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We would like to develop a “Sales Playbook” to increase the
retention and effectiveness of new hires

» Currently, we provide limited sales process training or
roadmaps to members of the Sales Organization

» Best practices exist throughout the organization, but
have not been documented into a consistent framework
for pursuing business with customers

How can we work to
create and
institutionalize a world-
class “Sales Playbook”
within the Sales
Organization?

e Avariety of sales tools exist, but have not been
effectively integrated to the sales process

Complication

e Trend towards sales force working with larger, more
complex accounts

e Number of new hires are at all time highs, thus
increasing the need for efficient on-boarding

e Current on-boarding process is being updated, and the
lack of sales process training has been identified as a
need
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Key stages are in place but the underlying participants,

activities, and tools, are unclear

Key Stages

The miletones of the
sales process have
been identified

Sales Process
Mapping

Currently, the
participants, activities
and tools are unclear

Propose
d
and
Presente

Identify
Opportu
nity

“Do | use the call
planner from that
training last
week?”

“I’m new and my
account is marked
as Pending Sale,
what does that
mean?

Impleme
Pending nt
Sale and
Fulfill

“What should | be

“Do | introduce doing to help

the contract or advance this
the assessment opportunity to

first?” the next stage?

“When do | engage help
from Home Office?”
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The lack of a “Develop Solution” stage in the current sales cycle

indicates the key stages also need refinement

Current Sales Cycle

Identify Develop Pending Implement
Opportunity Solution? Sale and Fulfill

lllustration of a more common Sales Cycle

Identif .
Needsy Tailor Value
Target S Develop Proposition Negotiate Maximize
Priorities & .
& Select " Solution(s) & Prove & Close Value
Opportuniti .
Solution
es
Help client Help client Develop, articulate Trade-off value for Reinforce value
determine their develop best & “prove” offering price
needs & priorities solution(s) Identify & pursue
Differentiate in new value
Understand key meaningful ways creation
decision makers & opportunities

personal wins
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Effective sales processes document key stages, activities,
participants, tools, and milestones

SaNIAIOY

sjuedioiied

s|oo|

» Assess historical & current

Identify
A: Profile account

relationship with firm
Research account’ s
financial position,
competitive landscape, &
strategy

Make strategic calls for
further discovery

Query other Divisions for
info

Responsible: Sales
Professional

Resource: AR, Sales
Reporting, Service Center
Team Members

OneSource

CRM/ SFA

AR Reports

Publicly available financial
reports

Identify
B: Prepare Account Plan

Complete Client Profile in
account plan

Identify key client personnel
Schedule discovery
meetings with key client
personnel

Review Client profile with
Service Center Manager

Responsible: Sales
Professional, Service
Center Manager
Resource: Sales Manager,
Peers, District Manager

Sales Knowledge
Community

Value Proposition Training
Account plan document

Identify
C: Verify Account
Potential

Review Discovery
Questions

Prepare Discovery meeting
agenda

Hold meetings with key
client personnel

Identify Key Business
Issues

Perform additional account
research

Responsible: Sales
Professional

Resource: Sales Manager,
Peers

Discovery Questions
Meeting Agenda

Six Critical Skills Training
Key Business Issue Tool
Discovery Questions

Identify
D: Finalize Action Plan

Update and refine account
plan document

Determine and prioritize
Single Sales Opportunities
Update & refine action plan
Review account plan with
Sales Manager

Answer unresolved
questions

Responsible: Sales
Professional

Resource: Sales Manager,
Peers, Solutions Group

Account plan document
Guidelines for Single Sales
Opportunities

Guidelines for engaging
Solutions Group
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Each stage in the customer buying process presents an

opportunity to create “value”

Customer Buying Process

Recognize Evaluate Resolve
Needs Options Concerns

Transactional Buyer

Customer has fully Customer is aware Customer has few Seller can help Customer knows
defined needs & of options & relevant issues or concerns make purchase how to use product
problems decision criteria cheap & painless

