth
In Addition To Reducing Sales Costs

Therefore,
The Vast Majority
Of Our Proven Sales Processes
Provide Not Just A Reduction In Sales Costs
But Profitable Sales & Customer Growth
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Improved Business Processes 602-770-0012
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The Following Pages Show Examples
Lean / Six Sigma / Lite Processes

That Have Been Improved, Tested &

Proven In Various Sales Organizatior

To Grow Sales, Reduce Costs, or
Attract & Retain More Customers

Of

1S
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Recruiting - Actual Hiring Performance vs Goal

pajsalaju]

alwep joeju0D
Buluaalag auold
MBIAIaJU| IS |
Buwmopeys

a|ljold [elolaelag
'sassy s||IYs 1ayndwon
0} paplemlo ] s)nsay
MBIAI9IU| pUZ

'y plaeq i [[eD Aeld ajoy
Buuaalog Bnug
Bujuaalog punoibyoeg
™ plaeQg

0} juasg all4 o} i1sanbay
10323.1q sajes LI e
ud mr jied

Juapisald m J[ed
lalo [eqiapn
aosueldanoy [eqiap
juas 1aa Jayo
paubis 1ape 1240
ajeq Mejs

pajedwon

Donald feman | 480-862-6377 no offer

Jeff Sanden | 480-987-7765

Michael | Weigelt | 520-544-5564 no offer

Albert Pineda | 480-678-8878 no offer

Matt Lesser |480-876-4476 no offer

Chris Coffman | 602-376-8876

Harvey Gumaer | 949-244-6660 2 6-Nov

John Lawton | 480-322-3454 no offer

John Edwards | 602-954-4633 - 6-Nov

Chandler | Dutton | 480-554-6654

Susan | Weisman | 602-445-7T765

William | Gardner A80-496-9274

Craig | Weston |o0) 553 5342
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Account Management Performance Matrix

Random Audit of Installed Base of Accounts

Account Products | Producis How Are Related Current HQ/
In Last 30 Are Meeting Being Products Needs |Address| Contact? Sub /
Dayvs? Used? Identified

What Are

Contacted Products & Future | E-Mail | Secondary

Being |Customer's Presented Branch
Account Company Name Used? Needs?

18765 CEX Technologies

0
20874 James Flectronics 0
0

32874 Basteon Dist.

Clayborn Mig.

Satellite Western

Connect First

ImpedX

Jones & Barrow

Ellersons

Tri-West

Totals

Totals
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Date

# of Dials
Made

Outbound Excellence

Call Performance Goals - Historical Performance

# of Contacts
Made

# of
Presentations
Made

Quotes

# of Sales
Made

Close Rate

Comments

Dail Goals

75

25

12

25

15-Nov

78

28

11

Qualify For Quotes Better

16- Nov

76

24

10

12 Presentations!!!

17-Nov

65

14

Became A Bit Frustrated

18-Nov

82

22

Picked It Back Up

19-Nov

49

16

Entered Orders vs Calling

Actual

Pre-Call Plan more calls for next week

Goal

Work On Closing Techniques

Too many closes - confusing

Back to original closing tech

Tried new closes - they worked

Feel much better closing

Actual

Pre-Call Plan better on weekend

Pick It Up On Friday's

Goal

95.3%

79.2%

85.0%

130.0%

92.0%

107.1%

# of Dials
Made

# of Contacts
Made

# of
Presentations
Made

Quotes

# of Sales
Made

Close Rate

Close Rate On Track '!'!!
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Facts About Sales Turnover

3 Months T Average Time For Turnover
Of A New Hire

40% - Cost Of A Hiring Mistake As A
% of the Annual Base Salary

$11,865 Total Cost of Hiring the
Wrong Sales Person

Pre-Employment Costs:

advertising, prescreeningjnterviewing, testing,
background checks, travel, recruiting fees, lost
opportunity

Employment Costs:

salary- 3mos., FICA, workers compensation,
unemployment comp, health & life ins., vacation &
holiday pay, new hire processing

Support Costs:

physical,drug test, phone, IT sefp & support, office
supplies, business cards, software license, office
furniture, manuals, sales supervisor costs, admin.
training & support costs

Cal cul ating Your
Cost of Sales Turnover
Costof a Hiring Mistake for an Outbound B2B $30,000
Telephone Sales Representative with a Base
Salary of:
PreEmployment Costs $1955.
EmploymentCosts $5960.
Support Costs $3950.
Total nAnCost ($11,865.

