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 Strategic Vision — Mission and Culture
* RE Imagined CRM

* Our CRM Experience

* Next Steps




APG Mission and Culture

* Values, respects and rewards hard work and innovation

* Provides every associate the tools necessary, such as crm, to be
successful in his or her job — including ongoing training, technology and
more
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Sales Staff with CRM




* Initially sales reps thought it was
only for Big brother watching

* Reps did not see the benefit for the
investment in time

* Previous CRM tools were
cumbersome requiring extra steps
outside the crm
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Customer Relationship Management is not just a
software tool, it’s a strategy!

* Forecast for a longer period of time into the future
 Manage a visible pipeline

* Integrate with our current systems

* Replace spreadsheet tracking of sales

* Get to a point of predictive modeling for the future



Team

Sales to Goal

237.2k

329.5k

Sales to goal

298.¢k

From: |02/01/19 To: |04/30/19
P2 (03/01/19 fo 03/31/19) P3 (04/01/19 to 04/30/19)
18 4.8k 494 3k .4k 44 Team: SOUTH REGION 2
Rep: All =
29.34%
8Kk, 15.93% Budget | 2019 APG ECM 4
Go
Individual
Sales to Goal
Sales to goal
S = From: |02/01/19 To: |04/30/19
P1 (02/01/19 to 02/28/19) 1/19 to 03/31/19) P3 (04/01/19 to 04/30/19)
6.3k 13.9k 5k 13.4k Team: SOUTH REGION —
Rep: Mike Specht =
Goal $24.3k, £6.94 Goal $17.6k, 42.93% Goal $17.2k, 6.45%
Pipeline $21.7k, Pipeline $17.8k, 42.5% Pipeline $16.3k, 6.8 Budget | 2019 APG ECM 4

Go

Easy to read 3-month view of actual, goal and pipeline




The Pipeline

{jé}‘ Classified Date: | Publication % Revenue Type: | Both ) Go

Sales Rep Info Pipeline™™  Activity Sales Comparative Held/Unfinished Ads Opportunities with Ads Forecasting Managers

Pipeline Actual

-y ALy

From: 02/01/19 5 To: |04/30/19

Stages to Ignore: | 4 selected w| Breakout by: | Stage and Op Type § | Budget: | 2019 APGECM 3| | Go

Feb19 Feb19
Totals 90 Percenters 90 Percenters
Preprints ROP Advertising

Sales Team Print$ Digital$ PrintActual$ DigitalActual$ PrintForecast$ DigitalForecast$ PrintGoal$ DigitalGoal$ ' Print$ Digital$ PrintActual$ DigitalActual$ PrintForecast$ DigitalForecast$ PrintGoal$ DigitalGoal$ Print$ Digital$ PrintActual$ DigitalActual$ PrintForecast$ DigitalForecast
e @ | se2ss0789 $6747333 = $670.00  $331596.35 $160680 = §33150635  $1,606.80 48135
et @ | sszsniss $113,04553  $6947.39  $307.741.38  $1912806  $30774138  $19,128.06 $27,660.84 $10,213.83 $10,213.83 $2,168.00 $52,903.85 $65,178.05
NEW MEDIA | [# $430,555.20 $212,553.92 $402,496.22 $103,543.93 $93,610.56 $29,502.48 $19,512.39
NORTH # | s7e3sa298 §263880.04  $5221.00 $46,323.26 $94,840.03
REGION
PRINCETON
WEBPLANT | | $162392357
e [ | s162454245 $49400  $460131.16  $1358228  $1,028,500.88 $24,938.67 $18,181.00 $160,963.41 $98,847.83
SPECIALTY | $67,596.88 $65,817.50 $33,428.00
PUBS
WR_EEGSI-I(-)N [+ $883,656.81 $320,329.14  $14,307.56 $642,659.09 $15,627.99 $8,579.14 $117,914.41 $117,355.44

$6,175,497.13 | $494.00 = $1,503,239.62 = $40,72823 = $2,713,083.92 $218,103.69 $130,584.62 $489,633.53 $300,893.71




All Open Opportunities.

All Open Opportunities.

All Open Opps (Current Month )

@ 10 Percenters
B 90 Percenters
B Sale - Ad is Ordered

All Open Opps { 2 Months )

All Open Opportunities.