Consultative Buyer

Seller can create Design customized Counsel customers RaEANELG Advise & problem
value by helping solutions & help & help resolve purchase easy & solve rollout issues
customers define make informed concerns painless
needs choices

Adapted from “Rethinking the Sales Force”, Neil Rackham & John De Vincentis
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A well-designed sales process links the customer

decision-making process with fundamental selling steps

Situational Awareness
L . Do we have a problem or opportunity?
Understand * Howlarge is it?
Cognition . Does it justify action?
Thinking «  What does the utopian solution look like?

Generate Alternative Solutions

2 What are my options?
. - o 5
Generate What deC|S|on.cr|ter|a should we use”
Divergent What are the risks?
Thinking | «  What if it goes wrong?
3 Select Best Solution
*  Which option best meets our criteria?
Select Best P
Convergent «  Can we trust these people?
Thinking «  Did we make the right decision?
*  Are we getting value from this decision?
Adapted from J. P. Guilford” s The Nature of Human Intelligence ° How quickly will we see results?
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Sales force tools must be integrated into a sales process

and aligned with the value proposition

Understand needs,
- g [11 . . A t
p"‘:;'itr';f’ p':g;ﬁ:"al » Thought provoking, not bureaucratic Pro(f:iﬁ(r)l;rlool
Tailor complete value _ _
offering to align with account e Easy starting point Value Demo Solution
profile and needs e Comprehensive tool Selection Tool
Work collaboratively with ° Disciplined
Support resources to build « Comprehensive Deal Building
deal scenarios . . Plan
* Recognizes market conditions
Negotiate and help « Transparent tradeoffs Varket Varket
MRl | - Appics vs. oranges Sreeroy || Sterens,
» Alignment with their needs
Relentlessly reinforce .
value being delivered, drive e Insight, not data Rchouq_t |
performance, and entrench * Actively help them comply eview oo
relationship
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A newly defined sales process would be assembled into a
“Playbook” and presented in multi-media

A Sales Playbook contains detailed :

information about your entire sales

process, including: The Sales Playbook is a
succinct, multimedia rich
e Why people should buy your product road map designed to
; guide your sales team on
e The Value they receive the most effective ways
e The Profile of an ideal prospect to sell your product.

e The definition of a qualified deal

e The typical stages of your sales cycle
e Roles and responsibilities of the sales
team and the customer T — [« » | ®
e Supporting collateral and resources

e Competitive positioning

e [nternal documentation and booking

process
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Field Sales Teams will be involved in the development of the Sales
Playbook so this does not happen

:CTATE YOUR DESIRE TO
R SOLUTION RIGHT

, BUT ACCORDING /7§ ﬂ\

) ‘ .\

[/
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It is important that we understand what we want to accomplish
by institutionalizing the Sales Playbook

The clear intention is NOT to... ...but rather to...

e Add structure to an often “black box” and
inconsistently applied practice

e “Add yet more bureaucrac .
Y Y * |ncrease clarity and transparency for all

and hassle involved in customer relationship
management

o “Teach us how to sell”
¢ Act as a thought stimulator and guide

e “Template of the week” . :
® Provide an anchor around which to

coach, plan for call “advances”, develop
enablers, and execute the our selling
model
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The Sales Playbook can be developed in six weeks and ready for
launch at the Annual Company Meeting

Phase | Phase Il Phase il
Assess Buying Process Construct Sales Gain Commitment to
and Best Practices Playbook Rollout Plan
2 weeks 3 weeks 1 week
Key Activities: Key Activities: Key Activities:

Conduct immersion interviews
with stakeholders to identify
needs & requirements

Review current sales process
materials, tools, & customer
research

Conduct 1-on-1 interviews with
top performers to uncover
customer buying process and
sales process best practices

Deliverables:

