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Non-standardized communication practices are diverting
us from our primary focus — the client!

» Sales team receives many communications throughout
the week without prioritization.

e Multiple vehicles are used to communicate.

» Everyone has access to communicate with the sales
team

Impetus for Change

« Current “win” communication has highlighted many
inefficiencies

e True focus on the customer requires the removal of
ancillary topics

e Consistent communication is required to lead in a
regional model

e Solid communication becomes a training tool when
executed correctly.
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Key Question

e What are the optimal
communication guidelines?

* |s there a cost associated
with formalizing sales
communications?

» What should we share at
the March 24 meeting?




Contents

Current State

Envisioned State

World-Class Examples

Timeline

Insert footer including copyright/confidentiality statement K]



Sales 1s hearing voices and guidance from all different

directions

4 N

The month is tight, we
need every dollar we can
get before close
(Head of Sales)

- /
4 N

Respond with information
on leads recently sent
(Marketing)

4 N

Update your forecast from
the end of the year.
(Finance)

- /

- )
4 N

Attend the Sales Meeting
every Monday at 9am
(Direct Manager)

4 N

We need you to sign and
return the company
handbook
(Human Relations)

- )

- /
4 N

| need you to contact your
client on project specs
(Operations)

- /
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We must consider installing a sales communication

strategy

Overview

» Help roll out sales projects and communications to the field successfully to drive optimum
compliance and business results

» Provide clear communications targeted at the proper audiences using the most appropriate tools

Objectives

+ Keep team members informed about company initiatives and ensure that programs are
communicated and delivered in the most effective manner

» Help identify audiences, tools, message points, and important dates and deadlines to assist in
coordinating sales communications efforts

* Manage regular broadcast/written communications tools
«  Work with sales planning to communicate best practices

* Routinely analyze existing processes and tools — including gathering feedback from the end
audience — to continuously improve the way we communicate to the Sales team
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The first step is creating a Sales Communication Mailbox to

filter e-mails sent to the sales force

Q ) U @~ 9 )3 Sample email from Sales Communication Mailbox - Message (HTML) - = X
| Message

jﬁ‘ \9 @ %@/Safeustsn Y 2:::“"'

e Qutlook mailbox and calendar QAR Q

can be created from which i . :1::;::9 ot Actans= | senger 1IN | SSRGS | s

e n d O rsed CO m m u n icati O n S to From: Respo::les Communications Amons o ’ o Sent: , Mon 1:"1[‘2‘/12007 1:41 PM
the sales orgamzahon will e -

CO m e . It WI I I n Ot a p pea r to Subject: Sample email from Sales Communication Mailbox L:

This message is being sent to All Account Executives with a copy to all other Sales & Service Team members

come from a particular
individual.

Greetings.

Flash reports will be sent from this mailbox on a weekly basis. You should receive them by end of day
Thursdays. Thank you.

* This box will be managed by a Fagarding the content of th el you receved. plasse contact Lsa StarbucK or Ken Revenaugh Thank you.
newly appointed Sales
Communications Manager

il

Sample email from Sales Communications Mailbox
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Next, owners need to be determined for each type of

communication

Chief Operating Officer EVP, Sales & Marketing VP, Sales Operations

e Company strategy and Sales Strategy and Sales Planning Tools and
priorities, with a focus on priorities Resources

how Sales supports both Sales Initiatives Contracting
e Culture

e Customer Support * Pricing and AR

« Organizational * Reporting
Announcements » Operations collaboration

e Change Management e Training

» Contests and Awards  Systems
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...and then we need to consolidate the channels of
communication buy

Description Audience m Distribution m

Updated! Weekly document sent via broadcast All Sales Team Weekly HTML E- 12 noon Thursdays Sales
Sales Brief  HTML e-mail to sales and posted weekly Members mail Tuesdays Comm.
on our company Intranet. The Sales Brief Manager

targeted news items to general groups of
sales team members. It includes all items
that require sales awareness or sales
action, including items requiring action in
the next week, information about
upcoming initiatives, calendar highlighting
dates to remembers, important meetings
ad events, start and end dates of
programs, etc.

