Prospect and Client Development Cycle

o Influence the Environment: 12 - 18 Months Before Deal Cycle

C-Level Press & Analysts

Functional Dept. Sourcing Advisors Internal Specialists

TARGETS Economic Users as Buyers Technical

Buyers Influencers

Decision Team /
Technical Buyers

[ Y Marketing Communications Team
[ Go-To-Market Team
I Source Advisory Team

INTERNAL
TEAM

SALES &
MARKETING
RESOURCES

c Market Research

e Segmentation
& Target List

e Robust Profiles

Message Platform

Thought Leadership Campaign
Branding

Advertising

Direct Marketing

Website

Online Community
Collateral

Public Relation
Capabilities Videos

Analyst Relations
Shows and Events

Webcasts

Product Launch

0 Provoke Inquiry
or RFP

e Develop Internal

Champion
Qutbound
o ; Executive Programs Advisory Team Tech POV 9 Influence
Telemarketing X - Scope, RFP,
1) Meetings Intelligence DB Tech Capabilities : !
2) Inde| ersonal letters Target List Accounting Value AL
e Contact p-P 9

Strategies

Consultant Dialog

Pref. Contract Terms

Shareholder Value
Preferred SLAs

Key Messages White Papers Content and ROI Model Industry Trade
Speeches Case Studies Sales Letter DB Breakfast Shows
Insight Briefs Regional Briefings

Events

Dedicated

Account Team

Terms of Deal

@ Responsible @ Existing
[ Authority Exists in Nascent State
@ Consulting Proposed by The Delve Group

I Informed



Prospect and Client Development Cycle

e Active Deal Cycle: 3-9 Months Working with Prospects
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Prospect and Client Development Cycle

e Transition & Implementation: First Year of Deal
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Prospect and Client Development Cycle

o Operational Phase: Years 2+ Under the Contract
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Prospect and Client Development Cycle

e Continuation / Upsell / Cross-Sell: 24 Months Before Contract Expiration
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