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The Global Community of
Information Professionals

AIIM provides public and private training = AIIM.org/training
AIIM provides research & benchmarking = AIIM.org/research
AIIM provides on-line and in-person events = AIIM.org/events

DigitalLandfill.org and @jmancini77
johnmancini@aiim.org
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How to Sell Document
Management Solutions

ol L

FOUNDATION
*  Why Document Management? .
» Document Management features .
and functions .
+ Impact of Mobile and Cloud
Computing .
» Selling Enterprise IT in the Age of
Consumer IT .
» Competitors and obstacles
IDENTIFY OPPORTUNITIES
» Spotting opportunities in different .
vertical and horizontal processes .
+ Identifying prospects
+ Identifying decision makers and .
stakeholders

« Strategies for getting their attention .
including social media and referrals

W

$695 non-members
$595 AIIM members

ENGAGE CUSTOMERS

Challenger opening

Establish credibility and value
Offer unique perspectives and
insights

Demonstrate importance to their
business

Anticipate objections and how to
handle them

MAXIMIZE THE OPPORTUNITY

Scope, demo, proof of concept, pilot
Handle requests for additional
functionality

Identify professional services
opportunities

Gain agreement and ask for the
order

How to Sell Document
Management Solutions

roacti |
T S RO M eIV 0 B R P W Ty I EN B X S5 Lo S LY (|

.

Normal Cost = $695 non-members; $595 AIIM members

Virtual course, runs from 11 am to 5 pm on a single day

Offer for TODAY ONLY

(need your card; not obligated, but for follow-up)...

$495 PER PERSON either...

1 — as a private course for BTA members (critical mass = 10)
2 — as a private course for YOUR company (critical mass = 10)
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New Business Models and IT Demands
Opportunities Abound

6 Things to Focus on in Making the Sale
What should you do Monday?

Two Business Architectures
Complex Systems vs. Volume Operations

Sweet Sweet
Spot Spot

Effectiveness

Complexity Volume
10° 10! 102 103 104 105 106 107 108 10°
Number of Customers

Government < Small Societal
Enterprise . Consumer .
Programs p Business Entitlement

Figure 3.2
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How do “left hump” companies
make money?

$2M

$1.5M

$1M Pro Svcs

$500K
Software

$0

] ]
l YEAR1 - [ YEARS 2,3,44
Source: Michael Moon, Gistics.com

How do “right hump” companies
make money?

Criteria Value Captured with...
v Simple, easy to buy v App activations
SoM v Direct link to desired result v Feature levels Ssm{
v Self-evident business case v Output options/formats pen
v Switch on/off: ¥ Storage (Gb) L *
$1.5M +Users v Content purchases * % X * %
+Functions * e
+Subscriptions v Data feeds / * % *
subscriptions * e *
$1M Micro-Transactions X, # "X 4 %
T * e & * % *
Ld
* T ek * x %
$500K b s kX e hy ok ***
ro oves - e ® K 10% *
. N\ - * Sient *
0

! YEAR 1 H——YEARSZ.Z,&[—J

Source: Michael Moon, Gistics.com
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Tablet Shipments =

Surpassed Desktop PCs & Notebooks in Q4:12, < 3 Years from Intro

Global PC (Desktop / Notebook) and Tablet Shipments by Quarter
Q1:95 - Q1:13

Platform Volatility — from Mary Meeker, KPCB

Global Units Shipped (MMs)

Q1:95 Q1:97 Q1:99 Q1:01 Q1:03 Q1:05 Q1:07 Q1:09 Qf:11 Q1:13
——Desktop PCs ——Notebook PCs ——Tablets

Note: Notebook PCs inclide Neooks.
Source: Katy Huberty, Enud Geltjum, Morgan Stanley Research. Gamner. Data asof /43, 45

“Only a quarter of
executives feel their
CIO is performing

Professional Volatility
Survey by HBR, Economist, CEB, Intel, TNS Global

Source: “The IT Conversation We Should Be Having,” HBR Blogs
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A buyer migration is in motion...
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New Business Models and IT Demands
Opportunities Abound

6 Things to Focus on in Making the Sale
What should you do Monday?

“In 42% of

“In over a third of Gartner -- “...information is no

organizations,
electronic records-

Opportunities Abound — From AIIM Research
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New Business Models and IT Demands
Opportunities Abound

6 Things to Focus on in Making the Sale
What should you do Monday?

1 -- Adopt a Challenger mentality.

« What can I tell you about your business that you don't
already know?

— Provoke the customer
— Offer unique insights
— Educate the customer
— Tailor the message to the opportunity
— Take control of the sale
+ Start with education, not a product pitch.

