Selling Solutions on Total Cost

SalesStrat
The Value Added Selling Solution

SalesStrat is a software program developed for companies
who are looking to build stronger relationships with
strategic accounts based on the solutions they provide.
Solutions which reduce their customer’'s Total Cost of
SalesStrat Web Application Ownership (TCO) and/or help their customers to

accomplish their objectives.

I Improving Your Profitability

The number one goal of SalesStrat is to help you improve your profitability by demonstrating
why you are the supplier of choice. Every solution you provide (both service and product
solutions) should help make your customers more profitable. What this means for your
customers is improved operating profit. What this means for you is:

1. An Improved Ability to Penetrate Key Accounts

2. An Increased Ability to Retain Key Accounts

3. A Stronger Position to Combat Margin Erosion

4. A Better Means to Help You Meet Contractual Savings Goals

Customers are focused on reducing operating costs, which they can accomplish through a lower
price or a lower Total Operating Cost. SalesStrat can help you shift the focus away from price

and allow you to compete on a Total Cost basis.
Case Study I

A mid-sized chemical distributor that competes
against national and international distributors
needed to create a competitive advantage. Their
strategy was not to be the lowest priced supplier,
but they did want to be the lowest cost supplier
based on the technical/regulatory support and
solutions they provided.

They had to put their strategy to the test when one
of their key customers told them they might lose
the account unless they could prove why they
were 4% higher than the competition on a single
chemical worth $1.7 million in sales. They used
SalesStrat to show the value they provided and
stopped the customer from switching to another
supplier without any reduction in price!

Imagine the impact on your profitability if you could easily demonstrate your value!
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I Creating a Competitive Advantage: Proving Value Added Savings

Many suppliers say they add value. In fact so many say they are a value added supplier that
customers often discount the claim. But for those suppliers that do add value documenting it can
create a competitive advantage by proving the value they add.

To help you accomplish this, SalesStrat comes with 60 different solutions built into it, but it is easy
to add in your own solutions. SalesStrat also provides three different methods for documenting the
value you add so there is always a means to show your value. The Standard worksheet is the

most commonly used method and a sample report is

shown to the right. E:;;;::“" comone
“Lewis-Goetz has always worked hard to differentiate Covel Summary Iformaton

ourselves by documenting the value we bring to our . T —
customers. However, since implementing SalesStrat in o weews omowess oo
2007; that process has become much easier, quicker and | | &, wssmsese o sees i

better articulated to our customers. The SalesStrat T ——
system and specifically its management reporting process | | iise s am s vty ser
is user friendly, very powerful and since using it we've ‘MMNW

increased our annual documented cost savings by o

$15 million.” I —
Dave Antoline, Corp. Manager Sales I Marketing :mwmm N T e
Lewis-Goetz and Company, Inc. ey e o B R

One-Time/ Cost

AT ——
e e e s wee mme  ONCE a solution is documented you can report
B oo w = _wwo  the savings opportunity to your customer.
— e s e —— " Obviously the ability to make total cost
camons Tee "I, Sa. "WZ. W savings proposals is a powerful tool to sell
e B espwes wees weswews o with, but SalesStrat also provides the means
o mene oo wmwe 10 @automatically generate three additional
—— —— powerful selling features of your products and
CmmtaoePros e s Yers pros 5136500 services: the ROI, payback period and five
year accumulated savings the customer will
- achieve through your solution.
— Combined, these four features can improve
— . l your sales process by helping you to create a
L true competitive advantage.

W Carry Over W INvestments m Savings (Retum)
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SalesStrat provides a wide range of reporting oo
options to help you demonstrate to your pame
customers the savings you have provided. The -
reports can be used to help you during business S I
reviews, negotiations, sales presentations or 000
included in proposals. “w W ‘
Some of the more popular report options include BEEEEEEEEEE
both charts and tables of the value you have
added over any timeframe, as illustrated in the
bar chart to the right. This shows how the savings have increased over the last year.

vt e o | SalesStrat also allows you to include a number of other

oo e s | charts around the characteristics of the savings

including:
T « Savings by location (shown to the left)
EEmE MR « Savings Status (Proposed, Accepted)
» On-going versus One-time Savings
e * Hard versus Soft Savings
» Savings within an industry
. P » Savings by Objective (such as Green Initiatives)
o _/ As well as several others characteristics/variables.

Each graph comes with its own table like the one shown above in order to show the dollars and
percentages around each graph. And if you want just a quick list of solutions to review, the

program also provides summary reports like the one shown below. Bottom line: you can show
customers the value you add in any way they want it. Records can even be exported to Excel.

