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Our Company and People

Adventace is a global change-management firm specializing in helping sales operations
Create The High Performance Sales Environment® through our integrated (metric-
driven) sales and sales management methodologies and associated automated
applications.

Founded 2001
I Work with sales organizations of all sizes
i 50 Associates offer our clients a global reach
i Over 500 clients around the world

Our People
i Average 20+ years of experience
A Typical backgrounds as consultants, sellers, sales managers
A Several former CEOO6s

Local Language & Delivery. Support Eleven Languages:
I Americas
A English, Portuguese, Spanish
i Asia/Pacific
A Chinese (Simplified & Traditional), Japanese, Korean
I EMEA
A English, French; German, Italian, Portuguese, Russian, Spanish
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Our Clients

A Sample

Agilysys EMC ORACLE’

sl ol Loy Bry

OALDON Union. SUNGARD

epsilon. .
A kotson Comoony UNISYS

Imagine it. Donea

Guardium 55 :
SAFEGUARDING DATABASES™ :'_-] r (._.- t -} r-I I

SolidWorks

Create The High Performance Sales Environmen tE AE 2006 AAdventAdeaiuctiontoidventac®i ght s Resjer



High Performance Sales Environment

A High Performance Sales Environment enables executives to drive
their sales operation top-down to create a pro-active sales culture

based on consistent, reliable, and measurable performance
improvement.

EXECUTIVE
LEADERSHIP

MANAGEMENT

CLIENT BUYING MODEL

HIGH PERFORMANCE SALES ENVIRONMENT
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Hi gh Performing Sal

the statistics!

A Results from 1275 Executives

A Levell organizations lack a standard process

Level2 or gani zations have adopted a process but don
Level 3 organizations manage to a process but only monitor backward looking data, and

are unable to effectively adapt to changing conditions

Level 4 organizations dynamically monitor and provide feedback on the use of their

standard process, and are able to adapt rapidly to changing conditions.

A Level4 organizations outperformed the rest as follows:

1 Accurately targeting prospects, 75% Dbetter |,

1 Properly qualifying leads, 110% Dbetter |,

1 Effective presentation of features and benefits, 61% better,

1 Effectively cross selling and up selling, 185% Dbetter,

1 Sell value and avoid excessive discounting, 143% Dbetter, and
1 Effectively introducing new products, 103% better.

A *DatabasedonJuly-August 2006 Harvard Business Review R
What Your Sales Manager |Is Up Againsto
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Management Philosophy

Top-Down, Holistic Approach is Key to Performance Improvement

Executive

I 1t
V L
Senior/Channel
Management
Expectations [ i Inspection

v L
First Line Sales Managers

I 1t
Vv L

Sellers

Inspection Process Scaled for Appropriate Management Level
Al nspect What You Expecto
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Integrated Processes

Targeted to Key Sales and Management Levels

Executive
Leadership

Processes for Management

Sales Mgmt. Channel
Sr. Management Processes

Management

‘ First-Line Sales
Processes
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The Adventace® System

The High Performance Sales Env

A The HPSE is an integrated sales & sales V
management system LEADERSHIP

MANAGEMENT

AHol i st-d ewn ditmet hodol og

SALES

A Integrated throughout

A For executives

HIGH PERFORMANCE SALES ENVIRONMENT

I Strategic because it:

A Helps improve how they run their sales operation
A Helps improve cross-organizational effectiveness

I Effective because underlying processes are both:
A. Actionable
AfTactical and practical o
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Sales Layer

Gather, Plan and Execute

EXECUTIVE
LEADERSHIP

MANAGEMENT I:

SALES

CLIENT BUYING MODEI . .

l

SALES LAYER

Opportunity

Execution
ACE Selling
Selling Solutions Above
_ the APower L i neo
Marg;at/‘tl'errltory . e _ Opportunity B T
rategy Planning “| Identification
Development Foundation
Basic Skills and Selling in
. . a High Transaction
Market/Territory Account & Opportunity Environment
Strategy Planning

Development
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Opportunity Qualification/Disqualification

$ALE = CBI x SOLUTION x POWER x PROOF x VALUE x PLAN

A Is there a clear CRITICAL BUSINESS ISSUE driving the need to act?

A s the prospect aware of the potential SOLUTION?
ACan we establish a clear advantage over ou

ADo we have access to POWER and other membe
A Can we PROVE to the satisfaction of the prospect our ability to deliver this solution?

A Do they have a clear sense of the VALUE the solution brings?

A Does this\VALUE meet their ROI requirements?

A Can we add VALUE other competitors cannot?

