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Roundtable Smarter Analytics

Gaston Russi, Cognos SPM/ICM Territory Manager Switzerland & Austria

Li Ming She, Varicent Technical Sales Leader, Continental Europe
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Agenda

« Sales Performance Management Value Proposition
« Cognos SPM/ICM overview

« Customers & industry specifics

 Target Industries & buyers

« Demo
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Value Proposition
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Why Companies Adopt Sales Performance Management
Technology
2012 Most Important Sales Priorities
Pressure in sales -
o

organizations to e

grow and

become more

efficient

Y
VENTARNA
And finance
leaders are } Sales Compensation spend as a
(71 percentage of annual revenues is up

rowing the 0 11.5% from 10.7%

magnitude of

compensation
o . Insighrs
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Key Sales Operations & Management Processes

Strategy &
Plan Design

Sales Strategy
Sales Coverage
Model

Incentive Measures

Budgeting

Plan Setup &
Administration

Quota Administration

Hierarchies

Territory Definitions

Territory Optimization

Crediting Rules

Compensation

Processing

Compensation
Calculations
Credit Assignment

Payment

Dispute Resolution

Plan Distribution

Adjustments

Reporting,
Analysis &
‘Correction’

Results vs Objectives

Earnings Estimation

Forecasting &
Modeling

Audit Trail

Coaching
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How Is Sales Compensation Managed today?

How Tough Can it Be?

Home Grown
(22%)

Get the checks out on time
Make sure they’re accurate

And. ..

- Be flexible for changing priorities

- Manage complex territories

- Set accurate quotas

- Generate enthusiasm

- Deliver timely and insightful reports
- Resolve questions and disputes

- Do it with less headcount

- Analyze impact of new plans

- Plan for reorganizations
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Why Companies Adopt Sales Performance Management
Technology

Orgamzations adopt'ng Reduce errors Reduce processing Reduce IT/Admin
SPM technologies by more than times by more than  steffing by more than
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Why Companies Adopt Sales Performance Management
Technology

Bonus overpayment estimates:
Accenture: 3-5 %

Deloitte: 4-7%

Gartner: 2-8%

oor VARICENT
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Drivers of Change

L “«'n

Business
Enablement

. >
L L
e o
e I
e

Mergers &
Acquisitions

g

/1\

Risk
Reduction

- . p
b o
e

Efficiency: &
ACCUracy.

Reduce Errors

Internal Audit

Deferred

Shorten Cycle Times Compensation

Sales/Partner
Steering

Regulations from SIX,

Replace Technology

FINMA, DoddFrank...
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FINMA minimum standards for remuneration schemes

V. Principles margin nos. 16-74

Principle 1: Tha board of directors is responsible for design margin nos. 16-22
and implementation of the financial institution's remunsra-
tion policy and shall issus the remuneration ragulations

Principle 2: The remuneration schems is designed to be margin nos. 23-26
simple, transparent and implement-able as well as focused
on the long term

Principle 3: Indspendent control functions and specialists are margin nos. 27-29
to be involved in the design and application of the remunera-
tion scheme

Principle 4: The structure and size of the overall remunera- margin nos. 30-38
tion are commensurate with the financial institution’s risk
Principle 5: Variable remuneration is dependent upon the margin nos. 39-43

long-term economic results of the financial institution

Principle 6: The allocation of variable remunaration occurs on margin nos. 44-47

the basis of sustainable criteria

Principle 7: Deferred remuneration binds remuneration to the margin nos. 48-56
financial institution’s future results and risks

Frinciple 8: Remuneration of control functions must not margin nos. 57-60
cause any conflicts of interest

Principle 9: The board of directors reports every year on the margin nos. 61-71
implementation of the remuneration policy

Frinciple 10: Deviations from these principles are only al- margin nos. 72-74
lowed in justified cases. Such deviations must ba disclosed

V1. Implementation margin nos. 75-80

VII. Transitional provisions margin nos. 81-83

*seF VARICENT
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Cognos SPM/ICM examples of realized Benefits

« Added 5-6 hours of selling time per sales rep per month / more trust
and enthusiasm

» Modeling allows simulation of plan changes prior to roll out =>
Improved plan management increased profit margins by 25%

* Increased Cross-sell ratio (products owned per customer) increased
from 2 to 5.66

* Increased partner productivity

« Payout process reduced from 2 months to 2 days.

« Went from hundreds of spreadsheets with manually entered data to
one simple system => 80% cost decrease on existing
Systems/Services

« Reduced time to set up new plans by 50 days annually

« Over $4 million in reduced commission overpayments lead to
system payback in 1st year

* Reduced number of questions and disputes by 90%

**%F VARICENT
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SPM Adopters Span Industries and Sizes

TRIBUNE

nnnnnnnnnnnnn

STARWOOD

Autodesk

. United
Technologies
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Banking

RBC

NATIONAL 3 . Capital
@bﬂ“l@ N B mb flr}(anmal J\/?:m:gts
an

OF CANADA

BB&T BANK#:WEST %}XCI)\II\IIE | Comerica )
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) an
& Scotiabank

IBERIABANK
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Banking: Key Terms

= Network/branches (stores)

» Platform employees — in the branch (“Customer Service Representatives”)
= Assets (account, loan balance) versus revenue

= Cross selling

» Retail, commercial, private

= Compliance and regulations (TARP, Basel Il, The Fed)

» Disintermediation

= Share of Wallet

S VARICENT
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Banking: Common Plan Designs/Measures

= Product/account volume

= Deposits

= Loans (e.g., SBA, Credit Card, Consumer)
= Profitability (NOI)

= Household (HH) Growth

= Efficiency (e.g., Sales per FTE)

» Customer Satisfaction

= Credit Quality

= Referrals

= Cross Sell and Bundling

= Bonus allocation based on overall branch performance

= Commissions, Points, Scorecards

oor VARICENT
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Banking: Pain Points

= Reducing risk amidst increased regulatory oversight

— Federal Reserve Guidelines on Incentive Compensation
» "The Federal Reserve expecits firms to make material progress this year on the matters identified
as we work toward the ultimate goal of ensuring that incentive compensation programs are
risk appropriate and are supported by strong corporate governance.” - Federal Reserve
Governor Daniel K. Tarullo

— Dodd-Frank Wall Street Reform & Consumer Protection Act
» Section 956 requires incentive compensation is not excessive and does not incent
behavior that puts organizations at risk
* Enhanced policies, procedures and reporting on incentive compensation
= Balance between risk mitigation and growth motivation
= Alignment between individual production and organizational financial performance
» Participant visibility/reporting and management reporting
= Consistency of practices/approaches across the network
» Disparate systems (e.g., from acquisition)

= Auditing (Compliance)

S VARICENT
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Banking: Customer Profiles — Efficiency Driven

TR

BANK#i::WEST

6,500 staff on Variable
Pay

Replaced Motivator and
Excel

Required Dashboard
and management
reporting

Wanted a single place
to go for commissions
data

Points-based system

Required ‘robust
security’

Chose Varicent
because of the flexibility
and lowest total cost of
ownership

NATIONAL
BANK
OF CANADA

Wellington West,
recently acquired by
National Bank

Replaced an internally
developed spreadsheet
system

Provides better
information to partners
and reduce errors,
questions and
dissatisfaction

Provide greater auditing
capabilities

Grow to become a
valuable reporting
platform, potentially
replacing other
reporting services

18 (inancial

!>.I|I|\

800 customer service
agents, customer
service reps,personal
bankers and customer
service managers

Migrating off of older
systems and manual
processes

Payees do not have
timely visibility into their
performance

Need to better
motivate, manage and
track cross sell
opportunities

Looking to reduce time
and effort in managing
variable compensation
process

RBC
Capital
:{d. Markets

5,000 payees in Capital
Markets

For annual
discretionary bonus
program which was
previously run using
spreadsheets

Competed with Taleo
and SuccessFactors

Greater auditing around
the bonus process,
better tracking of
approvals and sign off

TD Canada Trust

Replace homegrown
system

Goal is sales motivation
and reporting

Titled “Sales Revenue
Tracking System”

Pay salespeople based
on factors such as
strategic importance,
profitability

Key requirement was
efficiency in terms of
making on-going
changes quickly and
easily

oor VARICENT
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Banking: Customer Profiles — Compliance Driven

Looked for a couple of
years but Federal
Reserve Guidelines
drove the project

Starting with 5,000
payees

Could grow to 64,000
payees

Strong with against
Callidus

Elavon, credit card
processing division of
US Bank is long time
customer

Millions of transactions
per week

*seF VARICENT

an IBM®Company

BB&I

30,000 staff on Variable
Pay

5 Lines of business
200 plans

Organized as a group of
community banks:
decentralized
administration made a
consolidated or holistic
view impossible

Massive manual process
to capture all the data
and do custom reporting

Key concerns were:
greater audit, flexibility to
support all lines of
business, self-sufficiency

Started with Wealth
Management, Mortgage
and Insurance in 2012
(2200 payees) — then
retail in 2013

ZIONS
BANK

Only reason to change
systems was ‘the fed’

2,500 covered
employees

8,000 on variable pay

(ComericA Bank

Migrating legacy
systems

Compliance was the
trigger for timing

Needs to reduce
reliance on IT to make
any changes to
incentive compensation

Required more speed
and flexibility in
reporting and analysis
for management

Needed to better track
decisions regarding
adjustments/credits to
incentive compensation

52 Billion in Assets

6,000 Payees

Flexibility to meet
current and future
needs

Efficiency in Making
On-Going Changes
Quickly and Easily

Varicent Partnership

© 2013 IBM Corporation
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Banking: Success Stories

RBC RBC Capital Markets is a premier investment bank that provides a
Capital | focused set of products and services to corporations, institutional

:{§) Markets

investors, and governments around the world

» Payees: 3,000
= Prior Solution: Excel

= What They Did
— Implemented a bonus allocation process and compensation plan

= How It Benefited Them
— Replaced their manual process of planning bonuses via excel input, and approval
via email
— Reporting functionality greatly expanded over their legacy Access DB reports which
were distributed via email and hard copy

* Notes
— Prior Issues: Uncontrolled spreadsheets, lack of audit and structure
— Now: Use Varicent web forms to collect bonus information in a more structured and
visually appealing way
— Great story about managing a highly manual discretionary Bonus process

S VARICENT
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Banking: Success Stories

TR Bank of the West is a full-service bank with $60 billion in assets
A across 700 locations in 19 states, and is a subsidiary of BNP
Paribas, a top global financial institution.

» Payees: 5,000
= Prior Solution: Access & Excel, Crystal Reports, Sharepoint
= # of Admins: 3

* Problem(s)

— Very large number of source data with no common delivery mechanism and high volumes
of manual transformation and changes

— Various tools used for payout calculations and variety of different reporting

— Inefficiency and long adjustment/processing cycles

BANK#:WEST

= Solution(s)

— Enhanced Reporting for Managers and Payees - Monthly online access to compensation detail data,
ranking results, branch scorecards and compensation statements vs. paper or email delivery

— One-stop data staging area - Efficient storage and delivery of all data files to staging with automated
prep and transformation for compensation calculations

— New reporting brings increased visibility into key performance metrics for branch and regional
management to help affect future behaviors at the branch level

— Ability to easily create adjustments within the system and see more immediate results

S VARICENT
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Banking: Success Stories

fo

Varicent's solution will provide us with the unique
ability fo more effectively analyze important
compensation and sales performance metrics.

We will also use Varicent to improve the
accuracy of our forecasts and to create
effective sales incentive models that can drive
the right behavior and maximize our future

performance.

b, 3

BANK#i:WEST

o:::;} vV ARICIE;]%\J T
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Banking: Success Stories

Huntington is a $56 billion regional bank holding company
Huntington | headquartered in Columbus, Ohio, providing full-service
commercial, small business, and consumer banking services

» Payees: 5,000, growing to 21,000
= Prior Solution: In-house systems managed by IT
= Competition: Callidus

» Key Issues: Inability to make plan changes in a timely fashion, costly to maintain,
lack of governance and visibility

= What we showed in the demo: Multiple types of plans, collection of varied data,
dashboards/scorecards, non-traditional compensation (Contests)

» Keys to winning the deal: Relationship was key to the selection process, early
engagement by Varicent Services to lead with additional Subject Matter Expertise

oor VARICENT
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Banking: Success Stories '

By deploying SPM across our Retail Banking
business, we feel our Retail Banking sales
representatives will have up-to-date
Information via a dashboard, and our
processes wWill be better adapted for greater
customer service.

IBERIABANK

Corparalion™

oor VARICENT
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Banking: Success Stories

L

One of our goals in evaluating technology
options on the market was to not just solve
today's problem, but also anficipate
tomorrow's challenges. We felt Varicent
delivered both the core ICM component
and the additional SPM features that would
integrate easily with our existing enterprise
systems.

IBERIABANK

Corparalion™

oor VARICENT
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Other Financial services

DUNDEEWEALTH

Elavon

#»”% DUNDEE
#» CAPITALMARKETS
Dundee Securities Ltd.

BMW Financial Services

convoy & R &
our finance
¢ y

American Century
Investments

W YELINGTON WesT (8 Prudential

"::3' VARICENT"
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CHASE &
Paymentech

SINGAPORE EXCHANGE i

Close Asset Finance

Ameriprise 3

Financial

USAA®

MBEBETRME
SUN HUNG KAI FINANCIAL

. e
RiverSource === _
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Non-Bank Financial Services: Key Terms

= Advisor/Financial Consultant versus salesperson

» Licensed personnel (typically at the national level vs state level for ins.)
» Gross Dealer Concession

» Retail versus wholesale/institutional

= Independent versus captive

= Production (rather than sales or revenue)

» Householding (account aggregation)

= Discount Sharing

» Ticket (Transaction) Charges

S VARICENT

an IBM* Company © 2013 IBM Corporation



[l
)
|

S

SmarterAnalytics

Non-Bank Financial Services: Common Plan Designs/Measures

= Commissions:
— GDC: from product issuer to broker/dealer (revenue)
— Incentive pay to agent/sales person

= Production (Revenue)
— Rates based on last year’s or trailing 12-month production

» Trail / Trailers

= Portfolio value

= Bonuses for productivity achievement (e.g., Cash or Kicker)
= Teams

= Annual trip

S VARICENT
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Non-Bank Financial Services: Pain Points

» Multiple products

= Employee versus contractor relationship
» Mindshare: products and competitors

» Mainframe based legacy systems

= Client acquisition versus servicing

» Large number of disputes

= Compliance

S VARICENT
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Non-Bank Financial Services: Pain Points

» Legacy/disparate systems

» Teams/Split administration

= Grandfathered plans from acquisitions or new Advisors
» Managing associates and assistants pay

= Discretionary/Subjective Bonuses

» Book of business transfers, fees and deductions

S VARICENT
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Insurance

@ 5 il
TRAVELERS )
ZURICH

Metlife

EmblemHealth % SENTRY.

RELIANCE STANDARD
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Insurance: Key Terms

» Producers
— Agents
— Agencies
— Broker/Dealers/Wire houses
— Independents
— Captive
— Wholesalers
— Sales Reps/Career Agents

= Life, Health, Disability, P&C, Annuities, Retirement Services
= Carriers vs Agencies
= Channel Distribution

» Producer Administration/Producer Management
— Maintenance
— On-boarding

= Hierarchies, Hierarchies and Hierarchies

S VARICENT

an IBM* Company © 2013 IBM Corporation



SmarterAnalytics

[[rn]]
H.u.ll
i

<

Insurance: Common Plan Designs/Measures

= Base Commissions
— First Year/New Business
— Renewal

* Incentives
—Bonuses: Quarterly/Annual
— Supplemental Compensation
— Contingent Compensation

» Persistency and Loss Ratios
= Commission Splits

= Override Bonus

» Production Credits

= Hierarchies, Hierarchies and Hierarchies

S VARICENT

an IBM®Company
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Insurance: Pain Points

Inflexibility of Existing Systems
— Core systems are typically COBOL/Mainframe solutions that work well for existing base commission
calculations but are difficult to add new rules or make changes

Poor Compensation Reporting
— Typical reporting consists of text based transaction statements and summary commission payout
statements in paper or static file format. Likely no ad-hoc reporting exists

Lack of Compensation Traceability
— Inability to show agents what transactions fed into summary calculations leads to inquiries/disputes;
Inquiry/dispute investigation by business is difficult due to poor traceability and takes a long period of
time; IT in some cases needs to be involved to generate custom extracts for inquiries

Compensation Adjustments
— Retro-active adjustments, clawbacks, hierarchy changes are poorly handled with limitied visibility.
Difficult to audit.