B 10 Percenters
B 90 Percenters
B Sale — Adis Ordered

All Open Opps { Next Month)

§45.604.54 B 10 Percenters
B 90 Percenters
B Sale - Adis Ordered

$136,4008.25

We are now booking revenue opportunities and these can be
viewed easily over a three month period.




Client Hame

CHESTEREROOK

LAURIE YERGE

Contact

Subject

CeC Military
hagaine, At
e sta e e e o b
£ace Magazine

Your voica
hiassage

Opportu

nity
Hotes

Activity Notes

Hi Kelly, | just laft a woice messaga for your on the phone
and wanted to see your thoughts on the new magazine.
‘We are razlly excited about the opgortunity of having
WOUF guys poin us at At Ease Magazine. | can offer you're
the new low ad rate and the best location if you getinon
the first issue. We ara really excited about the
cpportunity of getting this launched with you in time for
fal

Hello Lauran, wow Summer flaw bye and |1 did not ewer
hawe time to catch up with you about the trade show in
Denver. I hopa your guys found success with Morthup
Grurnman and met with everyone. | know it can be
difficult to find everyone at that show because of the
tight window. | am excited to talk to youw about At Ease
and the oppartunites for you guys to partmer with us.
This new luxury magazine has bean a labor of lowe for us,
ouwt we are proud of where it is and how it is trending. 5o
nlease lat me know what | cap do to suneesrt wo

Username Sales New Prospects New Closed Closed Appts Calls Todos Emails
Team Clients Opportunities (Sale Made) (No Sale)
lemarketers 0 0 0 a4 0 0 65 0 0
Sa I eS ters 1 3 0 5 1 0 73 0 0
rs 0 8 1 0 0 12 69 0 0
[ e
ACt I V I ty ers 0 1 3 0 0 16 16 0 0
marketers 2 2 2 3 0 7 55 0 0
an Upper Shore 1 1 15 6 3 0 0 0 92
Matos
Jason Upper Shore a4 0 25 1 2 12 51 0 0
Oneil
Amy Upper Shore 0 0 0 17 12 2 0 0 2
Bennett
Lisa Upper Shore 0 3 4 2 0 1 0 0 a3
Minto
Jon Upper Shore 1 0 7 8 4 3 0 0 12
Ekroos
Thomas DC Military 2 0 22 7 3 14 20 0 13
Zhang

Opportunit

Opportunity Data

C Print Digital Projected Actual

D A A ity Type =« Stage Prob. Revenue Revenue Close Close
- ; ==| Preprints || 90 Percenters 4190 709 125 03/21/2019 = %
® A = == Prenrints + || 10 Percenters sl10  |1or2  [18g |03/21/2019 | = %
Owner: Michael Specht || 90 Percenters s |190 505 88 03/28/2019 = ®
& | RUF Advertising +|| 90 Percenters 21190 90 9 04/04/2019 'j x
< ™ ROP Advertising 4| 10 Percenters 410|679 120 |03/28/2019 || = %

