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Sales Structure: Customers First
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Sales Structure: Segment Specific
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Sales Structure: Supports Sales Objectives
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Smart Solutions
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Sales Structure: Roles & Responsibllities
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T61 national accounts

Customer needs driven decision
National buy with local optimization
Scalability and efficient implementation
Expanding to total enterprise  solution

Freed up critical sales time to develop local
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Sales Roles and Responsibilities

Account Manager:

} Tethered to national sales rep and key
account reps

} Large account customer service and
fulfillment

+ Transactional upselling

1 Opportunity identification and market
updates




Sales Roles and Responsibilities

Key Account Reps
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Custom solutions driven by in depth needs
assessment and customer knowledge

Strong problem solving, idea generating
skills

Multi - media knowledge
Competitive knowledge
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Sales Roles and Responsibilities:

Territory Field Sales Rep

} New account acquisition of small business
IN geo targeted area

1 Customer Service

+ Transactional upsells

Account Representative Specialist (ARS)
1 Retention calls

1 Transactional upsells current and former
customers

1 Tethered to 2 field sales reps




Sales Roles and Responsibilities

Product Specialists:

+ Niche publications, magazines

1 Digital

yAddressed obandwidtho 1 s
+ Product has significant revenue contribution

1 Expertise and high level knowledge is
required




Results of restructure

+ Grew monthly active accounts in the
territories

1 Improved customer service

1 Grew market share from key accounts
+ Improved sophistication of our offerings
1 Improved our digital expertise

1 Provided a career path for sales







Re-inventing our Sales Structure

} Consolidations o downsizing o multiple

responsibilities
; Economic driven sales profitability model
1+ Bandwidth on steroids

1 Digital beyond the banner = truly multi
media sales experts

} Becoming a retention culture
1 Now hiring for ??7?




Re-inventing our sales structure

Consolidations and economy:

1 Not downsizing but right sizing

1 More effective use of technology = d Wave2

+ Outsourcing - creative to 2AdPro and regional
centers

1+ Outsourcing 0 ClassifiedsPlus call center
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