» Technology Limitations/End of Life
— Limited knowledge and poor documentation of complex systems. Migration to modern Policy Admin
systems has led to discovery of other core applications co-mingling on the mainframe.

= Lack of Producer Validation at time of Payment
— Verification of licensing, appointment credentials are necessary prior to payments leading to the need
for Producer Management and ICM in one solution

S VARICENT
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Insurance: Other Pain Points

= Producer Onboarding
— Contracting
— Hiarachy assignments
— Licensing and appointment
— Commission schedules

= Lack of support of complex & flexible hierarchies
= I[nconsistent Producer Credential Validation
= | ack of Self Service

= Inconsistent Workflow Capabilities

% VARICENT
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Insurance:; Channel Distribution

= Increasing Complexity in Distribution Channels

Cabtive Agents

@ i

Direct

5 1'%1_" _’ﬁi

Wholesalers

Carrier 1'%%‘%1 —_— ' . ﬁ*

Agencies

zlé%:_"_'m

Brokers / Dealers Indep. Agents Customers

*seF VARICENT
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Distribution Channel Management
Producer Admin Incentive Compensation Mgt Debt Mgt
. . Organizational :
Agent Admin Credentials Relationships Compensation Debt
» Contracts * Licensing * Reporting & » Comp Process » Loans
» Demographics * Appointments Credlt. Hlerarchles * Plan Design » Advances
» Correspondence + Continuing Education  Effectivity Dating » Administration » Draws
* Preferences * Registrations » Change backs
Agency Plans & Reporting Communications Manager & Workflow

Planning & Communication

+ State Agency Forms » Comp Budgeting + Self-Service Administration
* Regulatory Reports » Comp Reports * Dispute Resolution
» Market Coverage » Balance & Reconciliation + Alerts & Notifications

*seF VARICENT
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Insurance: Producer Lifecycle Management
On Boarding Producer Maintenance Incentive Management
= Contracting or Hiring = Demographics = Primary Commissions
= Background = Contact Information = Contingent Compensation
Investigations = Contracts = Attainment Bonuses

" Education Requirements » Credentials Management = Compliance Validations

= License Application — Licenses = Rate Tables

= Appointment Application — Appointments = Hierarchies

= Taxation Forms « Affiliation Management = Effective Dating

= Welcome Packa}ge = Correspondence = Chargeback

= Check E&O Policy = E&0 Coverage Checks = Loans and Advances

= Contractual Agreements

- ¥ VARICENT
PDB
NIPR W
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Insurance: Customer Profiles

+ 80,000 agents
« P&C lines of business

» 50M transactions per
month

» 20+ comp/bonus
programs

* >100 inbound/outbound
interfaces

* Replaced complex set
of mainframe jobs and
processes

» Key Benefits: results
available daily rather
than monthly; providing
users with near real
time feedback on
performance; and
greater flexibility to
introduce new
bonus/incentive plans

% VARICENT

an IBM®Company
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Agency Bonuses for
Top Agencies

400M trans per year
20,100 Contracts
320 Imports

315,600 Agencies
evaluated each year for
bonus

Key Challenge: Cobol
mainframe solution not
flexible enough to meet
increased demand

Key Benefits include
Increased sales
operations efficiency
and reduced errors;
move control of the
compensation
application from IT to
the business; and the
ability to more rapidly
bring new contracts to
the field

Z,

ZURICH

Zurich Global Life
purchased an
enterprise license for a
worldwide rollout of
Varicent

Asia Pac first region to
rollout: Singapore and
Indonesia live on the
application

Created “ZVaricent”, a
common model to be
reused across regions

Key Challenges : no
global standardization;
penetrating several
“greenfield” regions;
using Excel to manage
comp

Key Benefits: single
platform to agency and
compensation
management; reuse of
components across
regions; increased
flexibility to model and
introduce new plans

(G

GUARDIAN

E CNO FINANCIAL GROUP

< BANKERS

LIFE AND CASUALTY COMPANY

» 100,000 independent
agents

+ Individual Life line of
business first to deploy

* 5M+ trans per month

* 5 Phase, 15 month
rollout

* Base commissions,
bonuses and sales
incentives

« IBM GBS resources
involved in the vendor
selection process

» Key Challenges: 40
year old legacy
mainframe system
lacked flexibility; lack of
business ownership

+ Key Benefits: system
flexibility; scalability;
ease of use; business
ownership

Bankers Life first to
deploy Varicent

Base Commissions,
Annual Bonuses and
Agency Management

5,000 independent
agents

20+ Contracts

Numerous Exceptions
to contracts

40+ year old mainframe
applications

Project approved with a
7 year ROI

Key Challenges: Cobol-
based legacy systems
to hard to maintain;
time to market for plan
changes to long

Key Benefits: system
flexibility; business
involvement

© 2013 IBM Corporation
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Insurance: Customer Profiles

| 2
EmblemHealth

Base Commissions and
Bonuses for Captive
Sellers

15 Compensation Plans
with complex logic

Products: Commercial,
Medicare & Medicaid

Key Metrics were
membership growth
and premium dollars

Key Challenges
‘managing complex
payment logic in Excel;
visibility only on a
monthly basis to
compensation

Key Benefits: daily
calculations of 1-2M
trans in under 30
minutes provides daily
visibility to producers;
limited staff required to
support the application

|RELIANC_E STANDARD

150 Sales Reps
5 comp plans
15 Lines of Business

Introduced new on-
boarding process

Key Challenges:
custom built solution
not flexible and
responsive enough; no
business control over
current system; no
consolidated reporting;
no access to details

Key Benefits: business
owned application
leads to faster
turnaround for plan
changes; sales reps
have consolidated
reporting with access to
details; more time to
analyze performance

SENTRY.

INSURANCE

750 Direct Writers for
Phase 1, 15,000
independent agents for
Phase 2

Base commissions,
annual bonuses and
sales incentives

Complex adjustment
process

2M+ monthly trans

Key Challenges:
custom in-house
solution hard to
maintain; heavy IT
involvement; limited
reporting available

Key Benefits: more
business ownership of
application and
process; integrated
reporting for greater
visibility to sales and
compensation

A

Genworth 3, &

Bonus calculations for
Agents

Won business over an
installed competitor
product (CSC)

Need to reduce the
time it takes to produce
accurate statements

Purchased June 30 and
need to go-live January
2013

AAA Northern
California Nevada and
Utah and AAA South

750 producers

Varicent Cloud
deployment

Replacement of
Callidus solution

4 month conversion

Processing time of <1
hour with Varicent, 20+
hours with Callidus

Key Challenges:
processing times;
dependence on vendor
services for plan
updates; vendor
relationship

Key Benefits: fast
processing times;
business ownership

% VARICENT
39
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Insurance: Success Stories

Reliance Standard Life Insurance underwrites a variety of group
ERANEEIINRR - jnsurance coverage that is incorporated into basic employee
benefit packages

» Payees: 150
= Comp Plans: 5

= Challenges
— Custom built solution, not flexible and responsive enough to meet changing business requirements
— No business control over current system
— Information provided to sales reps across multiple reports, no way to drill into supporting detail without
going through multiple reports
— Very long process to introduce new lines of business or compensation plan logic

» Benefits
— Varicent SPM allows the sales and finance departments to own the system
— Compensation group will be more responsive to the changing business and market conditions
— Sales Reps are provided a more intuitive reporting experience with access to case details with one
mouse click
— Compensation team will now have time to focus on their “real” jobs of analyzing and reporting to
support management decisions

* Notes
— RSLlI is calculating commissions and bonuses across all their lines of business (15+), and are about to
add two new lines of business to our solution. Introducing an automated process to onboard new sales
reps via WebForms.

. o "VARICEN'T"
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Insurance: Success Stories

Farmers Insurance is the third largest writer of both private
S passenger automobile and homeowners insurance in the United
FARMERS States.

» Payees: 30,000+ Agents
= Comp Plans: 20+

= Challenges
— Replace a complex series of mainframe jobs and processes with a more streamlined solution that can
provide results in a timely manner
— Managing data feeds into and out of their legacy system(s)
— Provide a scalable solution that can effectively scale to handle 84,000 agents and 8+ million
transactions per month

» Benefits

— Compensation results and related reports are now updated on a daily basis versus monthly.

— Provides users with near real time feedback on performance and potential earnings

— Provides business users with greater control over the system, including:
« the ability to quickly and easily model and develop new compensation plans; make adjustments
* implement one-off bonus programs
» Manage all inquiries related to Agent compensation in one centralized system

— Consolidate the compensation plans for all LOB into one place

— Automated management of approximately 100 inbound and outbound data feeds

* Notes
o . — Farmers processes 5-6 million transactions nightly through our application
%e® VARICEN'T"
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Insurance: Success Stories

@ Zurich Global Life, operating in 180 countries, is a global
provider of a broad range of life insurance, investments, savings
ZURICH | and pension propositions.

= Challenges
— Global initiative, taking a significant step in entering the U.S. Life insurance market with the Zurich
brand. Determined to build a global model & a growing, long-term presence in the U.S.
— Eliminate using spreadsheets in excel and/or poor third party tools.
— Needed Flexibility (change plans, exceptions, overrides, splits)
— Re-use Varicent components across Regions & LOB’s within the Zurich Group.

» Benefits
— Single platform to manage their agency on-boarding, agency management and compensation
requirements
— Improved flexibility to introduce new plans in a timely manner
— Eliminate the use of Excel
— Improved modeling and forecasting process
— Reduced administrative costs
— Potential for reuse of Varicent components across other regions within Zurich Global Life

* Notes
— Signed Enterprise deal for all Zurich Global Life locations.
— Indonesia is the first roll-out, Singapore is second

S VARICENT
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Insurance: Success Stories

Travelers is a leading provider of property casualty insurance for
TRAVELERS) | auto, home and business, offering its global customers a wide
range of coverage sold through independent agents and brokers

» Payees: 10,000 Agencies
= Prior Solution: Cobol mainframe legacy system
= # of Admins: 10-12

= Problem(s)

— Inability to react to plan change requests i.e. gov't legislated
— Payout yearly and Cobol had all the business logic - IT ownership
—2-4 week IT project if a plan change request came in

= Solution(s)
— Varicent is used for calculating Profit sharing bonus (incentive to push Travelers
products)

— Automated solution with the flexibility to model and change plans
— Can now caalculate and pay monthly, quarterly, or yearly
— Business ownership provides quicker response time and happier stakeholders
— Automated workflow processes for dispute resolution and CFO overrides

**%F VARICENT
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Insurance: Success Stories

Varicent's superb application provides us with the

flexibility and system configurability that can quickly
adapt to our changing incentive compensation and
sales performance management needs.

We are convinced that their solution, will not only
meet our needs today, but also well into the future.

G\
ABSA

Today, tomorrow, together.

% VARICENT
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Insurance: Success Stories

fo

Varicent offers tremendous versatility in its
capability, for our agents, Compensation
Analysts and Senior Management alike. The
user friendly system was a clear fit for our
requirements providing the right tools to help
manage our growth in a strategic manner.

RELIANCE STANDARD

LIFE INSURANCE COMPANY

o:::;} vV ARICIBI%\J T
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RICHEMONT

DOLLAR TREE Teeter
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MALE

TIFFANY & CO.
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Retail: Key Terms

= Controllable Profit/Margin

= Shrinkage

= Store Associates

= SPIFs

= Same/Comparable Store Sales
= [nventory Turn

» Markups/Markdowns

oor VARICENT
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Retail: Common Plan Designs/Measures

= Transaction-based commissions

= Store-based performance

= Period-over-period growth

= Tier-based attainment (absolute $$%)
= SPIFs

= Simple plan calcs, but complex eligibility and proration

S VARICENT
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Retail: Pain Points

= Employee Turnover

= Store Transfers and Role Changes

= End User Access

» Large Transaction Counts

= State-specific rules (e.g. minimum wage, draws)

= SPIF Management

S VARICENT
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Retail: Success Stories

Family Dollar operates a chain of more than 7,000 general
FAMILY D merchandise retail discount stores in 44 states, providing
primarily low- and middle-income consumers

» What They Did
— Implemented 2 plans on a hosted environment

= How It Benefited Them
— Forced them to reconcile and clean up their data sources
— Provided real-time access to their compensation statements online for 7,600 users
across the U.S.
— Vivid and accurate reports replaced their non-graphical, summary reports

S VARICENT
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Retail: Success Stories

IVERWIN | distribution and sale of paint, coatings and related products to

professional, industrial, commercial and retail customers

» Payees: 15,000+
= Comp Plans: 50+

= Challenges
— Maintaining 30+ year old legacy mainframe systems and processes
— Manually handling up to 3,000 territory re-alignment requests per month
— No common solution to support their commission, bonus and MBO plans
— Comp team had very little control over the current system

» Benefits
— Automated territory re-alignment process with self-service WebForms that the field managers could
access
— Integrated all commission, bonus and MBO plans into one system
— System now supported by the compensation team
— Reports delivered online as well as batch PDF documents
— Integrated target/goal setting within a single platform

* Notes
— Many WebForms created for this project including heavy use of javascript; SW cannot maintain these
forms themselves yet.
— Large Oracle shop that went with SQL Server for an On-Premise deployment

é Sherwin-Williams is engaged in the development, manufacture,
S

S VARICENT
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Retail: Success Stories

fo

After a thorough evaluation, we determined
Varicent was the best solution to meet our
needs. We liked Varicent's comprehensive

approach, and flexibility, that will allow us to

be more strategic in the areas of territory
management, incentive plan design, and
performance analytics.

g SHERWIN
e WILLIAMS.
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Retail: Success Stories f |

With Varicent's data model and application
capabillities to clearly, and accurately,
communicate the results of our sales
associates’ efforts, Casual Male can better
focus its sales organization toward achieving
a higher level of customer service.

CASURLIMRALE

oor VARICENT
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Other services

STARWOOD ml’

Manpower WASTE MANAGEMENT®

Schlumberger

.+ THOMSON REUTERS

L
=
o

L United Hertz. TRIBUNE

Technologies

oor VARICENT
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Pharma / Life Sciences

@—m qoostone . Baxter

Delivering what's next.”

PHONAK VARTAN

medical systems

MED’L/NE Stl"yke I"®. 7';smith&nephew 7

SIEMENS @TERUMOﬁ ;‘A‘;{- VENTAN A

medical A Member of the Roche Group

oor VARICENT
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High Tech

Autodesk A DDA < Silverpop

E4KRONOS

ALOGICALI

facebook

(5 vmware SYBASE

Changing The World of Storage

FUJI Xerox @) — e
SONY - 0 SPECTRA_»

e gettyimages ~ SRopREM
APPLIED
INTRALINKS @MATERIALS

SECURITY" MBloxgss Seagate@ i’MarltZ’

NETWORKS

WSUBARCRM.  (Quantum ®5.o.  Deltekem

*seF VARICENT

an IBM* Company © 2013 IBM Corporation



[[rn]]
!!:u:
!.iil
VA

SmarterAnalytics

High Tech: Key Terms

= Direct versus indirect (Channel Management)
» Sales-in/sales-out

= Design-in

= Distribution tier

= Overlays (applies elsewhere, but very prominent in tech companies)

% VARICENT
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High Tech: Common Plan Designs/Measures

= Commissions

= Individual Commission Rates/Personal Commission Rates (ICR/PCR)
» Goal-based incentives

= One-time versus subscription

» Renewals

» Revenue

= Significant use of different mechanics (e.g., thresholds, accelerators, multipliers,
frequency, discrete, cumulative, annual)

S VARICENT
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High Tech: Pain Points

= Data
— Internal
— Partner/Channel-related

» Frequently changing plans

= Acquisitions/coverage model changes
= Complex crediting rules

= Crediting volume

= Quota and other related changes

S VARICENT
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High Tech: Success Stories

Autodesk is the world leader in 2D and 3D design software for the
Autodesk | manufacturing, building and construction, and media &
entertainment markets

= Business Challenges
— Manage Employee Commissions Payments including assigning Territories and
setting Quotas
— Reconcile and Adjust Employee Commissions Payments
— Automate Employee Commissions Payments
— Forecast Employee Commissions Payments
— Produce Employee Commissions Payment Reports

= Why Varicent
— Features: best product features as decided by experienced evaluation team
— Flexibility: only vendor with an interface flexible enough to handle their territory
quota setting process
— Reporting: Varicent reporting look and feel, and ability to create their own
— Experience: knowledgeable Varicent team
— Performance: Tested the performance of both imports and calculations
— Responsiveness: Varicent’'s responsiveness to their unique needs

% VARICENT

an IBM* Company © 2013 IBM Corporation
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High Tech: Success Stories

Autodesk is the world leader in 2D and 3D design software for the
Autodesk | manufacturing, building and construction, and media &
entertainment markets

» Payees: 1,100
= Prior Solution: Excel & Sharepoint (2008-2010); Callidus (Prior to 2008)
» # of Admins: 3

* Problem: Internal Compensation

— Excel ownership was a risk because few knew how to manage system.

