
Profitable Sales Growth - Initiatives Tracking Report                        
Hardware & Service Sales - Q2 - 2008 - Dave Kalstrom & Leads Team 

Objective Strategy Owner Estimated Start Estimated Finish Actual Start Actual Finish
Estimated 

Hours
Actual 
Hours

Improving Q2 Service 
Contract Renewals

Obtain Q2 Renewal 
Report from Elisa

DK 26-Mar 27-Mar 26-Mar 27-Mar 1 1

Customer Retention Analysis of Q2 Renewals DK 27-Mar 28-Mar 27-Mar 28-Mar 2 3

Customer Retention
Obtain Contract 
Renewal Status from 
A

DK 28-Mar 3-Apr 28-Mar 4

Increasing Close Rate - Q2 - Service Contract Renewals 

Ams

Customer Retention
Identify & Report 
Preliminary Renewal 
Probabilities - see below

DK 30-Mar 31-Mar 30-Mar 2

Customer Retention Identify & Report Final 
Renewal Probabilities

DK 3-Apr 4-Apr 2

Customer Retention Develop Action Plan for 
"At Risk" Renewals

DK 5-Apr 6-Apr 3

Customer Retention Execute Action Plan for 
"At Risk" Renewals

DK 6-Apr 13-Apr 6

Customer Retention
Provide Weekly 
Performance Update to 
Chris

DK 30-Mar 31-Dec 36



Objective Strategy Owner Estimated Start Estimated Finish Actual Start Actual Finish
Estimated 

Hours
Actual 
Hours

Increasing Close Rate - Q2 - "New" Service Contracts 

Objective Strategy Owner Estimated Start Estimated Finish Actual Start Actual Finish Hours Hours

Improving Close Rate of 
"New" Q2 Service Contracts 

Obtain Report of 
Pending Evals for Svc 
Contracts

DK 26-Mar 27-Mar 26-Mar 27-Mar 1 1

Customer Acquisition
Analysis of Q2 Svc 
Contract Evals

DK 27-Mar 28-Mar 27-Mar 28-Mar 2 3

Customer Acquisition
Obtain Probability of 
Close of New Svc 
Contracts from Ams

DK 28-Mar 3-Apr 28-Mar 4

Customer Acquisition
Identify & Report 
Preliminary Renewal 
P b biliti b l

DK 30-Mar 31-Mar 30-Mar 2
Probabilities - see below

C t A i iti
Identify & Report Final Dirk Grimm 3 Apr 4 Apr 2Customer Acquisition
Identify & Report Final 
Renewal Probabilities

Dirk Grimm 3-Apr 4-Apr 2

Customer Acquisition
Develop Action Plan for 
"At Risk" Renewals

Dirk Grimm 5-Apr 6-Apr 3

Customer Acquisition
Execute Action Plan for 
"At Risk" New 
Contracts

Dirk Grimm 6-Apr 13-Apr 6

Customer Acquisition
Provide Weekly 
Performance Update to 
Chris

Dirk Grimm 30-Mar 31-Dec 36



Objective Strategy Owner Estimated Start Estimated Finish Actual Start Actual Finish
Estimated 

Hours
Actual 
Hours

Increase Multiple Users of Obtain Report of One 
Ti Fl t R t

Leads 26 Mar 27 Mar 26 Mar 27 Mar 1 1

Increase Service Sales - Q2 - from "Previous" - Flat Rate Customers 

p
Flat Rate Repair Services Time Flat Rate 

Customers last 15 mo.

Leads 
Team 26-Mar 27-Mar 26-Mar 27-Mar 1 1

Customer Retention
Analysis of One Time 
Buying Customers

Leads 
Team 27-Mar 28-Mar 27-Mar 28-Mar 2 3

Customer Retention
Identify & Report 
Preliminary Trend 
Analysis - see below

Leads 
Team 29-Mar 30-Mar 29-Mar 2

Potential Recommendation 
Begin execution of marketing's 
"drip campaign" with past 14 500 $250,000

Identify & Report Final Leads

month "One Time" - Flat Rate 
Buyers.                       

For the customers that are most 
probable to buy Flat Rate service 

from us in Q2 - Q4 2007 are 
those that have already 

purchased our Flat Rate services 
before.                        

Potential Flat Rate Gain $500K
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Customer Retention
Identify & Report Final 
Flat Rate Analysis

Leads 
Team 3-Apr 4-Apr 2

Customer Retention
Develop Action Plan for 
Increasing Multiple 
Buyers

Leads 
Team 5-Apr 13-Apr 6

Customer Retention
Execute Action Plan for 
Increasing Multiple 
Buyers

Leads 
Team 6-Apr 31-Dec 120

Customer Retention
Provide Weekly 
Performance Update to 
Chris

Leads 
Team 30-Mar 31-Dec 36

Chris

Objective Strategy Owner Estimated Start Estimated Finish Actual Start Actual Finish
Estimated 

Hours
Actual 
Hours

Increase Multiple Users of 
Flat Rate Repair Services

Obtain Report of "All" 
Flat Rate & Coupon 
Customers over last 15 
mo.

Leads 
Team 26-Mar 27-Mar 26-Mar 27-Mar 1 1

C t A i iti

Analysis of Peak Periods 
of Acquisition of NEW Leads 27 M 28 M 27 M 28 M 2 3

Increase Service Sales - Q2 - from NEW! - Flat Rate & Coupon Customers 

Customer Acquisition of Acquisition of NEW 
Flat Rate and Coupon 
Customers

Leads 
Team 27-Mar 28-Mar 27-Mar 28-Mar 2 3

Customer Acquisition

Correlate timing of New 
Flat Rate and Coupon 
Customers during past 
14 months with Sales and 
Marketing programs 
during those peak 
customer acquisition 
periods

Leads 
Team 28-Mar 2-Apr 28-Mar 4

Id tif & R t
Customer Acquisition

Identify & Report 
Preliminary Trend 
Analysis - see below

Leads 
Team 29-Mar 30-Mar 29-Mar 2

Potential Recommendation      
The Increase in the # of NEW or 
Reactivated Coupon & Flat Rate 
Buyers in August 2006 might be 

from a combination of IT 
decision makers returning from 
summer vacation & sending in 

backlogs of equipment 
combined with a specific 

marketing program(s) + an 
effective Sales Incentives 

program.                     
If possible, Re-Deploy the same 

combination of sales and 
marketing strategies in August 

and a similar one in Q4.         
Potential Incremental Flat Rate &

Customer Acquisition
Identify & Report Final 
Customer Acquisition 
Trend Analysis

Leads 
Team 3-Apr 5-Apr 2

Customer Acquisition
Develop Action Plan for 
Increasing NEW Flat 
Rate & Coupon Buyers

Leads 
Team 5-Apr 13-Apr 6

Execute Action Plan for Leads

Potential Incremental Flat Rate & 
Coupon sales: TBD

Customer Acquisition Increasing New Flat 
Rate and Coupon Buyers

Leads 
Team 13-Apr 31-Dec 120

Customer Acquisition
Provide Weekly 
Performance Update to 
Chris

Leads 
Team 30-Mar 31-Dec 36

TOTAL #REF! 16.0
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