Routes to Market

Antoine Leboyer
Antoine.Leboyer@Gmail.com
+336 07 3296 19

3/07 Antoine Leboyer



Personal History
* 96 IBM Europe Task Force

— How to improve IBM’s share of third parties channels ?
— How to allocate ressources ?
— How to lower the cost of sales ?

Formalisation of the
Routes to Market Management system

« RTM Applied at smaller companies Candle,
Baracoda, ... and non B2B businesses:
Plantronics
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What is selling 7

« Salesman perspective:
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What is selling 7

« Salesman perspective:

« Sales Manager perspective:

> Sales Manager’s last position >

 General management perspective:

Demand Lead _
>Generatio>Qualificatio>> Close >> Fulfllment>> Support>
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Multiplicity of resources

Demand
Generatio

Lead
Qualificati

Y

o> Close> FquiIment>> Support\

PR

—

Advertising

—

Direct Mail

Telesales

—

Direct Sales

Electronic

Call Centers

Distributors

VARSs/ Integ_; rators

Dealers

Retail

How to define the right mix of ressources to engage ?
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Framework

Understand and select key segments

|dentify right mix of ressources

Plan and Execute
— Size ressources
— Engage ressources from start to finish

* Measure and correct
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Technology Adoption Life Cycle

Sales

Commodity
Soluti Distribution
olation
The
Chasm

[ntroduction
Innovators Early Early Late Laggards Time

Adopters Majority Majority
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Sales Ressources

VARS,
Direct Direct Corp Dealers,
4 Sales, Sales, Resellers, Corporate
Sales OEM VARs  Specialised Resellers,
& SI's  Distributors Retailers & Mass
Merchants
Volume
Distributors
Commodity
Soluti Distribution
olution
The
Chasm
[ntroduction
Innovators Early Early Late Laggards Time
Adopters Majority Majority

3/07 Antoine Leboyer



Case Study / ’

Bluetooth Barcode scanners N

Start-up post first Corporate VC round: funds
used to finalise first batch of products

Specialised Distributors in each country in Europe

« Revenue not there ...
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Analysis of Baracoda’s
Sales Expenses

Demand Lead ,
>Generatio>Qualificatio>> Close >> Fulfllment>> Support>

25% 10% 9% 15% 15%
Plus 30% of pure Brand promotion
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Analysis of Baracoda’s
Sales Expenses

Demand Lead ,
>Generatio>Qualificatio>> Close >> Fulfllment>> Support>

25% 10% 9% 15% 15%
Plus 30% of pure Brand promotion

Conclusion:

Disproportionate amount of time for DG and Support

Disproportionate amount of effort on Company name promotion
By opposition to Product promotion

Too little ressources on qualification and closing
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Bluetooth Scanners

VARS,
Direct Direct Corp Dealers,
4 Sales, Sales, Resellers, Corporate
Sales OEM VARs  Specialised Resellers,
& SI's  Distributors Retailers & Mass
Merchants
Volume
Distributors
Commodity
Soluti Distribution
olution
The
Chasm
[ntroduction
Innovators Early Early Late Laggards Time
Adopters Majority Majority
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Bluetooth Scanners: Mismatch

VAR,
Direct Direct Corp Dealers,
4 Sales, Sales, Resellers, Corporate
Sales | OEM VARs  Specialised Resellers,
& SI's  Distributors Retailers & Mass
Merchants
Volume
Distributors
Commodity
Soluti Distribution
olution
The
Chasm
[ntroduction
Innovators Early Early Late Laggards Time
Adopters Majority Majority
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Bluetooth Scanners: New Strategy

VARS,
Direct Direct Corp Dealers,
4 Sales, Sales, Resellers, Corporate
Sales OEM VARs  Specialised Resellers,
& SI's  Distributors Retailers & Mass
Merchants
Volume
Distributors
Commodity
Soluti Distribution
olution
The
Chasm
[ntroduction
Innovators Early Early Late Laggards Time
Adopters Majority Majority
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Bluetooth Scanners

* Focus on ISV recruiting

» Specialised Mobility tradeshows rather
than generalist events like Cebit

« Comarketing with ISVs
 Management system per lead

* Redesigned web site solution oriented
* Creation of channel support team
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Proactive Routes Planning

* What is the target revenue ?
 How many closes ?

« How many leads ?

 Where do | get these leads ?

* Ressources sizing:
— Direct sales, Demand Generation, ...
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Result

* In 3 years

— Revenue growth from € 300 k to € 3 M

— Product referenced by US major telecom
operator

— Division achieved break-even on a cash basis

— Bluetooth APIls embedded in more than 20
ISVs programs
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Practical steps

 Pilot with one product line:
— Market-oriented segmentation

— Define adequate ressources as per TLA
criteria quantitatively and qualitatively

« Gather data on plan execution

* Integrate it as part of Finance plan
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For those who read French ..

oN CoMMERCIALE

Antoine Leboyer
Jean-Claude Malraison
Préface d'Yvon l_'..u.’n!u..'.

votre strategie
commerciale

: Vendre plus,
mieux et avec
les meillewres

marges
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.. And English

FOREWORD BY REGIS McKENHNA

MARKETING AND SELLING
=" TECHNOLOGY PRODUCTS TO
MAINSTREAM CUSTOMERS
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