— No Transaction Details reporting for Reps

— Callidus required 7 days to calculate a monthly cycle on 4M transactions. Each
transaction credited to ~30 reps due to sales plan and management hierarchy.

= Solution(s)
— Daily Incremental Process allows a < 2 hour YTD calculation
— Reporting provided at invoice level for all payees
— Automated HR and Transaction feeds removed manual changes for commission
payments due to sales transfers, new hires, terminations, and LOA’s

S VARICENT
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High Tech: Success Stories

Autodesk is the world leader in 2D and 3D design software for the
Autodesk | manufacturing, building and construction, and media &
entertainment markets

» Payees: 1,100
= Prior Solution: PDF & Excel
= ## of Admins: 3

* Problem: Sales Plan Acceptance

— Paper Based Sales Plan Distribution and Acceptance Process was a 4 week
duration leading to multiple versioning for corrections and updates

— Inconsistency led to sales lawsuits and commission payment errors

— Audit issues from blurry fax copies, plan acceptance on incorrect forms, additional
mark up notes that were not a part of the original sales plan.

= Solution(s)
— Web forms enabled standardization
— Sales Plan Acceptance able to be performed in a day.
— Notification Reports, Aging reports simplified process of sales manager to sales rep
sales territory review.
— Digital signature supported Legal and Audit compliance
% VARICENT
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Kronos’ time-tracking software, working in tandem with their data
S4KRONOS | collection devices, helps their client’s control labor costs, manage
compliance risk, and improve workforce productivity

= Business Challenges
— Replace the current Callidus system that has become unpopular and unreliable
— Calculate commission payments for 1,200 sales and services employees
— Handle over 12 plans that will vary in structure and pull in data from multiple systems
— Generate reports and analytics to help drive SPM within the organization

= Why Varicent

— Business Ownership: Kronos are dependent on IT for any changes to the system and
feel confident that with Varicent they will be able to own the application

— Improved Analytics: Kronos want to move to the next level of SPM and drive
performance through reporting and analytics, they are confident they can achieve this in
Varicent

— Improved Support and Easy Upgrade Path: Kronos are confident they will receive
superior support and will not need to invest in expensive upgrade projects going forward

— Partnership: Kronos are excited by Varicent’'s momentum in the market place and feel
good about teaming with a winning partner.

. o "VARICEN'T"
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After a thorough examination, we were

Impressed with Varicent's robust tfechnology,
Industry expertise, company momentum
and great reputation. Varicent will help

Kronos keep pace with our rapidly changing

business environment and drive
performance through comprehensive
reporting and analytics.

£4 KRONOS
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High Tech: Success Stories

f Broadcom Corporation is a major technology innovator and
sroapcom. global leader in semiconductors for wired and wireless
—~ Y™ communications

= Challenges
— ldentifying commissions that are to be paid out according to specific split
agreements and assigning the remaining based on territory assignment
— Meeting legal requirements to complete all commission calculations and payouts
according to contractual agreements drawn up with external Rep Companies
— Eliminating tedious manual efforts as part of existing process

= Why Varicent
— Eliminating time consuming manual processes, and reducing accuracy related errors
— Improving visibility for the field with better reporting
— Enabling a documented approval process for commission payouts

= End Resulit
— Implemented Varicent in a 3 month timeframe, automating plans for all external Rep
Companies, and providing a faster, more accurate, and transparent ICM solution

S VARICENT
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High Tech: Success Stories

f Broadcom Corporation is a major technology innovator and
sroapcom. global leader in semiconductors for wired and wireless
—~ Y™ communications

= Payees: 500
= Prior Solution: Excel
= # of Admins: 4

= Problem:

— Excel limitations
— Couldn’t change plans year to year so kept old plans
— Individual (regional sales team) approach to splits, adjustments, MBO’s

= Solution(s)

— Web forms enabled standardization

— Automated HR and transaction feeds (7) to a nightly process, eliminated all manual touch
points (also reduced to 2 HR feeds and 1 transaction feed)

— Calculation time — minutes

— Payout quarterly but able to see daily attainment, payment and achievement

— Created an accrual process due to SOX compliance which is sent to their finance team
now that all accruals tracked in Varicent

S VARICENT
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High Tech: Success Stories

Broadcom Corporation is a major technology innovator and

BROADCOM. aaer
communications

global leader in semiconductors for wired and wireless

Automated tracking of quarterly sales goals,
reporting & rules to manage and approve MBO’s

Tracking and calculation of split
adjustments available for all sales stages
and all sales roles

Automated HR data feed and history of quarterly
OTE

Ability to comply with audit requests and
electronically manage evidence of sales Goals,
Splits, Accruals, & Payments

Scheduled Daily Sales Commission
Calculation

% VARICENT

an IBM®Company

Manual reconciliation and calculation of sales
goals and tracking approval status for report
out. Compiling and posting status reports
through multiple processes

Manual reconciliation and calculation of split
adjustment requests and tracking approval
status for report out.

No longer need to manually track HR
incremental changes

Manual recalculation of DWA goals, splits,
accruals, & sales commissions because of
missing evidence of acceptance

Quarterly Sales Commission Calculation
Process

© 2013 IBM Corporation
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High Tech: Success Stories

60% Reduction in payout inquiries after
implementing Varicent.

«

(| 5
INTRALINKS

*seF VARICENT
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High Tech: Success Stories

fo

After evaluating the opftions in the marketplace, we
decided Varicent was the best product to manage
incentive compensation for Intralinks.

We wanted an SPM solution that would help grow
our business by putting the right tools and information
in the hands of our sales executives and
management team, whether they were in their
offices or on-site with clients.

[
INTRALINKS
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High Tech: Success Stories

fo

Qur sales people are much happier because
they understand how they are being
compensated and why.

Not having to ask questions every pay period
gives them more tfime to sell and earn.

[
INTRALINKS
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High Tech: Success Stories

Our Excel-based process worked to a degree, but

with our aggressive growth, the rise in compensation-
related inquiries from the field was a definite
indication that we had to make a change. Based on
the complexity of our plans, the sales tfeam wasn’t
getting the information they needed to understand
the details of their payouts. As a result, our data
management staff was spending a lot of fime
responding to questions about compensation rather
than focusing on the underlying compensation data.

[
INTRALINKS
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High Tech: Success Stories

fo

We had to clean up some data, and it tfurned
out to be a significant benefit. Our data clean-
up improved all of the information downstream
from our sales force automation system, which
helped us better understand the state of our
pipeline and the potential to close new business.

[
INTRALINKS
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High Tech: Success Stories

fo

We have complex plans, and they change
every year. We wanted a solution that would
give us an extensible platform to manage
compensation while unchaining us from our
reliance on Excel. We satisfied both
requirements with Varicent.

[
INTRALINKS
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High Tech: Success Stories

fo

Varicent has enabled us to achieve critical
efficiency improvements in data
management because our people aren’t
spending a large amount of their fime
dealing with sales.

[
INTRALINKS
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High Tech: Success Stories

Spansion is a leading provider of flash memory technology used
SPANSION' in a wide variety of electronic devices, including wireless phones,
networking equipment, and automotive subsystems

= What They Did
— Automated the target setting and approval process

= How It Benefited Them
— Resulted in the adoption of a new quarterly standard target setting approach by
all global regions. Resulted in the simplification of quota setting for regions that
used non-standard quotas. Removed the dependency on a key compensation
administrator who was the only person in the company who really understood
this regions quotas. The new process will be used for approximately 120
payees covering more than 12 countries.

oor VARICENT
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High Tech: Success Stories

Spansion is a leading provider of flash memory technology used
spansioN” | [n a wide variety of electronic devices, including wireless phones,
networking equipment, and automotive subsystems

= What They Did
— Automated the KSO (Key Sales Objectives) process (setting, updating and
approvals), replacing an existing spreadsheet/email based system.

= How It Benefited Them

— Provided a more secure system of record for global KSO data.

— Added in the ability for KSOs to be set for all 120 Payees, even if KSOs are not
part of their compensation plan.

— KSO results are displayed on all commission statements.

— Provided flexibility by allowing compensation administrators to define how many
KSOs payees may record.

— Provided a simple approval process and controls around when KSOs can and
cannot be updated.

— Provided a standard, but flexible rating process, enabling the rating of KOSs to
change as the business changes.

oor VARICENT
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High Tech: Success Stories

Spansion is a leading provider of flash memory technology used
spaNsioN” | [n a wide variety of electronic devices, including wireless phones,
networking equipment, and automotive subsystems

= What They Did
— Provided on-demand management reporting

= How It Benefited Them
— Provided reports on an on-demand basis, so that a “progress to date” picture is
always available, even part way through the quarter.
— Provided links on reports to drill down to individual trend reports.
— 2 years worth of historical data (eight quarters) included in the system allows
administrators to perform year on year and quarter on quarter comparisons
without the need to retrieve old spreadsheets.

oor VARICENT
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High Tech: Success Stories

Aruba Networks is a leading provider of next-generation network
networks | gccess solutions for the mobile enterprise

= Payees: 350
= Prior Solution: Excel
= # of Admins: 4

= Problem(s)

— The entire process was manual. The old process was Finance calculated the plans;
Sales operation did quota approvals and credits. They had accountants in each
theater that had to review and give input on the process. Too much room for error.
They had a old home grow system that they pushed information to the end user. It
was often wrong and caused more calls to the admin and upset employees.

= Solution(s)
— Integrated system now owned by sales operation
— Rolling quota planning in a interactive web form
— End user dashboards for real time data to the field
— Sales Plan Acceptance by all field sales

S VARICENT
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High Tech: Success Stories

Applied Materials is the global leader in providing innovative
@) ARPLER | equipment, services and software to the semiconductor, flat panel
display and solar photovoltaic industries

= Payees: 400 Cloud
= Prior Solution: Excel & Manual Processes
= # of Admins: 4

= Problem(s)

— They operate in 15 countries and had no currency conversion . Each country worked
like its own entity they all had different plans and processes. No global visibility.
They had no way to manage the KSO process, they are a KSO driven organization
and they had no access to results.

= Solution(s)
— They set up a enterprise structure to give global visibility across the enterprise.
— Plans set at enterprise level. 4 plans globally 3 roles per plan. They can now be
used across the enterprise with little configuration.
— They rolled out Employee profile management, relationship (hierarchy) management
and supporting analytical reporting.
— KSO assignment, scoring and approval by business unit
S VARICENT
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High Tech: Success Stories

P wor | Silverpop is a digital marketing technology provider that unifies
marketing automation, email, mobile, and social

= What They Did
— Automated entire compensation process with SFDC integration. Implemented
new comp plan changes for FY12 with minor support from Varicent’'s VBE
services team.

= How It Benefited Them
—Removed manual process with Excel, automated data flow from SFDC, gained
efficiency for 1 of the 2 analysts to focus on other value add activities instead of
“chasing down the numbers” each month.

**%# VARICENT'
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High Tech: Success Stories

fo

We surveyed several other solutions, but
only Varicent was able to demonstrate the
ease with which their solution could
Integrate with Saleforce.com, manage the
data and easily create plans.

%anLV'i:KPOP
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High Tech: Success Stories

fo

Varicent allows us to leverage our
Salesforce.com application and offers @
single, centralized solution that will continue
to address our sales performance
management needs well into the future.

%anLV'i:KPOP
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High Tech: Success Stories '

Specifically, we required an SPM solution
that delivered scenario planning and
analytics that would enable us to see what
investments in sales are actually driving
revenue growith.

SEECTR/Q

oor VARICENT

© 2013 IBM Corporation



I
|
I
4
:
&
N

SmarterAnalytics

High Tech: Success Stories

L

This system will also allow our sales force to
have greater visibility to sales data on a
near real fime basis, in addition to their
commission calculations; helping them

maximize their earning potential while
driving sales.

SI;ECTR/Q
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High Tech: Success Stories

fo

Our legacy process involving manual data
feeds and spreadsheets extended the
commission payment cycle and resulted in
frequent errors. Further we did not have the
flexibility fo change our incentive compensation
plans mid-year, but now with Varicent, we have
significant flexibility which allows us to forecast
and to model our data strategically.

7nBlox
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High Tech: Success Stories

L

It was important for us to adopt a single,
centralized solution that would meet our ever-
changing business requirements. Varicent
Business Edition fits the bill.

The commitment and investment of the
Varicent team inspired a sense of confidence
and trust that bodes well for a strong partnership
for years to come.

N SUGAR

oor VARICENT
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High Tech: Success Stories

It became apparent during the selection

process that Varicent Business Edition was more
flexible, more efficient, and met our business
needs better than the other products on the
market. The Varicent feam went above and
beyond our expectations in proving to us that

this solution will improve our reporting, speed up
our processing, automate our compensation

plans and lower our costs.

Quantum
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Cognos SPM/ICM overview

Territory Management Quota Management

Manage crediting and frequent sales coverage
changes across territories

Plan and distribute quota targets efficiently across all levels
of your sales organization

Channel
Management

Incentive
Compensation

Build, model and administer €$£ Gain a single, accurate view
variable pay programs that drive : of your entire sales force and
desired sales behavior Territory Quota all your distribution channels

Management Management
E

. IBM
Incentive . Channel
Compensation Sales Performance & Incentive Management

Compensation Management

*seF VARICENT
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Cognos SPM/ICM overview

<@

Transactions

<@

Sales Data

<@

Payee
Information

Data Access
& Reports

00

Sales

¢

Finance

Unstructured
Data

¢

Operations

*seF VARICENT
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Cognos SPM/ICM Key Differentiators

*seF VARICENT

an IBM®Company

Business oriented

Configure vs. code

Visual comp design approach

Management buy-in

Business Flexibility

Meet changing needs

Speed to market

Commissions, MBOs, long
term incentives, non cash
benefits, etc.

Integrated Product

Calculation engine, ETL,
workflow, reporting, etc.

Flexible data model

Performance & Scalability

Built for high transaction
Volumes — Imports, calculations,etc.

Cloud and Enterprise deployments

Proven CRM & ERP integration

© 2013 IBM Corporation
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Seamless CRM Integration

sa 'l‘lf(‘)rce —

y_ “ Microsoft
Dynamics CRM

SADA

ORACLE

oor VARICENT

= Single Sign-On to access SPM &
CRM information from a single
screen

» Data synchronization is automated

» Easy access to plan documents,
team reports and quota & territory
management tools

© 2013 IBM Corporation
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Cognos SPM/ICM for Mobile

= Access Varicent while on the road
to review reports and deal with
tasks

= Browser-based access

» | everages HMTLS for cross-
device support

“With Varicent, over 1400 of our field sales rep can
access their sales compensation system via their iPads
along with the other tools they use on-site with
customers. They don’t miss a beat

when it comes to understanding the

compensation implications of their dex

selling activities.”