Proposed Sales Playbook
template / format

Summary of immersion insights

» Consolidate research and
interviews into preliminary Sales
Playbook blueprint

» Refine Sales Playbook through 2
working sessions

 Identify any change management
challenges

Deliverables:
* Final Sales Playbook content

e Develop preliminary rollout plan
¢ Revise rollout plan with Core
Team

¢ Meet with Steering Committee to
gain approval for rollout plan

Deliverables:

¢ Rollout plan; including activities,
timeline, & responsibilities

* I|dentify requirements for possible
integration to Knowledge
Community
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Roles & responsibilities will be led by the Project
Management Team (PMT)

Steering Committee

Role

 Name, Title
e« Name. Title * Approve recommendations

» Facilitate access to people/resources
Champion project

Subject Matter Experts Project Mgmt Team (PMT)

« Name, Title

Name, Title Name, Title * Name, Title

Name, Title Name, Title  Name, Title

Name, Title Name, Title  Name, Title

Name, Title Name, Title * Name, Title

Name, Title Name, Title * Name, Title

Name, Title Name, Title * Name, Title

Role Role Role

+ Describe customer buying  Attend project work sessions * Integrate best practices into

process * Develop & endorse recommendation
» Share best practices recommendations * Facilitate meetings

* Provide point expertise * Prepare rollout plan * Provide point expertise
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Key meetings are crucial to achieving a very tight timeframe

M Objectives Participants Format & Timing

Core Team Kickoff .

Immersion Interviews

Core Team .
Worksession 1

Core Team .
Worksession 2

Recommendations .
Meeting

Introduce project plan & objectives

Discuss characteristics of a good sales
process

Uncover customer buying process

Capture selling process best practices &
improvement ideas

Assess variability & change management
challenges

Agree to high-level sales stages as a full team
In breakout groups, refine sales process steps

Review & refine integrated Sales Playbook
proposal

Develop Rollout Plan

Present Sales Playbook & rollout plan to
Steering Committee

Gain support for next steps

Insert footer including copyright/confidentiality statement

Core Team
PMT

SMEs

Select Core Team
members

Core Team
PMT

Core Team
PMT

Steering Committee
Core Team
PMT

2-hour meeting or
conference call

May 5

1-on-1 interviews with
PMT

1-2 hours, in person or
over phone

Weeks of 5/8 — 5/22

1-day meeting in Dallas
May 18 or 19

1-day meeting in Dallas
Week of 5/29 or 6/5

Y2-day meeting in Dallas
Week of 6/5 or 6/12
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Total cost for this project is XXXX, XX

Project-
_

Activity XXX XXXX, XX
Activity XXX XXXX, XX
Activity XXX XXXX, XX
Activity XX XXXX, XX
Activity XXX XXXX, XX
Activity XXX XXXXX, XX
Activity XXX XXXXX, XX
Activity XXXX XXXXXX, XX
Activity XX XXX, XX
Activity XX XXXX, XX
Activity XXX XXXX, XX
Total XXXX XXXXXX, XX
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An effective Sales Process will provide benefits to multiple

constituents

More effective use of time

Improved responsiveness
to client needs

Improved pipeline productivity - I Cof un
evelopment of unique

Less confusion over roles solutions

Better team communication ® Consensus on the best

solution

Targeted “tools” and sales aids ) .
® Consistency and clarity of

message

More knowledge sharing

Enables better decision-making

Foundation for sales training ® Increased earnings

Guidance for new sales reps

Establishes consistent language
(improves clarity)

Help prioritize and address sales
force needs

Improved pipeline assessment
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Coaching Tools will need to be developed that coincide with
each step of the Sales Playbook

m rutrum plac

MEFEWIETES G M Vestibulum ante ipsum primis in faucibus orci luctus I

Aenean pretium leo ac diam -

Ut quis mi vitae tortor fringilla hendrerit

Lorem ipsum dolor sit amet, uer adipi elit. V dui. Mauris fey
nisl sed odio. Pellentesque ultrices, dui et aliquet egestas, est est venenatis nulla, et pharetra risus turpis
tempor ligula et augue. Proin ac massa. Maecenas et leo. Morbi in libero. Vestibulum blandit. Fusce in f¢
cleifend. Pellentesque non nulla. Sed enim. Duis ornare posuere tortor. Suspendisse potenti.

