Marketing Plan —
Update

May 1, 2007
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ge)e’oipEYSt Advertising—Current media plan

APINK
A Readership: 400,000

A Target: Women in business and decision-making
positions

A Calendar: Pink distributes 7 issues per year
A Gevity will advertise in each issue

SAR Yl By
AUTHENTIC
A

BALANCE
WOW LEATT AN FASHIING 18
EIRTET o ¥ el s SRR CATHIE

BLACK'S

HAD DOs <E%
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gexoiptyst Advertising—Current media plan

]Ij]zg A Gevity will advertise 4x in in
Y 8\ HRO magazine newsletter.

Where Business Leaders Make HR Decisions*

Only HRO Today Attracts the Top HR Outsourcing Buyers

82% Buyers
18%0 Providers

Audience: 87,000

02.07.07 Salesforce.com training 3



gevity  Brand Messaging Roll-out

people 1st
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ge}e’oiptyﬂ April, May, June & July

A April
A Email signature campaign launched targeting colleagues with the
objective of one consistent email signature

A Response rate as of April 16, 2007: 49% of all colleagues
A May
A Value proposition: Who is Gevity?
A Obijective: to speak on one voice and to have one consistent

description of Awho is Gevityo
A June
ALongevity Campaign: our 0o opthsi |aonsdo

has helped us grow from a small business in a garage to a
nationwide lead in HRO

A July
A One Gevity campaign launches to reignite the spirit of One Geuvity.

02.07.07 Salesforce.com training 5



gevity  \erchandising

AField Offices
A Phase 1: Feb 2007
A Phase 2: April 2007

AExecutive offices
A Phase 1: Mar 2007
A Phase 2. May 2007

AHRA Offices
A Phase 1: Mar 2007
A Phase 2: Apr 2007

gevity

people 1st

02.07.07 Salesforce.com training 6



ge.}!oiptyst The Gevity Answer Book

HR solutions and best practices for key
= challenges small businesses face that may
.;:vit},. T prevent them from achieving their potential.

AThe Gevity Answer Book presents practical

Book

AThe Gevity Answer book reflects small
business0d0 needs, goal
succeed.

02.07.07 Salesforce.com training 7



gexoiptyst Distribution

Prospects Clients
Distribute through BDM l D_|str|bl_Jte to all clients
via mail

meetings with prospects
and distribution \ ¢ H R
channels TBD
The

Gevity Answer Media
Book Broadcast, print

== and online media

Edge Tour <=

Major market events

TR AT § P L R IR N T
Diramlermimg oyl tale'e og e s S,

\

Key stakeholders

Board members and
analysts

02.07.07 Salesforce.com training



gevit

VItY 4 major sections and topic areas

Authar Ackreal sdgements

Foreard

Ireroduction

Finding Tal=nt=d Pecple that Help Your Business grow
Maximizing Pedamance and Rewarding Result

Caning Employes Commitment and Driving Cutcomes

EBuilding Employes Satisfaction 'While Managing Costs
Lking Time as an Ally in Growing Your Business

Seluticns to Business Proceszes and Complianze
Kismatches and the Meed for Change
Pretecting Your Business and Buildng a Securs Future

Communicating 'What Matters bost
Protecting Your Greatsst Ass=t and Reducing Risks
‘What 'We Hawe in Comman

Expanding Your Business
& Framework for Better Peformance

Cesing Summary
Tel Us About 'What Kesps You Up at Might

Resciurces

Cevity Edge
Footriobes and References
Index

107
1z
L1
1s
L

—» Growing your business

— Streamlining your business

— Optimizing business performance
—» Maximizing people and performance

—p SUmmary: Expanding your business-by Erik
Vonk

Wh at 0 s The &utMrd of business-
by Erik Vonk, Jim Collins, Joey Reiman

02.07.07 Salesforce.com training 9



gevity

March 4th

people 1st
MARCH FORTH TIMELINE
DATES ACTIVITY
MAY
25 Website R3- Flash in progress
JUNE
8 Toolkit Complete in progress
14 Toolkit to CAB members
15 Website R4- Toolkit addition
TBD DVD mailed to press
TBD ecard campaign begins
JULY-DECEMBER
DATES ACTIVITY
TBD Client newsletter out
July Gevitirivia
September Create sponosrship package
September Begin TL ad and online ad
08
DATES ACTIVITY
TBD Ads to run in pubs

02.07.07 Salesforce.com training
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gevit

VITY  March Forth in-a-box

A COMPANY THAT LETS YOU

ﬂ EVER WORKED FOR
CALL IN HEALTHY?

wn ronin
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- ;i.

" ]

7 A%
At Gevity, we believe that personal fulfillment is the key to success
That's why we encourage all our colleagues to take a day off and

March Forth, reconnecting with their world and connecting with
something more important. Find out more at www.marchforth.info

02.07.07 Salesforce.com training

Overview: Online and printed starter kit
Containing a brochure, creative
files and a step by step guide on
how to implement the program.

11



ge.}!oiptyst March Forth in-a-box

MARCH FORTH.

TAKE THE DAY OFF The March Forth Brochure tells the

March Forth story, explains how March
Forth can help businesses build a strong
workforce and features how easily a
company can integrate March Forth into
their organization with March Forth in-a-
box.

TO TAKE
THE DAY ON.