% VARICENT

© 2013 IBM Corporation
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Varicent Successfully Integrates with SAP

* Integration commonly needed to leverage transaction, people and product
data

« SAP CRM

« SAP Payroll

« SAP FI

« SAP HR/HCM

* Integration with SAP (ERP, R/3, BW, etc.) most often achieved via 2-stage
process:

— Customer uses ETL to pull data from SAP to staging database

— Varicent ETL used to pull data into Varicent system

oor VARICENT

© 2013 IBM Corporation
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Target Audience and Industries

Target Titles

« VP Sales

» CSO - Chief Sales Officer
» Head Compensation & Benefits
 Sales Operations Manager
* HR Director

* Financial Controller

» Group Controller

« CRM Manager

« Channel Manager

* Territory Manager

* Payroll

oor VARICENT

Key Industries

* Telco

» Banking / Finance
* [nsurance

* Med Devices

* High Tech

* Retalil

 Pharma

© 2013 IBM Corporation
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Who Do We Compete Against?

Calidus m
Xactly |
" Merced
Oracle
Versata
Vistex
Excentive
lconixx
s

SAP
Sungard

0 10 20 30 40 50

Decisions in last 5 quarters where we have competitive data.

an IBM®Company

© 2013 IBM Corporation
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In enterprise, how do we fare against each competitor?

19

We’re most successful against. Synygy Varicent beat Synygy
Synygy beat Varicent

86%

Varicent beat Merced

Merced beat Varicent

78%

Varicent beat Callidus

26

Callidus beat Varicent

76%

We're least successful against Xactly Varicent beat Xactly

16

Xactly beat Varicent

12

S VARICENT

an IBM®Company

57%

© 2013 IBM Corporation



I
|
I
4
:
&
N

SmarterAnalytics

Powerful short movies

. Get a better handle on your sales compensation programs
(4:02 min) - https://www.youtube.com/watch?v=aKN0J3BgdWo

. Manage sales simpler with IBM Cognos Territory Management
(3:49 min) - https://www.youtube.com/watch?v=aKN0J3BgdWo

oS VARICENT"
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Roundtables

. Geneva: March 13th at IBM Geneva

https://www-950.ibm.com/events/wwe/grp/arp024.nsf/v16 agenda?openform&seminar=EEBKQZES&locale=fr CH

. Wien: March 14th at IBM Vienna

https://www-950.ibm.com/events/wwe/grp/arp024.nsf/v16 agenda?openform&seminar=6EZDV3ES&locale=de AT

. Zurich: March 19th at IBM Zurich

https://www-950.ibm.com/events/wwe/grp/arp024.nsf/v16 agenda?openform&seminar=CZ8DFSES&locale=de CH

*seF VARICENT
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Varicent SPM/ICM demo
overview — March 2013
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Agenda

Sales Professionals
Sales Managers
Compensation Analysts & Administrators

Quota Setting & Management Examples

U

Territory Management & Optimization

% VARICENT
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Agenda

Sales Professionals
Sales Managers
Compensation Analysts & Administrators

Quota Setting & Management Examples

U

Territory Management & Optimization

oor VARICENT

© 2013 IBM Corporation

10



SmarterAnalytics

A Day in the Life of a Sales Professional

Typical Day-in-the-Life Tasks for Salespeople

1.

o bk~ WD

% VARICENT

10

Log in to the system

View performance dashboards and other reports

Review and approve plan documents and payouts

View compensation statements, scorecards, and other relevant reports
Use self-calculators to better understand the impact of changes in
performance, and to determine which sales opportunities are best to
pursue

Log inquiries and disputes as they arise

© 2013 IBM Corporation
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Log in to the Web Portal

» Sales Professionals can easily log into Varicent using any web browser. There
are a number of authentication options including Single Sign-On (more details are
available in our Technology Deck)

= All major web browsers (Internet Explorer, Firefox, Chrome, Safari) are supported

dhuddle@varicent.com

% VARICENT

an IBM* Company

Forgof vour Lsername or password?
Dont have an account?

*seF VARICENT

an IBM®Company © 2013 IBM Corporation
10



SmarterAnalytics
Log in to the Web Portal

= Varicent can also be embedded as a tab within your CRM (Salesforce.com, MS
Dynamics, Nexd, SugarCRM, etc)
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S al e ‘Sﬁ r cc Bookmark this page

%

—

THE CLOUD COMPUTING .@ b SEPTEMBER 18-21, 2012
P EVENT OF THE YEAR H < ‘ SAN FRANCISCO
Nol=N =

dhuddle@varicent.com

Password

4

............ | 1 Microsoft Dynamics CRM Online

Orermermber User Mame

Forgotvour password?

Don't have an account?  Sign up for free. The power Of prOdUCtl'Ult\f S I g n I n

D—E‘\ Synchronize Across Teams
"=‘-=-

Use anywhere with mobile devices Windaows Live ID:
Integrate with Microsoft Office Qutiook

|dhudd|e@\raricent.com |

ﬁ Customer Relationship Management Password;
Qrganize customers and prospects [sssesassnnendl |
Automate workflows Can't access your account?

[Jkeep me signed in

Get a Windows Live ID

Mot your computer?
@

@_0 o Get a single use code to sign in with
%" VARICENT"

an IBM* Company © 2013 IBM Corporation
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View Performance Dashboard

» When salespeople login, they are often presented with a customized dashboard
displaying their performance, opportunities and other relevant sales metrics.

Some clients opt for the initial view to be the sales person’s detailed

compensation results. Initial views can be configured specific to an individual,

group, or based on any other criteria (e.g. by job role).

L IO
Sales & Compensation Dashboard
j Pefloimancs Stlminar ¥ WD Sales Farecast YT Saley 5 Compensation Summany
ok \Pesink. L 1 sy i
WD Sales §339,300 [} 1 358 Canmes sim HERLTRR
Hpria §9,.290, 000 b’ s Biprslmed v LAY
Sales & Compensation Dashboard T Tr— 18.55% 7 =y [ — SLERL06
- f= e [y f500
[ Perfarmance Summan ¥ § Ot Lot Guniti §1,050, 7 7 I e
Viskew [, 4 Bolow Top AE §H2 4 Periormance to Target B Forecast m "
st L. ¥ Fo¥ Sabes Gaswtl 08,100 i Eny b 1,500 00
= e Wl e l— — o
il L 7
i Favecasted Total Sales BIAT1 Eld [ - oy Varicest Fewands L] 123
§i0vae rndes Duoda B1.050.708 L Faracasied Total ARnimmment 22260% 7 Prashient's Chib ——
i Esalam Top AE 2240
Vo Sales Gowih E.10 1 e ar pouF umenl pipekng pweass ahd 0D sppoiunBes Please nole thel fomcssied commisRons se fr ielersnes only and 8 SUBEcTIo Changs unil e
O AN st BlEw ¥ apporunBes ank conlimad cloped
Farecasied Tota Sales FLAT1, B0 [ TV Pipotine Summar ] £ Top Oppsiiunities
Wt asasted Dol AR srmrend 237 B T
Accomi Category Hage Arveund Forecasted Commn.
Linited Ol Pranl Stasdty Denedalors Fipeine Heeds Arabris EET5000 $10,125
s b PR DI Dip DRl ] 100 SOROAALNENEE. FiEE P B Unigd 0N Installsnnng Fipaina P A0 DR AR §370,000 B4,050
el (B2 4 a
T_r;"'r‘n" _.-" i Doreman Inc Fipebne Gualficaben £240,000 §3 800
Pipsfins Summiy 153 Top Oppartunis Supiks Enercanses Pipeing Quaicabon $150,000 §2,250
. Qulibe riian Espeeis Logihsics SLA Fipakna Perceplion Analvsis §130,000 #1800
Usined O Piari Btarsil e Bitivly Dngened Fyramss Emsgency Gararstmrs Pipeine Prospecang £100,000 #1500
Liaied O nalabaarea i Universsty o AZ Instaliations Fipghng PronoePrce dudle B100,000 ¥1,500
. GenaFein] Lab Ganiars Fipaina 1D Dacsion Makes 350,000 §400
Edpe Emergency Gensralin Fipebne 1D Decision Makers $34,000 §425%
Hobita P Lad Fipeine Quakticaten 10,000 i300
Aictialy Do i & Grand Holeds ichen Genarator Fipeina ID Decision Makers $15,000 §125
£ P Dickirracn Mobie Genraiors Pipeing Quakicaton S15,000 5124
... o’ ®
%o V AI{ ICEN I Cepyei 2012 R aemmcraiiia e —
(]
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Review Plan & Other Documentation
= Salespeople can review their plan documentation at any time.

» Plan documents reference underlying payout, quota and other tables to ensure
that displayed values are always current, incorporating any plan changes

= Information such as terms and conditions, eligible SPIFFs and bonuses, and prior
plan documentation is available via easy to navigate links and tabs.

Ragional Account Executive Plan Document Approval

E— : By checking "Approved™ below, | confirm that | have read snd app ol my camp ation plan.
gif C-alculalon

[Docwnontto Approve  Approved

Regionad AE Commpensation Plan [7]

2012 Regional Account Executive Plan Documeant Sebect AE: | (P01 3) Dan Hudd e | |Selec

Tris document destribes he FT Regional Accound Execufive Compens aBon Plan. Emplovess who hiawe guoba for seling ‘, Pl App vl S1aius
bofh Products and Services a5 par of the Field Sales anganizalion ane #ligile o padicipaie inthis plan This plan has
saral main componerds. Yaur plen summ any 5 as fallows Approved: SM2012

&  Participant Info

Paiticipantz Dan Huddle ciithar Taiget: § 50,000
Patlioic Riégional Accouri Exstulne Prlam Effective Date: 10102012

Mg Doug Fany = Progistion: 100 00%
Tenillony: South Wiest LISA |!| Documents Currency: US0D

° 2011 Terms and Conditions.docx
Plai Tai gets
2011 Account Manager Plan Documentation.docx

T — orsed Targe Custa Procted Guota
Product 2010 Terms and Conditions. docx 545,000 $1.200,000 §1.200.000
Senaces 2010 Account Manager Plan Documentation. docx 85,000 60,000 §50,000

2009 Terms and Conditions.docx
Plan Details

2009 Account Manager Plan Documentation. docx

.:::::' V ARICENT‘” Sample Statement. xlsx

an IBM* Company © 2013 IBM Corporation
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Compensation Statements

= Include any type of details for any type of compensation plan

= Fully configurable layouts, using text, charts, graphs, images, maps and tables

. . . .
14l Sty 2011 o
= Security model filters views to only show relevant data, periods | —
url lers view n Wwr van , Fl
F#brgady 1011
igach 3001
Agrd T011 !
o v ARICENT Wy Crashbsaandg Wy Plans Credt Requests ey 1011
g 2011
Wy 2011
Eamirgs Hislory Crpportuniy Forecast Club Qualication Aiatt 2011
Baplerrdar JOU
Oxitoteir 311
PMowerninr 2011
Degpenbae 2011
Ingquire
Select Montkc | July 2011 —
2012 Regional Account Executive Commission Statement Salect AE: | (P00 3} Dan Husdis
Gioss Eatiings * Adjuistmeints L i oss Payout - Diaws - Mer Payout
$15.101.25 $0.00 $15.101.25 £0.00 L smaas
& Panicipam ints ©) Derailed Breakdswn
Participaits D Hinse Wecetitie Tanger: 150,000 it S e Mo
Pesitionc Regional Aocownd Exec ulive Pam Effective Date: 10102013 Wiesigin Bl ¥ ity
Banaga: Doug Fansy Provation: 100% Iz erdive Target F45,000 §5.000 £50,000
Teiniteiy: Soulh Wes! LA Cairi emcyt UED Provated Tasget 445,000 §5, 00D SS0L00
. duots £1,200,000 $0U000 $1,780,000
il o Anainment Frorasted Ouola 1200000 O 000 1,290,000
P~ roouc Y P~ servicus Y Marinly Sals $217.000 s42500 s270,600
¥TD Sales 1,262,000 $2050,150 $1.512,150
= 110 Rt Rl ¥ Attai 104335 ZB0.06% 117.27%
- ast F L F M Base Payoul Rabte ITE% A 6%
ST EpTraY - e Multiplier 1% 115%
i E E Todal P it Rate ERED 2.
- 51 = rex C ayeut A J 2.50%%
o J._ F Monthly Gualfing Sales £237,000 $42ED0 £279,600
= 0% B B Bross Commession Eamed $9,776.25 $5,32500 $15.101.25
RS e FE906% 117.22% o 2 z
PlusiLess): Adjustments $10.00 $0.00 .00
Gl a8 Py YOTT6.25 $5, 325,00 15,1025
* MWenihly Transaction Counts AdiuslTEnts Carry Over $0.00 0,00 $0.00
Produsds Senaces Tolal Less: Draws $0.00
—
Duailyineg 5 1 3 Transactions Met Payrou JAG A8 LG
Mo o a o Seanch (D CATY Danssr $0.00
Tatal 5 4 q

*se" VARICENT
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Plan Acknowledgement & Sign-off

= Salespeople can select the Approve Plan Document link from the Plan Document
screen to approve plan documents. They can also select any relevant opt-in
components such as Draw elections

My Dashboarnd My Plans My Earnings

AM Plan Docummennt Plan Calculator

Step 1: Make Draw Election
By selecting "Yes" I confirm that I wish to participate in the Employee Draw Portion of the Plan
Draw Amount Elect to Participate?
$5,000 Yes v

Step 2: Approve Plan Document
By selecting "Yes" I confirm that I have read and approve of the attached Plan document.

Document to Approve Approved?

Plan Document v
T . it A
Mo
Yes

Submit To Excel

e VARICENT

an IBM®Company © 2013 IBM Corporation
11



[[rn]]
!!:u:
!.iil
&

SmarterAnalytics

Drill Through Results

= Any report in Varicent can contain links and multi-level drill-throughs to additional
reports or other detailed information

= Include full search capabilities for transaction or other data reports

= View both qualifying and non-qualifying transactions and sales

) Detalled Breakidown
Products Services Taital
Weight ) 105 100%
incentva Targat §45,000 $5,000 40,000
Protated Target 45,000 45,0000 150,000
Transaction Details | Quola 1,200,000 $90,000 $1,280,000 Select AE: | (P00 3) Dan Hudls = [Setect]
Prog el Qupda 1,200,000 90,000 1,290,000
% Selection Criteria
Monihly Sales $231.000 $41600 §a7a,600 p )
¥TD Sales $1,252,000 $260,150 .\ LUEIEACY) IA—— -
T Ataimel 104355 209,064 NG TN csion Type: [Banice = :@
C Bage Payoud Bate ATER £EE% Dy oilct Sandce: |- ANY - e
Mutiplier 110% 5% Sale Mt 000
Taital Payout Rate L1 12.50% AANgale Arssanriz |55 509 B0 00
Modithiy Qualifing Sales §237,000 H2E00 §279,600
o Watehing Oualltyll 5rmes Commission Eamed $0,776.25 $5,325.00 $15,101.25

PR | PlusiiLess) Adiustments ] ]

TRO16 TIANIN2 o SR 3% - e #7100 12:50% $8E7.50
i i ard Maintenance i )

RO 701 &4y 3 | AHUSMIENES Carvy Ower o B ‘"'J"Ess Cansulting £14,400 1250%  §1,80000

TRIH142 750012 | Less: Draws §0.00 fless Consutting §14,000 1250% §1,75000

TRO1085 Tz et Payo 15,101,325 1 arsd Mainlenance £7.100 1250% $8ET 50

Total: t4z600 §5,325.00
Diraw Camy Cver $0.00
x WMatching Noan-Oualifying Transactions
Copyraghl 2012 BT Inkernational Lid. Hugrily Confidential
.:...:o ®
o’ VARICEN']
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Self-Service Modeling

= Salespeople and managers can access self-calculators to model potential
earnings based on specific opportunities in the pipeline, or on aggregate
performance

11

Regicnal Account Executive Self Calculator
Thits bosol @llows you 1o mode| your specific T Regional Account Executive Compsnsation Flan, You havs several componsnds imyour plan whech yowe can cmabs
“Whiad iT7 sales soenancs bo heip gl an estimabs on priential @amings
Plaass kaap im mind that Sis ool will just estimabs your sarmings and will not inchude any adjusimants or drass fhat you meay be subjac b
i Wk BT
Tyl “Whial 17 Sales Prorated Qusta ¥TO At Prorated Ralae Commission
P oafuict 1300000 $1.200,000 15000 % B 26% $112, 680000
SenaAces 7EOO0 §a0,000 g3 3I% EY.11 % §3,480.00
£1 16, DG0.060
Holez
Trie Manthly Cammissian i et beas been caloulated s independent of any pending Dravws . Acbesl papouls will Bave any pending Drass subbacied fam
your caktulabed Monthly Commisson.
‘ Flam Amrintes -P‘L:lnlllbbﬂ Targets
PFarficipaan: Dan Huddle Achiees af keast.... -t less than... —bo get Muitpler
PaglloRe Regional Ao ound Exacutiva 0¥ 100%: 100%
Hime Daste: 171501 @92 100 % 110%: 110%
Plisim Effecties Daste: 10102012 1 10% 126% 1230%
| T gyt Bimic $50, 000 125% 150%: 150%
Provation: 100 00% 150% I00%: 00%:
Ciramecy: USD 00 % i lirmit Z25%
9 o Tanrgets
Typs Wizight Percent Incasmihes Target Ol Prarmed Quata Rasa ICR
Prasilinzt b L $45,000 $1,200,000 $1, 300,000 I15%
Serdces 10r% 5000 $80, 000 $20,000 4.64%
Coppighn T011 RT inissorional Led Vaghty Cerridensial

VARICENT
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Self-Service Modeling continued

Opportunity Forecast

Thees fodlawarig Sormi will allowy v b Ssdermire Tie pavout thal you will based on pour abolity %0 close oeals Tl & cumrenily sssigned b you in Salesforce cam.
FPiease use Fie VesTdo dropdoea belos o delerning whiglhier or nolgou feel e deal is ikeky 3o close This vall alloeyou io ses the efecl on your papoul Plesse no
lhatthis calculaior @oes nol cansider sy addilional companenis thal you meghl Bave alached 10 pour compensslion plan.

