Profitable Sales Growth - Initiatives Tracking Report

Hardware & Service Sales - Q2 - 2008 - Dave Kalstrom & Leads Team

S
Increasing Close Rate - Q2 - Service Contract Renewals

Estimated Actual
Objective Strategy | Owner Estimated Start | Estimated Finish | Actual Start | Actual Finish Hours Hours
Improving Q2 Service Obtain Q2 Rengwal DK 26-Mar 27-Mar 26-Mar 27-Mar 1 1
Contract Renewals Report from Elisa
Customer Retention Analysis of Q2 Renewals DK 27-Mar 28-Mar 27-Mar 28-Mar 2 3
Obtain Contract
Customer Retention Renewal Status from DK 28-Mar 3-Apr 28-Mar 4
Ams
Identify & Report
Customer Retention Preliminary Renewal DK 30-Mar 31-Mar 30-Mar 2
Probabilities - see below

Upcoming Contract Renewals - 2 thou 4 2007 Categorized by Probability of Closure

QTR ContractAmt | A B C C1 | D
Highest Lowest
anl $ 444.392.10 | § 243.941.682 | % - $ 11280760 | % 6.64560 | % -
Q2 $ 1.264.581.79 | $ 992.130.93 | $11.970.00 | % 6.912.00 | $ 7425156 | $ 14.637.90
a3 $ 1.224.189.54 | $ 413.201.00 | $89.612.92 | % /6.814.00 | $ 72.748.02 | § 59.710.55
Q4 $ 77390125 | $ 460.272.92 | $24.645 60 | % 48.396.12 | $ 29.59200 | % 10.100.25
Customer Retention |dentify & RepOljt_ F_inal DK 3-Apr 4-Apr 2
Renewal Probabilities
Customer Retention Devel(?p Action Plan for DK 5-Apr 6-Apr 3
"At Risk’' Renewals
Customer Retention Execu_te Action Plan for DK 6-Apr 13-Apr 6
""At Risk’' Renewals
Provide Weekly
Customer Retention Performance Update to DK 30-Mar 31-Dec 36
Chris




Objective

Increasing Close Rate - Q2 - "New" Service Contracts

Strategy

| Owner

Estimated Start

Estimated Finish

Actual Start

Actual Finish

Estimated
Hours

Actual
Hours

Improving Close Rate of Obtain Report of
" " : Pending Evals for Svc DK 26-Mar 27-Mar 26-Mar 27-Mar 1 1
New" Q2 Service Contracts
Contracts
Customer Acquisition Analysis of Q2 Sve DK 27-Mar 28-Mar 27-Mar | 28-Mar 2 3
Contract Evals
Obtain Probability of
Customer Acquisition Close of New Svc DK 28-Mar 3-Apr 28-Mar 4
Contracts from Ams
Identify & Report
Customer Acquisition Preliminary Renewal DK 30-Mar 31-Mar 30-Mar 2
Probabilities - see below
Pending - Service Contract - Opportunities
Sales Re CustName EvalType Product SumOfContract A B ext
Ak TEANS YWORLD Contract - /S ] B4,165.00 1158
BA. LIMITED FIFE AMD 5L Contract- 5TD  BS00's L] 27.410.00 L] 27.410.00 1504
BB SOLECTROM TEXAS Contract-MN/S  Datamax L522 § 3¢.000.00 L] 37.000.00 3161
BB WALLIE CITy FURMNITI Cantract- 5TD B840 L] 31.005.00 L] 31.005.00
CA, KING SO0OFERS Contract STD  ptch1 06846 § 228.660.00 $ 22866000 12499
Chd SMC CORFPORATION On Site zehra L] E3.216.00 L] G3.216.00 4111
iohd WIABFHOUISE SERMW] Contract- STD B4R T243E ¢ 1920000 | & 19,200.00
DB FLYING J CORFORA] Contract- STD | okidata % 24,000.00 L] 24.000.00 3114
DB ROBERT BOSCH COf Contract- STD | 1060's, 6346 § 19.352.00 % 19,352.00
DE DORKMAMN FRODUCT: On Site Zebra 105,140 % 23,172.00 L 23.172.00 1103
HOUSE INTERMEC CORFOR Flat Rate - M/S ] 204.965.00 $ 20496500
JB FSl HOME FRODLCT On Site Intermec ptrs | § 23.045.00 % 23.048.00
JL CORNERSTOME CON Contract- M/S L] 50.510.00 1250
LM ECHOSFHERE Contract-MNfs  t12460.t2480.2ek § 21.026.00 L] 21.026.00 11582
rAH FURNITURE ROWY C Contract- 5TD L] 46,145.00 1154
rAH JORDAMNS FURMNITUER Contract - MN/S L] 26,880.00
kAL DATAMARX SOFTWAR Contract- STD L] 49,656.00
ALY VERMOMT INFORMA Contract- ST0 i 28.300.008
hAbA ASHWORTH NG On Site ] 21,655.00
b LIBEEY GLASS IMC  Contract- /S L] 2¢.360.00
Ry’ LESLIE'S FOOLMART Contract - MN/S L] 13,600.00
|PD ATOME BOX LOGIST Contract- 5TD L] E2.012.00
Fd FEDERAL MOGUL, TF Contract- STD L] 25.611.00 % 25,611.00
FB LIKROPS SUFERMAFR Contract - MN/S L] 2h,380.00
SA, KIJEHME & MAGLE IN Contract - MN/S ! 31.200.00
=1 TOYSRUS Contract STD ! 3g3.00000 % 353.000.00
$ 1.826.232.00 $ 498.662.00 | % 766.947.00
— Identify & Report Final . .
Customer Acquisition Renewal Probabilities Dirk Grimm 3-Apr 4-Apr 2
. Develop Action Plan for | . .
Customer Acquisition “ At Risk™ Renewals Dirk Grimm 5-Apr 6-Apr 3
Execute Action Plan for
Customer Acquisition "At Risk' New Dirk Grimm 6-Apr 13-Apr 6
Contracts
Provide Weekly
Customer Acquisition Performance Update to |Dirk Grimm 30-Mar 31-Dec 36
Chris