Praesent pharetra nibh. Suspendisse vitae eros in tortor nonummy sodales. Sed id augue eget urna eleifen
accumsan tellus quis justo. Nullam ac mi eget nisl semper fringilla. Nullam elementum quam ut odio. Mal
mi. Donec viverra aliquam mi. Proin vulputate urna a erat. Donec et arcu sit amet dolor ullamcorper sagif

Vestibulum ante ipsum primis in faucibus orci luctus et ultrices posuere cubilia Curae; Nulla vitac metus
augue. Class aptent taciti sociosqu ad litora torquent per conubia nostra, per inceptos hymenaeos. Quisqul
nec metus. Nulla fermentum odio sit amet sem. Morbi nulla tortor, lacinia faucibus, faucibus eget, sceleri
nec quam vitae purus viverra porta. Phasellus pharetra est at nulla. Vivamus sed neque. Duis nunc ante, ¢
et, luctus a, enim.

(IER eI L Eal Suspendisse vulputate libero vel mauris

’ Duis auctor sapien

H Get sollicitudin tincidunt

H Quisque ullamcorper ‘

Mauris feugiat. Donec lobortis nisl
sed odio. Pellentesque ultrices, dui et
aliquet egestas, est est.

Lorem ipsum dolor sit amet. elit. V
venenatis dignissim dui. Mauris feugiat. Donec lobortis nisl sed odio.
Pellentesque ultrices, dui et aliquet egestas, est est.

Donec lobortis nisl sed
odio. Pellentesque dui et
aliquet egestas, est est.

Venenatis nulla, et pharetra risus
turpis sit amet nunc. Nullam tempor
ligula et augue. Proin ac massa. Mae-
cenas et leo.

Venenatis nulla, et pharetra risus turpis sit amet nunc. Nullam tempor

ulum blandit. Fusce in felis vel lectus congue eleifend. Pellentesque non
nulla. Sed enim. Duis ornare posuere tortor. Suspendisse.

ligula et augue. Proin ac massa. Maecenas et leo. Morbi in libero. Vestib-

Venenatis nulla, et
pharea risus turpis sit
amet nunc. Nullam
tempor ligula et augue.

Morbi in libero. Vestibulum blandit.
Fusce in felis vel lectus congue eleif-
end. Pellentesque non.

Praesent pharetra nibh. Suspendisse vitae eros in tortor nonummy
sodales. Sed id augue eget urna eleifend dapibus. Fusce accumsan tellus
quis justo. Nullam ac mi eget nisl semper fringilla. Nullam elementum
quam ut odio. Mauris vestibulum semper mi.

Praesent pharetra nibh.
Suspendisse vitae eros in
tortor nonummy sodales.

Praesent pharetra nibh. Suspendisse
vitae eros in tortor nonummy
sodales. Sed id augue eget urna eleif-
end dapibus. Fusce accumsan tellus
quis justo.

Vestibulum ante ipsum primis in faucibus orci luctus et ultrices posuere
cubilia Curae; Nulla vitae metus. Sed mollis iaculis augue. Class aptent
taciti sociosqu ad litora torquent per conubia nostra, per inceptos
hymenacos. Quisque ullamcorper neque nec metus.

Nulla fermentum odio sit amet sem. Morbi nulla tortor, lacinia faucibus,
faucibus eget, scelerisque sit amet, leo. In nec quam vitae purus viverra

egestas eu, fermentum et, luctus a, enim.

porta. Phasellus pharetra est at nulla. Vivamus sed neque. Duis nunc ante,

Nullam elementum quam
ut odio. Mauris vestibulm
semper mi.