$11,865. isthe averagefi Cost Of

Ai oBcaulse iHvarie® 0

from company to company. The important pointis to understand

what your companyds

you coul d el

applicant,
put that money right back to your bottom line. Calculate Yours!
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lelng Only Behavior Behavior
Last Name First Name Location Profile Last Name | First Name Location Profile
op Sales Performers . 4 . ”
Maines Cary Miontreal Profile #1 Allen Een Miontreal Profile #7
There are 16 different Martin Tames Montrzal  |Profile #1 Morzan Matt Ralsich Profile £7
H ioti H Sadder Paul Montreal Profil= #1 Stein Marty Miontreal Profile #7
Behavioral Characteristic Profiles.
. _ Agrchuletta Andrea Montreal  |Profile #2 Anderson Mary Anne  |MMontreal Profile #3
Orl1ly People yvlth 2 of the 16 Characterlstlc —p > Fr—. . Raligh E———
Profiles would find Long Term Enjoyment and Tordan Thomas Dallas Profile #3 Baines David Dallas Profile 28
Effectiveness in a Sales Position. Sparks Craiz Dallas Profils #3 Mack Bob Montreal | Profile 28
Fox Miks Raleigh Profil= #3 Grimes Danisl Dallas Profilz #8
Dientra Mianny Montreal Profils #3 Hendrix Chris Raleigh Profils #8
0,
Well Le.SS _Than 50 /0 Of thePeO.ple that Make Keys Mary Montreal Profile #3 James Peter Montreal Profile #8
Their Living Selling in America Today, Kenders | |David Montreal |Profile #3 Standstrom | Bill Rakich Profile #8
Possess the Natural Characteristics Vallers Gloria Ralsigh Profile #3 Warren Tennifer Faleigh Profile 8
to Enjoy Their JOb Wilkes Sam Miontreal Profil= #3 Larsen Mikes Raleigh Profile #8
Wooden Karly Raleish Profil= #3 Smith Monica Mlontreal Profile #8
Waxman Drwain Montreal Profil= #3 James Miks Miontreal Profilz #8
The Average Turnoverof Outbound B2B i i’ Barnes Lizzy Raleigh Profile #8
Telephone Sales Representatives is 50%-+. lingman Lol Ralch il Carson Jesse Montreal | Profile 78
i 0@ Franks Ken Montreal Profile #8
Gutierrez George Dallaz Profile #3 .
The Average Cost Martinez | Chuck Raleich  |Profile#3 : e : o
for Each of those Turnovers is Over $11,000. d 0
: : Lemmer Janstte Raleich  |Profile 5 : ' '
For $10. Rer Sales Candidate, you can Identify Prof 04
Those Candidates with Ideal Sales Rand Marcella Raleigh Profile #6
DProXIn D ont o ) people 1n .0

Characteristics with 98% Accuracy, using he

Most Effective Scientific Method Ever Developed

to Identify People with Ideal Sales
Characteristics.
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Sales Force Sizing - Target Indust