Objective

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

Strategy

Owner

Estimated Start

Estimated Finish

Actual Start

Estimated
Hours

Actual

Actual Finish Hours

Increase Multiple Users of Obtain Report of One Leads
. . Time Flat Rate 26-Mar 27-Mar 26-Mar 27-Mar 1 1
Flat Rate Repair Services Team
Customers last 15 mo.
Customer Retention Ana_IyS|s of One Time Leads 27-Mar 28-Mar 27-Mar 28-Mar 2 3
Buying Customers Team
Identify & Report Leads
Customer Retention Preliminary Trend Team 29-Mar 30-Mar 29-Mar 2
Analysis - see below
Potential Recommendation
500 P Begin execution of marketing's
] $250,000 1 "drip campaign" with past 14
004" $200,000 ¥ | month "One Time" - Flat Rate
— K — O Rev. from 1 Buvers.
3004 ) iIth s;ti rme $190.000 j— Time Flat Rate For the customirs that are most
200_/_ Buyers Jan 06 $100,000 1 - ?Egﬁr(f?;lan 0 probable to buy Flat Rate service
] thru Feb 07 $50,000 +° from us in Q2 - Q4 2007 are
100-/ $0 ) those that have already
purchased our Flat Rate services
0 ' before.
Potential Flat Rate Gain $500K
, ldentify & Report Final Leads
customer Retention Flat Rate Analysis Team 3-Apr A-Apr 2
. Develop Action Plan for Leads
Customer Retention Increasing Multiple Team 5-Apr 13-Apr 6
Buvers
Execute Action Plan for Leads
Customer Retention Increasing Multiple Team 6-Apr 31-Dec 120
Buyers
Provide Weekly Leads
Customer Retention Performance Update to 30-Mar 31-Dec 36
Chris Team

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

Estimated Actual
Objective Strategy Owner Estimated Start | Estimated Finish | Actual Start | Actual Finish Hours Hours
Obtain Report of "All"
Increase Multlple Use_rs of Flat Rate & Coupon Leads 26-Mar 27-Mar 26-Mar 27-Mar 1 1
Flat Rate Repair Services Customers over last 15 Team
mo.
Analysis of Peak Periods
s AT of Acquisition of NEW | - Leads 27-Mar 28-Mar 27-Mar | 28-Mar 2 3
Flat Rate and Coupon Team
Customers
Correlate timing of New
Flat Rate and Coupon
Customers during past
Customer Acquisition 14 mont_hs with Sales and] Leads 28-Mar 2-Apr 28-Mar 4
Marketing programs Team
during those peak
customer acquisition
periods
Identify & Report Leads
Customer Acquisition Preliminary Trend Team 29-Mar 30-Mar 29-Mar 2
Analysis - see below
Jun-06 Jul-nﬁ! Aug-06 &Ep-ﬂﬁ Oct-06
FJ 3 =0 {f _ _
15 =711 Jun-06|  Jul-0 Aug-06 06 Oct-06 Potential Rgcommendatlon
% 750 | & $ 5137 The Increase in the # of NEW or
% 750 L $ 4787 Reactivated Coupon & Flat Rate
$  &09 1 $ 4753 Buyers in August 2006 might be
$ 438 i 4’:’3? from a combination of IT
P4 $ ?2?5 decision makers returning from
i iig % 4:133 summer vacation & sending in
D § 3.mas backlogs of equipment
3 150 $ 3,708 combined with a specific
k] 150 ! $ 3,701 marketing program(s) + an
$ 150 ] $ 5010 effective Sales Incentives
$ 10 I t 297
3 120 $ 2,968 _ program.
% 150 § 2,890 If possible, Re-Deploy the same
% 150 $ 2870 combination of sales and
$ 150 $ 2850 marketing strategies in August
$  ls0 b 2825 and a similar one in Q4.
% 150 i g’ggg Potential Incremental Flat Rate &
$ 130 ) Coupon sales: TBD

_August of 2006 indicates a “"Positive™ anomaly in _ |
_the & of “New" First Time - Flat Rate Buyers

L1 el tnlal
— August of 2006 a]sdi; shows a Positive anomaly ——

in the number of Coupon Buyers

Customer Acquisition

Customer Acquisition

Customer Acquisition

Customer Acquisition

Identify & Report Final Leads
Customer Acquisition T 3-Apr 5-Apr 2
X eam
Trend Analysis
Develop Action Plan for
. Leads
Increasing NEW Flat Team 5-Apr 13-Apr 6
Rate & Coupon Buyers
Execute Action Plan for
: Leads
Increasing New Flat Team 13-Apr 31-Dec 120
Rate and Coupon Buyers
Provide Weekly
Leads
Performance Update to 30-Mar 31-Dec 36
Chris Team
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