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Dynaxity in ICT Business.
Increasing dynamics & complexity challenge ICT Sales Forces.
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Cross functional Framework for ICT Sales.
Ability to manage dynamics and complexity in ICT Sales.

Dynamics .
A Core Elements of a cross functional ICT Sales Framework ..
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Our view on the ICT Market 2013-2020.
Market & Technologies challenge established potentials.
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Change of paradigm
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ICT Infrastructure for
Service Dynaxity

Realtime is not an achievable condition but a permanent challenge

Traditional
asynchronous
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for End-to-End Availability, Quality and Performance!
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The abstract structure of success in ICT Business.
Establish an resilient End-to-End Dynaxity Framework.

Strategic < » Tactical

Our Focus:
Design, develop, implement,
monitor & optimize an
End-to-End
Dynaxity Framework.

Realtime
Infrastructure
&
Execution
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Classical ,,Sales Management Framework“ ™,

Just a tessera to manage ICT Sales Dynaxity.

2013

Sales Plan

* Operations
* Budgets & Forecast

» Compensation &
Incentives

Sales Talent

* Recruiting & Hiring

* Orientation & On-
Boarding

« Skills Development
& Training

Sales Leadership

» Lead Generation and
Marketing

» Channel
Management

» Culture &
Environment

Sales
Performance
« Coaching

» Process Management
* Process Automation
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First Step to run the Blockade of Silo Culture.
Align Sales and Marketing as minimal action.

Strategic Planning

Market & Account
Planning

Intelligence
Market, Business, Competitors,

Sales Enablement
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Lead Management

Performance Mgmt.

Source: IDC 2010

2013 Building a cross functional Framework for 7
ICT Sales facing increasing Dynaxity
© Dirk HeuB Unternehmensberatung



-
S—

Run the Blockade of classical Sales Management Framework!
Define cross functional roles & processes for success in Sales.

> Strategy

Customer specific:
The Stakeholders
*CxO¢s
* Sales
* Marketing
* Product Mgmt.
* Alliance Mgmt.
*R&D
* Product Controlling
*Project Controlling
*Delivery
* Operations
* Service
*The Roles in
the Framework
have to be defined
(Customer specific)

* USP » Marketing  * Presentation
* Buying Program & Demos
» Market * Target * Business Center * Acquisition  * Videos
Challenges  Markets Plan * Buying Program » Customer
* Profit & * Distribution * Pricing Processes e« Customer Webinars etc.
Loss Policy & * Make, Buy - User Retention * Event Support
Analysis Strategy or Partner Types * Program * Sales Support v
* Unique * Define * SOP Profi-  « User Monitoring * Channel c
Competence SOP tability Scenarios « Launch Plan  Support 9
e
a
- Competitors * SOP Road-  + R&D »Demands  * End-to-End + Customer %
- Maturityof  map e 0 Ne_eds Readiness Workshops LL
Technologies ¢ Core Com- Function ’ Pa!n oL SR
* Talents petencies * Innovation Pomt_s P_rocess P —
e « Require- - Open Inno- Require- . Pllot_s & » Customer
TR E G AT ment_s T_estlmo- Development
Agilityand - 3d Party . Monlto- nials . Co-.lnno-
Dynaxity Portfolio nng ° 3d Party vation .
« Fast process  + etc. * Reporting Processes  * Cross functio-
prototyping . Cla_ls_ses of < Sales/ nal Cust_omer
« RACI Agility & Channels: Evaluation &
. Maturty etc. Train&Tools Monitoring etc.
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We train for crossfunctional succes in Dynaxity.
Experience our Consulting, Workshops, Seminars & Trainings.

From difficulty in handling Dynaxity ... ... to ability to handle Dynaxity

Consulting
Support

Training
Workshops
Coaching
o Lack of Communication Cross functional Roles
Multiple Handoffs High Collaboration
Media Breaks Results Oriented (End-to-End)
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Kontakt
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Inhaber Geschaftsfiihrer

Standort Bonn

Standort Hamburg

Pohlhausenstralle 4 Ringsdorfer Strale 35 Wacholderweg 32
53332 Bornheim 53173 Bonn 22335 Hamburg
Tel.: 02222-9433-100
Fax.: 02222-9433-200 Standort Wiesbaden Standort Minchen
Mobil: 0171-2782000 Flandernstralle 20 Wittelsbacher Str. 15
Dirk.Heuss@dhub.de 65191 Wiesbaden 80469 Miinchen
www.dhub.de
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