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Desired Qutcomes
2 Improved quality of calls

2 Expectations established for
behaviors

1 Enhanced value of the enterprise

2 More “at bats” with better “on base
percentage”
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o “The guy who lost it 4 years ago has been
In touch with me every 2 months since
then.”

o “I love the dealer, better than | did the last
one Iin fact, they do everything | ask when |
call. But, with Toyota | don’t have to call.”

o “I have had machines for several months
and | haven’t seen a report on hours or
service cost yet”.
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Design an approach that allows the sales
person to spend the most time in front of
customers that have the most money to

spend.

Seventy (70) cents on the dollar is spent by A and B fleet size customers
* Fleets of 10 machines or larger
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Getting Started

o Establish your Account
Priority
o Descending Dollar
Exercise
o Ownership Records
« Alpha and Evergreen

o Add your Prospects
o EDA/TAP

e D&B
e Purchased Lists
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Top Buyers (Displays the top buyers in descending order of units financed)

Equipment Class

[@D)

Equipment Description

(Al

New/Used

(Al

Source

(Al

UCC Status

(Al

SIC Code

(Al

Quarter

(Al

UDF County 1

(Al

(Double click in a cell with values to view the details)

Units

Buyer BUYADR1 BUYCITY Manufacturer 2002 2003 2004 2005 2006 2007 2008[Grand Total
International Paper Co 2 Manhattanville Rd PURCHASE HYSTER 109 82 10 201
CAT 8 4 1 1 14

TOYOTA 5 5

RAYMOND 7 7

TAYLOR 13 25 10 1 10 59

CROWN 8 8

TENNANT 1 2 3

YALE 4 16 20

BPR-RICO 4 4

Schenker Incorporated 150 Albany Ave FREEPORT HYSTER 19 19
TOYOTA 3 3

RAYMOND 66 66

CROWN 50 50

TENNANT 2 2

YALE 43 43

LINDE 1 1

Pepsico Incorporated 700 Anderson Hill Rd PURCHASE CAT 16 16
TOYOTA 11 11

YALE 78 26 104

NILFISK-ADV 1 1

350 Columbus Ave Valhalla TOYOTA 1 1

CARGO AIRPORT SVC OF USA LLC JFK INRL AIRPORT BUILDING 261{JAMAICA HYSTER 1 2
TOYOTA 33 7 40

KOMATSU 1 13 23 16 53

TAYLOR 1 1

PRIDE EQUIPMENT CORPORATION 150 NASSAU AVENUE ISLIP HYSTER 2 1 4 9 28 5 94
Phillips Lighting Co 1251 Avenue Of The Americas NEW YORK CAT 23 23
CLARK 3 3

CROWN 3 26 18 3 50

BIG-JOE 1 1

Foodirect Incorporated C6 Hunts Point Coop Market BRONX CROWN 13 4 22 4 29 72
P C RICHARD & SON SERVICE CO 150 PRICE PARKWAY FARMINGDALE HYSTER 6 1 3 16
150 Price Pkwy FARMINGDALE TOYOTA 6 12 18 3 10 49

NISSAN 6 6

Nathel & Nathel Incorporated 357 Hunts Point Term Mkt BRONX HYSTER 20 20
YALE 20 30 50

JETRO CASH & CARRY ENT INC 566 HAMILTON AVENUE BROOKLYN HYSTER 1 1
566 Hamilton Ave BROOKLYN RAYMOND 1 1

101-10 FOSTER AVENUE BROOKLYN HYSTER 1 1 2

1524 132ND ST COLLEGE POINT HYSTER 2 2

RAYMOND 5 3 8

CROWN 11 37 8 56
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o Confirm your profile and call
expectation; monthly

o Account Manager establishes ]
Account Plan (with Team input)

o Monthly war room on top accounts
and prospects

o« Communicates plan to all
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o Confirm your profile and call
expectation; bi-monthly

« Account Manager validates ,
customer information and key
statistics

o Fleet Size
o Competitor
o Maintenance and Leasing

o Account Manager establishes
Account Plan

o« Communicates plan to required parties
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« Confirm your profile and call
expectation; quarterly

« Account Manager validates
customer information and key \_J
statistics

o Fleet Size
o Competitor
« Maintenance and Leasing
o Creates marketing communication plan
e €.g. Leasing program, Product Information

o Depending on Territory — e-Marketing may
be required to append call schedule




o Alignment

o Competitive Strategy

a I
Match

Strategy / Customer

= J

Excellence Scale




i

HYSTER

st (0verage Philosophy

o Competitive Strategy

) ] 1)

_fn

Communicating Identify

Strategy Market Potential | |s it a Unique Selling Proposition?
Does it pass the “So What” test?

