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Outbound Excellence - About Us

For the past 12 years Outbound Excellence has
trained over 250 Sales Managers in 5 different

countries.

So we understand the challenges of Sales
Managers and what it takes to make them and

their sales teams successful.
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Account Management Audit

Accurate Assessment Of Account Management & Development Skills

This is a very quick and powerful tool for understanding the knowledge, skills and abilities of each sales person in the

areas of account management and development. In addition, it includes a built-in "tailored" action plan for improving

each sales representative's account management and development skills. Finally, by following up on each action plan
with regular audits, this process will significantly improve sales within existing buying accounts.

Identifying Key Account Development Drivers Outbound Excellence
Account Management Performance Maftrix

This effective Account Management tool can be set up in just .
. . . . . . Random Audit of Installed Base of Accounts
minutes. First, identify the most important data points vour p—

Account Products | Products How Are Related Current HQ!/

sales people have to know about their prospects and customers Contacted| "y | Meeting | PP | progucts | € FUeure| EAGIL | Secondary) g
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to effectively sell your solutions, and place those on the upper X Account Company Name | "% | Used? | Needs?
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Easily Tailored "PlugN-Play" Modules

Our NEW! SaaS Sales Management Training System &

provides you with these same proven Sales
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Tailored Training, 1onl Coaching, Unlimited Support
Along with over 150 proven plugplay Sales
Management Best Practices we provide your Sales
Managers with a Complete Skills Analysis, Tailored
1lonl OnLine Training, Monthly Coaching Sessions a

Unlimited Consulting and Support Services.

$7957 One Time Fee i All Inclusive
Money Back Guarantee
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SaaS Sales Management TrainingOffering
Our Sales Management SaaS Sales Management

Training Solution includes:

ASales Management Skills Analysis
Arailored Sales Management Training Program
Al on 1 Sales Management Training
ARecording of the Training Session
ACustomized Sales Coaching Toolkit
Avionthly 1on1 Coaching Sessions

A50 Pr ovNePnl afiyPol uSgal es
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AJnlimited Telephone and eMail Support
ABundled System as Listed Abov#795
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Philosophy

It is our Belief that Perfection is Not Possible
But Excellence Is!

The “Achievement of Excellence” Requires the Continuous
Development of each Person, Process and Productivity
Measurement within an Organization.

Ensuring it is Performing at Optimum Efficiency!

Maximizing the Organization’s Ability to Provide
Increasing Value to the Customer, Profit to the Company
& Incentives to the Employee.

Any Organization that is Willing to Relentlessly Pursue Excellence,
in Each of These Areas, Every Moment, of Every Day

Will Discover that the Achievement of Excellence
is not only Possible

It’s Inevitable!

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Rating Your Leadership 82
Organization’s Culture 78
Strategy 68

Level Of 5 ¢  Total Score 228

A Relentless . 2 Rating
Pursuit of Excellence 7 228/3=176

5, AVERAGE
CULTURE %6%

YA Passion for Achieving Excellence

STRATEGY

i A Plan for Achieving Excellence ®

“Achievement of Excellence”

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Score 7.25
Score 6.5 Job Score 825
Account Description
Transition

Score 6.5 By
Performance @mugs Score 6.25
Recruiting
Development

Compensation

The “Achievement of Excellence”
Requires the Continuous Improvement
Seore 15 of each Person, Process & Productivity
Performance Component within the Organization to Ensure
Monitoring it is Performing at Optimum Efficiency, Resulting
in the “Potential” to Provide Increasing Value
Score 7.75 to the Customer, Profit to the Company,
A cconnt & Incentives to the Employees.
Management

Score 6.75
Hiring

Score 7.5
Training

Score 7.25
Selling Score 7.75
Skills Performance
Goals

Score 6.5
Leads
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The Cornerstone For
Profitable Sales Growth

The Cornerstone For Achieving &

Maintaining Continuous Profitable Sales &
Customer Growth Performance From Your
Outbound B2B Telephone Sales
Organization Is The Development Of An
Effective Job Description.