Ovarview
Tatal Salecled
Pipeling Opporuniics
Fesecasted Sales $LB00, 000 £ 5000
Ferecasted Pmson £29.003 5,218
Opperuniiies Submit
SN I Opporiurety Name Feawcast Sales Stage Forgcasied include  Projected  Projected
Caiegony Amount Paryoen Rarle Pmgoand 5
OOssA0000008YTLCIAG  Crand Holels Kichen Generalor Pipeling I0 Decigion Wakers 15 000.00 ] 100 % 150.00
NOSAN00000EYTLNAG  Pyramid Emsagenty Gedierajors Pigialing Frospecting 100 ,000.00 a 050% =an.n0
QOEAN0MDO0AYTEKMAG  CGenePoint Lab Generaions Pipeling ID Decigion Wakers B0 00.00 & 4 5% 2550.00
OOSAO000008YTLMIAS  LUinied Oil Insialations Fipeling HegotablonFeves mopom O 1.35% 3 376,00
QOSANNDOONAYTAEWG  Linkiorsity of &7 Inalallafong Pipaling Fropo=salPrice Gunls 100 030.m0 ] Z00% Z.000.00
OOEAN0ODO0EYTATIAG Espress Logistics SLA Pipeling Perception Anabesis 120 o0d.od =l 220% ZE40.00
DOSANNDOODEYTAYLAY  Cuckenson Mobile Genaraiors Finaling Qualification 15 0000 O 300% 450.00
QOSAN0DDODAYTS1AG  Liniked il Plant Siandby Genersiors: Pipaling Meeds Analydig BrS 00.00 O 1.00% E.750.00
00SA00G0008YTEING Edog Emeragncy Senarator Pipeling D Decision Hakers 35 000, [0 =1 aoa% 28.00
QUECNOONOF3TH I8N Sujyks Evjempesises - Qppd Fipeling Qualification 150 (00.00 A 1.30% 1.250.00
00SGO00000FSTONIAH Mobila Pyl Lid - Opp 3 Pipeling Qualification 20 o0d.00 O 200% 400.00
DOSGNDODNOFSTOEWH Dorgmon Inc - Opo 1 Finaling Qualincation 2] o000 ] 345% &.780.00
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Agenda

1. Sales Professionals

2. Sales Managers

3. Compensation Analysts & Administrators

4. Quota Setting & Management Examples

5. Territory Management & Optimization
% VARICENT
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Dispute Resolution

= Inquiries or questions can be launched and logged through Varicent, eliminating

the need to track phone calls and emails.

» |nquiries are automatically routed to the approver(s), who can view, approve and

manage them on the web.

Inquire

Category: | Missing Transaction v

Attachment: | Choose File | Ng file chosen

TO678 for 8,000 is missing from the march statement.
file shows the dectails of thi= transaction.

The attached

“EFa
e Inbox 0 Admin Messages @ nouries [S] Documents
nqui
Unassagned Inguiries Assigned Inquiries
S5 i} o
Unassigned Inquiries
nnnnnn Stat Cante-gory bjmct wsth
Submit
Assigned
Wnquiry | 0 Status  Category Object  Awthor
My Ing
Wnauiry 10 Status  Calegory Obje
= Ragio
@ =
@_o_o% o
0 _0°
Q.'
. Ingquiry L
an IBM®Company quy =oe
llllll al Stsus Cantegory o4 Authar

nnnnn

nnnnnnnn

cccccc

11

© 2013 IBM Corporation



SmarterAnalytics

A Day in the Life of a Sales Manager

Typical Day-in-the-Life Tasks

1.

Review inquiries and disputes

2. Review team performance
3. Adjust current quotas, goals or targets
4. Enter temporary territory assignment changes
5. Enter split information
**%# VARICENT'
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SmarterAnalytics
Full Integration With Salesforce.com

= Users can access Varicent inside Salesforce.com, via a Varicent Tab

» Native data integration simplifies sharing and linking data between Salesforce and

Varicent

Home  Accomnts Centacts  Opporhandties  Produces m +

B VARICENT

Team Resulis

Regional Manager Dashboard

Sale=s Opergbons

Eales Anahiics

Quots Planrirg Terhory Marsgerment

Costof Campenssaicn Fay Distribution

P resideni’s Chub Tracking

e L dkarevd@rancentcom

Y Suerage Desl Sive

$i $7SE

W— -

180, 65K

$iS0K | = f el 8

_‘? Bwverare Gross Margin

Trikz dashbsnand provides s cvendew of Sales and pipsiine informsaion In sddfon to some KPS (key pamorman s indizatorsl. Each sacton is ke o s mons delaiked report,
please dick on the soprooniate section 1odill doen

L'ji; Soutlwest Region YT Sales (FMM} @ seuthwost Reglen Qusta Aadnmesm Top Parfermers

Acct Exec, Sales Atk et
oy Laurie Feynolds £2,104,875 128.0%
o, Cramel Humphney #1,726,500 107.0%
¥l Herk Allen #1,630,250 102.0%
Dan Huddle 1,852,156 LERE
= Coeana Young %1,254, 300 05.6%

45 A Bation Performens
a5 f .4 Bcct. Exec. sales Attabmmeent
on g2 - ol Lifssman 612877 41.0%
e P $0.7 403 Q-._b. Tammy Grasby $6A7T, 398 40.0%
m Sleve MUmay 714,828 52.0%
AZ CN 0O WM N UT M [ Below S08s W Abovs 00 | Debbie Clarkson 704,847 BO.0%
Barry Bantley SAAT,131 71.0%

e VARICENT

an IBM®Company
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SmarterAnalytics

Review and Resolve Inquiries
» Managers can access and edit team inquiries through the mail center

= Email notifications can be sent notifying managers that there are inquiries or
disputes that require their attention

= For issues that managers are unable to resolve, inquiries can be escalated up the
assigned workflow tree

Ny INnquiries
Inqusiry 100 Siatus Categorny Object Aasihvor Assignes Crealed
Jo Inquiries Townd
Inquiry Log
Inquiry 10 Staius Calegory Dbject Ruitvor As=ignes Crealed
| Adiusimenis Issua Regional AE Monihty Commission Siafemant (FO01 3 Dan Huddle  MMona ZZZM 2151 P . Wicw
Ingquirg
mrydx 5 Cermareanls
T
= e g -
asie: (P61 3) Dian Huddie P —
nnnnn = mr1E
migmcse:  Hara
sStmlin:
L
Do
Fedcl Corvamrer
AH s e =
Hone.
Anaen

*seF VARICENT
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SmarterAnalytics

Review Reports and Analysis

= Sales Managers can have access to personalized dashboards and other reports
to provide them with the information and tools they need to evaluate their team’s
efficiency and performance and the effectiveness of their compensation plans

Regional Manager Dashboard

please click on the appropriate section to drill down.

E4_$ Southwest Region YTD Sales ($MI)

4.6 4.4

¥4 $2
o £0-7 $0.7 £0,2

AZCA QO MM MY UT HI

== Average Deal Size

$0 75K

& }/ Current Pipeline Health

Fercentage of pipeline volurme at each stage

Upside ~_ff

P,

@ Southwest Region Quota Attainment

W Above 90%:

| W EBelow S0%

$189.65K

—— Y -

—_—_—————
$150K

$225K $300K

Actively Engaged

~Guslification

This dashboard provides an overview of sales and pipeling information in addition to some KPIs (key performance indicators). Each section is linked to a more detailed report,

Top Performers
Acct. Exec.
Laurie Reynolds
Darnell Hurmphrey
Herh Allen
Dan Huddle
Diana Young

! Bottom Performers

Acct. Exec.
John Linsrmar
Tamrry Croshy
Steve Murray
Dehbie Clarkson
Barry Bentley

Q Average Gross Margin

Sales
$2,105,875
1,726,500
$1,630,250
$1,852,156
§1,254,200

Sales
$612,877
$6687,209
$714,829
§754,847
$887,131

57%

e e e e e

0% 25%: S0%:

€=3 Top Opportunities

These are your top opportunities, pre-determined by pipeline stage and deal size. Ifyou wantto sortthese opportunities

according toyour own criteria, please click on any ofthe headers.
Account Owner

Mess Technologies Tammy Croshy

A&E Television Metwaorks Dan Huddle

St John's Medical Center Laurie Reynolds
et Seal Inc. Herh Allen
Marshall Managerment Inc Dan Huddle

Computer Sciences Corporation
Pepco Holdings, Inc.

State Street

ADVO, Inc

Laurie Reynolds
Steve Murray
Darnell Humphrey
Debhie Clarkson

F5%a

100%

Stage

Actively Engaged

Upside

Actively Engaged

Upside
Commit
Commit
Upside
Commit
Commit

Attainment
128.0%
107.0%
102.0%

99.1%
95.6%

Attainment
42.0%
48.0%
52.0%
B0.0%
71.0%

Amount
$475,000
$350,000
$240,000
$220,415
199,650
$172,904
$143,192
$130,182
$102,492

VARICENT"

an IBM®Company
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SmarterAnalytics

Users Can Select Which Fields to View

= Reports can allows users to self-select which fields are relevant to them in a
report, showing or hiding each as needed.

= Easy export of data to Excel for offline slice and dice analysis

Selectl

. Total Revenue - { mmission Commasa%of -~
Account Executive Total Rewvenue o — Change Quota Attainment Earned

#% Team Member Results & Month 01

Debbie Clarkson $25,000 $21,930 14.00% $1,350,000 2.00% 3 $8,337 $938.00 3.?5
Darnell Humphrey §152,600 $128235  19.00% $1,300,000 12.00% 7 $21,805 $5,723.00 3.75%
Carol Brown $107,100 $102,981 4.00% $1,275,000 8.00% 4 $26,780 $4,016.00
Sarah Maorman $207,000 $131,847  57.00% $1,400,000  15.00% 10 $20,701 $8,280.00
&% Team Member Results Select Month: |2'312- Morith 01+ M

Total Rewvenue Prior
Period

Comm as a % of 4
Export to Excel

Commission

Account Executive Total Revenue Change Quota Attainment

Debbie Clarkson $25,000 $21,930 14.00% 1,350,000 2.00% § {.xls)

Darnell Humphrey §152,600 §128,235 19.00% 1,300,000 12.00% 5.7 & (o)

Carol Brown $107,100 $102,981 4.00% 1,275,000 8.00% 54,

Sarah Morman £207,000 §131,847 57.00% 1,400,000 15.00% ga,] ¥ Account Executive

Howard Armstrong $133,100 §97,153 37.00% $1,350,000 10.00% $4.9 & Total Revenue

Paul Mereil $122,900 $91,037 35.00% 1,290,000 10.00% 348  Total Revenue Prior Period
Dan Huddle $238,300 §193,000 24.00% 1,325,000 18.00% £

Total $987,000 $766,183 28.82% 9,290,000 10.62% $37.6 + Change
Average $141,000 $109,455 28.82% $1,327,143 10.62% $5.9 + Quota

& Attainment

= .
gz Team Member Rankings Select Rank Ty

Total Revenue . Closed A g
Prior Period Change Quota Attainmert Transactions

Name Total Revenue

Dehbie Clarkson
Darnell Humphrey 3 3 & & 3 4

2| & Comm as a % of Revenue

*seF VARICENT

an IBM* Company © 2013 IBM Corporation
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Review Reports and Analysis
= Stack ranking and other analytical reports allow managers to understand team

performance from multiple perspectives

= Reports can be interactive: in this example, allowing managers to conditionally
format and highlight individuals based on performance criteria

Instructions: Click on any header to sort the stack ranking report according to that specific metric. Any highlighting rules can be configured below.

Howard Armstrong
Sarah Marman
Carol Brown

Dan Huddle
Darnell Hurmphrey
Debhbie Clarkson
Diana Young
Herb Allen

Kathy Blake
Morma White
Betty Arnald

Mark Poweell

Fevin Winslow

Location

Marth West LUISA
Morth West LISA
Marth West LUISA
Morth East USA
Marth East USA
Morth East USA
Morth East USA
Marth East USA
Morth East USA
South East LISA
South East LISA
South East LISA
South Wwest LISA

RTI Reward

l:.:tlll:i?rnent :E:inlrlt?::l S TS ] Points
TE.T% 2 2 4,325
92.5% a 4 8,850
T9.3% 3 1 5,523
91.1% 12 7 12,234
107.0% 11 5 11,520
B0.0% 2 3 5,625
95.6% 7 6 9,960
102.0% 8 8 5,440
T3.3% 4 & 7,459
82.2% 4 3 10,540
83.3% 5} 4 5,364
BE.2% 7 5 5,410
851% B 3 4,210

Hev Product

Sales
$45.230
F6T 252
F81,020
$112,500
F92 304
7T, 200
$143,250
F62,370
$37.540
F52135
554 634
$102,522
575,220

Highlight red if:

Highlight green if:

Guota attainment is below
Mumber of new clients is below
MNumber of strategic clients is below
Amount of reward points is below

Armount of key product sales is below

050

|2.00

|z.00

500000

|50000.00

Gota attainment is above

Murmber of new clients is abave
Mumber of strategic clients is above
Amount of reward points is above

Amount of key product sales is above

0,90

7.00

5.00

11000000

110000000

S VARICENT

an IBM®Company
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Enter Quota Adjustments

= Quota adjustments can be easily entered into a web form at any time, routed for
approval if necessary, and then made active

Q?\'.-\RI(};EKE' FPerfarmance Sales Operations Zdata Planning Tertitory Management

Cluata Planning Top Down Quota Planning Fegional Planning By Maonth Sales Rep Planning By Maonth Ciuota Adjustments

Quota Adjustment Form

Guiota can be adjusted by entering amounts into the 201 2 Quota column and then clicking on the Sulbimit button at the bottom [eft when done.

