«
@ \ Pilot Program

] lntroduction

Executive-Level Sales Appointments and Leads

N

OUR GUIDANCE
. YOUR GROWTH



4

A .
Trained Staff Ready to Deploy

Hi-Tech Domain

Pay-For-Performance

\
- — b

T



EXPERTS AT MARKETING

INFRASTRUCTURE REI.ATED |
U HON Cloud- Computing

i z@ \




APPLICATION
SOLUTIONS

- R Custom
7y ‘ Development



* Proof of Quality is provided via Call Rep Audio Recordings.
« B/A.N.T. Criteria drives “Actionable Opportunities” to your Pipeline.
* Lead Nurturing Strategy — No Telemarketing.

- 100% Pay — Per — Meeting Program “Pay for Results Only”.

- Sales Force Automation Integration.






leads does sales need to ensure they hit their target?
he expected conversion rates?

Point Value s

ead Nurturing

. Best Practices for Lead Nurturing activities.
 Sales tool development for cold calling process.
* Tracking process maintained for timely follow-up.

2m to B.A.N.T. Criteria or role in decision making process.
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An average of 66% of
meetings generated
enter the Funnel.

Depending on target
market criteria and
solution sold (i.e. ERP,
Collocation,
Virtualization,

Network Security,
Managed Services,
SaaS, laaS, etc.) sales
closing rates range
from 20% to 50%.

ast Deploy 1t of Program
Jtsourcing offers a 300% Faster Time to
nnel vs. Insourcing
3. Predictable Lead Flow to Sales Funnel
4. Forecast a measureable impact to Sales
Revenue ‘ |T
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SAEESSTAFF

Intelligent Demand Generation

SEEN ENOUGH?
LET'S GET STARTED
60-DAY TEST PILOT

3.

4. Describe the size of business or number of users you qualify as an

' opportunity (revenue, # of employees, # of users)?

5. What are the common title paths you engage with during the sales
process?

6. Provide 3 sample qualifying questions you normally ask a prospect to
determine “need” or “fit” for your solution?
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