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Provides Clear and Accurate Understanding

An Effectively Written Job Description
Provides Salespeople With A Clear And
Accurate Understanding Of The:

AAResul tso They Wil |

A The Timelines For Achieving Them

A The Rewards And Consequences For Both
Achievement And NonrAchievement

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Maximizes Potential For Achieving
Profitable Sales & Customer Growth

Effectively Managed,
The Job Description Will Provide Your Sales Leaders
With A Powerful Tool For Efficiently And Effectively
Directing And Managing the:

1. Productivity
2. Performance
3. Profitability

Of Your Outbound B2B Telephone Sales Organization

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Why Most Companies
Create Job Descriptions

Historically,
Job Descriptions Have Been Created
Primarily Because:

A Laws And Guidelines Regarding The Issue Of
Discrimination in Employment Practices Has
Made A Job Description Necessary.

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved




Outb d Excell
C)g(}lo Profitable s A
EXCELLENCE .
— Sales Growth Strategies 602-770-0012

www.outboundexcellence.com

How Most Companies
Use Job Descriptions

In Most Companies,
Job Descriptions Get Their Greatest Use As:

A A Reference Source For Creating Advertising
Copy To Fill An Open Sales Position

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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The 6 Core Components
Of A A Wel | Writteno J

Job Descriptions Are Considered Well Written
If They Include the Following Information:

I Essential Job Functions
I Duties & Responsibilities
I Required Education & Experience
I Reporting Relationships
I Compensation
I Expectation Of Results

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Since Most Job Descriptions Don't Detail:

A The Specific Performance Goals
Salespeople Will Be Required to Achieve

AThe Timelines For Thei

Job Descriptions Normally End Up Serving As:

A A Relatively Effective Tool For Evaluation

A A Relatively Poor Tool For Developing
Improved Sales Performance

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved




Outb d Excell
C)g(}lo Profitable s A
EXCELLENCE .
— Sales Growth Strategies 602-770-0012

www.outboundexcellence.com

A More Profitable Approach
To The Use Of Job Descriptions

In Companies That Achieve And Maintain
Record Levels Of:

Productivity, Performance And Profitability

The Job Description Plays A Much More Vital Role
In Leading and Directing B2B Sales Representatives
Through Their Development

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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10 Components Of A Job Description
That Leads To Profitable Sales Growth

Job Descriptions That Lead Outbound B2B Telephone

Sales Organi zationodos To

Continuous Profitable Sales & Customer Growth
Share These 10 Common Characteristics:
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1.) Focus On:
A Performance
A Results

2.) Motivate And Inspire Top Sales Prospects

3.) Create A Vision Of:

A What They Will Learn
A How They Will Grow
A What They Will Achieve

4.) Establish A Clear And Accurate Understanding
Of The Organization's:

A APerformance Driveno C
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5.) Reinforce The Sales Organization's
Commitment To:

AThe AAchi evement

6.) Detall The Exact:

A Productivity & Performance Goals
A Minimum Accepted Performance Results

7.) Identify The Sales Management System As:

A A AResults Drivenbo
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Why Consider Improving Your
Outbound B2B Telephone Sales Job Description

If You Could Develop a Job Description
that included each of The 10 Characteristics
| i sted above é.

And then Test and Refine it on Hundreds of New Hires until it had Proven Its
Ability to Maximize the Probability your New Sales Hires would:

A Ramp up to Profitability Quicker
A Exceed their Forecasted Sal esgd

It Could Prove To Be
A Very Valuable Asset
For Your Company
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Our First Outbound Sales- Job Description

In 1998 we Developed our First
B2B Sales Job Description by Integrating:

A The 10 Characteristics Shared by the
Most Profitable Job Descriptions

A The Best Practices of Some of the Most Profitable
B2B Sales Organizations of that time

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved
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Our Current Outbound Sales- Job Descriptions

Since then, We Have Refined
our Outbound B2B Sales Job Descriptions on:

A 7,500 New Outbound B2B
Telephone Sales Representatives

A From 35 Outbound Sales Organizations
A In 5 Different Countries

Created by David A. Kalstrom on 10/31/01 - Copyright Pending - All Rights Reserved




Outbound Excellence
Job Description - Fallacy vs Reality

For Most Companies, High Tumover Begins At The First Stage
Of The Sales Model, The Job Description.