Suspendisse vulputate liber

Nam rutrum placerat a

21
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eBrochures will be used to gain client interest early in the

sales cycle

‘epeew we|nN "weip
oe 09| wnpaid uesusy

> Nam lore .

>
>
>
>
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Identifying and developing a highly-qualified stufil  Our Approach.

h ialis ills v d les customers (o ereate & more.
your IT environment work ment in
only is etention difficut and costly, but staff ways:

eaining alone can put  significant strain on both
your time and resousees
Youknow funning an

1) Simplifying your infrastrueture.
Standardizing the infrastructure with self-

i Iy reduces the amount

m h your systens,
the more extreme the problems cun be. Your
operating costs are high and yous systems
management is fo too comlex. Your staff may he
stretehied so thinly that the service levels you are
providing are not slway's meeting expectations. I
addition, your stal may be overworked already.,
and many may even lack the skills needed 1o
operate effectively

of human intervention needed to manage these
systems. Standardizing on Windows based
EST000 seevers can help reduce your 1T
opesations cost structure by up o 20 percent

2) Optimizing staf resources. Automation
provides a virtual sall 10 deal with most systems
opesations, freeing up time and resources for

strategic plans and new project implementation.

4 complex systems
agement, b Ik

your staf

box functionality improves

ours s
seeking new ways (o operate more elfectively by
implementing new and innovative solutions,

operation’s efficiency

maximizes your

Often, cons spent
simply maintaining your infrastructure, preventing
‘you from parsuing pew initiatives that could yield
a sigaificant impact to your business.

‘The average 1T shop operates more than four
operating systems within its data center.
Narrowing that numbee can significantly reduce
the complexity of your infrastructure and improve
‘your stall"s ability to operate and maintain it With
Dudgets so tight, eliminating the need for
expensive, specialized skills—when you can find
them—ean significantly reduce your operating
costs. One of the best ways to improve stafl
efficiency and effectiveness is to optimize your
infrastructure by standardizing on Microsolt

Best-of-Breed infrastructure
Unisys b a system that

world's first commercial mainframe computer
‘more than five decades ago and the world's fiest

brings our missioa-critieal beritage t open
standards-hased compating. Unisys, lntel, and
Microsoft exceptional

Windows on Intel mainframe i 2000
The combined product of these leading
the stability, srength, and

processor,

expertise to 4 single, mainfiame-class system,
hased on ntel processors snd Microsoft operating
systems.

Unisys, Intel, and Mierosoft have jointly
developed the most cost-effective yet powerful
open standards-hased platform on the market —
e Tntel peosessor-based Unisy's ESTO00 server
sunning Microsoft Windows 2000 Datacenter
erver and Windows-based applications and
dutabases. ESTO00 servers delives the power and
seliability needed for any enterprise IT
infrastructure

The ongoing Unisys, Intel, snd Microsoft
strategic alliance continues wnabated, with our
engineers working fogether 10 develop next-
‘generation provessors, Windows Dataceater
operating systems, and server techaology that tske.
advantage — and enhance the value — of
best-of-breed inflastructure for enterprise-class
‘Windows. This powerful partsership has yielded
significant innovations that have redefined
enterprise computing and data cenles econormics
— ereating greater business value for your
entesprise

Tntel s the leading developer of
‘microprocessor technology and the world’s largest
ehip maker. The company has led the
microprocessor industry for more than three
decades. Microsoft has & 28-year heritage and
today invests more tan $3 billion dollars annusly
in Windows Research and Development. Unisys is
aworldwide information technology services and
solutions company with offices and clients in
‘more than 100 countries and & 118-year history in
developing technologies. Unisys introduced the

longterm investment 10 your
sucoess today and into the future.