A Do they have a clear PLAN of how to buy?
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Sales Call and Sell Cycle Processes

Avoid sounding/ behaving |1 ke

Identify Opportunities

SELL CYCLE

SALES CALL Execute Action Plan

(To qualify & control sell cycle)

1. Prospecting
|

2. Behavior Alignment
I

3. Call Introduction:
Establish Goal of Call
Provide Competency Message

4. Solution Development
(Solution Evolution
Solution Re-Evolution)
I

5. Determine 0CauseseefinEdolet CelefofBuyer
Across those involved

Stage 2 of Buying Model
Call on others above power line
Determine CBI &6s &| ca

Stage 3 of Buying Model
Proof

Establish measurements
Study or studies (fee based)
Value justification

Legal review

Technical analysis

Proposal Discussion

c

Stage 4 of Buying Model
Gain approval

Stage 5 of Buying Model

7A. Promoter: 7B. Power Promoter: Initiate implementation
Negotiate proof for access Qualify buying process &
to power define steps in sell cycle
Send Email or Letter of Send Email or Letter of
Understanding to Understanding to
Promoter Power Promoter
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The Power Line

A Can lead buying decisions
AWork with one potential Vendor
A Spend = An investment

_ Power_Line A

A Cano6t make bbying dekisio
A Work with all| potentijal ve

A Spend

1
> o
(@)
@)
n
—+
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NACE Sellingbo

Met hc

The Integration of Knowledge and Skills to Create ACE Performance

Prospecting
Account penetration
Need development
Qualification

Control

Knowledge Behavior Complex Situations
1. The Buwsiness 0s

Environment A'5 Stage
2. The Selleros Cap ties Buvingblodel

Accessing a committee

Proof
Fee based event(s)

Value justification

Legal/technical/administrative
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Management Layer

Focus on High Performance Management Programs

EXECUTIVE
LEADERSHIP

MANAGEMENT I:

CLIENT BUYING MODEI l

MANAGEMENT LAYER

High Performance High Performance

Sales Management Channel Management

~

Al can honestly say your program gave me insights
a clear, focused manner before. Your material is terrific and | recommend any manager in Channel Sales

to take advantage of the program. o

Phil Drachman, Director of Channel Sales, Maxxan Systems, Inc.
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High Performance Sales Management

Four Pillars of Sales Management Provide End-to-End view of sales operation

EXECUTIVE

Sales Management

SALES

CLIENT BUYING MODEL

PP Pipeline People Metrics For

Al\jsessment fa Management Development Continuous
anagemen Improvement

High quality sales calls: Predictable results: Proactive sales leadership: Measurable and sustainable
A Targeted sales calls in line A Sufficient potential business in A A capability assessment of the performance improvement:
with business needs and the pipeline to lead to the sales skills of all sales A Regular sales operations
defined account and territory achievement of challenging professionals and sales reviews
plans sales targets managers against industry A Diagnostic surveys of sales
A Effective sales calls on A A balanced pipeline giving an best practice competencies processes and effectiveness
6above the | ineod ehenfoivbfeesedue across A Focused personal A Constant measurement and
decision makers the sales year performance plans for each tracking of results
A Seller control of the sell cycle A Accurate forecasts seller and manager A The identification, and
A Continuous communication A A personalized coaching plan resolution, of selling
with all impacted buyers to to develop each seller and difficulties
drive the sell cycle sales manager A A compensation plan aligned
A Interview and hiring practices with achieving measurable
results
AMy sales team and | recently attended Adventace wor ks hops. maedmentakior y as
assistance. There we utilized the process on actual opportunities. Do|ir

We are now much better able to gain access to power, develop needs with our differentiators, and assertively drive sell cycles with well-defined

Action Plans. As a result we recently won two major engagements. The first closed in 21 days (our sell cycles were six months or longer). The

second, which had been stagnant for over t wo RghberaCoscorancMP®alesdSunGard si x we ek s
er




The Capability/Performance Continuum

Foundation Principles

Capabillity of an Individual Vs. Management Method

Capability Level 1 Capability Level 2 Capability Level 3
Cannot do it Capable of executing Highly capable of
Will not do it the skill but requires achieving objectives
Not capable of doing it assistance from manager independent of manager
AACEO
| |
| |
Management
AiMet hodod

Management

iMet hodo #
Management
iMet hodo M
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Create

Seller Capability Assessment Ciriteria

Example for Solution Development

Solution Development Capability

Seller Capability Level

1 2 3
Cannot do it Capable of executing Highly capable of
Will not do it the skill but requires