With Both Sides, The Emplover & Sales Associate,
SELLING Their Best Side To Each Other,
Neither Really Understands The "True Picture "

The Job Description Should Be Used As The
"Foundation Stone" For The Entire Interview Process
As It Belates To The Daily Activates Of The Sales Associate,
The Results Expected. And How The Expected Results Will Be Measured.

The Explanation Of The Job Description Should Then Be Followed By An Explanation
Of The Compensation And Incentive Plans Which Should Have A Direct Correlation To
The Expected Results Outlined In The Job Description.

This Eliminates The "Misunderstanding” That Is The Cause For The Majority Of
Turnover In Most Telephone Sales Organizations.

Therefore, Step #1 For Achieving Excellence In Any B2B Sales Organization Is_ .

“Replace the Fallacy....With Realitv™

Capyright 2012 by Cuthourd Facclicace, Inc. * All rights roscrvell. Ho part of s documest rary be sprodscad or stilieed i ey form or by sy meams, clectronic or mechanical, ischading photooopyisg, recosding, or by ey information siomge or
retricwnl mywicrs, withoul porminson in writing from the peblnker. For further informtion call Oubourd Prodlloxce st 8775572604
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Job Description - Outbound Telephone Sales - Account Manager

Outbound Excellence @%}_ﬁsué’e

Objective of Position

To Effectivelv Manage An Account Base That Will Achieve Sufficient Profit To Finance The
Growth Of The Quthound Sales Division And To Provide The Resources Needed To Achieve
Other Key Sales Objectives.

Results To Be Achieved
Effectively Execute The Outhound Sales Strategy
Exceed All Individual Revenue And Profit Goals
e Revenue
e (Gross Profit
® (Gross Profit Percentage
Exceed All Individual Territory & Account Management Goals
Account Coverage
Average Talk Time
Total Dials
Average Contact Time
Total Number Of Contacts
Fax & E-Mail Addresses
Preferred Products And Manufacturers
Exceed All Individual Market Share Goals
e Total Number Of Contacts
e Total Number Of Buying Accounts
e Total Number Of Orders
Exceed All Customer Satisfaction Goals
o Understand Customers Business, Wants, And Needs
o  Meet Customer Commitments
Quote And Order Follow-Up
Shipped Order Follow-Up
Specific Duties & Responsibilities
Effectively Implement The Outhound Sales Strategy
a) As Detailed In Performance Development Plan
Exceed All Individual Revenue And Profit Goals
a) Manage To Daily Performance Worlkcsheet
b} As Detailed In Performance Development Plan
Exceed All Individual Account & Territory Management Goals
a) As Detailed [n Performance Development Plan
Exceed All Individual Market Share Goals
a) As Detailed In Performance Development Plan
Exceed All Individual Customer Satisfaction Goals

a. As Measured By Customer Feedback / Feedback Surveys
b. As Detailed In Performance Development Plan

Outbound Excellence

Job Description - Outbound Telephone Sales - Account Manager

Results Measurement

—

Revenue & Margin Goals = To Budget
Customer Contact = Minimum Of 3:30
Presentations = Minimum Of §
Average Contact Time = Minimum Of 2. 47
# Of Target Contacts = Average Of 2.5 Per Account
# Of Buying Accounts = To Performance Development Worksheet
# Of Orders = To Performance Development Worksheet
Call Blitz (Prospect) = First 90 Minutes Of Everv Day
% Of Accounts Contacted = 100% Everv Month
. E-Mail Addresses = 90% (DNS Flags Set)
. Call Coaching = To Performance Development Worksheet
. Account Development = To Performance Development Worksheet
. Customer Contact Notes = Current Call + Next Call Planned
4. Follow-Up On Open Quotes & Open Orders = Minimum Of 90%
. Follow-Up On Shipped Orders = Minimum Of 90%

1000 o b W

Minimum Qualifications

<,

3 Years Of Quthound Sales Experience

Steady Employvment History

Meets Ideal Sales Candidate Profile

Passes Computer Based Skills Testing

Passes Prospecting Exercise

Strong Values And Work Ethic

Commitment To Achieving Excellence

Good Culture Fit / Team Plaver

Ability To Work Well With Little Or No Supervision
Strong Communication Skills (Written And Verbal)
Ability To Maintain Confidential Information
Ability To Work Well Under Pressure

Excellent Prioritization Skills

Bachelor Degree Or Equivalent

v
v
v
v
v
v
v
v
v
v
v
v
v

I have read the responsibiliies of this job description, [ understand each of the
roles and responsibilities and I agree to seek to achieve each
of them.