Updated! Program that recognizes sales wins, All Sales Team Weekly viathe HTML E- 12 noon Thursdays Sales
Sales Win — generates enthusiasm among sales team Members Sales Brief mail Tuesdays Comm.
“How they  and share best practices. All supporting \oice Manager
landed that  materials will be published to Sales Recording
deal” Knowledge Community. We will publish
1-2 per week.
New! Monthly e-mail from COO for Sales. This  All Sales Team Monthly E-mail 12 noon Wednesdays  Sales
Sales Point is the source for information on our overall Members Mondays Comm.
sales company direction, culture, (30-days Manager
successes, recognition and is a forum for out)

team member ideas.

Insert footer including copyright/confidentiality statement 9



Communication Channels cont.

Description Audience

New! Monthly call with sales management and Sales
Sales is hosted by EVP, Sales & Marketing. Managers
Managers Share details on future program releases,
Call events and initiatives to ensure that

details concerning submission, important

deadlines and expectations are met.

Note: Potentially evolve to providing

managers with speaking points for

delivering key messages from the monthly

calls to their teams.
FYI: Sales Monthly skip-level call hosted by EVP, All Sales Team
“Open Mic” Sales & Marketing. These are quick, Members
Calls efficient ways to share key points and

concerns team members might have. The

calls are open forum and for Q&A.
Sales Vision Quarterly call hosted by COO, Jennifer All Sales Team
Quarterly EVP, Sales & Marketing, and VP Sales Members
Calls Operations. This call highlights our

successes to date, company direction,
culture and is open up to Q&A from team
members.
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Ongoing Conference 12 noon Wednesdays
10-11 a.m. CST Call Mondays
(8-business
days out)
Monthly 30 minute NA Wednesdays
9:30-11:30 a.m. Conference
CST Call
Quarterly Conference May 25 February 5
Call August24  jyne 22
November  September 21
30

December 21

Sales
Operations
Exec
Admin

Sales
Operations
Exec
Admin

Sales
Operations
Exec
Admin




All of these communications and events will be

calendarized and published

| 2007 Sales Communication Schedule
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Here are some World Class examples of potential

communication deliverables

Sales Brief
March 19-23, 2007

Additional
Resources

Program Details

FedEx Kinko's

Customer Administrative Services (CAS) Sales Center Processes
The following document outines FedEx Kinko's CAS sales and center team
member processes for handing hold code scenarios, center biling non-
compliance and pricing discrepancies as identified by the CAS Task Force
Committee.

Reminder: Extend Daylight Saving Time Microsoft Outlook Update

On August 8, 2005, President Bush signed into law a broad energy bill (Energy
Policy Act of 2005) that will extend Daylight Saving Time by four weeks in
007.

1519

COMMERCIAL DOCUMENT SOLUTIONS

FAE Sales Wins and Best Pra
Each week Field Account Executives sales wins wil be highlighted in the
Sales Brief to generate enthusiasm among sales team and share best
practices.

Sales Sales Development and Education (SDE)
DT ETTEE  Clear all distractions by setting aside a specific amount of phone time each
PN Tl day (such as two hours per day) for making cold, warm, and client calls.

Wins and Best
Practices

Marketing and
Products &
Services

Prepare for Print Online Volume Increase
We are kicking off an exciting nationwide marketing campaign for FedEx
Kinko's Print Oniine!

Ho More All Nighters Print Online Promotion to Launch
‘The new Print Online promtion has FedEx Kinko's integrating TV, online and

in-store communications for the first time in support of a new service.

HOW THEY
LANDED
THE DEAL.

Inquiries for Marketin
A new e-mail address has been created for all inquiries for marketing.

