MAXX

The solution to excellence in service performance.

It's not simply a software program. It’s a
system that creates consistent profitability
through accountability!

If you want double digit profit in your
service department, then this is the
program for you!

Happy Customers Are Our
Best Marketing Tool!

“I implemented the Super Tech 500
Bonus program and after only two
months, we have seen at least a 30%
increase in production. The word has
gotten out to other techs in our city and
we are getting calls daily for interviews.
Those techs that are not performing
know exactly where they are not
productive and they also know that we
have a list of applicants to replace them
with if they don’t improve.”
Mickey McCurdy, MMM Pbg, Htg &
Clg, Amarillo, TX

1 have two service techs and two tune-up
techs. After the first 2 months each
tune-up tech was a SuperTech winner.
In the third month, the service tech
which was in 4th place, was in Ist
place. He was also the 1st guy to hit his
numbers. During the past 3 months 1
have seen their numbers double. I am
looking forward to seeing them all
reach their goals, and at the current
pace that should happen very soon.

Aside from the individual techs’
performances improving, my overall
numbers have improved dramatically. 1
originally had an annual $300,000 lost
service revenue due to under
performance and now I'm at $117,000
annual lost revenue, and I am improving
rapidly. My Lifetime Customer Loss
was over 3 million dollars with my prior
service department performances and
now, it is only $700,000. I will have
virtually no loss well before mid-year.
My techs are gung hoe and excited! The
technician who is currently in last place
talked to me this morning after our
company meeting he wants me show him
what he's doing wrong so he can be
number one!!!

This tool is definitely the only one of its
kind, there is no substitute. Thanks!
Brad Bradley, Bradley Mechanical
Chesterfield, VA

Tom Grandy
Grandy & Associates

1020 Halifax Drive ® Suite 102 * Owensboro, KY 42301
Phone: (800) 432-7963 * Canada: (270) 926-3212 « Fax: (270) 684-7425
Email: TomGrandy@GrandyAssociates.com * Website: www.GrandyAssociates.com
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Comments from Tom Grandy,
President of Grandy & Associates

ProfitMaxx is a performance-based software
program designed to help the service manager
and/or owner run a significantly more profitable
service department. Before profitability can be
improved, specific attainable goals must first be
set in three areas: Demand Service, Maintenance
Agreements and “ProfitSmart” activities (i.e.,
generating sales leads and selling S/As). Once
attainable goals are set, the service manager
must then have accurate, timely data in a
readable format to make those tough, but critical,
decisions concerning overall profitability.

Tom Grandy
President, Grandy & Associates

ProfitMaxx is designed to provide all the data needed to
manage a very profitable service department!

ProfitMaxx, the new industry-acclaimed software, is
designed to provide the service contractor with the service
performance numbers they need in order to dramatically
improve service profitability. ProfitMaxx, is by far the
R leading service performance tool in the trades’ industry
today — it has no equal. It is not an accounting software,
MAXX dispatching software or flat rate pricing system. ProfitMaxx
is service-performance software for the management of
your technicians and the entire service department. The
implementation of ProfitMaxx is quick and non-invasive to
the contractor’s business. There is no system shock....just
a new and easy way to understand and use the time card.
Owners have typically seen increases in service technician
productivity of 50% or more plus increased revenues of
$20,000 to $30,000 per technician.

ProfitMaxx unlocks the power of information!

ProfitMaxx has the ability to significantly increase the bottom-line profitability of
any contractor’s service department. We highly recommend that all
contractors serious about profitable growth purchase this program.

Tom Grandy, President




ProfitMaxx Needs
to be the Heart of

Your Service
Department!

ProfitMaxx software produces
information that is so easy to read
any service manager and/or owner
can easily understand the numbers.

ProfitMaxx is performance-based
software specifically designed to
increase the productivity, efficiency
and profitability of your service
department. Itis a stand-alone
program and does not interfere, or
currently interface with, accounting or
dispatching programs. Information is
input from a simple daily timesheet
(data entry takes approximately 2-3
minutes per day/per tech) which
produces all the information an owner
or service manager needs to
accurately and effectively track
productivity by tech, leading to
significantly higher profit margins.
Once the data is input, reporting is
easily and immediately available--
allowing the user to make "mid-
course" corrections, if necessary.