Employee Signature

Employer Signature
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Outbound Sales Manager - Job Description

Objective Of Position

Develop A Team Of Account Executives To Achieve Sufficient Profit To Finance The Growth
Of The Outbound Sales Division And To Provide The Resources Needed To Achieve Other
Key Sales Objectives.

Results To Be Achieved
1. Effectively Execute The 2008 Business Development Strategy
2. Exceed All Team Revenue And Profit Goals
Revenue
Gross Profit
Gross Profit Percentage
Exceed All Team Territory & Account Management Goals
- Account Coverage
Average Talk Time
Total Dials
Average Contact Time
Total Number Of Contacts
Fax & E-Mail Addresses
Preferred Products And Mamdfacturers
Exceed All Team Market Share Goals
Total Number Of Contacts
Total Number Of Buying Accounts
Total Number Of Orders
Exceed All Customer Satisfaction Goals
Understand Customers Business, Wants_ And Needs
Meet Customer Commitments
Quote And Order Follow-Up
Shipped Order Follow-Up
Exceed All Team Staffing Goals
# Of Account Executives Selling
# Of Turnovers
Turnover %o
Specific Duties & Responsibilities
Effectively Implement The Outbound Sales Strategy
a) 2008 Strategic Business Development Plan
Exceed All Team Revenue And Profit Goals
a) As Detailed In Team Performance Development Plan
Exceed All Team Territory & Account Management Goals
a) As Detailed In Team Performance Development Plan
Exceed All Team Market Share Goals
a) As Detailed In Team Performance Development Plan
Exceed All Team Staffing / Cultural Goals
a) Ensure That All AE s Feel They Share In The Company’s Success
b) Provide Job Security Based On Performance
c) Recognire Individual Achievements
d) Ensure Ams Have A Sense Of Accomplishment In Their Work

Outbound Excellence
Outbound Sales Manager - Job Descrip

Results Measurement
1. Revenue & Margin Goals = To Budget / PDW

L A

—_
—_ O

Customer Contact = Minirmum Of 3:30

Presentations = Minimum Of §

Average Contact Time = Minimum Of 2.47

# Of Target Contacts = Average Of 2.5 Per Account
Total Number Of Buving Accounts — To Budget / PDW
# Of Orders = To Budget / PDW

Call Blitz (Prospect) = First 90 Minutes Of Every Day

% Of Accounts Contacted = 100% Every Month

. E-Mail Addresses = 90% (DNS Flags Set)
. Call Coaching = To Performance Development Worlksheet

Account Development = To Performance Development Worksheet

. Customer Contact Notes = Current Call + Next Call Planned

4. Follow-Up On Open Quotes & Open Orders = Minimmumm Of 90%

. Follow-Up On Shipped Orders = Minimum Of 90%

. # Of Account Executives Selling = Minimum Of 16

. # Of Turnovers = 1 Per Quarter (Based On 16 AE’s)

. Turnover % = Maximum Of 25% Annual Turnover Rate

Minimum Qualifications

5 Years Of Outhound Sales Experience

3 Years Of Outhound Sales Management Experience
Ability To Meet Performance Goals

Excellent Coaching / Development Skills

Steady Employment History

Meets Ideal Sales Management Profile

Passes Computer Based Skills Testing

Passes Sales Management Skills Testing

Passes Prospecting Exercise

Passes Business Plan Exercise

Strong Values And Work Ethic

Commitment To Achieving Excellence

Good Culture Fit / Team Player

Ability To Work Well With Little Or No Supervision
Strong Communication Skills (Written And Verbal)
Ability To Maintain Confidential Information
Ability To Work Well Under Pressure

Excellent Prioritization Skills

Bachelor Degree Or Equivalent
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Job Description - Channel Account Manager <=

Objective of Position

1. Centralize & Manage Outhound Excellence’s Reseller Market To:
a. Maximize Profit
b. Minimize Product Write-Downs (Financial).