AContents

A March Forth in-a-box contains posters, email
templates, flyer templates, banners and press release
templates

ALaunch
A March Forth in-a-box will launch July 2007

02.07.07 Salesforce.com training 12



gevity  client Advisory Board

Event

June 13 to June 17 (four nights) accommodations at the Lido
Beach Resort.

As a leader, Gevity continues to look for new ways to deliver service and exceed
client expectations. Your invaluable feedback provided during the Client Advisory
Board meeting will help further that endeavor and sharpen our focus on helping
businesses reach their full potential.

Comprised of business owners and executives from throughout the country, CAB
members have the opportunity to provide insight on Gevity's HR Solution.

The meeting will consist of:
June 13: Welcome Reception

June 14: Client Advisory Board sessions including Stakeholder Day presentations
roundtable discussions and a special dinner with Gevity leadership.

June 15 — 17: Explore and enjoy Sarasota's beaches and surrounding attractions
as our thank you for participating in the meeting.

02.07.07 Salesforce.com training 13



ge,}foi:.EY_,,t Agenda

7to 8 am Registration

8 to 8:15 am Opening remarks 1 Erik Vonk

8:15to 9:50 am Senior Management presentations with Q&A
9:50 to 10:15 am Break
10:15to 11 am Analyst forum

Gevity thought leadership Gevity Institute & March

11 to 11:30 am Forth

11:30 am to 1:15 pm | CAB Lunch w. presentation
1:15to0 1:30 pm Break

1:30to 2:30 pm Solutions Update

2:45to 3:45 pm Vertical Roundtables Breakouts

4:00 to 5:00 pm Client Journey i Leverage the Gevity HR Consultant

5:00to 5:15 pm Closing Remarks and Wrap-Up

6:00 pm CAB Dinner with Gevity Leadership

02.07.07 Salesforce.com training



gevity Demographics for 2007 invitees — region

people 1st

Redion # of Total A\V/o) A\V/o|
g clients EEs EEs Tenure(yrs)

Blue Ridge

Mid Atlantic 13
North Central 10
North Florida 12
Northeast 16
Northern California 12
Rocky Mountain 15
South Florida 16
Southern California 21
Texas

881

595
1,957
1,199
1,921
1,067
1,814
1,921
1,143

68
60
163
75
160
71
113
91

3.9
1.9
3.6
2.7
2.9
2.9
3.9
2.5

—m

02.07.07 Salesforce.com training
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gevity |

people 1st

n Jjust three days..

*  April 17

invites‘ient to 138 clients,
representing 10 regions and 37 field offices

NS
_April 20—\ \L

21 accepted
representing 9 regi\‘Q\ns and 16 field offices

\2

15% response rate




gevity

ot BY region
ey PO
Blue Ridge
Mid Atlantic 1 2 10
North Central i : 9
North Florida 1 - 11
Northeast 2 - 14
Northern California 8 - 10
Rocky Mountain 4 - 11
South Florida 2 - 14
Southern California 3 - 18
Texas 4

_--



gevity  pR Tools

people 1st

AMedia kit (Online & Hard Copy)
AMedia Training

ANailing down the facts

A Crisis communications

Al nternal PR Policy

02.07.07 Salesforce.com training



gevity  pr media training: April & May

A Session 1: Group conference calls
A 12 RVPs/GMs (from Q2 target markets)
A Tuesday, April 24, 11am -12pm
A 10 RVPs/GMs (from Q3 target markets)
A Tuesday, May 15, 11am i 12pm
ASession 2: Individual sessions
A One-hour individual session follows group call
A Mock interview and constructive feedback

A Tuesday, April 24 thru Wednesday, April 25
A Tuesday, May 15 thru Wednesday, May 16

02.07.07 Salesforce.com training
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gevity

people 1st

A 7 markets per
quarter

A Leverage client
case studies

A Target
publications

A City business
journals

A Local dailies
and weeklies

A Types of
placements
A Feature stories
A Bylined articles

02.07.07

PR - local market focus

Region Q2 (O] Q4 2008
Northeast Charlotte Manhattan Westchester
Edison Long Island
Mid-Atlantic Atlanta Baltimore
Blue Ridge Knoxville Nashville/Birmingham/Chat
tanooga
North Florida Tampa/Lakeland Jacksonville/Melbourne
Orlando
Gainesville/Ocala/Tallahas
see/Pensacola
South Florida Miami Boca Raton Manasota/Bonita/
Pt. Charlotte
Southern CA Inland Empire Irvine
San Diego Los Angeles
Northern CA Silicon Valley San Francisco
Concord
Rocky Mountain Denver/ COS
Phoenix
Texas Dallas Houston San Antonio
Austin
Northern Chicago Minneapolis
Central

Salesforce.com training

20




gevity

people 1st

Press Release schedule

Press Release Topics: April - August Date
"Gevity Takes the Pain Out of Employment-Related Tax Fling" 11-Apr
On-boarding Seasonal Employees 2-May
Gevity Diagnostic tool 14-May
Employment Verification Release 21-May
Cornell Segmentation Research Results 28-May
Sakeholder Day/ CAB 11-1n
IABC Sudy Results 18-1n
Srategies for Avoiding Employment Litigation 25-1n
Are nAnbad applesdo damaging your bOuls
Background screening and drug testing 23-1l
Employment practices liability insurance 6-Aug
Risk Management 20-Aug
6 Hoating Press Releases Date

Sreamline HR Administration: "Put the Paperwork Asde and
Put People Argt"

Optimize HR Practices. "Put HR Practices in Place that Support
Company Goals'