Immediately after data is input,
you will know the
following:

‘ MAXX
‘7

Once data is input you will instantly know:

Who is your most and least productive
tech

Who collected what percentage of the
money while on the job

How many callbacks each tech had
Which techs under-billed the customer
and by how many dollars

Who finished the job on time, the first
time. If they did not finish--why not
Who met or exceeded their daily,
weekly and/or monthly goal

How many sales leads were generated
by each tech including how many S/As
they sold

Which tech generated the most
revenue per billed hour

Who had the most non-billable

time (and what was the source)

Does the company have the right
number of service techs based on the
number of calls they receive

How long did it really take the tech to
perform the service agreement
(compared to the allotted time in your
agreement pricing)

Do you think having this kind of

information at your fingertips would

increase profitability?




In addition to measuring tech productivity, PROFITMAXX
also provides several other really valuable reports!

SuperTech 500 Bonus System:

SuperTech 500 is a technician-bonus system based on real, accurate and measured
performance. Each Key Performance Indicator is measured and converted into points in nine
categories, all of which have solid industry defaults preset in PROFITMAXX. You can change
any, or all, of them to best fit your company goals and marketing structure. The bonus system
measures the following areas:
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There are two other categories, which
can be used at your discretion:
1. AttaboyS e e PROFITMAXX " oy

2. Pole Points

Like the Nextel Cup (Winston Cup), there are point standings year-to-date for each technician
so that you can have a strong finish to your year, which can alter the standings!

Each month, the top three technicians are listed in Victory Lane along with their points earned
by category, pit time and year-to-date cup standings and ranking.

Companies use points in many different ways:

Determining next year’s pay increase

Determining bonus multipliers

Redeeming points using sport and brown goods catalogs
Providing formal training

Competing for next new truck

SuperTech jackets, hats, patches, and shirts

Tech bonuses are no longer based on “Gee, I think
Bob did a good job this year.” Bonuses can now be paid based
on real, measured productivity!




Market Analysis Report:

Have you ever wondered about your customer base, in terms of what areas are the most profitable,
require the most/least travel time, which generate the most sales leads and/or which percentage have
service agreements (by area). Wonder no more! The timesheet records each call by location. From
this simple code you will soon be able to answer all of the above questions and a whole lot more.

View the report by week, month, year or years. It won’t be long before you will know which service
areas are the most or least profitable. You will find out where most of your callbacks come from
and/or which areas have the highest average ticket price. You will soon know the answer to all these
questions, by area of service.

With this kind of information at your fingertips, you will be able to better direct your marketing dollars.
Take a look at the following report and begin to think about the overall value of this type of information
and how it can increase your service department’s profitability!

