&

01 +
+1 221 2,++

The
Alexander
Group, Inc?

S5ALES GROWTH SOLUTIONS




The
Alexander

Group, Inc?®
ROW UTIONS



"9 %
(
%
<

&

% (

%%

&

The
Alexander

®
Group, Inc:
SALES GROWTH SOLUTIONS



The
Alexander

®
Group, Inc:
SALES GROWTH SOLUTIONS



6 ((%( & " (((%
%% %
(# ( &
(" 9
% ( % (#
# & ( I ? #A @"
( ((% % 9 (
# ? % & " %
@
% % 9 (

mexander

Group, Inc?

SALES GROWTH SOLUTIONS




The
Alexander
Group, Inc?®

SALES GROWTH SOLUTIONS



| diess [T e

Tods Hep

-2 0@ a3 @3B

m/survey.

2
~ HLmks @]FAST Search  @&]4G1 Survey  £]AGI Survey Query >

ook Hebp |J¢ -

ll-VeRE N )= R

z”]um @]FAST Seach  @]AG Survey Query @] AGI Survey

r

w

~

w

@

~

Sales Rewards Surve
9 e & 0 6 o0

competitive with what is offered ta top performers by other
comparies,

Fon  Conm &  Godlse  Soles  Reogoiion oo
Effectivenass  Admin  Quetas  Cradting  Comests
How important
s thiz aspect to you?
{1 = not at all impartant)
(5 = very imparane)
Plan Effectiveness
My job responsibilities and ohjectives are dearly communicated 123 4 5
. The performance measures of my pay plan are alighed with my job 123 45
responsibilities.
The [01 Sales Compensation Plan] is easy to understand 123 @5
My [01 Sales Compensation Plan] motivates me to achieve my 123 @5
assigned ohjectives.
. My base pay level is competitive with what is offered by other 123 40
comparnies,
Ky tatal pay level at target/quota is competitive with what is 123 408
offered by other companies.
. If I am a top performer at [04 Company], my total pay level is 123 45
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Hour effective is |
the company doing this?
(4 = not t all sfsctive)

(5 = vary sffactive)
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The Alexander Group, Inc.
‘Welcome

1-4nat biest describes your
24Vhat are your job respons
34Vt application(s) are .
4-How would you rate the ph
54hat improvemerts would y.
Implement- ation

1-The software was implemen.
2 What items would you Gons.
3-If you worked with an ind.
Falf you answered No'to §...
Functionality

1-How easy is itto make pl...
1o = respansioe for mak
2:How easy has i beento
31 you were fo install a

4-Are incertive repors pro.
54t reporting tools are:

B Approximately how mary o
7-Howr many people on averag,
Benefits

14Ve expected the new syste.
“a-Please list any acdtiona.
Ah-How well died the system m...
Tc-How well did the system m...
c-Hon wel did the system h
fle-Hom wel dd the system h
1-How welldid the system 1
g-How well e the system o
Ah-How well dic the system i
Ai-How well did the systemi.
j-How wel dic the systemi =l

& [ [@ Twsted sites 7

Question: 1a. Who is responsibe for making plan changes within the system

—noguestion - w|f-nocuestion - = [f-roauestion - =[f-noquestion - =

Team Sales Crediting

\We want your feedback on sales crediting practices, the rules dictating timing and cross-crediting for
incenttv2 eligibility. When responding to the questions below, please consider the mast recent Team

Sales crediting rules for your job.

Farthe Target Incame Plan camponents/elements listed below, please indicate both the degree of
importance and effectiveness. If the Target Income Plan camponentizlement does nat exist ar apply to

yaur joh, skip the question and move on to the next question,

How important
15 this aspectto you?
{1 =notatall important)
{3 = very important]

Houw effective s
aur comparly at this?
1= not at all effective)
(3 = very effective)

Sales Crediting

1. Sales crediing nles for Team Seling are Importance:4.5 Effectiveness: 23
tlearly defined.
2. Sales crediting rules far Team Sellng are fair. Impottance: 4.5 Effectiveness: 2.0

e T T ey

Lerwr ---lmportance - High
3
Low Priority Upgrade Zone
i [Reniev] [Invest]
n
20
&
g 43
-,s +3
=
i *1
[ Assessment Targets Strengh Areas
(Evaluate) [Frotect |
&
B

