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What you can expect

AProblems impacting sales effectiveness

ABuyer needs not served because of misalignment of
Sales, Marketing, Service and Solution Management

AThe Solution

ARealignment through the JustBusinessResults Guided
Customer Buying program with your organization

AHow will we make the case?
AProblems in detail
AHow they impact you
ASolution framework
AExpected outcomes

AWhy JustBusinessResults?
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Independent organizational units

Sales Problems Ongmate direct their activities at the ‘V’

customer with a view to achieving
their mandates, while contributing
to several problems

In our Go -To -Market
Approach

Problem: Marketing
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| ﬂ decision mak
pos problems, missing out on the
& . best opportunities
Problems h
. _SLA Problem: Solution
Service offerings not targeted

blem: , at high value
Problem: Service unaware customer problems,

of what problems but sub-optimal
customer is solving and brokering of curent
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What do these Go  -To -Market problems cost us?

Sales #1

Extended No Solution

‘ Sales differentiation
- Cycles
Bres
‘ Prospect
Frustration
#2
Marketing LOV\-’
Impression & Routes to
Lead_ Market Create
Conversion Channel
Conflict
Undifferentiated
Solution/ EXBgfi'Qr?ce
Product #3 P
Management Market to
Product Solution Costly to Develop
Mismatch Partners not Features not
Optimized Valued by
Customer
#4
Service Returns & Support

Expensive
internal efforts Eroded
to Orec
the customer

Cancelations Margins
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