Industry # of Companies Country Sales

Manufacturing Canada Over 550M

Transportation, Communication &

Utilities Canada Over S50M

Wholesale Canada Over S50M

Retail Canada Over S50M

Total # Of Target Industry Accounts

Minus Existing Target Accounts

. . . e.g., buy direct from OFEM, happy with current
Minus Non-Qualified Target

service [ hardware provider, purchases done
Accounts

through US, xxxxx not in plans

Total # Of "Qualified" Target

Average Close Rate Of Accounts in 2007 =20%
Industry Accounts

Maximum # of Accts / AM So if everything goes according to assumptions the
maximum number of NEW "'Qualified" buving
Maximum # Of Additional accounts we should expect to gain in Canada within our
our existing target industries / markets is 400

Salespeople To Develop Target
Industry Accounts
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electronic or mechanical, including photocopying, recording, or by any information storage or retrieval



QOutbound Excellence
Account Management Benchmarks

Avg Sales
Per Account
Per Month

15,000
14,000
13,000
12,000
11,000
10,000
9,000
8,000
7,000
6,000
5,000
4,000
3,000
2,000
1,000
750
500
250
100

Less Than $100 per I

B R R R R Y Y Y Y Ay AT il il BN
Hedepr~waa

Dm~Nmaaan

S wWN WM N

Bl~onmana

B wnn

Month

34
Total # of Samuel Gloria
Buying Accounts a1
Average # of Buying Samuel
Accounts per Month 22
Average Monthly Sales Samuel David
Per Buying Account 5 1,143 | § 1,440
Total # of New Samuel David Gloria
Accounts in 2007 22 16 25
5
38
45
3
5

'

Type of Service Samuel David Gloria

Contract 7

9

List Price Flat Rate 58 kY|

Single Flat Rate

Coupon

Combination

Quota Samuel David Gloria Karly
Performance $110,638 $73,422 $159,815 ($75,432) $56,092 ($16,549)
Copyright 2008 by Outbound Excellence, Inc. * All rights reserved. No part of this document may be reproduced or watilizflednmor by any means,
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Critical Success Factors

Critical Success Factors

1st Year - New Hire - SSRs

#1 ) Pre-Call Planning

1st Year - New Hire - SSRs

#4 ) Qualifying Prospect Accounts

[ |1 will Have A Minimum Of 20 Calls
Pre-Planned Before 8 AM
Each Day

| |The Strategy | Will Adhere To When
Prospecting New Accounts Is:

EI will fully complete a
Pre-Call Planner Worksheet

for each of my 20 presentations

DI will only keep and contact
accounts that meet our
minimum target customer
qualifications

:I will provide a listing of
un-qualified prospects to the
leads team each day

#2) Minimum Daily Sales Presentations

[ |1 will Make A Minimum Of
12 Sales Presentations Each Day

Introduce Self & Company
Value Statement
Qualification Questions:

Type of Equipment

Scanners Point-Of-Sale
Hand Held Computers Fujitsu Laptops
Printers Okidata Printers
Media

2) Quantity of each Product

3) Where / How Equipment Used

4) Current Service Provider

5) Pain / Problem / Opportunity

6) Willing to take a look / listen to a
Solution

Closing Steps

0-30 Days - Min. 10 Presentations
31-60 Days - Min. 11 Presentations
61-90 Days - Min. 12 Presentations

:Pres entation to Qualified Account

E Contact = End User, Technical
Advisor, Buyer, Approver

: "MUST" be the "First" contact
made with a prospect to qualify

Complete Qualification Worksheet
Update SLX Notes

Schedule Activitiy & Call Back
Remove Unqualified Prospects

Note: "Do Not"” e-mail information to contacts
that "Don’t" provide minimum qualification Data

#5 ) Performance Monitoring & Development

I will meet or exceed each of the

Note: Second and subsequent Calls made to
"any” contact is "not” considered as one of
my Daily Sales Presentations, butratheras a
standard follow-up call

#3) Time Mgmt. / Focus / Commitment

following performance requirements:

Month Units # Buying Accts.