Market Location Analysis Sample Company
June 1, 2005 to June 20, 2005
Maint Sales Maint Maint  Sewice Average MNan- - Total
Total Cust Sales Lead Agree  Agmree Time Travel Travel Travel Tofal F'etjdrn%‘a\n:e Service Follow Mo
Location Hours Percent Leads Percent Sold Percent Percent  Time Hours Hours Revenue Ilnuicatqr Calls Ups  Shows
ATHOL 45 6005}:} o - ] 2% 5 0.08 4.42 $657 [ 14 I'-I 1 ] 0
CDA - DOWNTOWN 46.9 7% u’\a) 25% 0 0% 24% 11 398 4292 4,011 III 23 ‘\ 22 2 o
CDA - GOLF AREA 7.85 B0% T 20% ] 0% 4% 14 1.2 6.65 b1" - S I 1 | 5 0 0
CDA - INDUSTRIAL 1.5 0% [} 0% 0 0% 1% 1 0.02 1.48 $178 ( 17 | 1 [} 0
CDA - LAKE B.67 33% 0 0% 1 509% 4% 5 027 8.4 $848 20 | 3 0 0
CDA - NORTHSIDE 5055 | 7a% (3) 20% 3 50%  25% ] 362 4693 $4,808 | 21 <26 DR 0
DALTON 7.92 83% a 0% 0 0% 4% 9 0.93 6.98 £049 17 3 0 0
HALISER 213 50% ] - 0 - 1% 16 0.52 1.62 a7 | 49 2 ] o
HAYDEN 4,38 33% 0 0% ] 0% 2% 17 0.83 3.55 £433 20 3 0 0
HAYDEN LAKE 14.22 43% 2 40% 1 509% T 14 158 1283 51,344 | 2 || 7 1 1}
POST FALLS 3268 T8% 0 0% 1 11% 16% 15 438 283 $2477 | 30 | 18 2 0
RATHDRUM 8.62 75% [} 0% 0 0% 4% 31 207 B6.55 £896 1 19 j 4 [} 1}
SANDPOINT 1.98 0% 0 0% (] 0% 1% 14 0.23 1.75 $217 | 18 1 0 0
SILVER VALLEY 6.47 50% ] 0% 0 0% 3% Qm :) 1.43 5.03 3578 ".H 22 ."I 2 ] o
'-.\\ ;,.
ﬁl}a%'f Itgcigl?on All ather locations had no activity durihg this time period. e T E TR
were to calls were to the
maintenance The two locations with NORTHSIDE location.
customers. the most sales leads
enerated were :
T | [
[arTASEE travel time. Note the most profitable
areas of ATHOL followed
by GOLF AREA.
CopyTight © 1999-2005 Freaminent Tecrndiogies PR( )I‘[T[VI AXX ™ Page 1 of 1




Data Entry Is Easy and Reporting is Immediate!

Data entry only takes 2-3 minutes per tech, per day. The only information

required is the Action Code highlighted in blue on the screen.

Timesheet Entry |

Action D ate

Action Code

Bruce Dumn

—

IEI.n"d.n"ZEID? 'I

501 - Service 'With Diagnostic

Maintenance Customer I v|

Dizpatch Time I 12 3| ao I.&M "I
Customer /Job | Artive Ti
rive Time I 12 3| ] I "I
Location Code I j o
\nvaice £ Job # | Diagnostic Time I 12 :I [} I,e.\M vI
End Time I 12 3| ao IAM 'I
Service Type I vI
Custonmer Mo Show o
Total Hours I 0.0
Maintenance Agreement — e
Huartity ArnoLnt Actual 7
Units Sold I 0 I $0.00 Diagnostic Charge | $0.00 | $0.00
Repair Charge I $0.00 I $0.00
FaymentT ype I - I
Sales Lead I v|
B RrERAEE Iﬁ Completion Code I j
Motes ;l
Help | (]S | Cancel |

When an action code
is selected from the
drop-down menu (i.e.,
SO-2, Service with
Diagnostic), the white
boxes or fields that
appear must be
entered.

Notice in the second
screen, when the
action code “AO3 -
Formal Training” is
selected, only those
fields pertaining to
that action code
appear on the data
entry screen. This
makes data entry
simple, clean and
quick.

x
Action D ate I 974 /2007 vI Bruce Durn
Action Code A03 - Formal Training

Start Time I 12 :I 0o I'&M vI
Description |Farmal Trairiing
Location Code I j
End Time I 12 :I oo I'&M vl
Total Hours I 0.0




Timesheet Review Is Simple, Imnmediate and Often Eye-Opening!

Once a Data Entry Clerk enters the daily timesheet (which takes about 2-3
minutes per tech per day) the service manager and/or the owner can quickly
review all the tech’s timesheets in a matter of minutes. Under-billing will
immediately become obvious since income that exceeded the goal will be
shown in GREEN and under-billing will immediately show up in RED. Note the

sample timesheet below.