Account Prior Year Prior Year Prior Year Current YTD 2012

Executive Actual Target % Attainment Actual Quota
Dan Huddle 1,211,088 22 1,740,000.00 F9.21 1,234,944 50 2,000 ,000.00
Darnell Humphrey 1,205,055 95 1,240,000.00 49540 1,260,000.00 1,600,000.00
Debbie Clarkson T98,4893.00 1,500,000.00 83.23 1,000,090.00 1,260,000.00
Total 3,214,647 4,500,000 4,750,000 4,750,000
Target: $12.000,000

Submit To Excel (.xlIs) To Excel (.xlsx)

Results last updsated Jun 27, 2042 10:13 AWM

oo VARICENT"

an IBM®Company
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SmarterAnalytics

Temporary Territory Coverage

» Leaves of absence can be entered into a Temporary Territory Coverage form,
allowing managers to temporarily reassign territories to another salesperson
during that time

= All associated activities (e.g. transactions, sales revenue generated) during that
time will automatically be credited to the temporarily assigned salesperson
(pursuant to business rules)

':'-:?\'.Eli[(_.'l_'”.ﬁ}l'_l_' Ferformance Sales Operations Giunta Planning Territory Management

Territory Definition Transaction Crediting Details Territory Assignments Temporary Territary Coverage Territory Potential Territory Optimization

Temporary Territory Coverage

Temporary territory coverage iz shown belowe. Enter additional temporary territory coverage in the yellow boxes belowe. Click an the Submit button st the bottam left of the screen to enter vour changes.

Account Executive Start Date End Date Absence Code  Coverage Comment I
Howard Armstrong 212272012 22ar2012 Jury Dty Faul McMeil Thizs may he extended.
Darnell Humphrey 1172012 IT2012 Sick Pay Dan Huddle Dian is coveting Darnell's territory while he's out on medical leave,
Anand Dalwi 173002012 4r2002012 ilitary ity Ahdurrahman Wahid
o W o
A
Submit To Excel (.xIs) To Excel |.xlsx)

Results last updated Jun 27, 201210135 Ak

*%F VARICENT
© 2013 IBM Corporation
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Enter Split Information
» Predefined splits can easily be built into business rules to automate split logic

= |rregular or one-off splits can be entered manually by managers or other users
using a web form

= Data validation can be applied to ensure quality data is captured (e.g. split
percentages add up to 100%)

B VARNCENT

(POD1 3) Dian Huddle
Appty

Split Transaction

Ferformancs

MBO Scores kel

s Workshest

Auota Planning

Favoul Aporoval

L Tes bemplabe o erder your spils Chok on T Sl Dufton r e boliom et of e soneen 10 save your changes

Tearfiory Management

Transaction Immice Accouni Account Accoun
mn Date Product Exacutive 1 Exscutive 1% Exocutive 2
TRODOIT TN  Bus;ness Consuling Marshall Managemend Ing 450000 PaulMcheil 100 = 000
TRODO3S TRRMT Business Consuling INVEBT Financial Corparation 4. T5000 PasulMcMel [0s0 Caro] Blrowr = 050
TROODT4 INA012 Busness Caonsulng Flamtranic & briirrati on sl Lhd B 45000 PaulMcHeil 100 = 000
TROQMAT INS012 Suppord and Merenancs AAR BO0000 PaulMcHel 100 = 000
TROO1O1 TAEI012  LAN Switches - Unfmanaged Circadence Corp 2500000 Paul McHeill 100 = 000
TR 26 12012 Busness Consulng ARS, 1200000 PaulMcHel 1 00 w 000
TROO1 31 12013 Business Comnsufing The Dplions Cheaning 1240000 Paul Mcheil 100 = 000
TROO180 1R@I012 Busness Comsufng Marshall Managernsn Ing 1460000 Paul Mcheil 1 00 = 000
TROO181 AIONT  Metwork Adaplers - Coppen¥iber Marshall Managemend ing 30,000.00 Paul Mcheil 100 = 000
TROOI2E ST LAN Swiiches - Unmanaged LMB Fmancial Coporaton 6500000 Payl McHeil 1 00 ~ 000

... o:o ®

%" VARICENT
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SmarterAnalytics
Agenda

Sales Professionals
Sales Managers
Compensation Analysts & Administrators

Quota Setting & Management Examples

LU

Territory Management & Optimization

% VARICENT

© 2013 IBM Corporation
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A Day in the Life of a Compensation Analyst

Typical Day-in-the-Life Tasks
1. Data Integration: Load Data into Varicent
Create and modify Compensation Plans and Business Rules
Run Calculations
Generate Output
Manage Approval Workflow
Resolve Inquiries & Disputes
Review the Audit Logs
Model Proposed Plan Changes

© © N O O A~ Db

Export to Payroll

% VARICENT

© 2013 IBM Corporation
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Compensation Administration

= Administration is simplified with configurable Process Lists which allow for easy
access to the functions required to complete common administrative and other

processes

= Different processes can easily be configured for different administrators.

A e e S~ e

Mavigator | f ™onth End Process | @ rlan Modeling & Modification

| Ongoing Tasks

T Manage Inguiries & Adjustments

Tasks
>) Nightly imports - Ensure imports successful
[#] ~# Review Current Months Transactional Data
= [ /4. validate Payes Satup
[0 &3 core Payee Information
[0 @@ mMonthly Quotas
[0 ¢ Plan Overrides

# Enter Manual Payments

= MBOs
& B check Exception Reports

E Validate Commission Summary Report

[ | = il Finalize Payroll

Completed
7122/2010 12:00:00 AM

7/22/2010 12:00:00 AM

? Discretionary Payments and Manual Adjustments

User
admin

admin

This process details the list of steps

Task Overview

*se" VARICENT

an IBM®Company
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SmarterAnalytics
Role-Based Security

= Data and functional access can be restricted based on role and/or user

= Users only see the processes, data and functionality they are permitted to

. Manage Roles
AR e, H N

Administrator W sudit Log

Fepart Writer I-F Calculate
W Compaser
¥ File

W Home Page
¥ Irmpart
W Payee Ledger
=¥ Presenter

W sudit Lag

T g

¥ Scenarios
"W Scheduler
W Tasks

Manage Users

¥ veb Farms
‘F workflow UserlD Marne Ernail Role Created At Disab...
iadmin YWaricent Administrator Administrator 4,7/2011 9:22:0... Mo :
salesmanager  Jack Brown salesmanager@®...  Administrator 4/11/2011 10:50... Mo
scheduler Yaricent Scheduler Administrator 4/7/20119:22:0... Mo
add... Edit... Delete. .. Save Close
.:...:o ®
o” VARICENT
an IBM* Company © 2013 IBM Corporation

12



[[rn]]
!!:u:
!.iil
&
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Data Integration

= Use Varicent’s built-in ETL tool or leverage third party ETL or Data Warehouse
tools to load data from any number of systems

= Data can be imported into Varicent using common formats including CSV/text

files, Excel spreadsheets, any ODBC-compliant database, salesforce.com and
mainframe systems

= Additional integration is also available via a web services API.

“¢ Import Data Wizard - Step 2

“¢ Import Data Wizard - Step 4

Table to import data into:

‘aricent Mapping Data Fields
Ei TrxID TrxID TrxID
Dake Dake Dake
Plesse select vour data source: PaveslD PayveeID PayeelD
u Text File 1 External Credit External Credit External Credit
Q o ui-) Microsaft Excel Interface Mo Interface Mo Interface Mo
u (%) uu ODBC Cormpliant Database Load Date Load Date Load Date
O &) Salesforce.com
u Microsoft Dynamics CRM

EBCDIC Text File

<Previous | Mext > | [ < Previous I ek = ]

*seF VARICENT

an IBM®Company

© 2013 IBM Corporation
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SmarterAnalytics

Automate Tasks with Scheduler

= Varicent’s built-in Scheduler can automate imports (and other common tasks) to
be run at any appropriate frequency, individually or in batch

= Schedule calculations, data updates and hierarchical changes to automate the
entire compensation process

Varicenl - Windows Service - RTI7

. .
[ e Y ¥ T -
. _ny )
e © % g  VARIGES.
=N Al s BOMCDEE SRS SRR 50X 6533
Last Run Status Mext Fun Time  Scheduled
2010-07-09 11:05:21.670

= B rpghty Irports

i Transactions Import 2000-07-019 11:05:31.643 a
sy Draws [mport 2010-07-26 15:40:17.730 a
B cakulate

1 Lock Mode

# 1) Heraorchy Updates
= Source System Updates 3
wl Fact Table Ganer ation %¢ Schedule
+# 1.0 SFDC Opportundy Import 2011-10-04 18:09:53.880 (]
+ 1 Star Scharna Population

# 1 Plan Updates Minute: IU j (e.g. 30th minute of every hour)
# 12 Marthly Payroll Export
# | Dispute Updates 2010-D8-23 23:56:46.383 [ Hour: |2 j (e.g. 12:00 every day)

Day of Manth: IAII j (e.g. 15th of every month)

Day of Week: |SIlgsEYs v | fe.g. every Monday)

Month: IAII j (2.0, every January)

[ o [ oo

@ .
@_0_ . ®
%" VARICENT
an IBM® Company © 2013 IBM Corporation
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Data Integration — Error Handling

= Analysts or administrators can review imported data in staging tables using web
forms and, if their security permits, make changes or reject certain records as
required

= Once corrected and approved, data can be moved into production tables

Transactions Review
Imported Records
Order # Customer Item Number Modality Terms Region ] Amount

Sale 2001089 COLMERY ONEIL P1002RH Weller, David Cash West PHOEMK SALES 142011 212992452 292011 Yas v
Order 2005215 ARIZOMA HEART S18341TF Radio Pharmacy ~ Cash Central Coridor  CHICAGO SALES 3/1/2011 212863312 162,024 Yeg v
Order 2006077 GIBSON AREA HI M20232PN HRAY Dental Cash Wid America KANSAS CITY 54 1472011 212992452 199,376 Mo v
Sale 2011019 MIDDLE TEWMWES H45021C5 IITS/PACS Cash Wid Arnerica KANSAS CITY 3£ 212011 212863312 247 274 Yes b
Sale 2011248 UNIWERSITY OF © S1200RG Respiratory Cash Wid Armerica CINCIMMNATI SALE 3412011 212634300 176 660 Yes b
Order 2012476 WEST FLORIDA b K2070RG Parameters Cash Central Corridor ~ HOUSTOM SALES 1/1/2011 212634300 319,244 v
Sale 2012947 ROANOKE-CHOY' M1150616 Radio Pharmacy — Cash Mortheast BOSTON SALES 1412011 212634300 245,161 Yag A
Sale 2016361 HALLMARK HEAL H3E02RK IDHPACS Cash Mortheast MEW Y ORK SALE 1412011 212592452 229892 Yag v
Order 2017822 REYMOLDS ARM S30701GN Radio Pharmacy  Cash Southeast CHARLOTTE SaL 21,2011 212592452 203,009 Yag v
Order 2023025 TRI-ANIM HEALTE S18751LE Bedside Monitorin Financed Wid Ametica PITTSEURGH SAl 142011 212592452 304 F0B Yag v
Order 2025053 ASSOCIATED INT H45021BG GOXR-RAD Financed Mortheast BALTIMORE SALlL 1412011 212863312 234 372 Yas v
Order 2035152 CHILDREMS MATI M1171508 Mucleat/RAD Cash Mortheast BALTIMORE SALlL 1412011 212992452 176,453 Yas w
Order 2038710 PROHEALTH KB00dTC Dynamic Imaging  Cash West SEATTLE SALES 142011 212992452 124 586 Yas v

*seF VARICENT

an IBM® Company © 2013 IBM Corporation
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SmarterAnalytics
Intuitive View of Rule and Plan Logic

» Varicent automatically creates visual data diagrams for easier troubleshooting and
plan management

» Drag and drop to add new tables, business rules (calculations), compensation
plans or reports

e 1 TRIT

|"!""-"—"'I < VARICEI]

e [G]s AOSHas - B-[Fle sm- 0500 ML B L~ = ()@ 1
Palette | Sagrch * Top

Farms & Maragairrl Repeis J

A A
ww...; R—— J _E
A - A
: - .
N A

.TEEEEEE

*%# VARICENT ———
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SmarterAnalytics

Wizard Based Calculation Builder
= Easily create or modify calculations using Excel formula syntax

= Copy existing rules or start new ones from scratch

Calcubation Wizard - A58 Tiered Todal Gress Payout - Siep 3
Define Formula
I Cata Source T
ESM Tiered Transaction Payout
R5M Tiered Transacti... d J J @
T e 10 v Flars Walu
(LFTES e HT
Transactions J
Invoce_Dabe  Collecticn D Regicral AF  Reverue_Bcc_. Troacl Custamer Amoaet Merm_ -
B Detew Farmula Select function = | & | = | = L2 e LD =] |lz= |==l e s 8=
SUM{RSM Tianed Transaction Payout. Vialus)
Cancel Preaous B

% VARICENT

© 2013 IBM Corporation
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Preview Each Step of the Calculation
» Preview calculation results as you build compensation plans

= Make sure you configure rules correctly the first time to avoid troubleshooting later

Calcubation Wirard - AS& Tiercd Todal Gross Payoeud - Siep 3

Define Formula
W Data Scurce =

e Sl | coveiton Emyee Calculation Viewsr - Showing B4 of B4 Entries

RSM Tiered Transacti... Payesll  Plan_Component_Type 1D Marths | value
POOO1 RSMPCTOL 2012, MONTH 05 3087.00
R FO001 RSMPCTOL 2012, MOMTH 06 5406,00
FO001 RSMPCTOL 2012, MONTH 0?7 154150
p— FOOO1 RSMPCTOL 2012, MOMTH OB 1914.50
FOOO1 RSMPCTOL 2012, MONTH 00 7554,00
PO001 RSMPCTOL 2012, MOMTH 10 3534,00
FO001 RSMPCTOL 2012, MONTH 11 7819.25
FOO01 REMPCTOL 2012, MONTH 12 4874.75
= FO003 RSMPCTOL 2012, MONTH 01 1445850 [—

FOOOZ REMPCTOL 2012, MOMTH 02 36380.50
FOOO3 RSMPCTOL 2012, MOMTH 03 42198.50
FOOOZ RSMPCTOL 2012, MOMNTH 04 59191.40
POOOZ FEMPCTOL 2012, MOMTH 05 383%4.00
POOOZ REMPCTOL 2012, MOMTH D6 4210200
FOOO3 RSMPCTOL 2012, MOMTH 07 '55720.00
FOOO3 RSMPCTOL 2012, MOMTH 08 20427.25
POOOZ FEMPCTOL 2012, MOMTH D9 37219.50
POOOZ FEMPCTOL 2012, MOMTH 10 44322.00
FOOOZ RSMPCTOL 2012, MOMTH 11 3843125
FOOOZ RSMPCTOL 2012, MOMTH 12 37992.00
POO04 REMPCTOL 2012, MOMTH 01 20121.50
POOO4 FEMPCTOL 2012, MOMTH 02 27472.00
jEaocel FOO04 RSMPCTOL 2012, MOMTH 03 21331.50
FOO04 RSMPCTOL 2012, MOMTH 04 24670.50 |
POO04 REMPCTOL 2012, MOMTH 05 28017.00
... % R POOO4 FEMPCTOL 2012, MOMTH D6 25848.75
*# VARICEN'T s e—

an IBM°Company "__.,'.!.?T.Emd y e

SUM[RSM Tiened Transsction Papout. Valed
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Why Creating Plans is Faster with Varicent

» Global Calculations — Administrators can reuse previously created calculations in

an unlimited number of compensation plans. Centralized creation and reuse of
calculations also means that testing and verification processes can be carried out
more rapidly i.e. if you are using the same Gross Margin calculation in more then
one plan you only have to build the calculation once and then you reference it into
each of the plans (Regional Managers, Division Managers and Store Managers
etc...) that is using the calculation. Typically fewer data feeds (the same data
table can be re-used across multiple plans)

An open data model allows for the creation of, for example, structural tables (for
control picklists), custom tables (for compensation rules such as tiers, and payout
rates or levels), and data tables (for each data source)

Sensitivity Module: Ability to mock up changes to plans without having to build out
new plans or calculations (allows for very quick and simple creation of ad hoc
what-if analyses).

% VARICENT
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SmarterAnalytics

Why Creating Plans is Faster with Varicent

= Easy association of plans to payees. Can quickly drag and drop payees to plans
and specify effective dates.

= Calculation engine that combines both rules-based and user-defined calculations
(supporting Microsoft Excel-like syntax from within the application that Varicent
then automatically converts to database syntax). This makes Varicent
calculations more concise and inherently easier to understand and implement

» The use of Microsoft Excel syntax for calculations significantly lowers the training
time for compensation administrators, who can become Certified Varicent
Administrators with as little as two-three days training. This short training time
also lowers the risk when an administrator is unavailable or leaves the
organization, as new administrators can be quickly trained.