Maximize People and Performance: "Help Your People and
Business Perform Better"

FHnding and Selecting the Right Employees

Motivating Your Employees

Improving Business Results with HR Technology

02.07.07 Salesforce.com training
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ge}e’oiﬂt Speaking engagements in review

AHuman Resources Outsourcing Conference
A September 2007
A Chicago

A2007 Human Capital Leadership Forum

A October 2007
A New York City

A Chicagoland Chamber of Commerce Smart
Business for Small Business Seminar Series

02.07.07 Salesforce.com training
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ge}e’o'ﬂt Media Placement Overview

Anticipated Coverage
/Bay Area Business
ARO Today

AR Magazine

APEO Insider

/Smart Business

02.07.07 Salesforce.com training

High probabillity

A/entures Charlotte

AChicago Tribune

Mallas Business Journal
Arampa Bay Business Journal
/San Diego Union Tribune

/San Francisco Business
Journal

BusinessWeek

23



gexoiptyst Gevity Institute Overview Plan

gevity

i lve got the answers.

e A Delivery Timeline

act - Careers « Inastor Babeions

A Site development

Getting started.

A Internal review/Tests

A Client Newsletter

A Press Release

A Go Live

White Papers and research documents would be
displayed in both an Abstract and Full article format

4/30-6/4

6/4-6/15

July

July

July 16

What consumers what from companies

Companies must gain a better understanding of consumer perceptions
and expectations about corporate social responsibility if they are to
win the public's trust.

AArticle | Abstract

02.07.07

Salesforce.com training
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http://www.mckinseyquarterly.com/article_abstract.aspx?ar=1986&L2=21

ge}!oipEXt Gevity Institute Revitalization Objectives

A Create the Gevity Institute as hero within the prospect focused gevity.com
site

A Develop the Gevity Institute opening page that is distinct from the
Gevity.com website

A Allow site visitors to browse through the content based on relevant sub
navigation levels. Sub nav could be either theme / topic related.

A Convey to the visitor the feeling of a foundation which is well known in the
field and is more interested in education than selling

A Develop a community of users that depend on regular communication and
access to informed through latest updates in the HR field and elevate site
value and competitive differentiation

A Visitors will be able to register an account to gain access to articles &
white papers
A Encouraging guests to register an account will allow us to profile the visitors and
manage and identify communication

02.07.07 Salesforce.com training 25



gevity

people 1st

Search engine marketing

AOptimized natural search drives targeted traffic
and generates quality leads

2 turnover costs - Google Search - Internet Explorer Provided By Gevity

File Edt View Favortss  Tools  Help

@Ea[kv © D @ lj fjﬁearch \“\?Favmtes £ {v; 9 -

L 3

Address | &] [ http:/ feww. google comysearch?hl=engg=turnover+costs

V‘Gn

Web Images VYideo News haps more »

Google [[turnover costs | H Search

Web

Howe Much Does Your Employee Turnover Cost? - Center for Community ...

Signin

Fle Edt View Favortes Took Hep

eﬁa(k - Q \ﬂ @ b /f\s.sanh g Favortes 62 [

Strategic placement of keyword phrase
turnover costs has placed Gevity on first page
of search results for the phrase

Address ] http: fwm. gevity.comftoclsfturnover_costs_calculator.html

It will help you calculate the cost of employee turnover for your company. Knowing the cost
of losing and then replacing an employee will help you determine ..
whinr Uwe . edufcesicoedieconamiesstum. ofm - 20k - Cached - Similar pages

Fighting Employee Turnover Costs

Mothing can be maore frustrating than the constant aggravation of employee turnover. High o
low erployes turnover can be detrirmental to your company

shinformation.about. comfod/hiringfiring/afreduceturnover htm - 28k - Cached - Similar pages|

Taools to Improve Employee Retention and Cut Turnover Costs

Unwanted employee turnover costs employers rmuch more than typically realized. While the
actual losses will differ from one work category to another, ...

wrir keepemplovees. comAurnovercost. htrm - 9k - Cached - Similar pages

Employee Turnover Cost Studies
Cormpilation of studies on employee turmover costs , USA,
wrn. Sashacorp. corumframe html - 29k - Cached - Similar pages

Employee Turnover - Cost of Employee Turnover | Profiles International
Employee turnover is a costly challenge that Profiles Intemational can help you solve.
Reduce employee turnover and the cost of employee turnover with ...
warwr.profilesintemational. com/SYC_empturnover.aspy - 117k - Cached - Similar pages

U 5. Department of Labor - CFBCI - Cost-of- Turnover Worksheet

But just how costly is tumover? PAROS has devised this "cost-of-turnover” warksheet to
determine how turnover affects an organization's bottom line. ...

wrwswr. dol. gow/cibcifturnover.htrm - 37k - Cached - Similar pages

Gevity - Turnover Costs Calculator

Huow much does it cost when you have to replace an employee? This Employee Turnover
Costs Calculator will help give you a better idea of the overall cost of ...

i evity. comdtoolsiturnover_costs_calculator htrml - 44k - Cached - Similar pages

&

gevity | O

people 1st Contact * Careers * Investor Relations

Newsroom & Client
Events Spotlight

Resource

Solutions CErer

About Gevity

¥ &
4l y - a
Tools Turnover Costs|Calculator
e Elnployelcul.\lol

i 2 & Print This Page
Recruiing Cost Caleulator  HOWUEN 0085 1 costwhen you have 0 rplace an emmployee? This Employee Turmover

Costs Calculator will help give you a hetter idea of the overall cost of employee turnover. Gmm
Clear Al

Employee Salary and Benefits

Enter your average annual employee salary.
To calculate the costimpact of a specific job,
enter data for that job only.