x
Action D ate I £ /25/2003 vI Bryant Bryant

&ction Code

S0l

- S ervice With Diagnostic

b aintenance Customer IYES vI Dizpatch Tirme I 12 ZI 45 IPM 'I
Custorner / Job ||_DUEK Arrive Ti I I
mmive Time I 1 3| 40 7
Location Code I j IﬁPM
Irveaice A Jaob # |331 415 Diaanestic Tim BN R
End Time I 33| 15 IPM 'I
Service Type IHesidential 'I
Custorner Mo Shaw I~
Total Hours I 25
t aintenance Agreement |rewaic
Quatity Amaurnt } Aotual +4-
Units Sald I a I $0.00 Diagnostic Charge | $72.00 | $4.00 g
Repair Charge | $193.00 I $71 .33I
PapmentType [Cash/Credi -] N\
Sales Lead Mo -
Equipment Ags Im Campletion Code I\(Es - Complete j
Mates ;I
Help | < Previous | [dent > | Edit Ok | =ered |

Notice for this
service call, the
technician over
billed the
customer by
$4.00 on the
diagnostic fee
(GREEN) and
under-billed by
$71.33 for the
repair (RED),
based on the
company’s
billing format
entered during
setup.

The service manager and/or owner can review all the technicians’ calls in
a matter of minutes. If | were the service manager | would immediately

ask the technician why he under-billed by this amount.

It is often a matter

of simply not writing down all the codes or not recording all the parts, if the
company is on flat rate pricing, or the time used on the job or improper
markup of parts, when the company is on time and materials,. At any rate,
the ability to quickly review timesheet data provides the manager the

information needed to properly manage their department.




Payroll Summary Report — Accounting Loves This!

One of the great benefits of ProfitMaxx is that it summarizes all of the tech’s time
and spiffs into a very simple, easy-to-read format for the payroll people. No more
trying to read the tech’s handwriting and, best of all, no more worrying or tracking
down the tech to get their timecard.--The service manager will be sure the
timesheet is filled in, so he/she can manage the department. When the service
manager has his/her information, accounting will automatically have what they
need for payroll. A sample summary report is below. Keep in mind the spiffs are
entered during the setup of the software based on what YOU pay.

Timesheet Summary Sample Company
Zhawn Kamp July 1, 2005 to July 11, 20083
Sralghi Time= Howrs .
e neoes Commey | Same - Timesheet Summary
Mmsge Andied  Mestng Tranng i i =il Sargoom REmEnng Toes
s Hours Hours Hours Hours. Hors Hours Hours Hours Report
T Jul 4 1.83 o7s - - - 17 875 4
Wed. Jul 2 267 ors L g
Thu. Ll 3 oaz 1 - - - "l R z
Fr 4 & &
Mon. Jul. 7 225 - - - - - 5 I8
Tue. Jul & 225 - 15 - - - +5 235
Wed. Jul 3 1 125 z =
Thea. Jul. 40 - o5 - - - - 247 125
Fri Jul 44 - - - z - - - z
Total Mours 1426 436 15 H H 4 22 72
Excluding ElkParsonal -]

Howrs By Losailon
Working Tharse Viasahon iy Sk Persans T

HOrs Hours HOUT S HOUS HOUT S MO S
Poriand 501
Samyaron TET HEE - - - 10.25
Ciaciames 142 175 - - - 547
Poriand 4352 5 £0 &0 +0 AT
Shop 65 = = = = B85
Tigard TAT 278 - - - 332
Tatul 1088 BEE Y £ + &0.3%
esnnzon 3 Spiff Report
Vanzoweer 1033 242 - - - 1275
Tatul 1022 243 o o o 1278
Spiff Earned
Service Type: ALL Bruce Bryant Rab Shawn
July1,2003 — Juhy 11,2003 Total Durn Bryant Raoy Kemp
Maintenance Agreement Units Renewed
T otal Renewed 6 0 2 2 2
Spiff Amount Earned $90.00 50.00 $30.00 $30.00 $30.00
Maintenance Agreement Units Sold
Total Sold 13 [ 0 1 5
Spiff Amount Earned $195.00 $105.00 $0.00 $15.00 $75.00

Sales Leads




ProfitMaxx Purchase Form

It sounds like the ProfitMaxx software, will substantially increase our service department’s profits. The

cost of $4,995 includes:

e ProfitMaxx software;
e FREE technical support;

e Tutorial CD’s, powerful Help screens, and a

step-by-step manual for setup, roll out and

implementation of the program

e SuperTech 500 Bonus system (part of ProfitMaxx

software) for your techs; and

e Market analysis (e.g., what market areas are most/
least profitable, who has service agreements, what
areas have highest ticket prices, the least no-shows,
etc.) (also part of ProfitMaxx software).