Reinforce
Re-Evaluate
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o Call Expectation

_fn

G

7

B Remember to Check the math — iIs the sales team
8l aligned with your business needs?




10:30a Rabert Paint

2452 [uality Storez Sarah Seams

Ba wolverine: safety manager

10a Old Orchard: Howard Weltrman
1:30p Challange manuf; Steve Jones
3:30p uzed tuck: 5 Abraharz & Sonz

E1 C1 [ 2
5 6 i g
Ba Bay Logistics: Harald Tirmmerman 1p S Abrahams & Sonz Incorparated Ba Maint. Review: Kelogg Ca
11a Textron --uzed truck: Mary Cazey 1p Univerzal Truzs: Enic Maxey 10a Steelcase survew: Gary Grasff
Sally Saheb 1:30p H50 quote: Home Acrez Bldg
(e [ K] B3
12 13 14 15

Frark Mayo/ fleet review: Acemco

3:30a James Gunley: L Perigo

11:30a Colurbian Dizt: Bill Eckburg
2p Haviland Products: Richard Garner

daJames Shannon: Meridian
10:30a kary Adams: Finishmaster

10a Dioug *Wiggins

D3

1

E4

C4

19
b annesman Dematic: Charles Bamzey
Aa Herman Miller Incorporated

7:45a T ower Automotive

20

da Spartan Storesz
10:30a Johannes Hofman
1:30p £ondervan

21

Aa Total Logiztics

22

da Meet & Qualify: Rick Hutching

!

5 B5 Ch D&
26 27 28 29
01d Orchard; Howard YWeltman Ba Michigan Turkey: Tom Plainville Aa Eric M axey 1p Greg Boz 9a Steve Jones
1p Mational Mail: Eobert Foint & 30a Meet & Qualify: Sarah Seams
B 1 [R] 2
3 4 h 6

da Heinz US4 Clarence Becker

da Mannesman Demag

9a Suppaort: James Smith
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Actions

Help

33 Today ﬂDag jWD[kWEEk ﬂweek j_ﬂm:mth 20 Find || [} Tvpe a contack ko find (7]

- SearchIn~ Calendar

Find Mow

4 Jure 2008 »
SMTWTF 3

1[213 4567
8 910111213 14
151617161920 21
2223 2425 2627 25
2330

My Calendars

Calendar
[1 calendar in archive Foldsr:
] calendar in Pre april 2006

Other Calendars

[ adams, Mike

[ Beugless, chuck
[ callshan, John
[T mills, Tim

1 Hall, Mark.

[ warliew, Dale
[ Laraia, Paul

[] darkson, Yan
[[1 Marshal, George
[1 saputo, Tom

[ sattler, Bob

[] Schemerharn, Brett
[ smith, Kelly

[ mills, Dennis

[ alt, wes

[ mcneil, Jaime M,
D Jacover, Stuart

Open a Shared Calendar, .,
Share My Calendar. ..

<} Mail

_::l Calendar
=
v
J Notes

Contacts

Tasks

4am
5 oo
6 oo
7DD

800

g
10”
11*
12
1™
oW
3w
4m
cw
6™
7w
g
gm
10%
11%

Monday, June 02 -
B =1Ed
i Fle Edt ‘ew Insert Formab  Tools  Actions  Help
E;E‘iave and Close | 4 ([l |[AT¥Recurrence. .. jlgvite attendses | 1 B | X 5 glta
Appointment Scheduling
Subject: Sample "B" Account Recurrence
Location: ~ | Label: |[] Nane v
App ne ecurrence
Skart kirne; Mon 6/2}2008 ~
Appoinkment time
S Meniol /2000 e Start: [B00AM % |  End: [830AM | Duation: [0 minstes v
[“]Reminder: |15 minutes v Rfcurrence He =
() Daily Cpay |z of every |2 manth(s)
‘Weekly :
. (#)The  |[Firsk w |[Monday w | of every |2 monthis)
(=) Maonthly
O Yearly
Range of recurrence
Start: | Man 6f2/2008 v | ©nhoend date ]
(End after: |10 OCCUrTences
YEnd by Man 12/7/2009 w
-

5 Items

All Folders are up to date. | |5 Connected =

A} <) B s |




o If all else falls... use a repository you
nave access to today.