1st Mo. 0

2nd Mo. 10

0.89

3rd Mo. 23

2.07

:]I will miximize my Efficinecy &
Effectiveness by adhering to
the following schedule for my
first 120 Days

8-10 AM Call Blitz *
10:30 - 12:00 Call Blitz *
2:00 - 4:00 Pre-Call Planning *

4th Mo. 37

3.26

5th Mo. 50

4.44

6th Mo. 63

5.62

7th Mo. 77

6.81

8th Mo. 90

7.99

9th Mo. $15,500 103

9.18

10th Mo. $17,500 117 10.36

11th Mo. $19,500 130 11.55

12th Mo. $20,000 133 11.84

Totals $125,000 833 11.84

* Note: | will not send e-mails or letiers, generate
quotes or do any administrative tasks during
these time periods

The = of units and # of buying accounts are averages and

therefore should be used as guidelines. The Sales figure

is in

accordance with the corporate budget and is a requirement for

continued emplovment.




Outbound Excellence
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 Outbound Excellence.

We're a 3rd 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.

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

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

Are 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 equipmenlUnder Mfg 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 | believe 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 to lower the cost of service and repairs on their existing equipment.

, let me suggest this....... if you can provide me with a listing of your exisitng, as well as obsolete Mobile Computing equipment...... I 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 equipment? lCan 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???
3 < of do g bus e s O bo d elle e Repa — Aro d S Qua = e e
Turn Around Times Service Options Service Options Quality Quality Price
Next Day Basic FR 7-10 Days|Coupon 7-10 Days| 1SO 9001 : 2000 Cert. Jensen Audio Competitive
3 Day 7 Day Comp. FR 7-10 Days| Service Contract |3 - 5 Days|95% On Time Delivery Honeywell Buy Back Credit
5 Da 10 da Single FR 7-10 Days|Advance Replace. |Next Day < 2% Failure Rate Motorola Multiple OEMs
Special |[FR 7-10 Days|On-Site Next Da 1999 7K Clients | Wesco Distribution I Loc./1Inv.
Flexibility Dell Videx Eppers Elton Glaxo Glaxo Elton
22 Official Partners Gateway EMAX Zella Sanders Veriphony Datacom | Furion
HP SATO Logic Plus Datacom Ithaca Explore Hypex Zella
IBM HHP / Welch Allyn NCD Hypex Axiomatic Furion Memorex
Value Refurbished H/W Asset Disposal Professional Svcs Training US / Canada
Multiple OEMs Extend Legacy Recycling HardToFind Spares| RF Site Surveys $20 - $70M Europe
International Loc. Rental / Leasin USPS 10K Units On Site Support Staging & Config. 100 - 350 Employee Australia

Copyright 2008 by Outbound Excellence, Inc. * All rights reserved. No part of this document may be reproduced or atiliZledrmor by any means, electronic or mechanical, including
photocopying, recording, or by any information storage or retrieval
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Calculating The Value Of A Customer

Scan Tot.

Printer

S 200

13

500

25

50

S0

Example:

Retail Companyv

Example: Company with only 50 stores

POS — Front-End

2 POS lanes/store x 3 pieces equip/lane = 300 pieces approx.(scanner, swipe reader, receipt printer)

Sales: 100 scanners x $250ea = $25,000 @ 18% = $4,500 GP (product life 5-yrs)

Repair: 300 pieces x 30% failure = 90 units to repair x $100 avg repair = $9.,000 repair per yr.

In-Store — Mid (assume 1 x RF per store for inventory)
Sales: 50 RF x $1,500 = $75,000 @ 20% = $15,000 GP (product life 5-yrs)
Repair: 50 RF x 30% = 15 units x S350 avg repair = $5,250 repair/yr

DC’s — Back-End (assume 1 DC)
Sales: 20 RF x $2,000 = $40,000 @ 20% = $8,000 GP
12 printers x $1,500 = S18,000 @ 20% = $3,600 GP

Repair: 20 RF x 30% = 6 pieces for repair x S350 avg repair = $2.100 repair/yr
12 printers x 30% = 4 pieces for repair x 350 avg repair = $1,400 repair/yr

Total GP in sales (NEW) = S31.600 sales + $17,750 repair

*does not include any backbone equipment, accessories, media etc..etc..etc..

