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Total for Labs Division
(Salespeople Only)

Total for Labs Division
(With House Accounts)

Total #
Salespeople

17

25*

Total Sales ($)

$36,680,498

$40,679,757

Total #
Customers

1369

1,486

Avg Sale($)/
Customer

$26,793

$27,375

# New
Customers*

377

414

Total New Sales
($)*

$5,708,341.00

$6,063,805.00

%New Sales $/Total
Sales $ for Labs
Division

14.00%

14.90%

%NewCust/Tot # Cust
for labs division

25.40%

27.90%

#New Cust >$25,000

45

50

#New
Cust>$25,000/Total #
Cust for labs division

# New
Cust/Salesperson

# New
Cust/Salesperson/
Month

# New Cust>$25,000/
Salesperson

# New Cust>$25,000/
Salesperson/ Month

3%

3.20%

16.56

1.38

0.16

*'New Customers" and "New Sales" is defined by a customer in 2001 who was not a customer

in 2000 or 1999.

*Represents all sales numbers included in the Commission Reports Feb 2001 to Nov. 2001,
including house and nuclear accounts.

*Energy Systems was counted as a salesperson to keep lab groups consistent.

*'Total # Salespeople” includes sales personnel through Dec. 2001 except John Jones (01),
who was not included on the Commission Report.
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