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Aon Hewitt Sales Performance Model

Undgrstand ) Align the Sales Force Realize Business
Business Drivers Impact

= SeIIin? and Service
Mode!

Creating a sales structure
= Job Roles and Structure that is effective in meeting
= Deployment Planning customer needs in an
efficient manner...

Organization
Design

Customer Insight

Business Strategies = Recruiting and Selection ] e
Talent = Career Paths Ensuring the availability of
Management = Training and the right talent for the right

Development role at the right time...

Value Proposition

= Compensation and . .
Performance Reco%nition Maximizing the productivity
i . and . tas and of an engaged sales force to
Competitive Dynamics e gag
P y Rewards gastirement exceed business goals...
= Performance
Management

We help our clients improve sales performance by getting the most out of their

investments in sales people, creating a rewarding environment for sales people
and company shareholders.
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Sales Rep  salesMgmt |

Type of Threshold Direct - . e L
- Sales Revenue reach Existing Direct- |Distribution Distribution
New Accts| /Retail

Accts

/Retail

Accounts receivable 2.7% 0.8% 2.3% 2.1% 2.8% 2.8% 3.5%
Bookings 45.6% 53.2% 32.0% 38.0% 49.4% 49.4% 37.3%
Customer retention 12.8% 8.2% 4.6% 7.7% 9.0% 9.0% 7.5%
Customer service/satisfaction 6.6% 2.9% 2.9% 4.3% 3.8% 3.8% 4.0%
Design wins 2.2% 1.3% 8.0% 17.1% 2.4% 2.4% 20.4%
Expense management 0.9% 0.5% 1.7% 2.1% 4.5% 4.5% 4.0%
Forecast accuracy 3.5% 1.9% 5.7% 5.1% 3.8% 3.8% 6.0%
Gross margin 13.3% 11.2% 14.3% 12.0% 14.9% 14.9% 16.4%
Key sales objectives (KSO/MBO) 14.2% 10.9% 20.6% 20.5% 17.5% 17.5% 28.9%
Maintenance/service contract bookings 11.9% 12.2% 7.4% 8.1% 12.3% 12.3% 10.0%
Maintenance/service contract revenue 13.7% 13.8% 5.7% 7.7% 11.1% 11.1% 8.0%
Market share 2.2% 1.1% 2.3% 2.1% 2.1% 2.1% 3.0%
Net sales volume 17.3% 10.9% 17.7% 9.4% 14.2% 14.2% 10.9%
New accounts/new customers 17.7% 22.9% 12.6% 17.9% 17.5% 17.5% 18.9%
New products 9.7% 8.8% 8.6% 6.8% 8.0% 8.0% 7.5%
Product mix 4.9% 3.5% 3.4% 3.4% 5.2% 5.2% 4.0%
Revenue 69.0% 64.9% 71.4% 73.5% 71.4% 71.4% 74.6%
Sales growth 7.5% 6.4% 9.7% 10.3% 8.7% 8.7% 9.0%
Strategic products 10.2% 9.6% 9.7% 9.0% 9.5% 9.5% 8.5%
Strategic sales/customers 4.4% 6.6% 6.3% 7.7% 6.9% 6.9% 9.0%

Unit sales 4.4% 2.9% 4.0% 3.0% 5.2% 5.2% 3.5%
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