Business Services Card (BSC) Program

The BSC program is an expansion of the existing NDC/Corporate Accourt

Card offering.
Updated: Managed Services Weekly Message and Frequently Asked
Questions (FAQ)

Inan effort to better support the Managed Service business, a weekly update
and FAQ is available on the Sales Information Site under Managed Services or
SAM under Ask SAM » FAQ.

HR and New ¥ i al iti
FedEx Kinko's Canada, Ltd. has a Sr. Manager, Sales posttion available.

Hires

FKSO Job Openings
Team members can view the latest job postings and apply at any time.

One Call Team Member Hotline

Over the last morth, Sales Planning and the Project Zenith team have been
working with the One Call team to ensure that One Call has the necessary and
updated information to accurately answer or direct your questions.

JUST A
FRIENDLY

Good to Know

REMINDER.

team@®ne

Reminder: Sprint PCS Transfer/Cancellation Process

If you wish to cancel the phone number, send an e-mail to FedEx Kinko's -
Waice Services and include the phone number, name of user and say,
“cancel."

Kinkos.

Offca et Servions

An Announcement from
Jenrifer Goodwyr

Reminder: March of Dimes Campaign
Each year inthe U.S., almost half a milion babies are born too soon. In 2003 in

Texas, over 52,000 babies were born too soon.

NEW YEAR

ANNOUNCEMENT

-,

Sales Brief Archives -
Kinkos. default. 328menu=852

Previous Sales
Brief

If you have any comments, please contact
Mavis Arambula - Sales Communication Manager, 214.550.7152
bt fedexki

Contact Info
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Sales Communication Deliverables

‘ ) i — . CXSXE)
o (Liks » ¢ @~ | il PrintFece Kiko's s, sendNow (g5 [ Sgunk B B of Tl

[ FedExKinko's. sk o FedExKinkos. o ossn

Office and Print Servies Convention Services Offosand Pt Sor Subject: [ New empioyes rientation kits from FedEx Kinko's.

€] http://conventions kinkos.comyindex php

Categories * [ Projects *

fom |v [fontszelr B =
Home Products & Services Resources Find a FedEx Kinko's Contact Us Sales Deployment Calendar !
December 2006
. " f 0 Make a positive impression with
Commercial Document Solutions o3 MXEIDJ(DS L new employee orientation kits
from FedEx Kinko's.
Find your FedEx convention account manager by location Convention Location v
Doar [Me/Ms. Last Name],
Convention Services from FedEx Kinko's
As at [Company
When you need 3 full-senice meeting and event materials provider, = W T L W Nam), you're no stranger 1o boing pressed for tme, Your demand
ook no further than the experls at FedEx Kinko's. Whether you need R oy chedinhes you Eaid e aploees, ik curen ones s
assistance with the creation, production or distribution of your event - 4 ~changing company polcle youre
materials, FedEx Kinko's can help with our wide varisty of eficient, e e a » "'(”w"“",f,",",',_,_""f,,,
costefective conventions senvices - a perfect fitfor all of your meeting y
and event-planning materials needs. molo oo Solutons
from FedEx Knko's
£ T 7 = o 3 T
Dedicated Account Managers e Make a lasting impression on your employees.
Our dedicated convention semices account managers are subject- your company
matter experts in your business. They understand your indvidualized v
eventplanning needs and can assist you in developing top-notch e e, ”",:';'f_:w_ s zm’:"::;f‘:
materials including presentations, signage, brochures, tent cards and ogether odEx
more. These dedicated conventions specialists will work with you to 7 3 ) = ]
plan ahead and minimize last-minute emergencies to ensure that your N | S—— assemble your naw-hire matena's inlo one easly distriouled Kkt
event runs smoothly. To contact the dedicated account manager Put Fe ko'
nearestto you, select yourlacation rom the drop down above. NAFOEX Kk %o Work or you i Yo eployees) nd you cam:
Eimeato
sources, nd ‘and locations.
2% ] 2 7 » 2 El As . Improve
first a
consistant brand mage.
Improve productivity. Focus on core competencies while we use

Eliminate the cost of obsolescence. Frequenty revise and update

March of Dimes WalkAmerica Toam Member Magazine
— First Quarter, Fiscal Year 2006 .

quantites needed.