Book Order from
Opportunity

Dportunity Type = Stage

Opportunity Data

Print

Digital

Projected Actual

Prob. Revenue Revenue Close

Close

Special Section v || Sale — Ad is Ordered T

100

499

0

02/14/2019

021572019

3 =

®x

Create order from this opportunity
I —




Comparative Reporting by Product and Sales by Ad Rep

Details fo
Rep Pub Revenue Revenue Revenue
02/01/19 to 04/30M19 02/01/18 to 04/30/18 Diff
[ Tomis | 2 | " $1561540  $14,216.00 $1,399.40 |
Michael Specht Online Advertising $0.00 S106.57 ($106.57)
Michael Specht Qutside Pub Waconia Patriot $1,652.00 $1,834.43 (S282.43)
Beau Siegel Online Advertising §782.75 S701.06 $81.69
Beau Siegel Outside Pub Waconia Patriot $11,640.65 $10,008.94 $1,631.71
Kristi Pexa Online Advertising $66.31 $100.00 ($33.69)
Kristi Pexa Outside Pub Waconia Patriot 51,473.69 $1,365.00 5108.69
Gains and Losses sai: TS0
Current Date Range
From: |02/01/19 z To: |02/2819 Detalls for team SOU
SORRITNERED Ranﬂi Acrput Pty et Neme i x caie | ke e el
GBLCCUI LBl Totmiss | 2 | T " $12423.40 | $10,710.00 | $1,713.40 |
; - 364946 Online Advertising FIRST MINNESOTA BAMK M A $20.50 $20.00 50.50
Top: |20 |@Gainars (Losers Tran Tyg 3649046 Qutside Pub Waconia Patriot FIRST MINNESOTA BANK N A $396.50 $385.00 $11.50
Team Salespd 424064 Online Advertising CARVER COUNTY PUBLIC HEALTH $20.46 $0.00 $20.46 p Net Difference
S0UTH REGION Mike Specht 424064 Qutside Pub Waconia Patriot CARVER COUNTY PUBLIC HEALTH $252.54 $0.00 S252.54 §3,731.88
SOUTH REGION Mike Specht 424164 Online Advertising MARKETPLACE FOODS $20.46 $21.75 ($1.29) §1,152.13
SOUTH REGION Mike Specht 424164 Outside Pub Waconia Patriot MABKETFLACE FOODS 5252 .54 5243.25 59.29 81 ,{]’20.50‘
SOUTH REGION Mike Specht 424261 Online Advertising LUCE LINE LODGE $20.46 $20.00 $0.46 $815.14
SOUTH REGION Mike Specht 424261 Outside F.?ub Waomr!l_a Patriot LUCE LINE LODGE §252.54 5245.00 $7.54 $719.00
- 424265 Cnline Advertising WATERTOWMN-MAYER SCHOOL $25.a1 525.28 $0.03
SOUTH REGION Mike Specht 424265 QOutside Pub Waconia Patriot WATERTOWMN-MAYER SCHOOL S680.69 S659.72 $20.97 $637.49
SOUTHREGION  Mike Specht 424273 Online Advertising MAYER LUTHERAN $20.46 $20.00 $0.46 5554.00
S0OUTH REGION Mike SpEGhI ADADTD Syl Duilo dAL Dicteins AAAN D L L ITLACD AR WY SodE o Sz e S508.00
S0UTH REGION Mike Specht SWazs 424342 WACONIA CHAMBER OF COMMERCE $489.00 $0.00 $4089.00
S0OUTH REGION Mike Specht SWazs 424276 AMERICAN FAMILY INSURANCE $495.00 $0.00 $£495.00
S0UTH REGION Mike Specht SWazs 425103 JEFF SCHULZ / BEMAX 5485.00 $0.00 £485.00
S0UTH REGION Mike Specht SWazs 425137 I1SD 110 - WACOMIA §471.42 $0.00 $471.42
S0OUTH REGION Mike Specht SWazs 424317 SCHOLLA FINAMCIAL $450.00 $0.00 $450.00
S0UTH REGION Mike Specht SWazs 424335 ST. JOSEPH CATHOLIC CHURCH & SCHOOL £440.00 $0.00 $440.00
S0UTH REGION Mike Specht SWazs 426409 DOJO KARATE ATTN; JANELLE $407.00 50.00 5$407.00
SOUTH REGION Mike Specht SWazs 456021 IRON TAP LLC $3089.00 $0.00 $389.00
S0OUTH REGION Mike Specht SWazs 424275 BEBGMANN INTERIORS $382.00 $0.00 $352.00

S01ITH QESITR Mika Snonhi

SWASE A2A43A40

WACTIRILA TOAMWKSHID

S94AE NE

20 0%

S48 DR

Revenue Percent Difference
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%
100.00%

100.00%
160 (rves




APG Q2 Initiatives

Reports

. Forecast model will be at the account level and roll up to become the forecasting reports for our CEO
. Track trends in business sectors

. Performance ratios

. Understand opportunities within revenue segments and trends

. Budget from forecasted data

Predictive Modeling

» Using historical data to predict revenue from opportunities and orders scheduled to show sales reps many
customers need to be entered in their pipeline to meet their sales goals.

Proposal Writing Tool

» Sales staff will be able to create their custom proposals based on demographics, digital and print product
offerings and promotions.

Third Party Integration Email Blasts

» Sales staff will be able to send email blasts to email customers, prospects and segments in their list from
customers in pipeline, orders booked or proposals sent.



Questions?
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