*This assumes average failure rates in the industrv AND low cost of repairs

Copyright 2008 by Outbound Excellence, Inc. * All
rights reserved. No part of this document may be
reproduced or utilized in any form or by any means,
electronic or mechanical, including photocopying,
recording, or by any information storage or retrieval
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Customer Value Matrix - Product

Inkjet
Printer

Outbound Excellence

Inkjet
Printer

CD-R/DVD-R

Inkjet
Printer

Inkjet
Printer
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Printer

any means, electronic or mechanical, includi
photocopylng recordlng or by any informatio

Inkjet
Printer

Manufacturer

Super Image

QOdixion

Super Image

Major Mfg

Major Mfg

Trace Affex

Model

1

-

3

3

5

6

Order #

2301

3801

2302

722

724

218

Engine

10

20

30

40

50

60

Resolution

1440x720

2880x720

1440x720

1200x1200

2400x1200

2400x1200

Print Speed

76 seconds / CD default

76 seconds / CD
default

68 seconds / CD
default

68 seconds / CD
default

60 seconds / CD @

default

60 seconds / CD @
default

Interface

USB / Parallel

USB

USB / Parallel

Parallel

Parallel

USB / Parallel

Network Compatible

no network

no network

no network

no network

no network

no network

Media Options

CD-R/CD-RW/DVD-R

/DVD-RAM

CD-R/CD-RW /DVD
R/ DVD-RAM

CD-R/CD-RW/
DVD-R/ DVD-RAM

CD-R/CD-RW/
DVD-R /DVD-RAM

CD-R/CD-RW/

DVD-R /DVD-RAM

CD-R /CD-RW/DVD-
R /DVD-RAM

Business Card Capability

needs adapter

needs adapter

needs adapter

needs adapter

needs adapter

standard

Application Software

s/w included

s/w included

s/w included

s/w included

s/w included

s/w included

Warranty

1 Year

1 Year

1 Year

1 Year

1 Year

1 Year

Retail Price
Our Price

Single Black

$495

4539 @ $12.99

$599

out of Stock

$799

$699

Printer Accessories

4546 @ $19.99

$999

0702 @ $49.99

$1,895

0702 @ $49.95

$1,895

out of stock

Sinsle Color

4510 @ $16.99

out of Stock

4547 @ $22.99

0701 @ $49.99

0730 @ $49.99

out of stock

3 Pack Black

4539 @ $32.97

out of Stock

4546 @ $53.97

0702 @ $137.97

0702 @ $137.98

out of stock

3 Pack Color|

4510 @ $44.97

out of Stock

4547 @ 62.97

0701 @ $137.97

0730 @ $137.97

out of stock

5 pack Black

4539 @ $44.95

out of Stock

4546 @ $79.95

0702 @ $214.95

0702 @ $214.96

out of stock

5 Pack Color

4510 @ $64.95

out of Stock

4547 @ $94.95

0701 @ $214.95

0730 @ $214.95

