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Background:

In 2011, Harmonic Inc, decided to deploy IBM ICM (then Varicent) to automate commission operations. They engaged one of the IBM's
certified partner for the initial implementation. The system went live, with some delays, but then business needs changed significantly.
The system, as implemented, was unable to meet the needs. Having experienced the quality of work from this partner, Harmonicreleased
an RFP, and this time decided to engage SpectrumTek to reimplement the system. SpectrumTek took on the re implementation project in

2013, and completed the project within 4 months.

Testimonial

SpectrumTek re-implemented our IBM ICM system when the original implementation stopped meeting business needs. Since 2014,
SpectrumTek has become our trusted partner on all technical and operational aspects of our IBM / ICM landscape. Team SpectrumTek

brought solid technical and domain experience with large scale complex commission systems. We are delighted to haveSpectrumTek as

our Partner.

- Karl Mosgofian, Vice President and CIO, Harmonic, Inc
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After comparing the costof a
system that would increasingly
be misaligned with their
business strategy, against the
cost of outsourcing this work to
SpectrumTek, Harmonic decided
to leverage SpectrumTek's
Managed Services offering

Harmonic faced two big
challenges in achieving their goal
of self-sufficiency: lack of
internal resources and lack of
specialized expertise in those
resources. Despite the goal,
internal resources at Harmonic,
who could support the system
were asked to focus on other
more compelling business
priorities.

Challenges:

Because of these conflicting As a result, Harmonic faced the
priorities, the internal staff did not g prospect of not being able to
have the time to make system _I extract the expected value out
changes such as data inputs, of the new system and the
compensation plans, reports, nor to company was concerned that
enhance the system and processes the system would become out
for evolving the business. of date and misaligned with the
business strategy.
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Harmonic recognized that they did not have the right internal resources to learn the system or take on the responsibility of
managing the process. After comparingthe cost of a system that would increasingly be misaligned with their business strategy,

againstthe cost of outsourcing this work to SpectrumTek, Harmonic decided to leverage SpectrumTek's Managed Services offering.

SpectrumTek deployed a 2 member team onsite in US, and 2 member team in offshore center to take on full responsibility for

System Analysis, UAT, Data Setup, and miscellaneous comp administration tasks.

Benefits:

SpectrumTek's Managed Services was able to bring down the dispute count (referred to as Hot List internally) from 200+ to less than 5
on average. New Fiscal Year rollouts for 2015 and 2016 was done on the schedule, within 2 months of the beginning of the year. Unlike
all prior years, Harmonic didn't have to keep paying recoverable draws for 3-4 months in the year. Since Managed Servicesteam has
taken over the system analysis and UAT responsibilities, the number of code fixes needed round the year have dropped to almost zero.

Executives are feeling empowered to rollout new creative commission components to further align business strategy with sales

behavior.
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SpectrumTek's Managed Services was able to bring down the dispute count from 200+ to less than 5 on average.
About Harmonic:

Harmonic Inc. designs, manufactures, and sells video infrastructure products and system solutions worldwide. Its products enable
customers to create, prepare, and deliver arange of video and broadband services to consumer devices, including televisions,

personal computers, laptops, tablets, and smart phones. The company operates in two segments, Video and Cable Edge. Harmonic

Inc. was founded in 1988 and is headquartered in San Jose, California.

About SpectrumTek:

SpectrumTek is a global leader in Sales Performance Management (SPM) Services. We are your trustworthy partner on all things related to SPM - from Sales
Compensation Plan Design to Sales Operations Effectiveness and Territory Planning to Software Implementation. Our Managed Services team specializes in
post-implementation support and administrative services. Combining our passion for SPM and commitment to customer success, we are certified Sl partners
for the top 5 software vendors in the SPM space — Captivate 1Q, Jedox, SAP (CallidusCloud), Varicent and Xactly. Adopting atechnology-neutral-customer-
centric approach, we leverage industry best practices to help our customers maximize the ROl from SPM software. Over the last 15 years, our team has

delivered more than 250 SPM projects, supporting commission payouts for more than 450,000 Payees worldwide.




Thank You!
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www.Spectrumtek.com

3600 136th PI. SE Ste 300 Bellevue, WA 98006



http://www.spectrumtek.com
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