Enter your employee's annual payroll tax %
and benefit costs as a percentage
ofthe annual salary.
Ifunsure, use estimate of 25%

Number of Employees
Enter the nurmber of erployees for
whom to calculate costs: Ij

Turnover

02.07.07

Salesforce.com training

Marketing Plan

AUpdated Gevity.com
home page title T May 15
ANew META tags and site
descriptioni May 20
AContinued site
optimizationi May - Aug

AGoogle AdWords paid
searchi June 5

26



gevity

people 1st

HR Qutsourcing

Keywords

Search engine optimization - keywords

Usi ng

Googl ebds

AGenerating search results
AdWor ds

keywor d

t ool , w e

suitable for the first phase of optimizing natural search traffic - updating the
Homepage title, Meta keywords and Meta site description.

v Avg Search
Volume 7

Search Valume Trends (Feb
2006 - Jan 2007) 7

hr outsourcing

outsourcing hr

[
human resource oulSoUrcing [
human resources outsourcing | 0

=

Gevity

Keywords

v Avg Search
Volume =

Search Volume Trends (Feb 2006 -
Jan 2007) >

astel mansgéemint
financial seraces
human resource

human resource
MAnagement

human resources
adp total source
durect deposd

employes leating

a7 ot
payroll taxes
professwonal employer

professional employer
organization

02.07.07

Salesforce.com training

consultants

PEO
v Avg Search Seaich Volume Trends (Feb
Keywaords Volume 7 2006 - Jan 2007) »
PEO =
PEO companies O
IMEncan peo [ |
anzona peo i
amy peo O |
HR Consulting
v Avqg Search Volume Trends
Search (Feb 2006 - Jan 2007)
Keywords Volume (7 @
hr consultants ]
hr consulting .
hr group .
hurman resource m

27



gexoiptyst Search engine optimization - keywords

AGenerating search results

Benefits Payroll
v avy Searcn volume irenas v Avq Search Volume Trends
Search (Feb 2006 - Jan 2007) Search (Feb 2006 - Jan 2007)
Keywords Volume @ Keywords Volume 2 @
benefit access ] sinna=nanind direct deposit payroll . =xnmnnniEREN
benefit adm!n!slmtlon ] Ennnnnnninsl payroll processing T I L]
benefit admln'lsflmto.rs | . T LT payroll processor . - T
benefits administration | 5 slznnnnnnnsll payroll small business| B snnnnanninnl
benefits management  EEL_] aninmmnniind | payroll tax calculator [0 snnnnnunnnil
. HR Policies
Employee retention v Avg Search Seaich Volume Trends (Feb
v Ayg Seaich Search Volume Trends (Feb 2006 Keywords Volume ) 2006 . Jan 2007) )
Keywords Yolume @ - Jan 2007) 2
[employes retention [ = T p—— :: '":
human r empl | L —— snnnnsll ) === =
mm':m o = I Nannnnnnnl B pulcion and procedunes t ""“";:"
y Alunxilallixl

02.07.07 Salesforce.com training 28



gevity  patapase

Goal: Deliver revenue-focused plans across all markets with ranked lead prospect
data to deploy BDM, sales management, and marketing resources.

Prospective Plan Profile

Market share & prospect

Pipeline Planning Models Integrated, consistent set .
for each market of Business Plans by willingness to purchase
Market HRO services
Roadmap to review/deploy
BDM resources for |dentify and score best
maximum ROI leads w/in Salesforce.com
May 23 June 8 June 18

02.07.07 Salesforce.com training 29



ge}e’oiﬂt Database

A Data Refresh 3/19/07
B leoreest® e

Home Campaigns Leads Accounts  Contacts  Opportunities  Dashboards Reports  Documents  RFPS  TLARPBranches  Forecasts  Cases

s ety onm == A New territory maps 4/16/07

Totals

= (o To Dashboard List
——

View Dzshboard  GOM Templele Dashboged 2007 - Detabese Tolels [ Clana| As of 330:2007 2:36 PH
Total Records {Leads) Database Totals (Leads)
e — A Weekly IA Reports 4/27/07
Total Records (Accounts) - : '
Type Record Count Eiratlr;lama: :15: A ThurSday'WedneSd ay
Client ¢ Lot Name: 2,184
e | = A Additions: BDM initiated
Paid Partner - Brokar q  Physical Address: 2138
Paid Partner - Business Referrs 1 Malling Address: 2,080 A Em ai |S sent
Frospect 108 phone Number. 2135 o
e oy o A Prospect visits
Healtheara Provider Ell
Healtheare Expiration Date: B4 A DI reCt M al I
Payrall Provider: 45

Payrall Provider Exp Date:
FECIHRO Provider.
PEC/HRO Provider Esp Date:
WC Provider:

PO -

A Salesforce.com Dashboards 5/1/07

02.07.07 Salesforce.com training 30



gevity  gjlesforce.com Restructure

people 1st

Opportunity: BDM can classify Accounts (leads) to a Status

Identifier for Pipeline Forecasting:
A Cold

Accounts {1000 Accounts)

e oot Ao D8 Ore Sowme

/

Cold 300 Accounts)