Developing Client Questionnaires will ensure a consultative
approach is taken

Exero Cons Dolestis Nim

Os ad mincilis nulpute conulla augiam zzriustrud del ex elisit lum exerosto odignis
nisi bla feum dionse do dolestie dolobortio cons niam, core minis num :
ercilit atie magna aliquat. Riurem non ulputpatet, vel iustrud delendi at
autem vel iliquisim dui tat lput incinis modiameon hendre eraestion h
ealit veliquissi exero od tat vel iurem volesequat.

Veliguat edu'®
ox eum eugué
od tio examo

Aci bla faccum zzrit irit, con velessim exero consectet ver incin velit ea| H H

R e A 8 Exero Cons Dolestis Nim
Nummy nos nis aut eniamcon hendre dunt lorectum dit adit nonulput vi
ullumsan essequis nibh et velenim deliquisi. VOLORTIE TETUM INISI TIONS ALISSIM

PAT WIS DUNT AD TET NIS AM 1) Rtionsectem vel dolorpe riusci ex enismodolor seniamet in vechgs ksja?

2) El doluptat lut in hendiat inim vullutpatin ut ad eu faccum co?
3) Duis nis nulla aliqui tat ad tio odionsed et, consecte ta?

4) In ut in utem et num volorper at lobore erit alit ex et lorest?
Faccum Ia Cons:

5) In utin utem et num volorper at lobore erit alitste?
Pratum

6) Dolobortie tatisisi blaore conse delis nulla am vent utpate minisim quis?
San Dign:

7) Acilit dolenim diam, quipis autpat venibh et sisi. hagyd?
Blaortin accumen dolores:

i 8) Equatum dit il iliquatet, consequat atin cu facipissisl cum velendre vulluptatum?
Magna alis accum:

Musitie riusci quate tashk wulla:

Utpat tio as acccum henit esto et: IN VULPUTATE MAGNA FACI TAT LORE
Duishiinel 1) Rtionsectem vel dolorpe riusci ex enismodolor seniamet in vechgs ksja?

Consecte quis ent se tat:
d 2) El doluptat lut in hendiat inim vullutpatin ut ad eu faccum verilit la co?
Execinci alis tem dolore sicus: X X .
3) Duis nis nulla aliqui tat ad tio odionsed et, consecte ta?
Tatatissi lore consequetum feum ex:
4) In utin utem et num volorper at lobore erit alit ex et lorest?
Magna alis inre tem:
5) In ut in utem et num volorper at lobore erit alitste?
Allissim magna faci:

Reionasectum: TATUM VULLAOREM EU FACCUM QUATE TET
Adiabortie se: Ture sefd: 1) Rtionsectem vel dolorpe riusci ex enismodolor seniamet in vechgs ksja?

2) El doluptat lut in hendiat inim vullutpatin ut ad eu faccum verilit la co?

3) Duis nis nulla aliqui tat ad tio odionsed et, consecte ta?

2 4) In ut in utem et num volorper at lobore erit alit ex et lorest?
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A clear Analysis Grid will allow a Sales Rep to transfer information
gathered into a high value solution

Adigna qui:

Feguimist:

Con He
Lamcoim:

Adigna qui

Feguimist

ConHe
Lamcoim:

|a senatum inte,
(t:entemp licepon

i on hej
Alis nis erci pla feugiat ero et lamc!

nullaore facl u\pa\ummod

dit aci bl
dio corerit
Qdio dionullan: uis! i
Laore cnmmﬁ\':\':u‘ bla con exerosto odolesed

i ia
adigna feug!

dolumsandre

i ue venibh et alit ni
Bor sim ?‘U\i;"j quiscilit nim zzrillut

jonulla
prationy

Mod er sed tis! dolore feugiam, cON hendre ectem|
b

q h: is dolendrem nis Cued 1 vulluptatem

Ut in hen

sitory of

entral, shared repo: f

g:\?!a((jig;:\bimy to accu(ale\y aé)g\)r\‘y :h
date thatis being maintaine!