out of stock
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Active Buying Accounts / Sales By Monthyseomns eerns. oy anform
Donnelley $ 750 S 150 | $§ 850 $1,050 | $ 350 $ 250 S 3,400
Bastion S4669 | S (4669)| S 4669 | S4669 | S4669 | S4669 | $4669 | S4669 | S4669 | S4669 | S4669 | S 42,021
Blue Max $ 250 S 250 S S00 S 1,000
Nordwin S 234 |S 365 | S 250 |$S 238 |S 325| S 255 | S 350 | S 225 | S 220| S 235|S 220 | S 238 | $ 3,155
GM $1,000 . 1250 $ 850 S 650 S 250 | S 250 | $ 4,250
Propelli $ 150 S 75 $ 125 S 150 $ 125 S 100 | § 725
Hudson RTI $2,763 | $2,183 | $ 585 | S 2,500 | $2,250 | $1,750 | $2,100 | $1,750 | $1,150 | S - S - S - S 17,031
Farmerson Inc. $5,483 $ 5483 $5,483 $5,483 $5,483 EE S 39,915
James Electronics $1,250 | $1,250 | § - $ 2,500 | $1,250 | $1,250 $2,500 | $1,250 | $1,250 $1,250 | $ 13,750
Maxwell S 250 | S 750 $ 250 S 550 S 250 | $ 2,050
Stargate S 850 S (850) S (0)
Anderson Llfg $1,250 | $§ 250 S 350 $ 550 S 250 | S 250 $3,500 | $ 6,400
Ivacco $ 524 S 528 $ 653 $ 452 S 255 $ 358 S 2,770
Jensen S 524 |S 524 | S 524 |S 524 | S 524 | S 524 | S 524 | S 524 | S S24 | S 524 | S 524 | S 524 | 8 6,288
Lifeline $ 750 $ 750 $ 750 S 2,250
Rhodes Inc $ 528 |S 290 | S 250 S 1,107
Benco Dist $ 750 |S 250| S 1,500 $1,250 $1,100 $1,050 S 5,900
Ravmond Foods $ 757 | $ 550 $ 550 $ 750 S 650 S 3,257
Fast Access $ 650 |S 650 | S 650 |S 650| S 650 | S 650 | S 650 | S 650 | S 650 | S 650 S 6,500
Genenco $12,500 S 12,500
SDC Inc $1,490 $ 2207 | S 1,080 $1,050 $2,200 $1,050 | $ 9,077
Rainwood S 250 $ 350 S 600
Savers s 278 S 258 S 278 $ 278 S 258 S 1,350
SMC S 650 | S 800 S 700 $ 650 S 800| S 650 | S3,500 | $ 7,750
Americorp $ 250 |S 250 | S 250 $ S00 $ 500|S 250 | S 250 S 2,250
Fry's $1,250 S 1,250 $1,250 $1,250 $1,250 $1250 | $ 7,500
Total GMS HEEHEE| BEEEEE| S 10,048 | $27,393 | E5EEE| HEEEE| BEEER:| HEEEEE| BEEERE| BEEEE| HEEEEE| BEEEEE| § 202,794
GM Quota R | R $ 18,000 | $18,000 | H=HouEEs| HEEEE| HEEEH R | | FEEEERE | BEEEEE HHEEEEE § 216,000
Delta Actual vs Qual $1,552 | #####=| § (7,952)| § 9,393 | § (246)| #=#wsx| $1,528 | #xaasz| S (449)| #wz#z| $3,221 | ##z5| s (13,206)
# Of Buying Account 18 16 13 14 11 11 15 14 12 12 10 11
# of New Accounts 1 1
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Company Name

Top Customer - Overdue Buyers Report

Intial
Puchase

# of Inv.

Last Activity

City

any means, electronic or mechanlcal including
photocopying, recording, or by any information