Mean Mean
# Component/Elemert Importance | Effectivaness
Score Score
Upgrade Zone: Invest infhese components o improve Flan Effectivensss,
2. Theperfarmance massures of my pay plan are ligned with my job 45 28
responsibilifies.
4. | My Target Incame Flan mofivates me to achiewe my assigned objectives 44 23
5. | My base pay level is competifive with what is offered by other companies. 45 29
7.1 My total paylevel attarget¥quotais competitive with what is offered by other 46 28
companies.
0. If| am a top parfarmar at 372 Company, my total pay level i competiive with 45 27
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Plan Effectiveness
1. My job responsibilities and objectives are clearly communicated,

2, The performance measures of my pay plan are aligned with my job
responsibilities,

3., The [01 Sales Compensation Plan] is easy to understand,

4, My [01 Sales Compensation Plan] motivates me to achieve my
assigned objectives.

5, My base pay level is competitive with what is offered by other
companies.,

6. My total pay level at target/quota is competitive with what is
offered by other companies.

7. If I am a top performer at [04 Company], my total pay level is
competitive with what is offered to top performers by other
companies.,

Plan Comm. & Goals & Sales Recognition
Effectivensss Admin Ouatas Crediting Contests

Sales Rewards Surve

(6]

Profile

Hovr important

Howt effective is ;I

is this aspect to you? the company deing this?

(1 = not at all important) (1 = not at all effective]

(5 = wery important) (5 = very effective)
1 2 (3 4 1 2 3 4 5
12 3 4 1 2 3 4 5
1 2 3 4 1 2 3 4 5
1 2 3 4 1 2 3 4 5
1 2 3 4 1 2 3 4 5
1 2 3 1 1 2 3 4 5
1 2 (3 4 1.2 3 4 5
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Survey Questions —

Welcome

1-What best describes your
2-Mhat are vour job respons...
3-What application(=) are y...
4-Howy weould you rate the ph...
S-What improvements wauld v
Implement- ation

1-The software was implemen...
2% hat iterms would you cons.
3-If wou worked with anind...
Ja-If you ansvwered 'No'tog..
Functionality

1-Howw easy iz ittomake pl. .
1a-wwho iz responsibe for mak...
2-Howy easy has it beentou...
3-If you were toinstall a
4-Are incertive reports pro... —
S-What reporting tools are
B-Approximately hove many di...
T-How many people on averag. ..
Benefits

1-We expected the new syste.
1a-Please list any addtiona...

1h-Howe weell did the system m...
1e-Howe weell did the systemm..
1d-Howe weell did the system k...

1 e-Howe weell did the system k..
1f-Howe weell did the system r..

1 g-How wweell dicd the systemp..
1h-Howe weell dicd the systemi..

1i-Howy weell did the system ..

1-Hore weedl diel the system i... |

The Alexander Group, Inc.

Question: 1a. Who is responsibe for making plan changes within the system

-- no guestion -- * || -- no gquestion -- * || -- no guestion -- * || -- no gquestion -- hi

Reset

]

l_ l_lﬂ Trusted sites

The
Alexander

Group, Inc’

SALES GROWTH SOLUTIONS



Team Sales Crediting

We want your feedback on sales crediting practices, the rules dictating timing and cross-crediting for
incentive eligibility. VWhen responding to the questions below, please consider the most recent Team

Sales crediting rules for your job.

Forthe Target Income Flan components/elements listed below, please indicate both the degree of

importance and effectiveness. Ifthe Target Income Plan componentelement does not exist or apply to
wour joh, skip the guestion and move on to the next gquestion.

How impartant
i5 this aspect to you?
(1 =not at all important)
(8 =very important)

How effective is
aur compary at this?
(1 = not at all effective)
(5 =very effective)

Sales Crediting

1. Sales crediting rules for Team Selling are
clearly defined..

Importance: 4.5

Effectiveness: 2 0

Importance: 4.5

Effectiveness: 20

2. Sales crediting rules for Team Selling are fair.
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Score Score
Upgrade fone: Inwest inthese componert=s to i mprowe Flan Efectivenses=s
2. The pedformance measures of my pay plan are aligned with my job 4.5 pr=
responsibiliies.
3. by Target Income Plan motivates me ta achieve my assigned objecives. =13 ==
5. by base paylewel is competiive with wohat i=s offered by other companies. .5 2.9
7. iy total pay lewvel attargetquota is competitive with vuhati=s offered by other = .5 =9
companies.
a. Ifl am atop pedformer at>5Z Companw, my total pay lewvel is competitive with 4.5 27
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