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Improved sales T strategy



A new sales strategy - reasons

A We need to develop and improve our sales as we
transform from Print to Online.

A Print decline is accelerating i Decrease print dependency

A Leverage our competitive advantage i presence in several
media 1 use the database

A Clarify customer value for money
A Further increase our professionalism
A Increase customer confidence i a key to long term growth

éebye

A Selling searchability, visibility and leads instead of
distribution channels, and help the customer to get found
regardless of media

AHaving customers pay for the
database, not for a certain product
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New sales strategy - concept

A Negative value in running two sales forces

Going from two to one o
sales force A Negative impact on EBITDA

A Main driver behind lower customer confidence
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New sales strategy - concept

Going from two to one
sales force

Going from a complex
product and price structure
to easy to understand
packages covering all distr.
forms

A Negative value in running two sales forces

A Negative impact on EBITDA
A Main driver behind lower customer confidence

A Spot on simplicity
A To days offerings are to complex

A We need to speed up online transformation
Aéand control print decl
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New sales strategy - concept

Going from two to one
sales force

Going from a complex
product and price structure
to easy to understand
packages covering all distr.
forms

Increased professionalism
and higher sales output
from +1.000 sales reps

A Negative value in running two sales forces

A Negative impact on EBITDA

A Main driver behind lower customer confidence

A Spot on simplicity

A To days offerings are to complex

A We need to speed up online transformation

Aéand control pri

A Improved sales culture and competence

A Worsening customer view of Eniro

nt decl

A Previous sales and product actions none

customer value oriented

& ermirg



New sales strategy - concept

Going from two to one
sales force

Going from a complex
product and price structure
to easy to understand
packages covering all distr.
forms

Increased professionalism
and higher sales output
from +1.000 sales reps

A Negative value in running two sales forces

A Negative impact on EBITDA
A Main driver behind lower customer confidence

* Spot on simplicity
» To days offerings are to complex

* We need to speed up online transformation
 ...and control print decline

* Improved sales culture and competence
» Worsening customer view of Eniro

* Previous sales and product actions none
customer value oriented
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Negative value In running two sales forces

SEK millions; Gula Sidorna; 2005-2008

Order intake growth?

+39 Contribution
Top line
performance
improvement
0 -/ cancelled out by
Operative sales costs growth? increased sales
cost

+46

1 Cycle-adjusted, i.e., order intake per full campaign cycle (defined as 27 campaigns started in 2008); Gula Sidorna excl. greenhouse, before bundling
2 Operative sales costs excl. changed principles, including sales agent costs (agent costs ~11% of sales costs 2006, but only 1% in 2008)

SOURCE: Enirodéds Agresso system,; MBS customer database; Eniro payroll s; E

& ermirg



eéand most i twmpsalestfoecests driving customer confidence the wrong way!

Customers raise their voice,
complaining about multiple sales call sé

Open answers to question dAlf you would recommend O

AnOne sales rep per c

N Ha v e cootacteper
one per product and constantly

new oneso customero
ANSynchroni ze. AWhen you contact you
sales rep for the book and customers sell both online and
W W W O priont o
"Coordination, one contact for According to Eniro customer service this is
: : tread in SWFan . \
services online an 0 | 1T neo

SOURCE: Synovate, NAdvertiser-Swedew @800Bbiro EEI‘III‘D



S0, one sales force Is a
given strategic development
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We are to compl exe

It's like buying a car in pieces 1
who is doing that. And more
important T how is selling that?!
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