|
Mod elendre min aore conse dolor amcor !
& min ull
trud dolort! onsenibh eugait Jameor inis
sustru

Aciliquis nisis X cuis! ea facipis MmO orting

am, vel irilla adie! a commodipsum qu
i illa adign: d
N 2

us, ute vicam
dervis fur lum

. g ju mo cae
nonsulia iam condiu MO 5V otare.

er sum yelissim ing €N

Senissent iusciliquam quis
erci blaorti scidunt lorperat

Alis nis erci bla feugiat ero et lamcon hent
nullaore facil utpatummod

Adigna qui:  Laore commolore dio dionullandio corerit dit aci bla feumsandre modit
adigna feugiam qui bla con exerosto odolesequisl ipit wissi tat ad
dolumsandre.

Feguimist: ~ Bor sim quis augue venibh er sum velissim ing ent luptat, quat
prationulla faccum quiscilit nim zzrillutet alit nim dipisisit, vulluptat?

Con He
Lamcoim:

Mod er sed tisl dolore feugiam, con hendre ectem duip exercil iquissi
Ut in henis dolendrem nis cugait vulluptatem?

Create central, shared repository of benefits structure

and eligibility to accurately apply eligibility rules against
date that is being maintained in HR database.

Adigna qui:  Mod elendre min ullaore conse dolor amcor sim incipsuscin esse ver
sustrud dolorti onsenibh cugait ullamcor inis amet ipsusci blandre

Feguimist:  Aciliquis nisis ex euisl ea facipis molorting eliqui euguercilla alit dip?

Con He

Lamcoim:

Niam, vel irilla adigna commodipsum aliquam consenibh eugiat. Duisi
er sed et ullute coreet ut ea facin ullaorem nonsecte do dolobore?

Cupio, cononsulia iam condiu mo cae

nonvervisqui sperenat ac vit. Cotimus cotare.
- Palego co Cast

Scerior ehebendachui potalint, quit. Sim intem aucit,
Irma, Catius, adduc red dienatque.
~Tus ficus caut
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Proposal Templates must be standardized and aligned to the

Analysis Grid

Suspendisse vulputate libero -

Primuis Ante Ipsum
Cubilia Curae

Bullam feugiat quam a¢ diam. Vivamus 3
sem quis dui varius malesuada

Det arcu sit amet dolor ulla cor

Our Proven Approach

oo ac dam. «
quam folis thonous peda, ut pellertesqae massa arca at tarpis. Nam brerm.
Abguam erat. Cras ut msi. Dus anctor, sapaen eget sollicitudin tmcidunt,
eros s blandit risl, quis digrission telhs .

Sum ot massa. Ut quis s vita fonor ingilla hendrerit, Vestibubum ante
i ‘possere cubilia Curse

2 amt, Nam retram

',,_,. s

m ﬁ
Lotem Ipsum Vitae Tortor

3 : 4
i v

2 v Y ot
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Sales Presentations will need to present the value
proposition in simple terms

Aenean pretium leo
ac diam adium

Vestibulum

Vestibulum ante ipsum primis in
+ Client Name faucibus orci luctus et
Date Proin vulputate urna a erat. Donec et arcu
sit amet dolor ullamcorper sagittis. ultrices posuere cubilia Curae; Nulla
vitae metus. Sed mollis

Praesent pharetra nibh.

+ Step 1: Lorem ipsum dolor sit amet dapibus. Fusce accumsan

« Step 2: Proin ac massa. Maecenas et leo Class aptent
taciti socsqu

+ Step 3: Fusce in felis vel lectus

Praesent pharet

Lorem ipsum dolor sit amet, consectetuer adipiscing elit O * Step 4: Suspendisse vitae eros in tortor
Vestibulum venenatis dignissim dui. Mauris feugiat. Donec nonummy sodales sed id augue

Etiam augue augue, ultricies et,
» Vivamus a sem quis dui varius malesuada vehicula dapibus, facilisis in, diam.