» Preview ability for calculations — as you build each step of your calculation, you
can see how it is impacting your data set rather than waiting until all your
calculations are built and then having to create reports to verify that the results
returned are the desired results.

% VARICENT
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Calculate Results

» Users can select which model elements to calculate when performing a
calculation

» The calculation engine automatically recalculates only those records and periods
where data has changed since the last calculation, further avoiding long
calculation times

Yaricent - Windows Service - RTI7
Filz View Admin Tools Help

i 1) s s

k';:l’:;l Calculation Type: R sl n -l B Mty

~ [l- Calculatel ’.E' FteFrE.-ﬁhl

Last Full Caloulation: 27062012 10:13:18
Last Calculation: Mya

Last Calculation Duration: 00:00:12

All Active Plans and All Reports v

LN
[ LT

Compensation Plans and Associated Reports
Compensation Plans

Tailored Reports

Results for a Specific Payes

Web Forms

Presenter Reports

% . Scenarios Wor e

%" VARICEN'T
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Calculate Results

= A progress status bar provides visibility into the progress of the calculation
as well as an understanding of how long the process will take.

Varicent - Windows Serwvice - RTI7 |:||E||E|
File Wiew Admin Tools Help

2] catcutation 0" VARICEN']

#n IBM” Cormpam

ia‘f" Calculation Type: |AII Active Plans and All Reports | Calculate ' Refresh

Calculating... (62 % Complete)

Earnings

(NRRRNRNRNRNRNNRNRNRNR R NANRRARRRRRARD | [ cancal |

00:00:16 Elapsed

4 minutes remaining

Computation Log
Calculation Started At 07/18/2012 07:29:38

A

o, .
@_0_ . ®
%" VARICENT
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Integrated Workflow and Alerting

= Varicent’'s alerting and workflow capabilities facilitate approval and other
processes and reduce administrative activities for all system users

14

T (o =g

e o ek ] B bl

Wb Tabe | Groups | Trees | assignment | 540 O | (nquiries

"F VARICEN]

= il Compereation Pl
T |Regioral Salkes Manager Flan
| Reqioral account Exsotiss Pl
¥ Tailored Aoports:
= i Dvocu morks:
010 Commiss ion Pavment Schodu e pdf
| ffice Seourity Infor mation pof
= i Wich Forms
& owanrd RTT Poirks:
@8 1B Manager Wiorkshoct

& MiEzing Trareaction Ao iow

&8 e Wkiorm

&8 Mon Cual fying DEpu Report

&8 Flan Papout Riasies B Scirsimaris

&8 Flan Papout sk Ad petmers badup
&8 Cuscka Actistrodrd: For

&8 ok P :

By Feqioral AE O ity Forscaching
&8 Regioral A Plan Documant Sppnoval Formn
& Regioral AE Seif Caloulsbr
&8 Regioral Plarn ing by Mot
& Report MEsing Trarsactions
&5 Sades P Plarning by Mo
30 Pasoak Appacaal
B Sk Trarmaachions Wiodahoct

& Termporary Tarr kory Corserage

& Tarralign adap

& Tarrtiony Aaaigrenent Form

@ Terviiory Deadirdir

& Top Down Gucta Planrrg
i Preseniar Raports

D achmin Siafucs Rt

@ Coat OF Cormpersation

& Excaption Report

L Irnaces Peccr

[

&

B - Fh et |
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Color-Coded Approval Process

= A color-coded display with full audit tracking provides insight into which reviewers
have signed-off and which are still pending

Fle WView ddmn Too: Hdp

i -
: "3 VARICEN']
e 5 | gENE
Wweb Tabe | Groups | Trees | assignment | 5gn OFf | Inquiries
Eu“. -;ﬁi"‘ e
| = 8 Compereation Plare [l
_IRegioral Sakes Manager Flan
__|regioral Account Exmouthes Plan
¥ Tailred Reports
= /i Documenis
2010 Com mission Payment Schoc o pdf
| Cffice Eeour by Imior martion, pof
= 1 Wich Forma
&8 towand RTT Points:
&8 MBO Manager ‘Workshoot

& Missirg Trareaction Roiow

& P Wnbform

&% fon Cual fving Dlspum Report

& Flan Fapout Fasiew B Sdjstmaris

@ Flan Fapout Feiew adjusiments badop
& Quota sctiustroant Form

&7 Cauicka q

¥ FOrecastrg
& Ragioral AE Plan Doou mant speroval Form
@ Fegioral 4E Selif Cakolator
& Regioral Plarning by Mo
E‘Rﬂwlrdr;srq Trarsaciions

CppOr Ui

& Sakes Pap Plarning by Month
50 Payok Sppaoval
o Sl K Transactons Works ot
& Temporary Tarm bhory Coverags:
&) Tarralign aap
& Tedritony Asaigrimant Form
& Terriiory Dafirdiion
o Top Do Sucka Planrrg

= Presenitar Faporis
@ Acdmin Stahi Report
D Cosk O Cormpersation , m=se
@ Esvaption Fopor ‘—'%-I

| @ Trnace Raport
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Integrated Inquiry Tracking

» The inquiry management tool allows analysts and administrators to see the status
of issues throughout the system and the queue of issues currently awaiting
resolution

= Once an administrator has taken ownership of an inquiry, they can add
comments, attachments or close the issue

Yaricena - Windews Service - RTIT

Imqubries Assigned To Adminixiraion
o Cresed Croator Stakus Catogary |-..||:$. : BN
" 5 202Nz {PO013} Dian Huddle Cpen Adpstments Issue \ a“{ I[. -]".n_ |
ﬂm 4 1107 5081 (RO} Dan Huddle Cpsn Transaction Crediiad Incorectl m I Cpy
—r— 3 1107 &0 (P00 1) Coan Hauckd e Open sclprsiments bsis
.ﬂrﬁ_m_Tm.mmm.@uﬁ Inquiries 5 o ik
ATV REA N o P s
¥ Bl Compenaation Plans
| Regioral Sakes Maragar Flan | i
" Regional ACour ExCutive Flan { Incpiry 10: = Btatus: | gpn e
¥ Tailored Reports Creatur: {PON13) Clan Huddle Category: | Transacton Cros |
& Bl Donrnents g
& 3 Web Fovms Wik flow Group
& B Presenter Reports
Attachments:
- Fadel ., e
Al Comnent:
L i}
[ Tima: 206,Z001 10:52:00 Author: (FO0L3) Dan Huddle -
mHmmmﬁhwmﬁmmﬁ}-tmﬂ.m.mﬂm“w. =

o, .
@_0_ . ®
%" VARICENT
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Workflow Admin View After Inquiry

= When an inquiry is made, the inquiry flows through the organization according to
the defined workflow process.

Varicent - Windows Serwvice - RTIF

File wiew aAdmin Tools Help

oo R

| wieb Tabs | Groups | Trees | Assignment | Sign DFF| InQuiries |

=0 W 7 0 N O = O R e I, [ O TN 6= - SRR LN
-~k Participant Profile -~

- Pay Distribution

o ] Payee Dristribution

P o2 <~ VARICEN']

an IBM™ Cormpam

- AE - Horth East LISA AE - Canada

Inguiry Details: #5

Trucuiry 10 " Status: w

Creator: (PO013) Cusr Husclelhe Cateqory: Adjustments [z W

‘workflow Growup:  AE - MNocth East USA,

Attachments:

Audd Comment:
— |
Previous Comments:
. @ o’ ® Imes: 220272012 13:51:22 Author: (FOOLE) Dsn Huddis o
.‘:.. VARICENT (-0 tErl"'litEh' & mistaks Wil this month's Commission. -
an IBM® Company fsfre Llose © 2013 IBM Corporation
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Audit Trail Reporting

= Varicent SPM tracks all system activity including user log-in/off, data or process
changes and executed tasks with date/time stamps

e Type User 10 = - = RE|IS 1 - YEssans
sdministrator admin Crata Saved OL05/2012 10:53:53 Data i Tablke Payee was successhully sswed,

Asdminisir ot adrmin Composer Crata Saved 01,/05/2012 10:53:4 Data in Table Payee was successhully saved
sdministrator admin Compose Crata Saved O5/2012 10:53:43 Data n Table Payee was successhslly sswed,
Payes - Changed by admin at 03/01/2012 10:53:47

____________ TOODG MRS, dclarkson@rt.comn (310) S55-3838 =)
Selected  POOLS Debbie Clarkson MRS, dclarkson@rti.comn (310) S55-3838 ToO3 PODO3 usD 24,
Current  PO0LS Debbie Clarkson  TOOOE MRS, dclarkson@rt.comn (310) S55-3838 ToO3 POOOE =)

oor VARICENT
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Scenario Modeling

» Modeling enables users to forecast the impact of plans prior to implementation for

budgeting and cost management

» Create as many What-If scenarios as desired and easily compare them to each

other or to the current plan

& W e B8 D

MGMT Plan Rate Changes |

mom | @ (=

This workspace is 2 snapshot of the model as of [3/24/2011 11:07:01 AM] and does not include any changes made o the model after that time. Click here if you want to retrieve the latest model changes.

L x . gm w, b 4

Increase Payoul Rates across the board by 10% | 4 Increase Payoul Rates by 15% for Net Revenue achievement over 104%e only | 4

+ [m MeMTPayoutRates | | « [= MomTPayourates

=, Increase Rate by 15% (Met Revenue achievement above 1043 only)

(CAL) 2011, MONTH OI - 2011, MONTH 12

=, Increase Rate by 10% for all achievement levels
(CAL) 2011, MONTH OF - 2011, MONTH 12

Reports

Report Type |Payes Comparison = | Base Scenario Target Scenario | Incresse Payout Rates across the board by 10% v] Compensation Plan | all Compensation Flans ~
Period |All Pericds - | NMumber of Chart Items 10 &}
Base Earnings Scenario Earnings Change in Earnings Percent Change Change in Earnings

Manager 1 $0.00 £0.00 $0.00 0.00%
Manager 2 $10,800.00 $11,880.00 $1,080.00 10.00%
Manager3 £20,000.00 £22,000.00 £2,000.00 10.00% 2500

2000

1500+

L0

‘
— - ™ =
£ £

Base Total: $30,800.00 Scenario Total: $33,880.00 Delta Total: $3.080.00 Percent Delta Total: 10.00%

e VARICENT
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Generate Payroll File

= Varicent can create output files to support different formats required by various
payroll systems

= Compensation analysts and administrators can enable the pay file to be
generated automatically by the Scheduler or run manually

= Separate pay files based on geography, channel, or other dimensions can be
easily created

P 6 e Bl s B OO E e By 8 S X8
Frocess Last Fun Status M
L) Mightly Imparts 2010-07-00 11:05:31670 (@ Publishing data fram:

L) Lock Model

L) Hieracrchy Updates

L) Plan Updates Flease select a destination:
-

) Dispute Updates 2010-08-23 23:56:46,383 ]
L) GEH Transaction Imports

Total Compensation Payout

Microsoft Dynamics CRM
Portable Docurment Format
Salesforce.com

Text File

*seF VARICENT
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Agenda

Sales Professionals
Sales Managers
Compensation Analysts & Administrators

Quota Setting & Management Examples

LU

Territory Management & Optimization
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Quota Planning

1. Set top-down revenue targets by
=  Geography, and/or
=  Account, and/or
=  Product line

2. Perform detailed bottom-up plans by
=  Territory, and/or
=  Account, and/or
=  Product line

3. Enter Quota Adjustments

% VARICENT

14
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Quota Setting & Management Examples
» Sales Managers can set targets for regions then submit them for approval

= Top-down quota planning forms allows for central planning of quotas for an
organization by any dimension (product/region/channel/account, etc.).

'&:\""-'.'u R Il._:_ '\__I Farformance Balas Coerations ia Planning Tesrriory Management = 1 dkareri@vancent com
Top Do Quota Flanning Regional Flanming By Maonfh Sales Rep Flanning By Maonth Guita Adjustments
Top Down Quota Planning

Ll this form to complite & Top Down Quata Plan for the current yeer, You will first be required 1o set & quota at he region kvel, nchading 8 buffer. &t any time you can hit the Caloulate icon to caloulate. You can fen Fansfier that o your
Final Quota by chicking on &, or semply enter 3 Final Quota amount

By clicking a Region vou will be ahle o ther set the State lewl allocation, quota, buffer, At ary time you can past a final quotas At any tire o can hit e Calculabe icon o cakculate. By hitting submit the entine workshaeet will be entered nin

tha database pending the proper spproval

Regions [}
Region Revenue (5} Buffer (')  Resall {§)  Final Quola |5}
LEEA Cenltral  550,000.00 800 S7T.S0000 577 200,00
USA Northeast  526,000.00 500 55,250000 551 250,00
USA Moriwsest 500,000,000 00 55,0000 525 000,00
|JSA Southeast  475,000.00 500 483750000 488 750,00
112 Soulhwoest  G00,000,00 SO0 E0,00000 630100000
2650, 00000 2. TRZ500.00 2. TRZ.500.00

Submal To Excel {xls) To Excel {adsx)

*seF VARICENT
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Quota Setting & Management Examples

= After setting top-level targets, lower-level target (e.g. state level) allocations and

buffers can be set and submitted

'%*'.'.'.lm_rh..*g Farformance Balas Coerations jota Flanning Tearriory Management

2ucia Planning Top Do Quota Flanning Regional Flanming By Maonfh Sales Rep Flanning By Maonth Guita Adjustments

Top Down Quota Planning

@ L dusendvaicentcom

Final Quota by chicking on &, or semply enter 3 Final Quota amount.

Geographical Territories

kKay Lee Geographic - Central 1
Gene Gray  Geographic - Central 2
TedVettra Geographic - Central 3

Total

*seF VARICENT

an IBM®Company

15

the database pending the proper approval.
Regions
. = kit BB o S Employee Territory Name  Prior Year Allocation
USA Central  550,000.00 500 57750000 577 £00 (0 Hookings () P
USANodhasst  §24,00000 500 %81,250.00 551 250,00
UISA Northwest  500,000.00 500 52500000 swomm | Named Accounts
sl ) 500 BTS00 40875000 Tarnara Yelle Mamed Accts - Central 1 104,000.00
B " s ammw | TalPalmer Named Accts- Central 2 92,000.00
2,650,000.00 270250000 2,702.50000 ,ooa.
; 202,000.00
Submil Ta Excel [xis) To Excel {adsx)

Amount to Allocate:

113,000.00 3500
88,000.00 32.00
146,000.00 33.00
348,000.00 100.00
§50,000.00

L thig form 1o complite a Top Down Quiots Plan for he current yesr, You will first be required 1o set & quota at the region level, inchuding a buler. At ary time you can hit the Cakulate icon o caloulate. You can then ransfer that o your

By clcking a Region you will be able o ther set the State lewel allocation, quota, buffer, At any time you can post a final quota. At any tirne you can hit e Calculate icon to cakculate, By hitting submit the entire worksheet will be entered nko

Employee

Quota (%) O

109,200.00
102,900.00
212,100.00

365,400.00
127,890.00

116,928.00
120,582.00
365,400.00

Total
uota (%)
18.91

17.82
36.73

22115
20.25
20.88
63.28

§77,500.00 100.01
© 2013 IBM Corporation
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Quota Setting & Management Examples

= Prior year actuals can also be used as a starting point, using spreading and other

trending techniques to allocated future targets

= A sample bottom-up quota planning form allows managers to set quotas by

individual salesperson and account, and aggregate the results for analysis and

adjustment as needed

W‘-, LHECEMT Feformarce Gales Operadons Terton Management

Quots Plasring Top D Quits Plansing Seias Rep Manning By Monin gy lE Al jurEtme

Regional Planning by Manth

B L dkrevEvancentcom

Frior year acual numbers can alsa be the startng point for your rew plan. The Forecast Methcd) can be used o initialze your guota acrording o diferent planning approaches while the resutting rumbers can be cvertyped or adpusted by
sbeoiute or peroent smounks,

Previows Yea

Regian JAH FER MAR PR MY AIH JUL RLG SEF [+ ) MOV DEC Year

LIBA Canlral 10,256 11,265 12/m3 10562 10486 11,568 1,205 11,005 12,305 11,1040 1TLADS 1), 6Ea 139,450

ik Morthe ast 3,658 10,251 8862 10,250 8996 11.058 9,585 11,356 10,356 11,365 11,365 11,350 136,551

LISA Marinesed 11,265 10,258 1212 8906 11462 VLB 13,00 11 588 1340 11,853 12586 13,500 143,353

L6 Southessd 11,560 13,085 13562 13560 136598 13658 13,000 13,385 13666 13355 14,005 15,653 160,843

LISA Souttrem st 10B55 11,204 12,384 11,2486 11,980 12,685 12,08 13,530 12,840 12086 14,860 14,682 142 844

Ca sl Yeam

Hegan JAN Fin MAR L MY JiN JuL AL SEP ocT s DEC Year Ferncasl Mathod Ryt

gk Cantal 10,256 13 268 13003 115852 11485 12568 12208 12,105 13,305 12,890 1350 14 pEg 151 450 = I Wom
LIS banithe et 10222 0222 12I7E 10222 n.xz 12,776 0232 22 12778 0,222 LEReRE 12 776 133,60 L 0 %ew
LISA Morthres s 11023 05 13,557 10,923 11,002 13538 10,575 0,248 13,762 10,292 0812 13,778 143,10 ol 0w
UEh Southeast i ] a a 1] o 1] ] 1] 1] 1] 0 a = 0 Wea
LIS Soutfren sl [ ] a 2] o) [ o J a Q Q o a L 0 %ew

e VARICENT
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Quota Setting & Management Examples

= Quotas can also be assigned by individual Account or other metrics (e.g. product)

Customer Planning by Moenth

Fresdous Ve Customes Data

Crmread Vear Allocaicirs

Once Sales Rep plans are done, you can assiogn quota to customens using the form below.