» Information from which to plan.
o Accountable check-ins.
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o Effective
Coverage of “C
and D”
accounts

o Starting a game
of catch, but
doing so
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Marketing Communications

W o Customer Touches

o E-Newsletter Campaign

o Getting started
e On-Line Request Form

o Use pre-formatted or mix
of your own.

o Upload distribution list
» Dealer logos added

Kenny Card: kenny.card@hyster.com



mailto:kenny.card@hyster.com

Hyster Digital Dealer - Windows Internet Explorer E@E

J * @] httpe v, hysterusa, comDealerAreafMarketingiewsEMewsletterProgram, asp e e Al RsS FElbs
5 ’ »o + [ page ~ &5 Tools -
LE dAF | @ Hyster Digital Dealer 1 o = Page ~ 1 Tools
-

UNLEASH ABOUT HYSTER DEALER UNISOURGE CONTACT
THE SAVINGS HYSTER PRODUCTS LODKUP AFTERMARKET HYSTER
m L‘l : Eg? 3 el

o, -
AN oy

P Qg

Home Top 10 Reasons Merchandise Catalog

You are logged on as: AHSALEXA

INSTANT PASS

Hyster Capital
Hyster Fleet

Parts

Service

National Accounts
Marketing

Dealer Systems
Training

Contacts
Accident Reporting
Log Off

Customer Support

Request PCST
Passwordy(s)

Marketing - Sales /Marketing Programs - Customer E-Newsletter

Customer E-Newsletter Program Review Articles for Current

Issue

This E-Newsletter is designed as a promotional piece for your customers. With each issue, you will File Requirements & Upload
have the opportunity to customize the newsletter to fit your target audience. We will offer 3 articles and Instructions

you will be able to select these 3 to include in "your” newsletter or you can select two of our articles
and add one of your own for a total of 3 articles. The goal is to keep the Hyster® name and your

dealership's name in front of your customers and keep them up-to-date on our latest product news and E-Newsletter Request Form &
programs from your dealership and Hyster Company. File Uploads
How the Program Works

This E-newsletter will be published bi-monthly for a total of 6 issues per year. To patticipate in the
Customer Newsletter program you will need to complete a request form each time we publish a new
edition. It will be published electronically via email.

Cost to Your Dealership
550 per issue to be hilled at the end of the year.

2008 Issue 2
Schedule for 2008 Issues articles are now
Issue 1 - March/April (Requests Due 4/1/08) available.
lssue 2 - June
Issue 3 - July Click Here
Issue 4 - September to review & submit
Issue & - November your ENL Request.

issue 6 - December (Holiday Edition)

CONTACT:

For more information please contact
Kenny Card

Sales Promotion Specialist

Huetar Mamnany

& mnternet FA00% v




(overage Philosophy

o Telemarketing

o Contact information as key
component

o Direct Marketing
o E-Newsletter
o Dealer Communications
o Direct Mall / Postcards




Direct Mail

o Direct Mall, Flyers, Posters
o Customized, Personalized

Getting Started:
» Dealer Principal Approval
» Bulk Order to Dealer, Direct Mailing, .pdf or HTML Production

Kenny Card: kenny.card@hyster.com
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HYSTER* SERVICE REMINDER
[ —————

GET THE MOST OUT OF YOUR HYSTER LIFT TRUCKS

’ I .‘h | : .
- = : X

Perindic Maimtenance = Long-Lasting Supeériar Performance

nouryaars of expanance, wa have found our BEst mainienance prachicss maka your
It frucks moes prod
mifting o a panadic

B
“WERIN:

iwe thramgh the reduction of unscheduled downtim

mignancs schedule pedormed by aur 3
c.an ha assured that your fieat is in good hands. Gall us today to discuss the henafits of
4 Penodic Maimensnce Agraament [Mama| a7 008 K- 00

VW Y SLEraMETiCas. Com * W, hyStEramerioas. com * www ySIeramericas. oo

KENNY CARD, . lj

A well maintained lift truck fleet HYSTER

can help improve the productivityof | F™Y .
your material handling operations. i

The Safe Choice
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Let's get the facts straight...

Service Campartment Access
Feinylopioceoover assernblyanuineored ranedurabdcs aeink" composiernatenaleredlasesthe
senirernparnnanfantheH veEr WA Crosnidhoosssto seatac- S ceo e asEE T mad S

otlinle

Iractio S il it T =) i 3

the Cn - - — - — = — 1

Hand

= WA0Z

Fallet .