Researching {40 Accounis) /

Cefemime Ceoison Maker &
Currert Wembrsom pedtors

A Researching

A Qualified

A Developing Opportunity
miate first comversation | A Bad Eit

Account Sfatus

Mext Evaluation Begins
CRE Potential

Standard Corporate
P5A

Services PO
# Sales Heps
# Support Reps

02.07.07 Salesforce.com training

Current 1 Swapped
Support System
4 - Qualifying EBR Prospecting
10 G200 ERR Guicknotes
& HNon-Profit Verified
G
00
75

Homegrown

SW2EBR
WP Sales is tha DN

31



gexo'pEYst Salesforce.com Restructure

A Mass Conversion of Leads to Accounts in Salesforce.com

A Requested by sales to enable BDMs easier access to data
and eliminate cloning and converting of leads

A Challenge - Current campaigns (Drip, Test drive, etc) are tied
to Leads - program will need to be redesigned.

A No down-time expected, just cost associated with
reprogramming

A Action Plan
A Deploy new lead-based dashboards Apr 30
A Project plan for conversion of leads to accounts May 31

A Reprogram campaigns
A GPE implications

A Lead records used solely to capture initial web inquiries &
campaign registrations

A Build and deploy new Account-based TBD
reporting, dashboards, training

02.07.07 Salesforce.com training 32



gevity  salesforce.com continuing education

g%rce NEWSLETTER

Streamline Administratione Ma xi mi ze Sal esé Opt.

mi z e

A new monthly quote from Management about the success and
vision using SF.com

Training 1
Links to the Webinar / Link to SF.com
resources for on-line training

Latest News

F A Q © Help, Training,
Tips & Tricks

Success Story

Testimonials
(feedback from our colleagues)

Feedback area / form

Draft content - Layout 2-4 pages. Accessible from Salesforce.com i email link
will notify users when it is published.

02.07.07 Salesforce.com training

Publication Plan

Opportunitiesteé

Timing: Monthly

First Edition: June 4

33



gevity  \vep — Online

AR1 launch
A 3/19/07
A Update 5000 docs
A 150+ Links
A Test Drive
A Implementation plan design  5/10/07
A Completion Date 7/1/07

AHRA Geuvitization
A Site Assessment 5/7/07
A OnLine Portal transfer from HRA  6/15
A Site Retired  7/1

02.07.07 Salesforce.com training



ge}fo'ptyﬂ Banner advertising

Fact: Web is primary influencer and source for HR buying decisions

Concept @, -

ARotating banner ad on targeted THirstday. o

sites focused on recruiting )L)
i

todgy

Fope §§ Yo pp

Concept

APre-Order the Small Business Small Business HR?

Answer Book banner ad on I've gOt the answers
targeted sites where print is )

running

gevity.com

limited time offer

Option —Have your book person

one of our professiona
AStrongly motivates HR Consultants to

go on the IA

1 Source: HR Marketing Survey, 2006
02.07.07 Salesforce.com training 35



ge}e’oiﬂt Client program components

1. Client database establishment

2. Monthly communications via hewsletter

3. Referral program incentives

4. Develop program, calendar and tone-of-voice
for ad-hoc communications

02.07.07 Salesforce.com training 36



gevity 1 Client Database

Email Collection/Retention

Process ) .
| AData Collection: April 20-May 20
Client CSP Client
Newsletter Contest B

Link

AClient Newsletter Link
A Link in newsletter with landing

page
_ A Request update

ACSP incentive:
A Collection contest
A 6 prizes @ $50.00 each

AMine client files

Eloqua
Repository

ICollect email addresses on
Onboarding form and hold in Elogua
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gevit

ViIty 2. Monthly client newsletter

fOverview

A Spotlights Gevity products and
services in order to increase
retention

A Contains the latest HR news,
trends and tips

A Provides common questions and
expert answers

Monthly client newsletter

A Print copy delivered via payroll
every month beginning on the 215t
of the previous month

A Email: distributed the 15t of each
month

A OnLine: available the 1st of each
month

02.07.07 Salesforce.com training

May 2007

‘Volume 1 - Number 2

Importany dates
Gevity offices and banks wall
be chesed In obsanance of
Memorkal Day on Monday,
May 28, 2007.

Payroll Deadlines

Tareceive payroll Friday,
May 25, repart payrall
by 11:00 am Wednesday,
May 23.

To receive payroll Tussday,
May 28, repart payroll

by 11:00 am Thurzday,
May 24.

Toireceive payroll Wednescly,
May 30, report payrall

by 11:00 am Friday,

May 25.

{ The GewGE}

HR tips and trends for small and mid-sized businesses

Inside this Issue:
The intern trend
ections are coming
The Healthy Familles Act and what It means for your company
Ask the expert

Boost your competitive edge

Didl you krow you have access tofres training tools that can help you boost smployes
performance] 7 With Gevity's extensive DVD, elaaming and pressntation-based training,
you can help your employees and managers develop new skils. In turn, they'l do more
for you Your people are your business’ mast vaksable resource, and sharpening thei sils
significant edge cwer wour competition.

Just ask your HR Consultant what training tocls and courses are available. Your HR
Consultant can provide sverything you need and sven Facilitate the training for you.

with Gesity's training toals can give yo

What trairing tools and courses are avalable?
« HR training DVD library — Take advantage of Gevity's sxtensive calkstion of
referant HR training and compliance solutions to help keep your business competitive.