2. Eliminate The Selling Of Strategic Goods To Non-Target Resellers

3. Build & Market To A Portfolio Of Target Reseller Accounts
Results to be Achieved

Market “Hot Sheet” Products To Reduce At Risk Inventory.

Sell At Margins That Are Above Liquidation Rates.

Eliminate The Sale Of Vendor-Restricted Products To Resellers.

Eliminate The Sale Of Goods To Direct Competitors.

Source Products For Resale On Clearance And Or Auction Section Of Web.

Specific Duties & Responsibilities
1. Market ‘Hot Sheet’ Products To Reduce At Risk Inventory.
a. Commumnicate “Hot Sheet™ Deals To Target Resellers Daily
. Monitor Inventory Report Daily For Qualified Returns To Sell.
. Build A Database Of Target Resellers To Market “At Risk Goods™
. Research Appropriate Reseller “Hot Spots” On Web For Marketing Treatment.
. E-Mail Reseller Database List With All Appropriate Offers.

2. Sell At Margins That Are Above Liguidation Rates.
a. Verify All Sales Below Standard With Buyers And Director Of Online Sales Before Proceeding.
b. Sell Only At Above 6% Without Authorization
c. Research Our Competitors To Know Sellable Price Points Before Marketing “Hot Sheet’” ltems.

3. Eliminate The Sale Of Vendor-Restricted Products To Resellers.
a. Keep An Updated List Of Vendor-Restricted Goods
. Never Sell Off “Vendor Restricted Goods™ List.
. Distribute Reseller Policy To All New Sales Reps.
. Periodically Send Out A Reseller Policy As A Reminder To The Sales Floors.

4. Eliminate The Sale Of Goods To Direct Competitors
a. Research All Proposed Resellers Before Approving A Sale
b. Keep A List Of Direct Competitors To Eliminate Sales To Them
c. Confirm With Merchandising

5. Source Products For Resale On Clearance And Or Auction Section Of Weh.
a. Build A Reverse-Reseller And Mamfacturer List Of Product Sources.
b. Develop An Internal Network With Merchandising To Source Product.




QOutbound Excellence

Job Description - Channel Account Manager (cont'd)
Results Measurement

Monthly ‘Hot Sheet” Goal = $250,000.
Monthly Reseller Margin =

a. 6% Minimum

b. 8% Goal
Freight Recovery

a. Not Less Than 100%.
Database List

a.  Add 25 Authorized Resellers Monthly.
Restricted Vendor Product List Updated & Distributed Monthly.
Restricted Reseller List Updated Monthly.
Report All Violations Of Reseller Policy Immediately To Director Of Online Sales,
Sales Operations Manager And Appropriate Manager (If Known).

Bachelors Degree In Business Or Computer Science.
Minitmum Two Years Direct Corporate Computer Sales

* DPhone Sales Preferred.

Strong Analvtical, Negotiating And Problem Solving Skills.
Strong Mathematical & Financial Skills.

Complete Understanding Of VAR And Reseller Market

I have read the responsibilities of this job description, [ understand each of the roles and responsibilities
and I agree to seek to achieve each of them.

Employee Signature

Employer Signature
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Job Description

Director of Sales

Probationary Period:

There will be a mandatory 90 day probation period for this position.
4 After 30 days esther party may termmate this agreement without cause or justfication.
% After 30 davs either party mav termunate this agreement with a 30 day notice

53'3[!:
$90K base

Incentive — Bonus

$30K bonus potential

The term: of the bonus agreement will include, but are not limited to the following

conditions:

The bonus portion of the Director of Sales and the Sales Manager will be based on
the ability of the sales management team to meet established guota goals and other
key sales objectives. These goals include:

20% - Invoiced Revenue

30% - Invoiced Net Margin Dollars

20% - Customer Contact Time

20% - Net Gain In Active Buving Accounts
10% - Returns

1. The boous agreement will go into effect upon successful completion of the
probation penod
2. The emplovee will only recerve a base salary during the probation penod.