Method of payment:

Card number

Signature:

ProfitMaxx software will
give you control of your
service department.

Order today!

Charge full payment of $4,995 against our credit card:

Exp date

Invoice us for the full amount; a check will be forthcoming.

Leasing: We would like to lease the program for the $4,995 (approximately $250/month
for a 24-month lease or $180/month for a 36-month lease. NO DOWN PAYMENT IS

REQUIRED [Please complete and return the attached Financing Application Form

(required)].

Registration Information:

Company name:

Return Form to:

Address:

Grandy & Associates
1020 Halifax Drive

City:

ST:

Zip:

Suite 102
Owensboro, KY 42301

Phone:

FAX:

Phone: 800-432-7963
(Canada: 270-926-3212)

E-mail:

FAX: 270-684-7425
E-mail:

Contact Person:

TomGrandy@GrandyAssociates.com

Website: www.GrandyAssociates.com
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elLease
2820 17 Avenue North
St. Petersburg, FL 33713

\3 el ease

Because Your Time Matters

Lessee

Company Name:

DEA: Fed Tax |D:

Address:

City, State & Zip:

Business Phone #:

Contact Name: Phaone #:

e-Mail: Fax:

Business Description:

Time In Business Under Current Oumership:

Type of Business: [ 5-Carp O [ Praprietorship
[ Partnership - [ Comoration [ Mon-Profit

Tel: 15004992577

Fax: 800-233-8303
Lease Application
‘u'endor =

Caorrpany Mame:
Address:
City, Hate &7ip:

Telephone: Fa:

Cortact:

Bank References

Principal Bank:
Account Numbers :
Telephone:
Cortact:

Personal Information on Officers, Partners or Owners

Marre:

Horne Address:

City, Hate &5p:

Telephone:;
Social Security #

%o Cirership:

Marre:

Horre Address:

City, State &7p:

Telephone:
Social Becurity #:

Yo Owiriership:

SN S Bt e ameramed ol w0 5 el erd NI Ina oF e Comol 3oy O 3 DEEOVIE Y ST 0 O 2 OeVlr BBENRS ENTHWUNGS WTRIENT AT 0 LSS0 O RS AR OVRER (YO BV BN G O peOdE i AR Srem o] authoniing nefoar
OF Mo PO ereat pendE DT 3 0N OB DB, ST JORtOEERNDG SR eoen 00 oedaiing 3 comoni peniite dr oo ooy S 2pyeniahin B S e e S DOV Oces OF MRS ENTE O ESETS OF Sk OBV Or 2N Creoht
R v e OF CORSrEin S recBY OP0WTE 8 R0 OF ORI COP O s e SR SR D LB 5 2 OV, S8 SN Daow, MAUE BHTIT ATICN T MY 25 B respenting frofalte 2 iendited i il aB00E 3py ation.

Signature:
Prirt Marre:
Diate:

Signature:
Prird Marre:
Date:

New Equipment to be Leased {Attach equipment schedule if necessary)

Address of Installation:
Purchasa Price
Cuantity Ml el | Deschption Serial Murrber(s) fufo tax)
Comparable Lending References and Trade References
Phone Contact Arccount
Marri: Murnber: Person: Nurrbier:
Phone Contact Account
Marri: Murnber: Person: Nurrbier:
Phone Contact Account
Marri: Murnber: Person: Nurrbier:

| authorize all deposit, harrowing, and trade information to be released to the Lessor. | hereby represent all information is true, carrect and complete.
A photo static ar facsimile copy of this authorz ation shall be valid as the ariginal.