+ Werkplace training {eLearning) — Onli ta courses that can
koot your business’ performance by training employess in better workplace behavior,

sound management practices and regulatory compliance strategies. Thess courses are
awailable vis Gavity Online™. Simply g2 to About Me, then click the Training tab.
Seroll down to sLeaming to begin. Certificates of completion are available at the and of
=ach course, and tracking via completion reports i alsc available.

+ PowerPeint® presentation based courses — Wiritten by HR professianals who
kncw haw to help busineszes achieve greater success. Thess courses includs training
in ackanced interviswing skilz, effectively managing and sngaging employsss, and

Call your HR Consultant taday to start bocsting your buziness compatitive edge!

38




gevity 3 Referral Incentive

people 1st

. a®
gevity a@
REWARDS

Start : ALaunch: May 1
art €arnin
more today_g ATarget: Clients and colleagues

emimnetll /\ Refer a client and receive $25 per
client employee

gestty dily

lEW.lI#:i

A : 8 Start carning fseia
AHer eds how it wor ks =
- el =
A Refer a company to Gevity -
A Company signs up for Gevity services and becomes a Iy
new client
A Earn $25 for each client employee . _
A Thereds no |imit to the amount rewarded'*uiﬁrﬂwi'&-ﬂ"f
it gl
_t;m.-liﬁ_.r“
et
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gevity 4 Ad-hoc Communications

people 1st

A Phase One (in progress)
A Form Client communications committee
A Develop master calendar of all communications

A Build and maintain a client database for primary contacts,
CEO an CFO (working with Cathleer

A Phase Two (Q3)

A Research and evaluate communication direction, tone,
and process

A Develop plan for improvements "ii;tyhz_?mﬁ%“ Sedm TmE Shers
= == A
A Phase Three (Q3-4) o == & an
A Execute plan i P
'I'ﬁ. .
e
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gevity

people 1st

e

4. Ad-hoc communications timeline

Avieet with Michelle Nixon and Aaron Wagner re: charter and calendar #
(by 4/17 and 4/20)

A\/Iee_:t with client communications stakeholders to discuss charter and
calendar (by May 11) “

tablish schedule of monthly clie\‘}mmunications committee
m etiws and deadlines (by May 15)

ASolidify reséqrch and evaluation project proposal with Frame 360 (by
5/20 \



gevity  ABE Details

ABenefits

OQutreach campai
A Newsletter

A HR Consultant visits with leave behinds
A ABE checklist distributed

ABST contest ééééé Augustl200d e
A Top 5 HR consultants with highest number of clients

participate in BST wins a laptop
AParticipationéééesé
AEnr ol | s

ée. Aug
ment eeeéeeeeéeeéesSe

ptem

02.07.07 Salesforce.com training
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gevity  National Marketing Programs

people 1st

evit .. A Referral Program May 8
gREV\)I/ARD$ e A Client incentive: $25/CE
Sl A Colleague incentive: $25/CE

“ submit your referrals ove
i Gevity OnSite™: Ask to
HR Consultant in persan

A HRCs 5/8 to 6/15

Gevity HR Consu ltant:

bafared rrut bcorrs 2 chantwihin € roriha of

raczbs b paye=l A u\nlum thluninhgp.

2007 Catly Al gt i, oy m;w... tmderatn
nTaea ramns G

cam o gewtw ..

R REWARDS

National Direct Mail / Webinar

A 65,000 prospects
A CTA: register for webinar

,yf!::th o A DM postcard April 16
your boom tiner (= A BDM Email template April 20
= A DM self-mailer May 2

ety | A BDM outreach April 24

e A Webinar #1 May 16

gevity

A Topici Performance Management

02.07.07 Salesforce.com training 43



ge}e’oiﬂt National Marketing Programs

AEmail chapters drip campaign
A 43,000+ participants and growing!

gevity

ki Ui 2
r business.

Businezzas Tl Mol efi=cive |
pracices can sxoadance LD bn 23% Nigher revenus groa,
39% riginer prot growih and 878 rescad nmever

iy A Initial email

el A Chapter 1

%%;ﬁ;:%ﬁ o vers, 96t A Chapter 2

gEmes SEEEEE A Chapter 3

Temmm A CTAT Register for Webinar
A Chapter 4
= ==NWNebinar #2
e A Topic: recruiting and hiring

A Email invitations
A BDM Email templates

02.07.07 Salesforce.com training

Mar 8

Mar 8
Mar 30
Apr 20
May 11

Jun 1

Jun 20

Jun 1
Jun 1
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ge:e/oiptyst National Marketing Programs - Vertical

CCwnite 1 focus on
lending - and growing
Gevi

I've got
the answers.

Rescarch shows that business leaders

You can bank on an HR outsourcing reiationship
With Gevity to help you
* Retain key customer relationship managers
* Reduce labor cost with improved

R technology
* Focus more on growing your business

3 less on HR

Contact your local Gevity fepeesentative

02.07.07 Salesforce.com training

D k I i 2 1 1
Sour profit orowth by 23967 MBanking/finance DM

A 5,500 prospects
A Sell sheet

A Vertical summary
A Email template

e Arechnology DM

A 6,200 prospects

A CTA: register for 6/20 webinar

A Sell sheet
A Vertical summary
A Email template

Apr 27
Feb 8
Feb 8

Apr 30

May 22

Feb 8

Feb 8
Apr 30
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gevit

VItY  National Marketing Programs - Vertical

your profit growth by 23%?

CCwnite 1 focus on
lending - and TOWINgG
our company - G%Yity

the answers.

