Overlay Sales Engagement Model

Account Director

Primary Account Sales Engineer

(Product) Sales Specialist

SE Technology Specialist

Account Management/Go To
Market Planning

—OWN OVET:
- Understand customer core initiatives and map to
solutions

- Identify key players responsible for executing
initiatives and manage org. chart

- Identify areas of opportunity and map resources to

the plan
- Leverage existing relationships to identify
opportunities stakeholders

-Own overall Technical account Plan
- Collaborate on overall account Plan
- Execute to Plan

- Involve Specialists as needed

- Establish roles and responsibilities

- Colloborate with AD on their specific solutions
- Define key plays for key accounts.
- Establish sales methodology for their solutions

Involved in Acccount Planning Sessions as needed.

Lead Generation

Conduct cold call into contacts

Support lead generation activities -seminars, lunch &

learns, partners, etc.
Roadmap Reviews

Identify New Contacts

Deliver or Identify Resources for Roadmap Reviews and
Product Updates

Support lead generation activities -seminars, lunch &
learns, partners, etc.

- Conduct cold call into contacts based on
overall account strategy.

- Initiate and support lead generation activities
(seminars, lunch & learns, partners, etc.)

- Integrate strategy into overall account plan

- Provide and educate the account team on how
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- Provided support for overall lead generation plan.

Lead Qualification

- Enter lead into SFA system
- Complete customer research
- Send appropriate documents (whitepapers, etc.)

- Engage with technical contacts to determine
requirements

- Ask questions

- Discover roles

- Define exnectations

- Qualify business drivers & technical fit

- Ask probing questions

Opportuni ualification

- Update SFA opportunity
- Follow qualification process

- Create and update Technical Decision Status in SFA
- Determine if solution is appropriate fit
- Collaborate on message

- Qualify funding and timeframes

- Qualify decision process and key players
- Identify competition

- Follow aualification brocess

- Collaborate on message

Opportunity Development

- Provide continuous touch to the customer with high

value information
- Engage key resources as necessary
- Engage Support/Customer Care/Services

- Develop technical acceptance plan

- Execute overview presentation

- Link solution to customer need

- Set strategy with account & specialist teams, further level
of qualification

- Request SE Tech Specialist

- Drive sales strategy

- Manage/influence requirements to gain
competitive edge

- Formulate required solution components,
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- Plan session with account team & sales specialist
- Execute technical presentations and demos

- Provide specific product/solution info

- Set strategy with account & specialist teams

- Drive further level of qualification

Evaluation Process

- Lead start of deal structuring

- Define budget requirements

- Define success criteria

- Provide budgetary pricing

- Lead and Coordinate RFP effort
- Lead competitive positioning

- Execute joint call with SE Specialist and customer to
understand decision making process

- Coordinate resources with extended team

- Ensure follow-ups are handled in a timely manner

- Drive acceptance with technical team

- Update Technical Decision Status in SFA

- Record customer questions and follow-up

- Setup, frame objectives & expectations

- Setup, framing of technical business drivers (also/or
Specialist Rep)

- Present and drive POC pre-install doc

- Manage tech involvement of all participants

- Reassess consistenly the project objectives and strategy
- Lead technical coordination for RFP's

- Coordinate timelines

- Review overall response

- Perform final review through ODT

- Support RFPs

- Strategize competitive positioning

- Leverage PM and engineering resources as
appropriate

- Secure references

- Coordinate POC development

- Conduct joint call with Account SE and customer to
understand decision making process

- Execute detailed product demos

- Manage POC

- Update POC activity and milestones in SFA

- Participate in POC pre-meeting

- Validate POC pre-install document

- Execute POC according to plan

- Participate in status calls

- Follow-up as needed, on-site or otherwise

- Investigate competition

- Own weekly touch points with account team to progress
the opportunity

- Provide assigned technical responses

- Participate in RFP/RFI activities

- Reassess consistently project objectives and strategy

Solution Approval

- Obtain/send legal contracts and software
agreements

- Determine any special terms & conditions
- Obtain verbal agreement of contract terms
- Negotiate final pricing

- CLOSE

- Enter Win/loss analysis for Technical Decision Status in
SFA

- Coordinate of technical resources

- Briefing of resources

- Secure technical decision

- Leverage AD relationships with key decision
makers and execs

- Assist AD with executive visits

- Provide config and pricing info to AD

- Lead or assist in proposal generation

- CIOSE

- Act as touch point for all team members to understand
the customer’s decision

- Engage Consulting and other business units as needed
- Review consulting deliverables

PO & Process

- Track PO through appropriate internal systems and

compliance
- Monitor order processina

- Assist AD with pricing negotiations
- Assist AD with pricing or licensing questions

Booked

- Verify order has been processed
- Record order number in SFA

- Hand-off to Customer Care/Support

- Transition to Professional Services for
design/deployment

- Monitor/ensure reference-abilitv