TheHy Series

rellers

Hand

Sy Our product S —

i theW40ZFreightersSpedalodel
thewo speaks for itself... PRSI Rig e T del o, .
Huysmes Cormps _"rllrhl_l edeunualdndualiedas ahara kg

Stear 2 5% |ess hydraulic prassurs reguired wieelinginsidezstzndardruckoailen Thisadd b cnaldes gra lows

Hrstird Momsffigentingleod inderdesignireg uines kess + Truddocpeatnrtaeerandkiniulluonghtoostion sothehand

Lroiart) pressum, redudnag keak potential wonT contacithe side of triler dunng pisrwhesling

LIH '—__5 - Q'-e-u-.fnr[: rhiore=ddnsetokea dh=suiris -_|i' o wdn-.l'i-i"_-nnlr-r

st 3% costsavings onreplacementparts spemting load

cyling Fanenenimablepartand ouer BB MEEidng « Twmdditioralmlktspents kerboostingonducivitendhmoughoot
result in [owrer martsand mainfera ne costs

Houst i

Intgra 2 5%l essliftmotor power consumplion

Fawrel Exvend slifeofcormporenssandrinimiz=slfim omr

Battes brwsh v

Al58a 108 lessenar geconsumption

Tha r o more pellecs per dharge

Trudss shown wirh opfiomal squipment

[Fhe eneca ph ona mansure rabil e fthe 4000 alkis pal | etruck stemsfromle gandary

Hystzrergonomiicsandpefotnarsennovdicnsinal o hassapac iyl S00pourds P

andtheste alcconstru ciorframeaisrbaticalyael ded Thatmesngrougetaightertuddon = E

gregtermaneyerabil ity noessedorecu divienclessressoraurcheratotDl ontweasto -

enargy carmying arcund excessyve baggage; get the W40E and gt mowing. i i . mm R
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@._ ;= | ] httpef e, hysterusa, com/dealerareafoxfire/def aulk, asp o || X R
W SR |EE |~ | @ Hyster Digital Dealer (& Hyster Digital Dealer ’-} < fey v |rop Page v {0F Tools v
A~
UNLEASH ABOUT HYSTER DEALER UNISOURCE CONTACT
THE SAVINGS HYSTER PRODUCTS LODKUP AFTERMARKET HYSTER
2 .

INSTANT PASS

Truck Sales
Hyster Capital
Hyster Fleer

Parts

Service

National Accounts
Marketing

Dealer Systems
Training

Contacts
Accident Reporting
Log Off

Customer Support

Request PC5T
Password(s)

Done

N SN

il I R

o
B

Home Top 10 Reasons Merchandise Catalog

You are logged on as: AHSALEXA

Direct Mail - Promotional Flyers - Posters

This program gives you the ability to order customizable direct mail marketing pieces and promotional flyers or posters at anytime. With this program you
have control over your dealership’s direct mail marketing campaign. You can order in bulk and have them shipped directly to your dealership or you can
upload your mailing list and have them mailed directly to your customers... It's your choice. We will also be working through out the year to add additional
mailers, promotional flyers, and posters.

Pricing
Pricing for postcards, postage, flyers and posters is available when you select an item on the site. You will have the option to use a major credit card or
submit a PO number to complete your order.

Access to this program requires Dealer Principal approval. For an access request form please contact Kenny Card at 252.931.5663 or by email:
k.card@hyster.com
Launch Program Coming Soon

Direct mail postcards for Periodic Maintenance, Fork Inspection, Chain Inspection, Accessories, S80-
View the User Guide 120FT, HB0-120FT and, W40Z as well as additional posters and promaotional flyers.
Do you have a suggestion for a mailer?

Send your suggestions to k.card@hyster com

SIC Information

Standard Industrial Classification (SIC) can be used to help you target your direct mail campaign to specific industries. Use the link below to view or
download the top 25 SICs by truck class. There are listings for Hyster top 25 SICs and Industry top 25 SICs. So that you may easily download these, we
are providing them to you in a MS-Excel file.

Top 25 SICs By Truck Class

@ Inkernet

H100% v

EMLandDM

. r’;‘ Sprint Mol
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Catalog

Search Catalog: | Al Calegones * | search for: S0

Eledric Ridar Truch

Maotonzed Hand Trucks

Fneumatic Tire Trucks

T o
s and Sarvic

Foxtfire Printing & Packagmg
r=l Dawson Drrlve

Mesarart
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« Who am | going to call on?

2 Those who desire what our dealership
excels at.

a Enough scale to support the dealership

1 Team trained to identify and sell this
advantage

1 System In place to support the endeavor
21 Call expectations set

a2 Communication Plan developed to repeat
the successes.
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