» Keep in mind most sales lost to “not now,” not a
competitor.




2 -- You Need to Be Out There.

“A recent Corporate Executive Board study of more than
1,400 B2B customers found that those customers
completed, on average, nearly 60% of a typical
purchasing decision—researching solutions, ranking
options, setting requirements, benchmarking pricing, and
so on—before even having a conversation with a
supplier.”

3 — Keep it Simple.

Harvard
/ Business Q sta
Review

THEMAGAZINE  BLOGS  AUDIO&VIDEO  BOOKS  WEBINARS  COURSSS  STORE

Customers Don't Want More Features

\eiransen and Set

(Wi} f S

There i & comman myth about product development: the more features we put info & product, the
morw cust will like i, P tearns svem to believe thet adding features
Croates vaiue 1or CuSIOmers and SudIracting them cestroys A This atttude explaing why peoducts
are 30 complicated: Remote controls seem impossidle to use, computers take hours 10 set up, cars

have so many switches and knobs that they resembie airpiana cockpits, and even the humble
toaster now comes with a manual and LCO displays.

Companies that challonge the boliof that maore s batter croate peoducts that are elegant in thow
simplicity, Bang & Oufson, the Danish manufacturer of sudio products, televisions, and tetephones,
balance, and other
high-end spoakers
automatically make the adjustments noaded to reproduce a song with as much fidolity to the original
s possible. All that's left for usors 1o select is the volume.

that cusi dont wart 10 fiddle with the

‘controls 10 find the optimum combination of settings for listening 16 mus

7/31/13



4 -- Focus on the business, not IT.

% Basiness
¢ IT Spendi ng : flat to S|ig ht E BLOGS AUDIO 8 VIDEO BOOKS WEBINARS. COURSES
growth

 Business spending: more Coming to Terms with the Consumerization of IT
significant growth s ooa
» Business needs to solve T copnt s i o vt om0 Evy s e

Gemail, Skyps, of B Chat 10 gat aeund tha incomvanieecs. For the mos! zant. thays Using thass
cormumar tachrokagius il work alsesdy — olian bacius thay' baller thin sything the T

problems s

Except at linancial. deforaa-related, and other fima that sill kock down empioyeos’ Notwork 82eess
the new roality. Technologies availabie to
ingly PUShing 05+ ePLeMprise BPSIOMGNS.

y i 10 use. TheyTo afien mom rofisbio. Soltwar-as -
Service and Cloud vandom mostly deier #9.9% uptima. [n an upcoming Consteliation Research
suny of T depanmacts, peaiminary reecits show intaenal reliabilty eanging from 57% 10 89.1%.

For the next generation of knowledge workers, enfering the workelace often foets like eterng
computer sziance museum. Newly minted odllege orads face resistance to brnging ther own
devices 16 work, have 16 collaborate with ancient teeis that lack basic Geogle Docs functionsity,
ond face secial moda pokoks crafted by clucless logal teams without an undsrstanding of the
ocial pryche. That aicno wit add what | estimate to bo & coo-third productivity tax on the newly
0t worklomo ~ boomse workers Iy
CONADOAN, 3 IAGA RGLARMANES Drinent BUSINASS innovaKion.

foe infomation, nppications inhiit

5 — Make it Real.

Focus on the impact of poor information management on
process cost and effectiveness.

For example...

— HR — High cost of compliance-intensive processes --
hiring, firing, benefits, records

— Sales — Lack of access to latest collateral, incomplete
customer information, inability to share best practices

— Finance — Poor financial controls, lengthened payment
cycles, audit complexity

— Key mobile use cases -- Traveling executives — Across

the firewall collaboration — underserved departments
— field operations
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New Business Models and IT Demands
Opportunities Abound

5 Things to Focus on in Making the Sale
What should you do Monday?

I alim

Preferred

Solution Provider

Become a trade member of AIIM and use most of
our stuff (including presentations) for free.

And position your company within the user
community as a trusted authority.
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A CERTIFIED
| INFORMATION
" PROFESSIONAL

Use AIIM Training and our CIP Certification to
demonstrate the competency of your people — and
help them become domain experts.

...And we do it online and in-person

How to Sell Document K_/
Management Solutions
g | %

Normal Cost = $695 non-members; $595 AIIM members
Virtual course, runs from 11 am to 5 pm on a single day

Offer for TODAY ONLY
(need your card; not obligated, but for follow-up to determine interest)...

$495 PER PERSON either...

1 — as a private course for BTA members (critical mass = 10)
2 — as a private course for YOUR company (critical mass = 10)
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