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Evolution of POS data exchange
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Celebrating the past

COMPONENT MFG, INC.
Commission Report

December, 2014

. .
[ ) ‘ O m m I S S I O n St a t e m e n t Terr# POS ShipDate Representative Distributor CurrMo Cost $ CurrMo Resale$  Comm. Sales $ Comm Rate  Comm$ Earned

03 12/3172014  REP AAA
DISTRIBUTOR A

* By distributor totals

DISTRIBUTOR C 3 $480.48

DISTRIBUTOR D $990.00 $742.50

DISTRIBUTOR E $170.05 $216.60 $170.05
of TO p C U Sto m e r S U m m a ry DISTRIBUTOR F $2,422.56 $2,858.25 $2,422.56

Totals For Terr No. 03-REP AAA: $9,656.81 $12,589.60 $9,656.81 $309.02

Leads report
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|ldentifying some of the challenges

- Bad data vs. Good data
» Reverse POS

» TIME- how do | get more? CAUTION: BAD DATA

BAD DATA QUALITY

MAY RESULT IN

* InCOmpatible DEY: ECOSYStemS FRUSTRATION AND

LEAD TO DROP
KICKING YOUR

- Bad data starting at the source comuTer
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Bad vs Good

CLASSICAL MUSIC DISTRIBUTOES
MONTHLY SHIPPING REPORT
FROM 04/01/10 TO 04730710
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Mozart, Mass in C, E.427
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Quality data is the foundation of analytics

Before you ANALYZE, you must HARMONIZE

Bad Data Good Data

- Multiple formats from multiple - Electronic detail file

sources - Ready for my system?

- Changing month to month - Harmonized information

- Customer name variations - Customer name
- Large volume of information to - Location

mine - Product fields
- Summaries rather than raw detail - Data matches your commission
- PDFisthe enemy! statement
- Hardcopy, really? - Timely

- USEFUL
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The Benefits of Great Data

- Why is it important for manufacturers provide this data? How can we benefit?
* 87% of respondents said data is key to new business growth and for delivering better results

for customers and clients. Eighty-six percent of those surveyed viewed data as the

foundation for making important business decisions.
>

1. Drive new business with synergistic selling

2. Protect existing business

Closing the loop of daily action to increased revenue

Always have something to talk about
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The Rep’s Advantage

* The Synergistic Sell!

* Multi-line selling creates “pull through business” from the line card

* Reps have access to data intelligence that a manufacturer does not

* Distributor reports have more detailed information than what's received from a manufacturer's IT
and Accounting departments

* No person out there better to analyze that data than the multiline sales rep

* The Rep microscope is better - the Rep’s motivation to monitor trends at the little customers, not
just the big customers

* Rep’slocal and tribal knowledge of the up and coming companies in the market engage your line
sooner than your competitor
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Associated Sell Example

Action items:

1) Pay attention to part numbers

2) Segment your product lines for the “anchor parts”

3) Surface marketing signals of associated sell opportunities

Budde
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Associated Sel

“Tom, here's a list for
you run down”
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Protecting Revenue

* Lack of visibility into supply chains (especially overseas) cause “slippage”

* “Holes” reports show you:
* AVL line switches for commodity parts
* CEM changes - "losing the connection”
* End customer’s product volume tapering

* Closerto real time and real interaction the better
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Celebrating the Past | Embracing the Future

A System Commission Report

ERP System

Mfg Commission System
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Sales Tracking System

Dashboard

Report
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How to get started

.. Ask your manufacture for better data

. Internally develop a clean list of customers

3. Surface data insights that drive behavior

..  Planyou 30-60-90 day schedule based on the data and the trends

5. Plantime on your calendar to review your hole reports
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Questions
.. Isyour data driving your behavior today?
. What challenges have you faced?
3. How have you overcome those challenges?

.. ~ How has your sales team adopted the data-driven behaviors?
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