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SALES RELATIONSHIP OPTIMIZER

Many industries today are facing rapid
changes in technology, business processes
and legal & regulatory environment. Among
these industries are telecommunications,
financial services, electric & gas utilities and
transportation.

New products & services and new providers
are entering the market place on a more
frequent and regular basis. The internet,
cable and other online channels are all
significantly impacting the buying behavior of
customers. For example, a substantial
number of customers prefer a combination of
self-service and sales assistance in
completing a transaction. At the same time,
customers, particularly businesses, are
becoming ever more exacting and results
focused about their purchases.

As a result, a fundamental shift is taking
place in these industries: providers are having
to transform themselves from being primarily
product oriented to one where they have to

focus on providing solutions that more
precisely meet the increasingly dynamic
needs and preferences of customers.

SRO enables a provider's sales interfaces,
telephone, field sales forces, and the online
channels to truly understand the needs and
buying preferences of customers. It
combines the in-depth knowledge of
customers with self-service and sales
assistance capabilities to facilitate the
building of more rewarding and lasting sales
relationships between businesses and their
customers.
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The uniquely effective knowledge-based consultative selling system that ensuresa sustainable
presence in a dynamic market place by enabling the creation of a truly consultative selling
relationship with the customer

THE OBJECTIVE

Develop truly consultative selling relationship with the
customer or prospect by enabling the telephone, field
sales force and online channel to have in-depth
knowledge of the customer or prospect’s objectives,
needs, priorities and preferences in order to offer the
“pest fit solutions”.

THE SOLUTION

A knowledge-based consultative selling system that
enables focused, customer knowledge driven sales
interactions that greatly increases productivity of the
sales effort. The customer, industry, product/service
and competitor knowledge bases working with the rules
based models of the system yield tailored solutions to
fit each customer or prospect’s unique situation.

RESULTS

« Higher return from each sales effort

* Increased sales revenue and market/wallet share
» Customers focus on value not price

* Lasting relationship with customer

* Enables optimal customer acquisition,
expansion and win-back

SYSTEM SCHEMATIC

retention,

Loai gl
'—TM M

SRO system is ported on a call The user interface is browser
center and retail POS or on the based :
 web

| Application Layer

Industry Knowledge Database Rules Based Models

Product/Service Databases




SRO

im. Solution Mate

— Industiy Headlines
E CHM Businezs News
E Us wiest Lpdate

SAMPLE SCREEN SHOT

— Customer Details

Customer BETH:

|

Customer Mame:

SIC:

— Industries
Depozitary hstituations
Transportation

Feal Estates

Florists

Car “'ards
Doctors
Dentizts

b achine Shopsz
Retail

Dirug Stores

JOAAAATRIAD A A D

Cable Companies

bd anagement Conzulting

Billing Address:

City:
State:
ZipCode:

Mo, of Lines:

] ﬂ_l_ 1

— Product Lines

Applications
Product Categories

Froducts

adaad

— Contacts i’
Contact Ma.: [ of 10 v HESPDT':TIIbIlIly

Contact Name:l et =
FPoszition: I o =
Fhens L) b ark.eting |l
Fe - Wwhireless -
Emat I Management [
Other |

bl |

S Save MHew Contact Sales Histony Exit

IUsemame: J Bloggs

Drate: Sep 230 1957 10:30am

Location: Denver CCC Level 16

Fercent to Target: 84, 45%

SRO combines existing knowledge and capabilities of sales personnel with a knowledge-based, rules

engine driven system to obtain a sale in a truly proactive, consultative manner

THE SALES PROCESS

Gain Credibility with the
Custamer or Prospect

Understand the Customer ar
Frospect's Business Gozls &
Needs

Offer Effective Solutions

Guantify the Impact on the

* Customer or Prospect's

Business

SR0O enables sales reps to gain
credibility with the customer ar
prospect by displaying deep
knowlzdge ofthe customer or
prospects own induztry. Thiz
knomwledge is developed via
aceess to SRO's industry
database containing industry
profiles, trends, izsues,
performance benchmarks, ete.

SR0O enables sales reps to
achiewe deap understanding of
the customer or prospects
business needs wia dscussion
of buginess izzues zuggested
by the knomwledge-based
system based on qualitative
and quantitative inform ation an
the customer or prospect

SR0O enables sales reps to offer
customers or prospects
effactive productizerice

solutions which are suggested
by the business rules
contained in the system

SR 0O enable sales reps to

quantify the bottom line impact
of recommended salutions on
the customer ar prospects
business.
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