Rescarch shows that business leaders
who implement certain employee
management practices achleve:

+ Up to 22% higher revenue growth

+ Up to 23% greater profit growth
+ Up to 67% reduction in employee turnover

You can bank on an HR outsourcing refatonship
with Gevity to help you

 Retain key customer relationship managers

*  Focus mone on growing your business
and less on HR

Contact your local Gevity representative
lohn Smith ot 823.456.7892

CCwhite 1 focus on

lending - and GrOWing

our company - Gevity
on HR??

eson HR

02.07.07 Salesforce.com training

Do you know how to increase A M ed ical D M

A 6,500 prospects

A CTA: register for webinar
A Sell sheet

A Vertical summary

A Email template

i A Hospitality DM

A 3,800 prospects

A CTA: register for webinar
A Sell sheet

A Vertical summary

A Email template

Jul 22

May 31
Apr 30
May 31

Aug 22

Jul 15
Jun 30
Jul 15
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gevity  Regional Marketing Programs - Florida

A Pensacola Chamber Business Expo May 10
A Pre-show direct mail
A Advertisement in Pensacola New Journal May 6
A Advertisement (full page) in expo guide May 10
A WC Trigger Date campaign Jun 7

A Estimated 29,000 FL leads

A Append WC x-dates
A Direct mail drop 120-days prior
A Email drip begins 90-days prior

A Main Street drip campaign Jun 1
A 15k FL leads without email addresses
A Direct mail drop
A Three-touch email drip
A Save time, reduce administrative hassles
A Protect your business
A Retain your employees

02.07.07 Salesforce.com training 47



gevity  Regional Marketing Programs - Florida

A Tampa Bay Business Growth Expo June 13
A Pre-show direct mail June 4
A Advertisement Tampa Bay CEO Magazine June ed.

A EEO Seminars (begin week of) June 22
A Miami
A Boca Raton
A Orlando
A Tampa
A Jacksonville

A Central Florida Hotel and Lodging Expo August
A Pre-show direct mail
A Advertisement (full page) in expo guide

02.07.07 Salesforce.com training 48



gevity

people 1st

A IPA fax blast

A 1700 medical offices

A EO San Francisco
commsiocommsiocomt A Monthly meeting sponsorship
A 10-minute Gevity presentation

BIOCOM

A Breakfast panel sponsorship

A Jack Kelly, Leigh Limpic

A 200 life sciences execs attended
* o o A NVCA email series
A National Venture Cap Association
A 117 VC firms

HRx for Success - Strategies every Life Science Leader Should Know to Increase
Company Performance

Speakers:

mememe

02.07.07 Salesforce.com training

A Independent Physicians Associates

Regional Marketing Programs — NCA, SCA

Mar 30

Apr 25

Apr 26

May 16
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gevity

people 1st

Regional Marketing Programs — Rocky Mtn

AWIT e-newsletter Mar 21

— e A Women In Technology

PN
Word 11

A 10,000 members

AAmMEXx Travel Partners Seminar  Jul 9
A 45 largest travel agencies in US
A Breakfast sponsorship
A Breakout session presentation

02.07.07 Salesforce.com training 50



gevity  Regional Marketing Programs - Northeast

people 1st

ANYHR Week Apr 17 & 18
A 1000 NY businesses
-Hnweek A 50 new leads
ANJ Technology Council April 20

A CIO conference with guest speaker
A Attendee list mailing

02.07.07 Salesforce.com training 51



gevit

peop,eXt Regional Marketing Programs — Mid-Atlantic

AMohawk Distributors
A 10,000 carpet dealers nationwide

A Email newsletter May 2
A Website content Jun 15
ANCMGM Spring Trade Show May 2 - 4

A Exhibit booth in Medical Group show
A 800 member attendees anticipated

A Charlotte MGMA Meeting June 21
A Informal luncheon of medical group managers
A GM has podium time with Q&As

02.07.07 Salesforce.com training 52



gevily  Regional Marketing Programs — Blue Ridge

people 1st

A Tennessee MGMA Spring Show
e Cromp A 170 medical practice managers
A Seminar: HR technology
A Sponsored luncheon
\ Alabama Restaurant Association

A Articles in monthly newsletters and
guarterly publications

A Knoxville Business After Hours
A 10 minute presentation

A Chamber direct mail, newsletter and
website promotion

A Knoxville Ribbon Cutting Ceremony
A Held at new office
A Client and Prospect invitations

A Farragut & Gatlinburg Chambers
A Business After Hours at new office

02.07.07 Salesforce.com training

Apr 18

June

Jun 14

July

Aug
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9evily  Regional Marketing Programs — Blue Ridge

people 1st

A Knoxville Client
® @ KNOXVILLE R
Cl Vlew A Distribution: 350,000 (10x per year)
_ A Direct mailed to over 19,000 area businesses
A Circulation 25,000

A Inserted into Corporate Relocation Packages
iIn combination with the Knoxville Chamber
and with Relocation Companies

A Business Spotlight Spread: Summer 07 i
July/August

A Featuring Client testimonials and photos from
A Thomas Kinkade, national artist
A UrgentCare, medical office
A Multi-Media Solutions, Audio & Visual

CTAT Landing

Featured I n the free
section for any event we request

To 3>
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ge)!oipEYSt Regional Marketing Programs - Texas