9,659 9,862 11,058 9,985 11,256 10,256 11,285 11,365 12,350 126,551

Do ghrty, Kriging O o7, 247 ar. 347 121,684 a7, 347 a7 34T 11 684 o7.347 97 247 121,684 ar 34T or, 247 121,684 1,785,512
Cougherty, Kristine O 91,612 BTE12 109,516 BT E12 8TE12 109,516 BT.E12 8T 612 109,516 T e BT 612 109,516 1,143,960

[i] 4,000 5 000 4,000 4 000 5 000 4000 4,000 5 000 4 000 4,000 5 000 48,000

Dougherty, Kristine O 3,100 3,100 4 000 3,100 3,100 4 000 3,100 3,100 4 000 3,100 3,100 4 000 40,800
Dougherty, Kristinge 0. 2535 2635 3,168 2535 2635 3,168 2E35 2635 3,168 2635 2535 3,168 33,752

- - o o o [i] ] [1] ] o [i] i a ] [

Sales Rep Flanning by Month

COnice reglonal plans are done, you can assign guota to individuals using the form below.

Previous Actuasls 1S4 Central 10,256 11,265 12,003 10,562 10,985 11,569 11,205 11,105 12,305 11,8490 12,605 13,680 139,450
Current Quota LISA, Cenbral 10,256 13,265 13,003 11,562 11,984 12,569 12,205 12,105 13,305 12,8490 13,605 14,698 151,450
Current Unallocated IS4 Central 10,165 B AE 12,444 11,003 11,427 12,010 11,646 8,546 A, T46 03N 10,046 14,140 126,968
Doug Harey UBA Cenbral 7 4 4 4 4 4 4 4 4 4 4 4 121
Daniel Quinn USA Central & B 565 33 3= EEE] 333 333 3333 Efccs) 3333 3333 333 1,901
Dorra Wisaman UISA Central 232 22 22 222 222 222 222 s 222 222 222 2460

- - o o u} u] a o 0 o u} a i} [t}

oe" VARICENT"

an IBM®Company
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Agenda

Sales Professionals
Sales Managers
Compensation Analysts & Administrators

Quota Setting & Management Examples

LU

Territory Management & Optimization
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Territory Management & Optimization

1. Model and create optimal territories using TerrAlign
2. Assign Reps to Territories

3. Review Territory Potential

*seF VARICENT

an IBM® Company © 2013 IBM Corporation
15



[[rn]]
!!:u:
!.iil
&

SmarterAnalytics

Territory Optimization through TerrAlign

= View zones and optimize based on various metrics, including size, drive times,
potential, number of customers/accounts, total sales, growth, etc.

= Visually identify non-contiguous territories and other exceptions
» Build location based and/or zip-code based alignments

» Faster and more effective automatic territory optimization features that can handle
thousands of territories and minimize customer disruption

= Prebuilt Drive Time Network to optimize based on driving distances and time

S VARICENT

an IBM® Company © 2013 IBM Corporation
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Territory Optimization through TerrAlign
= Drill into zones to optimize territories at any level

= CallMax: automatically build daily or weekly call plans to help each salesperson
meet their call targets

= Automatic batch map generation (including to PowerPoint slides)
= Build weighted attributes on the fly

= Gain/loss report shows changes made between multiple alignment scenarios

&3, File Edit View Area Optmze Report Tooks eMap Help
he awa @ QM kx & ® Dyloeosas A /& .- | =

mrs-suééx.l

Symbol  Layer

mmmmmmmmm

*seF VARICENT
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Territory Definition

= Use configurable Territory Definition forms to manage effective-dated territory
allocations based on any criteria

= Easily manage assignment exceptions and overlays

Territory Definition

Tarrivory Ownership
Start Date

1/1/2012

s W= b b=

Territory Rules
Geography Rules
FILTERED GEQ

ALL GED
FILTERED GEQ

Customer Rules

FILTERED ACCOLINTS
FILTERED ACCOLINTS
FILTERED ACCOUNTS
FILTERED ACCOUNTS
FILTERED ACCOLINTS
FILTERED ACCOLINTS
FILTERED ACCOLINTS
FILTERED ACCOLINTS

ALL CUSTOMERS
FILTERED ACCOLUNTS

Product Rules
FILTERED PRODUCTS
FILTERED PRODUCTS

AlLL PRODUCTS
FILTERED PRODUCTS

Select iy definitions using the multi-select picklists belowr,

End Data
Gy =0 /2012

Countrg
s

Hamed Account

IMARAED: ACCOLNT S
MAMED SACCOUNTS
MAMED ACCOLUNTS
MARMED: ACCOLNTS
haMED ACCOLRTS
MARED ACCOUNTS
MNAMED ACCOLLTS
hLARED: S0 COLNT S

Product Familhy
NETWORK ADAFTERS
OFTICAL

Wiew Transactional Details

[0 ] NHame
FOOLE Carol Brown
POO13 Diam Hudd e
State Tip

L ALl
Account

T-ELEVEN, INC

ADT SECURITY SERWVICES, INC.
ALCOA CONSUMER PRODUCTS
A0 TIME-WARKNER

FEDEX CORPORATION

AP NG

JOHMNS0OMN & MOHNSOM
MNORDSTROM, INC

FProduct
AL
AL

e VARICENT

an IBM®Company

15
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Territory Assignment

» Use configurable Territory Assignment forms to manage effective-dated territory
assignments based on any criteria

= Easily manage assignment exceptions and overlays

'W‘l'll?lilll_'“:'_l' Pemamnance Galas Operaions Quata Planning T'emitory Management =
Tarrilary Dafindion Transadlion Crediling Datails Terribary Assignmen Tarnporan Temibor Covarage Tarrilon Podendial Tarrilary Oplimizalion
(CA) Califamia A
Apply
Tarritory Assignmeant

Managers and sales leaders can use this sample fonm b make tertory assignments, A1 assignments within Waricant are fracked with stat and end dales in order to ensure accurale crediing and compensation calculations

Payee Territary Start Date End Date
w w

Dan Hudsle Califormia ArAr2010

Debbie Clarkson California A212008 1200

Claiy Graan California 1120048 F/R2010

S VARICENT

o°
an IBM* Company © 2013 IBM Corporation
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Territory Potential

= Create Territory Potential reports to analyze current territory potential and plan for
future deployments

= |dentify over and under-performing territories and potential capacity issues

Dashboards  MyTeam  Manage Comp  COuotas  Territories
Territory Definition  Territory Assignment  Temporary Territory Coverage  Territory Potential | TerrAlign eMap

Territory Potential - USA

This report compares your current sales force deployment strategy against the estimated potential for each territory, as analyzed through syndicated data. The previous
years sales performance results are also provided as a comparison to aid you in planning your future deployments.

wUnderserved W Overstaffed

Ali sales are reported in thowsands (000s)

Territory 2011Potential 2010 Sales PercentChange  Number of Reps ;:"“E Sales Per  gales capacity
Alabama $1,640.0 $2,830.0 -42.0% 1 $2,830.0 173%
Alaska #1,370.0 #1,580.0 13.0% 4 $395.0 115%
Arizona $2,500.0 $2,000.0 25.0% 2 $1,000.0 80%
Arkansas $2,230.0 $2,410.0 -7.0% 1 $2,410.0 108%
° Calfornia $2,220.0 $2,760.0 -20.0% 5 $552.0 124%
0,0, o Colorado #1,110.0 #1,800.0 -38.0% 3 $600.0 162%
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Graphical Overview of Model
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Graphical Overview of Data Flows and Logic and Data

Preview Capability

File View Admin Tools Help

Home E Geo Maps IT‘

QR X2

Refrash | .  Copy

~a

|Link|

& @ $va

- | Fit 2o Windaw | wisibility | Al | uses

[l

Delete | Muiti- Edit Used By ‘ Sidebar] | Viewsr | Font

i - @ cﬁ 0‘ 18% -

| Expand Links| Collzpze Lmks‘ Export | Zoom-Out Toomdn  Zoom-Level

4

Navigation | &

E Component

~» Top > Geo Maps

& Geo Maps

Table

=
H Assign

' GEO Targets

Geo Map 1 Geo Map 2 Geo Map 3
HH Calculation
it (N k) §)

|I ' Data Store

GeoMapDatal

“| ||| Presenter Report

Overview
e_8_ g a
TransD | Address PostCode | City _Canton | CantonAbbreviation | Country  x  y  Vari pD  Vari pShorilame  Vari ProductlD | Quantity  SalesAmount | TnwoiceDate
3 TROOO1 Kronenstrasse 10 8134 Adliswil Ziirich ZH Switzerland 682292 240670 25 ZR Zurich POOODDS 5.00 1250.00 3/8/2013
I Troooz Zirichstrasse 81 8910 Affoltern am Albis Ziirich ZH Switzerland 676796 236784 25 ZR Zurich PODOD10 20.00 4000.00 3/21/2013
| Troooz Ziirichstrasse 81 8910 Affoltern am Albis Ziirich ZH Switzerland 676796 236784 25 ZR Zurich FOOOD08 13.00 3250.00 3/24/2013
: TROO04 Obere Bahnhofstrasse 21 8910 Affoltern am Albis Ziirich ZH Switzerland 676395 236668 25 |} ZR Zurich POOODOL 11.00 2200.00 3/22/2013
TRODOS Thurtalstrasse 8 8450 Andelfingen Ziirich ZH Switzerland 693359 272299 25 ZR Zurich PODOD04 15.00 1500.00 3/25/2013
| Trooos Bettswilerstrasse 58 8344 Béretswil Ziirich ZH Switzerland 709101 243416 25 ZR Zurich POD0ODD3 11.00 3300.00 3/28/2013
I TROOO7 Bahnhofstrasse 4 8494 Bauma Zirich ZH Switzerland 708770 247310 23 ZR Zurich PO0OD10 7.00 1400.00 3/21/2013
: TRODOB Dorfstrasse 36 8494 Bauma Zurich ZH Switzerland 708772 247250 25 ZR Zurich POO0O10 16.00 3200.00 3/12/2013
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Scheduler — Manual or Automated Processes

k.l IBM Cognas ICM - Lo
Eile View Admin Tools Help
‘ Home | Composer |l_¢_!_| Scheduler F‘ ~ 0
© X L@ @ pbaEaAR
Refresh Delete | Add Process Add Task ¥ | Scheduleltem Runltem | Expand All Collapse All Font Find
| Process Last Run Status  Next Run Time Scheduled
+ ) Nightly Imports 2010-07-09 11:05:31.670 (2

% Lock Model

= Hieracrchy Updates

= Refresh Inquiries 2012-09-14 17:25:39.380 &)
&) Fact Table Generation

=2 SFDC Opportunity Import ~ 2011-10-04 18:09:53.880 @

# 2 Star Schema Population

<12 Plan Updates

# 2 Monthly Payroll Export

# Dispute Updates 2010-08-23 23:56:46.383 (]
=+ Refresh Adjustments 2012-09-14 10:25:01.987 V]
©® Transfer ESRI Map Data | |

& GEO Map Export for ESRI
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High Level Performance Summary

.::"b“ VA |{|(_._,lu'\“;[.' My Dashboard My Plans My Eamings Credit Requests GEOQ Reports & L dhuddie@varicentcom ¥
GEQ Sales Report GEOQ Target Performance
Inquire Generate PDF
H Date Report Run:
Sales Performance Chart for : Switzerland P

Friday, March 08, 2013

Sales Amount by : Canton

Click on a record for more details

Basel-Landschaft 229,400
Basel-Stadt 478,720
Bern 1,048,200
Eribourg 167,250
Genéve 445,840
Graubtinden 56,830
Jura 15,210
Luzern 663,310
Neuchatel 14,700
Schwyz 115,120
St. Gallen 377,720
Thurgau 148,240
Vaud 38,220
Zirich 448,420

| W Below 500,000 CHF B Between 500,000 and 1,000,000 CHF B Over 1,000,000 CHF

& 2013 IBM Corporation
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Drill Down Report to More Detail

My Dashboard My Flans My Eamings Credit Requests = 1 dhuddie@varncent.com ¥
GEO Sales Report GEOQ Target Performance
Inquire Generate PDF
Sales Performance Chart for : Switzerland D R
Sales Amount for : Basel-Landschaft A

Click on a record for more details

Gy . vale |
Augst BL 6,720
Einningen 17,750
Bottmingen 6,100
Erislach 8,960
Bubendorf 1,950
Frenkendorf 11,650
Gelterkinden 8,650
Grellingen 4,700
Hilstein 5,210
Laufen 18,120
Lausen 26,220
Liestal 33,790
Muttenz 27,720
Miinchenstein 30,560
Oberwil BL 14,580
Ormazlingen 6,720

| M Below 500,000 CHF M Between 500,000 and 1,000,000 CHF W Over 1,000,000 CHF
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Drill Down Report to Individual Locations

My Dashboard My Plans My Eamings Credit Requests <] 1 dhuddle@varicent.com ¥
GEO Sales Report GEO Target Performance
Inquire Generate PDF
H Date Report Run:
Swiss Sales Performance Chart > Rep
Friday, March 08, 2013
Sales Amount for selected Canton and City Canton City Value A
Basel-Landschaft Binningen 17,750
Home
TransID InvoiceDate Address City Canton ProductiD Quantity SalesAmount
TR1027 3/20/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft POOOO0S 7 1,050
TR1028 3/1/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft P0O00O0O03 20 6,000
TR1055 3/7/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft POOOOO3 12 3,600
TR1056 3/15/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft P000010 14 2,800
TR1083 3/30/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft POO0OOD4 7 700
TR1084 3/19/2013 Hauptstrasse 49 4102 Binningen Basel-Landschaft P0O00O0O09 20 3,600

(€ 2013 IBM Corporation
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Target/Quota Based Performance Report

S VARICENT

GEO Sales Report

Inguire

My Dashboard

GEO Target Performance

My Plans

My Eamings

Credit Requests

GEO Reporis

Sales Quota Performance Chart for : Switzerland

Percentage Sales Performance to Target

Bern
Basel-Landschaft
Basel-Stadt
Fribourg
Genéve
Graubiinden
Jura

Luzern
Neuchatel
St. Gallen
Schwyz
Thurgau
Vaud

Zurich

105%
46%
96%
167%
89%
114%
6%
133%
98%
151%
115%
148%
153%
60%

Date Report Run:
Friday, March 08, 2013

*seF VARICENT
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