Not capable of doing it

assistance from manager

achieving objectives
independent of manager
AACEDO

Characteristics

Alnfrequent or no use of
ALetters of

AiLetterso refl
unimportant items (such
as point by point
summary of what
happened on the call)

AiLetterso

Characteristics
AiLetters of
J n deflectoneamnobrie af the

| doatlawing difficulties:

APoor understanding of
CBI
APoor understanding of

Characteristics

ndAdir et dredisn @d
consistently reflect the

following at a very high
quality:

U

AUnderstanding of CBI
AUnderstanding of causes

The

refl ecdauséspr oduct AUnderstanding of
pitcho APoor understanding of solution in a way that
potential differentiates you
Asolution
Hi gh Performance Sales EnvironmentE AE
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High Performance Channel Management

The Four Pillars of Territory Channel Management

EXECUTIVE
LEADERSHIP

MANAGEMENT

Territory

Channel Management

CLIENT BUYING MODEL

Territory Partner
Portfolio

Optimization

Re-Engagement
& Recruiting

Partner
Management &
Tracking Results

Tactical Field
Management

T Partner rating system T
T Existing territory analysis

Value Proposition
Partner

i Key metrics building relationships in the
i Gap analysis right places
I Impact.on gap through partner i Interviewing

re-engagement T
I New partner needs identified Pl ano

T Rating the result

Apower

Agreement

I Partner management plans T
I i né& dDefinergoalsg s i s : T
expectations
i Determine actions, T
owners, dates,
A Mut u a lfreq@enoy, cantacts T
I Channel manager
development

t o

T Gap analysis revisited

Opportunity assessment
Pipeline & forecast
management

Partner management &
development

Partner relationship review
& becoming a Trusted
Advisor

t ake
am

We need to
territory. I

ﬁExceIlent.
pl an their

- Heather Richardson, Regional Channel Manager, Oracle

t he
too! o. |
from sales, | like the format and approach to plan with a partner and form a happy Partner relationship and drive incrementalrev e nu e . 0

ROI and

Achieving increased unassisted sales through the channel is one of the core objectives for Internet Security Systems. Since the channel is a complex mix of
one and two tier partners with different degrees of expertise and independency, we need to ensure that both the direct sales touch and the indirect model use
the same methodology. The Adventace methodology offers as one of the few in the market this integration between direct and indirect methodology.

< Peter Stremus. Vice President EMEA Marketing. Internet Security Systems

Mut ual
t hough

Success
was

Retl ta go out and strategicafly p 3

it excedthendahamnelertye pmie

)
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Skill Development Systems for Key Job Functions

VAR Seller

1. Account Planning
2. Opportunity Identification
3. Prospecting

4. Account Penetration

5. Solution Development
6. Qualification-Sales Call
7. Sell Cycle Control

8. Qualification-Sell Cycle

9. Negotiating & Closing

Skill Development by Function

Sales Manager Channel Manager
1. Hiring & New Hire Development 1. Territory Portfolio Optimization
2. Sales Skill Transfer (Training) 2. Partner Re-Engagement

3. Knowledge (Repository) Transfer 2. Recruiting New VARSs

4. Coaching (on Opportunities) 3. Training & Development

5. Opportunities Management:

5. Pipeline Management Leading by Example

6. Forecast Management 6. Pipeline Management

7. Strategizing 7. Forecast Management

8. Corrective Counseling 8. Leadership (Relationship Reviews)
9. Leadership (by Example) 9. Channel Conflict Management
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Executive Leadership:

Optimizing Your Sales Operation

Executive Leadership: Optimizing Your Sales Operation

MANAGEMENT

I Identify suboptimal characteristics & processes within
— client sales operation

CLIENT BUYING MODEL

I Review Adventace-d ef i ned fnnbest pr a

I Conduct exercises to both demonstrate and
customize to client environment

i Identify and record post-workshop customization
requirements and open points (to tailor the
Methodology to client operation)

i Develop roll-out program
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Executive

Leadership

Create

The

Hi gh

Executive Leadership

Optimizing Your Sales Operation

Key Performance Metric Goals

Management . : Bestin
Challenge Metric Typical | Leaders Class

Sellers calling A/I_3 1/8 2/ (6-8)/1

too low Ratio

Imbalanced

Pipelines. $A | <25% | 50-75% | >90%

Not achieving

$W

Insufficient

Generation of NOCOIs <25% 50-75% >90%

Leads

Perf ormance Sal es

Environment E AE
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Create the High Performance Sales Environmente

Sales Process Knowledge

aaaaaaaaa
mmmmm

High Performance
Sales Management

[
Opportunity
Assessment &
Manage ment

Pipeline People Continuous
Management Development Impr

Proactive Sales
Management
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