ATexas Apartment Association Apr.19-20
A 1400 building owners/ mgmt company executives

m% A Promotional mailing (iPod drawing) Mar. 30

mismammriseanoy - A Follow up mailing/phone calls from BDMs Apr. 27

ATexas MGMA Annual Conference May 2-4

A 250 medical practice managers
A Follow up mailing/phone calls from BDMs May 14
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gevit

peop,)fst Regional Marketing Programs — N. Central

A Chicago Employment Law seminar
A 1000 Chicago leads invited
A 26 RSVPs

—Minnesota High Tech Association
A Annual Conference

A 850 high-tech professionals
A Follow up BDM calls

A Annual Conference
A 200 medical practice managers

Mar 23

Apr 10

Apr 16

Minnesota Medical Group Managers Aug 1-3

A Follow up mailing/phone calls from BDMs Aug 14

02.07.07 Salesforce.com training
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gevity  ggjes Tools

AEmail templates in Salesforce.com  Apr 30
Al 6m with Gevity now
A Prospecting letter
A Banking/finance vertical
A Technology vertical

AArticles for publication Monthly
A Posted to gforce
A Sent to regional organizations for publication
A Finding quality employees Apr 1
A Interview questions to avoid May 1
A Effective recruiting Jun1

02.07.07 Salesforce.com training



gevit

y Mid-Market Outreach

Phase 1
Start: May 1

Mid-Market Team
Starr Tincup

Leverage past
success, extend
knowledge to open
doors for Gevity Edge
Select

Size: 500 to 999 EEs
Vertical focus:

Medical, financial and
legal services, banks,
mortgage,
printing/publishing,
computer services

879 Leads

02.07.07

~ Phase 2

Start: May 14

Mid-Market Team +
RVPs

BroadReach
Partners

Program designed to
nurture and cultivate
opportunities through
sales lifecycle

Size: 1000+ EEs
Vertical focus:

Medical, financial,
legal services, banks,
mortgage,
printing/publishing,
computer services

cee 043 Leads
alesforce.com traiming

- Phase 3

Start: July 30

Mid-Market Team +

RVPs +GMs ( & BDMOG s)

BroadReach Partners

Program designed to
nurture and cultivate
opportunities through
sales lifecycle

All industries

~3,400 Leads
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gevity  Mid-Market — Seminar Series

people 1st

AHackett Group i co-present with Gevity
ATop three cities in most populous states

A NY/NJ Late July

A FL August

A CA August
ASales tools

A Hackett white paper Jul 1

A ComUnity Lending case study Complete
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gevity - Advertising overview

A Why advertise?
A Make the phone ring
A Build awareness
A Drive initial appointments

A How do we accomplish I1As?

A Increase awareness in specific markets through print, direct
mail and field foot canvas

A Create urgency

A Provide strong call to action for prospects to call
1.800.XXX.XXXX (call center)

A Call center tracks calls and forwards to the appropriate field
office for the field office to schedule the appointment

A When?
A Q3 and Q4

A Coordinate with launch of the Gevity Answer Book
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gevity

people 1st

T he

—w h o |

Chicago: 12999

Denver: 3726

Minneapolis: 5493

AN ,
.-=

Inland:
3844

LA: 10933

Gevity pfovides services
nationyide and maintains
officefin the highlighted states.

Phoenix: 4799

Houston: 6516
Dallas: 6097

02.07.07

New York: 10933

\

Nashville: 2191

Salesforce.com training

and t

he —wh

A Who: small business
(50-500 employees)

A Where: please see

map; also note the number
of our target business in

the cities.

Baltimore: 4051

North Carolina: 2660

Atlanta: 6840

Ft. Lauderdale: 2160

Miami: 2938
61



gevity

people 1st

Obijective:

Promotional Pricing Offers

A Incent hot/pre-disposed prospects to purchase by aggressively pricing for a
contained period of time while keeping acquisition cost down

Concept 1

Concept #2

Concept #3

—Early Buyl
£0% Payroll Fee discount to
prospective clients who

sign a 36 month contract
between May 15-July 15

20+ EE

AnBack pocket o
RFP has been presented

—Fry Before
KContract between x dates
and get the first 3 months of
payroll Processing Free

AEmail to prospect post RFP
Review with offer

dAdnfmertorize over ®maining
12 to 24 months

Y

GM/BDM discretion charged back to region P&L

02.07.07

Salesforce.com training

u ‘BLu%/VN er HC Pr
ANew clients can reduce HC
premiums (10%) to
employees by submitting
health profile to webMD

AGevity contracts with

webMD to provide current
heal th profile
during x to x period

KGevity and client receive an
average score which can be
used to leverage HC carrier

to reduce rates to this client.

62
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gevity  \ix it up for greatest impact

Media mix Arhree plans

A Print: City Business Journals A —Ever es t(15 m@keta)n

A Flight: every other week A Total reach: 205,000
for 26 weeks businesses. |

A Island ad with spot color A Total with 50-500
employees: 86,943

A Direct mail: Drops at the middle

and end of the print cycle A —K2 I __ @0 raarkets)

A Total reach: 120,000
A Field foot canvas: cold calling A Total with 50-500

leads regarding call to action and _
ongoing ficanvaso with employees: 34,000

postcard/ads
A —Mt .  Mc KPlam (b maykibts)
A Total reach: 55,000
==| CRAIN'S 5= . A Total with 50-500
"=‘ — Pu:tmuil ? employees: 20,378
ZE= on mqe -
—u:-: e p— L i =

Ul

i
Hi |

|H'i H
RN
¥

i
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