Reduce time and cost of shipping. Distribute and

LT —— print capability
- ensures timely delver of malsrials and enables digital zone skipping.

ow amployes crieniatn needs. lease ¢ o ol me. ook
forwart 10 Spoaking Wi you

team@ne

Supporting One Commen Gea

[Salesperson’s Preferred Standard Signature]

©2006 ne The content of
Tows undor U S
Fodx Knio's Ofice i Print Sorvices, 1., AT £-mall Addreas Update, Theoo Gallera Towr, 13155 Noal Road,
St 1600, Dallas, TX 75240, Review our ptvacy poby

FedEx Kinko's MS150

]
e SR

Insert footer including copyright/confidentiality statement



Other Sales Communication Programs

COMMERCIAL DOCUMENT SOLUTIONS

team(ne

Supporting One Common Goal

¥

FedExKinko's.

Office and Print Services

Please join us for a very
important get together

to launch ourTeam 411 Strategy
with milk and cookies.

You're

Invited.

Date: Tuesday, May 23
Time: 2:30 — 3:30 p.m.
Location: Conference Room 1561

tea m @ You don't want to miss it!

Sales Operations

@ Copyright 2006 FedEx Kinko's
Offica and Print Scluticns, Inc. All rights resarved
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Other Sales Communication Programs

I'Illg

iy
thz Commeesial
Nuernent Sulytices

JARTER

/ FedExKinko’s. -
—

Click here to prerit oy
view

Corporae Suppert Team

The Q4 Monster Quarter Contest journey has begun!
Next week is the start of our Monster Quarter Contest
joumey. We've had a great year, and | look forward to

sseuvzremessunuRENLY

keeping up the positive momentum. Not only will Monster o et
§ Caen Sy Ko
Quarter 2008 he'p us to reach the summit and finish the v o
year strong - you'l have the opportunity to win Monster s Vvt 123
prizes. Lo
P, Gare
Sty Teress

This exciing program consists of two distinct contest
trails to run from March to May:

The Sales Contest Trail

This trail will reward top sales performers and teams
(including support team members) who drive the most
revenue and achieve an increase over the contest
baseline performance percentage for the entre FedEx
Kinko's offering of products and services

FedExKinkos. R
wonsTESR

URTER

The Signs and Graphics Contest Trail
This trail will reward top field sales performers who drive
revenue growth for our Signs and Graphics products and
services in order to finish the fourth quarter strong.

-|

You will scon be receiving speciic program details and
gear packs to help you to make the most of the Monster
Quarter Journey. Get ready for your cimb to sell big and
win even bigger

Good luck and good selling!
’

\ A
John McDonald
Senior Vice President of Sales

©
o (5 S

o © © o

Informaton Logistcs Emalikeborv2  FedExKinko's,, FedEx Knke's,,, GPO Express. FedExKnkos @6 Managed Senices/ Paintto Fokt
Gear Pack. Managed Services DocStoreg 4.5
S S B B
==
FedExKinko' ° ® . 9% @ ®e. 2 © o
INKOS.  Fie S See imon s oo e s
7 r A Exnbior & Casskc Mail and Interacive Xitting & Evert Tralning Gear DocStoreg 46
Office and Print Services Carwentan Gear Marteting Campaign Fumimens Gesr Pk Lowen
= =
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If resources are dedicated, this project could go live in
less than three months

e T —

Present to Exec Team 1 day ’

Assign Steering Comm. 3 days .

Fully Develop Plan 21 days
Customize Tools 28 days
Tech Integrations 33 days
Exec Sign Off 21 days
Leadership Launch 7 days
Field Launch 7 days -
Debrief 1 days ‘
Improvements On-Going -
- -
Today Go Live
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