EEALEEETRAT
Wolseley Industrial Group has been utilizing Value Added ReportDate. 67107
the SaleSStrat SOftWare for Several years nOW Eva\uatedRece?mSemement 6i29/06 Savings Accepted a Ma;u;a;;:r&g
to support North American MRO contracts. It cravaed Recopt Stiomant ssns rpemerted 5150000
- Feed & Speed Optimization 125107 Proposed $4,500,000.00
allows us to have one effective platform to 53500000
. . Guaranteed Annual Price Downs 6129106 Savings Accepted $23450.00
document and submit TCO and cost savings 2ans i s 2613000
for multiple facility end users in the US and e e i
H Maintenance Audits 6i29/06 Savings Accepted §7750.00
Canada. Our aSSOCIateS and Customers are Material Staging B/29/06 Proposed $2,850.00
. . I Material St 6/29/06 Savings Accepted §2,355.00
p|eased with the reportmg Capab"mes and the p:n:”fsw?\;zsgcﬂnsumam 8120105 Propoeedll 1T 5823500
. . Parts / Supplies Consolidation 6/29/06 Implemented $13,697.00
results that it has helped us achieve. Sty vyt = o Eaanmos
Stocking Specialty ltems 6/28/06 Proposed $36,221.00
. Technical Support 6I5/06 Implemented $66,300.00
e stanz naqger trateqic Accounts Tier Prici 6129106 Savings Accepted 517,000.00
Joe Costanzo, Manager of Strategic Accou —= = =
Ferguson Industrial e . e o
/,4 @l’()lSlOﬂ qfwol:ge[‘ey Ind‘ustma[group VMI (vendor Managed Inventory) 2/22/107 \mp\%r)rlz:wtseauvmgﬁ g,qg:i;zuzugugug
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I Documentation Guides: Making Product &

Question Answer uom

1 What is the unit price of the original product being
uged?

1 Whatis the unit price of the replacement product?
2 Meed to convert between Watts and Kilowatts,

0.0000| | Dollar Value

0.0000| | Dallar Value

enter: 1,000, 0.0000 | 1,000
2 MNeed to differentiate the old from the new price, 0.0000] | -1
enter: -1, .

3 How many sockets are there in the plant? 0.0000| | Physical Count

3 What does it cost in labor to perform each
installation?

3 Whatis the life, in hours, for the new lamp?
3 What s the life, in hours, for the old lamp?
3 What s the wattage for the new lamp?

0.0000| | Dollar Value

0.0000
0.0000

0.0000| 25 Watts

3 What s the wattage for the old lamp? 0.0000| | 100 watts

How many days does the plant operate per year? 0.0000| | Number of Days

How many hours does the plant operate per day? 0.0000

What cost does the customer pay for a single

kilowatt? 0.0000

Daollar Value

Each record shows the

Number of Hours

Service Proposals/Reporting Fast & Easy

One of the barriers companies encounter in
documenting their value is simply getting

the salesperson to understand the numbers
behind their value added solutions. To help
minimize this aspect, SalesStrat comes with
the ability to create calculators that guide

the user through the measurement process.

Mumber of Hours

Number of Hours

These Guides are generally set up by
marketing, but used by the salesperson.
They are question lists like the one shown
to the left. The salesperson simply answers
the questions and a record of the solution is
automatically created (as shown below).

Worksheet Cost Driver Review Reference Sheet Return on Investment Record Log
various cost drivers your Worksheet: Lamp Substitution
H H Ry Enha nts & Add X R
solution impacts. evenue Enhanceme S ——
Dollar T One Time/[ O Used/ Not (A)additional .
TCO Component (Ha J!SVDE "ec:::; " Used Units Pmdl:;d ;:eulfitrn.grl;eﬁr; Cost ;fnfloods ImpAr:!(v;Bent
Annual Revenue Impact $0.00
Asset Improvements % Add ™ Remove
- 5 Profit
EatC h COtSt (illrl\/le rkl Sd i TCO Component e e T G B ot S AT eerriie=] ((B)Asservaue {IC==co0n Tprovement
automatically linked 1o a
Annual Asset Impact £0.00
detailed explanation of how Expomiiires Resheciions &k X pemoe
i (&) Annual . )
the savings were calculated TCOComponent  QOIAFIYBS  OneTime/ Oy oy ot ysed ‘1’:-1'5‘2:":% R e
(mak| ng it easier for the ] NewLamp Hard Dollar On Going Used 1,000.00 53,50 -53,500.00
. [ old Lamp Hard Daollar On Going Used 8,000,00 80,45 £3,600.00
Salesperson to explal n the [] utilities: Lighting Electricity Hard Dollar ©On Going Used 600,000.00 &0.08 £43,000.00
Value th ey generated) Annual Expenditures Impact £43,100.00
Process Improvements & Add ¥ Remove
Dollar Type One Used/ (A)Past (B) Frequency (C) Current (D) Freguency Process Savings
. TCO C nt Time/ O < v
But GU|deS are Only one tool ompone| (Hard/Soft) 'E:aimnllntl.lsed Process Cost of PastUse Process Cost of CurrentUse  (A*B)-(C*D)
[] Installstion: cost Hard Dollar On Going  Used £10.00 &,000.00 £10.00 1,000.00 £70,000.00
We haVe Created to make the Annual Process Impact £70,000,00

documentation process easier

for your sales team. We have also added an “Auto-Text” feature that allows you to create a
standard write up for common solutions. The write up can include fill-in the blank portions that
customize it for specific situations, while greatly minimizing the time to document the solution.

Bottom Line: Your sales team can create the documentation in minutes and provide

immediate reports for your key accounts.

Strategic Business Solutions

To learn more about how we can help you to demonstrate the value you bring to your customers, or
for a web demonstration of SalesStrat, contact us at:

() 918-494-8085

Tim.Underhill@sbs4me.com

www.sbs4me.com

Z Strategic Business Solutions L.L.c.




