Dear ECS Sales Teams, 

Let’s do the math:

One company. OneMind. Four business units. Many, many customers.

What does it add up to?

Opportunity - a ton of opportunity, if we continue to play it right.

Those of you participating in OneMind are probably aware of the successes we’ve been seeing over the past year. For those who aren’t involved, let me just say that because of OneMind, we’ve been cross-selling with the kind of vigor and success that was difficult to imagine only two short years ago. Our divisions are communicating. They’re sharing leads. They’re forging paths for each other. And let’s not forget that people are being well rewarded.

Now that we’ve had some experience with OneMind, we’re making some changes you need to know about. I’ll describe some here and you’ll find attached another document that goes into more detail.

The best news is incentives are up. More on that in a minute. First let’s cover some administrative details.

· To count toward a bonus an account has to be new. In other words any newly recruited line must not have had an actual NSB over the last 18 months. 

· Teams must have a minimum of two members and a maximum of five, with only one leading the existing account relationship. And, importantly, all members must be in customer-facing roles, which includes inside sales, business development or field sales. 

· Teams will name all members via e-mail, and team leaders will be nominating the target account and recruiting their internal team. The team controls its destiny, creating and executing an action plan that has 180 days to produce.

· To receive their payouts, the team and the target account must have been approved, and a proof of win must be provided. Payout will come at the end of each quarter.  

· Team leaders and members get an up-front bonus when they secure new lines with customers. The account will then pay out on the net sales over next 18 months depending on what customer is buying. 

As I said earlier, base incentives are also getting better. For the third quarter this year, team and lead bonuses will increase by $250. In the fourth quarter we sweeten the pot even more by increasing team and lead bonuses by $450.

Plus, additional prizes will be awarded to those who are in first, second and third place for the combined second and third quarters of the year to the tune of $2500, $1500, and $1000.  In the fourth quarter, the prize increases to $5000, $3500, $1500 for those in first, second and third place respectively. 

And to really motivate you and recognize your success, the top three performers for the second half of the year will all be nominated for President’s Club 2005, and the leader will automatically be invited. 

Those are the big changes for OneMind. At this point I’m thinking that this is good news for those of you already participating in the program and something that looks pretty tempting to get involved in for those of you who aren’t yet. Either way, if you have additional questions or need more information don’t hesitate to contact me directly. 

Sincerely, 

Mike Clancy 

Vice President of Account Development 

