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.TURN FOR RESULTS LIKE THIS?

STRATEGIC CHANGE:

m Created a new market position for an existing company
and restructured the company to deliver in the new market

m Re-aligned IT to deliver on aggressive new sales and
production goals

FINANCIAL RETURNS:

m Increased revenue by $100 million

m Freed $500 million previously buried in departmental
line items

PROCESS IMPROVEMENT:
m Accelerated product development time
= Improved company-wide safety record

PRODUCTIVITY AND PERSONNEL GAINS:

m Lowered attrition by 50%

m Cut the time to “job mastery” for senior sales sta from
24 to 7 months

ENHANCED CUSTOMER SERVICE:
m Reduced tech support call times by 39%
m Achieved #1 in industry, nationwide in customer satisfaction




RETURN ON
INTELLIGENCE™

Successful companies have the
ability to put all aspects of
intelligence — from raw creativity to
technical expertise and managerial
discipline — to work for them.

Herrmann International delivers
that ability — and the performance
improvements that go with it.

We start with the di erences in how
people think. en we give them
tools to make the most of their own
natural preferences — and to be able
to step outside them when the
situation requires.

And we do it with an approach
designed specifically to deliver
business results.

More than one million people have
completed the Herrmann Brain
Dominance Instrument™ (HBDI),
the assessment tool at the core

of our work.

Whole Brain Thinking has given our

Field Technology Solutions Professional
Managers a critical new method for
improving business planning, strengthening
their teams and boosting efficiency.

Jerry Smith
Field Sales Manager
Microsoft






GROUNDED IN RESEARCH.
PROVEN IN THE REAL WORLD.

e Herrmann International methods have their roots in work that began at General
Electric, and they’'ve been validated by more than 25 years of research, including a
database of results from more than 1,000,000 surveys. e Herrmann International
approach is taught at the Wharton School of Business and has been featured in
books and leading publications, including the Harvard Business Review.

Just as important, we've proven our work in the field, among clients large and small -
from Fortune 500® companies to leading academic institutions — in the U.S., Asia,
Europe, and Latin America.

We use HI methods worldwide to strengthen our
leadership communications and improve the
effectiveness of new managers. The Whole Brain
approach also played an integral role in our recent
successful efforts to increase sales and improve
customer satisfaction with our sales force.

Larry W. Green

Vice President

Global Marketing & Sales Learning
Novartis Pharmaceuticals Corporation

RESULTS.
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