Contact Name

Telephone #

Evervest

141.00 . 10

113

Bethesda

T

231-345-2333

PowerMite

180.00 . 13

110

Milwaukee

351-246-7896

Brown Mfg

16

Scottsdale

453-475-8778

ATC

8

Birmingham

337-987-5543

Baker

8

S. Texarkana

220-544-7668

Switchers

Tempe

231-345-2334

Trailz

Scottsdale

351-246-7897

Hansenz

Monterey Mexico

453-475-8779

Poppers

Casper wy

337-987-5544

MN Brite

Edgewater NJ

220-544-7669

UTEX

Franklin WI

231-345-2335

Bryer

Phoenix AZ

351-246-7898

LogiTex

Aliso Viejo

453-475-8780

iTicketZ

Owatonna

337-987-5545

Harkins

220-544-7670

Westward Dist

Milwaukee

231-345-2336

Testers

MN
Hudson NH
WI
AZ

Scottsdale

351-246-7899

RR Winward

Las Vegas NV

453-475-8781

Able Tek

Palm Harbor

337-987-5546

TruLogic

Ocala

220-544-7671

Betters

Raleigh

231-345-2337

Frame Works

Boulder

351-246-7900

Farnex

Tempe

453-475-8782

Mobility Prod

Poway

337-987-5547

CareComm

Tempe

220-544-7672

Company 32

Company 31

iR IWIWwla|l& || ]|®|©

Las Vegas

Monticello

231-345-2338

GTX

San Francisco

Simplez

Phoenix

Company 44

Charlotte

Johnson's

Indianapolis
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CustNo

CustomerName

City

DateEst

LastAct

2007 Sales

Reasons For Lost Accounts

2006 =ales

FC1131

Naple Distribution

Eenton

4/14/2006

372472007

1,430

13553

storage or retrieval

GF1140

Northern Pump Systems

Portland

10/7/2003

11/15/2007

we were under bid

Trice & Bay

Portland

472572004

472772007

Ray Lacey - Lost

DeVine Trim

Jackson

0/26/2003

6/7/2007

wont return calls

PRC Services

Eeazon

6/13/1997

12572007

bought outby B & D

Imports International

Odesza

2/10/2006

471472007

new contact + new supplier

Qwest Service Center

Eugene

2/20/2006

6/30/,2007

customer service problem

DM Western Products

Tulate

4/15/2006

5/28/2007

closing

Associated Components

Seattle

5/26/2001

31172007

equipment gone

Boise Corporation

Elythe

11/30/2006

21772007

closed distribution center

James International

Houston

6/9/2006

127772007

hung up when | asked

Pace Distribution

Portland |}

2/3/2004

§/25/2007

poor service

Advanced Banking

Lilbum

11/16/2001

47202007

upgraded with new vendor

Aster Manufacturing

Seattls

4/12/2006

6/9/2007

VAR gone

replaced with new - not us




High SKills & Low Motivation

Management Focus

#1. Reinforce Self Worth & Importance
Motivation Tapes & Signs, Goal Setting
#2. Motivation
Food, Games, Contests, Music, Chants, Challenges
#3. Team Building
Team Name, Team Projects, Pot Luck, Team Presentations
#4. High Level of Communication
Will have many concems. thoughts & ideas

#S5. Expect & Accept ONLY Excellence!
Low SKills & Low Motivation

Management Focus
#1. High Structure & Control
Specific Directions - 100% Adherence - No Excuses!!!
A Review Tapes & Test on Opening, Qualification & V/B
B. 210 Mimates Talk Time in 90 Min Call Blitzes
C. Daily Use of Call Tracking Report
D. Tape Daily & Review
#2. Low Support
Your Support is in Direct Correlation to Their Effort

#3. Selective Recognition

Motivate, but be careful NOT to encourage POOR PERFORMANCE

High SKills & High Motivation

Management Focus

#1. High Praise - Daily Recognition

Thank You Notes & Gifts, E-Mails, Announce Achievements
#2. Delegate Non Sales Activities

Automate Order Processing. Retums, CS

#3. Goal Setting

Personal & Professional - Teach, Motivate, Encourage
#4. ASK for Ideas, LISTEN & Implement
# 5. Low Direction
Pull....Don't Push!

Low SKills & High Motivation

Management Focus
#1. Master Selling SKills

Use Selling Aids: Training Tapes, Coaching, Flash Cards
# 2 - Call Coaching - Daily

Continuous Positive Reinforcement

Focus on only 1 area at a time until mastered
# 3 - Daily Taping & Review
Listen in Car in PM & Review 1st Thing in AM
# 4 - Master Account Management SKills

See Account Management Goals
# 5 - Recognize ALL Wins!!!
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