Fusce in felis vel lectus congue eleifend. Pellentesque non nulla. Sed Vestibulum vitae orci. Aenean

enim. Duis ornare posuere tortor. Suspendisse potenti sapien. Mauris vitae urna. Proin dui
neque, dapibus et, tempor ut,

Quisque at lorem non massa dignissim faucibus id, augue. Quisque at

lorem non massa dignissim iaculis.

Nulla facilisi. Suspendisse vulputate libero vel mauris. Aliquam quam g
Praesent euismod turpis non elit

mi, consequat id, placerat vel, pharetra laoreet, nunc. Morbi leo
neque, ullamcorper a, egestas eu, ultrices ac, mauris. laoreet tempus.
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Business Review Presentations reinforce value provided for the

client throughout the sales cycle

Vestibulum ante ipsum
Class aptent taciti sociosqu ad

litora torquent
Lorem Ipsum dolsum

Phasellus ‘ Ciuos \ JE] \Ametsem

Vestibulum ante ipsum

Vestibulum a
te ipsum
Dolsum Delorem

. . Total . -
Vestibulum ante ipsum Vestibulum ante ipsum
1This table

A sociosqu ad litora torquent

Sed mollis iaculis augue. Class

: aptent taciti sociosqu ad litora.
» Primis in faucibus orci luctus et ultrices Sed moli P 9

posuere cubilia Curae; Nulla vitae metus. Per inceptos hymenaeos. Quisque

. L . Nulla vitae
Morbi nulla tortor, lacinia faucibus, ullamcorper neque nec metus.
faucibus. Nostra conubia Nulla fermentum odio sit amet
sem.
» Scelerisque sit amet, leo. In nec quam Ad litora
vitae purus viverra porta. Phasellus Tacti socio
pharetra est at nulla.
Per orci

» Vivamus sed neque. Duis nunc ante,
egestas eu, fermentum et, luctus a, enim.
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Email Templates make sure we are sending a consistent
message to our clients all the time

Lorem ipsum dolor
sit amet,
consectetuer
adipiscing elit.
Vestibulum

Aenean pretium leo ac diam. Nullam
malesuada, orci et molestie posuere, quam
felis rhoncus pede, ut pellentesque massa
arcu at turpis. Nam lorem. Aliquam erat.
Cras ut nisi.
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LOREM

Lorem ipsum dolor
sit amet,
consectetuer
adipiscing elit.
Vestibulum Adium
Vetsibum Lorem

Aenean pretium leo ac
diam. Nullam
malesuada, orci et
molestie posuere,
quam felis rhoncus
pede, ut pellentesque
massa arcu at turpis.
Nam lorem. Aliquam
erat. Cras ut nisi. Duis
auctor, sapien eget
sollicitudin tincidunt,
eros nunc blandit nisl,
quis dignissim tellus
ipsum et massa. Ut
quis mi vitae tortor
fringilla hendrerit.
Vestibulum ante ipsum
primis in faucibus orci
luctus et ultrices

Etiam auque augue

Sed mollis iaculis augue

Lorem: Pellentesque massa arcu
at turpis. Nam lorem.
Aliquam erat.

Lorem: ) )
Duis auctor, sapien eget

sollicitudin tincidunt, eros
nunc blandit nisl.

Sugue augue
800 AM Etiam augue augue, ultricies

10:00 AM _Et, v_ehicula d_apibus, f_acilisis
in, diam. Vestibulum vita.
Orci. Aenean sapien. Mauris
1100 AM vitae urna. Proin dui neque,
1230 PM dapibus et, tempor ut,

1230 eam faucibus id, augue

300 PM Vestibulum vita.
500 P\ Orci. Aenean sapien. Mauris