Sigrature: Title:

[Purthonzing Cfcer Signature |

[PEaze PRt Mams)

Date:

Flease fax completed application to
600-233-8303

IThe Federal Bqual Credit Opporunity Act prohibits creditors from discriminating againzt credit applicants an the basis of race, color, religion, national ongin, sex, marital status, age [provded
the applicant has the capacity to enterinto a hinding contract], hecause all or part of the applicant s incorme derives from any public assistance program or becauze the applicant hazin good
fath exercized any nght underthe Consumer Credit Protection Act. The federal agency that administers cormpliance with thiz lawis the Federal Trade Commizsion Equal Credit Op portunity,
Wazhington, D.C. 20580,

F wour application for buziness credit is denied, you have the right to a witten statement of the gpecific reagonz for the denial. To obtain the statement, please contact Lezzor set forth
ahowe within B0 days from the date you are notified of our decizion. We will zend you a written statement of reasons forthe denial within 30 davs of receiving vour request for the sfaterment.
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Support Material

Daily Timesheet

Key Performance Indicator Report

(with detailed definitions of each indicator)

Additional sample reports may be
viewed on our website at:

www.GrandyAssociates.com

12



Daily Timesheet

Daily Timesheet

Sample Company

Technlclan Date M Tu W Th F 5Sa &u
Mainfenance Agreement on-cal nwoice Amount
Aciion Senvice Unks Unks Unis | Sales Cispaich Artve  Clapnosic End Travel Home Toldl Tripf Comgletion
Code Cusiomer i Job nvolce  Job 2 Trpe Sold Sensmed | Svo'd| Lead Age Time= Time Time Time Thme= Hours Diagnastic Fepair Code
‘ 5 5
Conmmssl e
- s e
— Crig Teen A e
o | e b eir CamaCredit Dimct Bl
Cid % L
Comamscul i
™ 5 (T}
[ Eorks, Taech Rendhnie Mo
W = % ' L [ I I (N A A = Ciedl Cismct Bl
‘ § 5
o
Conmmssl L]
- s e
> Hera i Mz
— kg Teeh
o | e b eir CaaCiendit Dimct Bl
‘ % L
Commmssl |29
i 5 (T}
Lecatizn iy Tech Rendhnie s
Wi = e CarsACiedil Dismet Bl
ad § 5
Conmmssl L]
~ S e
— 3 Hera i Mz
Lecatisn kg Teeh
M » o [ I I (N N I == Ciedl Cismct Bl
‘ 5 5
Commmssl |29
i 5 e
veatian kg Tech Arndenis Mo
e | b K Cantmdl Dl
‘ 3 5
Commesl v |2
i n e
Locaiian g Tech Hera i Mo | e
e | ¢ e ] e Ciwdl Cismct il
o 5 5
Commmssl ]
5 ] e
Lecatisn kg Tech Fonpicipninl e
MG % eir b= LT Dismct Bl
501 Seevize Seth Dageoste A3 Musiger Sopies T ORRCALL Completon Coces Total
802 Baedce Felowlis (o digesatic) ADZ Corrpmes Masling OO Benvize Wh Diageseli: YEE Compii
833 Chagesadic Oshy &35 Poors Traine 22 Bendze Follswlp (ro dugeedic| [T F i — Hours m —
524 AD4 By O Waik 25 Dhageomtic Cily [T r—" anager Eigrature
505 A28 Wasalon 24 Exhised e BT ! Tonss Barsil
&0K Hebsy e Harh ME  Cumtonies Ho S
: Pt il s [
s e e WiEaos Siat \Were you Irvoived In & work relahed acrident
e &% Lefeh b Protud Wiy o - bodary amd Idonm pour manaper immediakeiyT
vzt 26 Manigar Seplet Tive W Barisnancs Cuslsme
. l:l Yes ]:[ Mo N
L Mizagz End Maager
cps Gas Fumace 1 20 Fumace & Scler 1 Alr Condborer 1 HeatFump
Chig H H H
“Bo%  Trafeies Cill Back o Crear 12 Ve § OM Choor 23 v | Do w3 Years  § O Chvat 18 Yeae
ST e r— Medum STeiXVeas & Wedum BToi¥am  § 0 Medom STo D2 Yess 5 Medum 5 Te 8 Yeaam
Hew Uned & Yeas D B Undinl 8 Waie [ MEw Uradai & Yadrs  Kew Lned & Ve

Copyright © 19502008 Prasmivant Tachinkghs

Emplyss Sigralure

Comments on the timesheet:

e This simple timesheet only takes about 5 minutes per day, per tech, to
enter into the ProfitMaxx software

e Customer can customize the four types of equipment and input the
expected age of each

e The tech simply looks at his or her watch and records the dispatched
time, arrival time, time diagnostic was completed and the time when
the repair was completed

e Descriptions of the action codes are shown on the following pages

The data from this simple timesheet (which only takes 3
minutes per day, per tech to input) is all that is needed
in order to produce all the reporting. Reporting is
immediately available once the data is input!

13




Key Performance Indicators Report

This is a summary report covering all of the Key Performance Indicators for each
tech. At a glance the owner/service manager can have an excellent grasp of the
overall productivity and efficiency of the service department.

There are multiple reports that show the details of each item so you can pinpoint
problems, increase efficiency and therefore, increase profits!

Note: The values in the Goal column begin as an industry standard but each
may be modified by the user.

Bruce's average revenue per billable
hour was $130.83.
Key Performance Indicators Hote Tat Syants s enly SE0.6 Sample Company
Service Type: ALL Bruce / Bryant Rob Shawn
July 1, 2003 — July 31, 2003 Goal Dumn Bryant Roy Kemp Rob collected money
on 68% of his service
Revenue calls.
Average Revenue Per Hour $79.48 $65 81 \L 67 67 $77.05 §78.79
Average Revenue Per Billable Hour 513029 (13083 ) (58056 )  $100.12 $123.50
Percent Of Revenue Goal From Opportunity 100% 10330% 78.03% 103.18% 100.28%
Billable Index 100 100 62 77 95
Billing Efficiency 100 114 72 89 Bruce generated an
Residential Collection COD 100% 63% 60% f: 68% ) 62% additional $43.27 per
Residential Maintenance T TEITFIGILE BETETE
Maintenance Agreement Efficiency 100% 92% 65% 63% 111% malntenance service.
Maintenance Call Efficiency 100% 124% 96% 73% 141%
Average Repair Revenue Per Hour 540 (MB.ET jj 540.63 $13.30 53969
Profitability T
Average Contribution Per Hour $79.48 $78.15 $80.30 $83.96 59047 The goal was 25 cents
Percent Of Revenue Goal From Opportunity - Blended 100% 122.66% 92 60% 112.43% 115.15% g':y‘;‘; iﬂ':‘;:g"
Performance Indicator - Overall Hours 25 32 22 26 27 efficient at just 19.
Performance Indicator - Billable Hours 20 15 18 19 16
Performance Indicator - Overall Blended Hours 25 27 i 19 ; 24 23
ProfitSmart Performance T P
Sales Leads - Overall 12% 4.26% 5T1% 10.42% C 13.?9%_) <
Sales Leads - Old Equipment 33% 10.00% 168.18% 13.33% 3333%
Mai_ntenance Agreements Sold - Overall . 42% 4167T% 15.18% 62.50% 27.27% The goaTvas o T 3%
Maintenance Agreements Sold - Old Equipment 12% B7.14% 0.00% 60.00% 0.00% of service calls into sales
Labor Leverage leads. Shawn got sales
Manpower _?:U;E?ﬂg’tﬁzrgz':ﬁgg 33 (4) 1.0 0.8 1.0 07 leads from 13.79% of his
Billable Labor Ratio calls on the first visit. 10:1 8.1:1 104 :1 20.3:1 11.6:1 senvice calls.
Percent Of Total Service Calls - 29.37% 22.38% 2797% 20.268%
Percent Of Total Travel Hours - 27.84% 24 66% 28.87% 18.63%
First Time Completion Percentage 95% CT1.70% ) 83.02% _8RT79% MM//\
Call Back Percentage 275% TBE% 5.26% ( 10.29% ) 2.22%
SuperTech Contribution I r!gsﬁﬁ:?j cl); ':%glsl‘ ;:‘l:li
Total Points - 436.1 4420 4440 4390 i
Super Contribution - $19,163.57 $19,430.11 $28,231.43 $24 572 .96
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Key Performance Indicators
and Definitions

Revenue

Average Revenue Per Hour is the revenue generated from service calls during
the total overall hours worked by the technician.

Average Revenue Per Billable Hour is the revenue generated during the time
spent on billable service calls

Percent Of Revenue Goal From Opportunity is the technicians daily revenue
goal adjusted for their opportunity to bill based on how they were dispatched.

Billable Index shows your technicians billing performance against the expected
revenue per billable hour.

Billing Efficiency measures the technicians billing skills against your billing
format of flat rate or time and material.

Residential Collection COD is the percentage of time the technician collects on
a residential service call before leaving the location.

Residential Maintenance

Maintenance Agreement Efficiency measures the performance of the
technician against the structure of the maintenance agreement in the time
allotted.

Maintenance Call Efficiency measures the performance of the technician
against the structure of the maintenance agreement in time, parts and
accessories.

Average Repair Revenue Per Hour is the revenue produced on a maintenance

service call from sales of accessories or additional repairs performed that are
outside of the structured maintenance agreement.
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Key Performance Indicators
and Definitions

Profitability

Average Contribution Per Hour is all revenue generated from service calls plus
the maintenance monies earned from your escrowed maintenance account after
performing maintenance agreement call during the total overall hours worked.

Percent Of Revenue Goal From Opportunity — Blended is the same as the
Percent Of Revenue Goal From Opportunity in the Revenue section, with the
exception of the additional element of adding in the labor credits from performing
scheduled maintenance agreements, thus the word "blended”.

Performance Indicator — Overall Hours is the fully loaded labor paid out to the
technician compared with the overall revenue generated.

Performance Indicator — Billable Hours is the fully loaded labor paid out to the
technician compared with the revenue generated during billable service calls.

Performance Indicator — Overall Blended Hours is the same as the
Performance Indicator — Overall Hours with the exception of the additional
element of adding in the labor credits from performing scheduled maintenance
agreements, thus the word “blended”.

ProfitSmart Performance

Sales Leads —Overall are the bona fide sales leads generated from all service
calls. A bona fide sales lead is defined as the service technician educating and
informing the homeowner about new high efficiency products and accessories
versus the current repair being made, or the under-performing product and/or
systems currently in place. Once the technician has educated and informed the
customer and they are ready to learn more from a sales person, the service
technician then contacts their company’s sales coordinator and makes sure the
homeowner has a sales appointment set before they leave the home

Sales Leads — Old Equipment is the same as Sales Leads — Overall except the
opportunities are restricted to service calls where the equipment age is Old.

Maintenance Agreements Sold — Overall are the new maintenance
agreements sold by the technician while on a service call.

Maintenance Agreements Sold — Old Equipment is the same as Maintenance
Agreements Sold — Overall except where the equipment age is Old.
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Key Performance Indicators
and Definitions

Labor Leverage

Manpower shows the actual utilization of the technician.

Billable Labor Ratio is the ratio of time spent on billable service calls to all non-
productive time.

Percent Of Total Service Calls and Percent Of Total Travel Hours together
represent the Travel Efficiency. The properly traveling technicians will do a
higher percent of the total service calls and use a lower percent of the total travel
hours.

First Time Completion Percentage is the percentage of the time a technician
completes a service call on the first visit.

Call Back Percentage is the percentage of their original service calls that
resulted in a call back.

SuperTech Contribution

Total Points is the number of points accumulated from the SuperTech 500
bonus system.

Super Contribution includes revenue generated from the sales of parts and
labor on service calls, labor credits awarded from escrowed monies for
performing maintenance agreement service calls and awarding credit to the
technician for obtaining sales leads.
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