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Why did you decide to outsource?
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What do you look for when
evaluating an outsourcing provider?
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What suggestions do you have for
providers trying to establish a
dialogue with outsourcing buyers?
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Are you still doing it the old fashioned way?
London, Dallas, San Francisco, Miami, Washington DC, New York, Chicag

Outsourcing 2.0 - the new outsourcing and what it means to you - your
strategy, your processandyourcareer. a2 NB / AG0AS&a 0O2Y

2009/10

Check out www.outsourcing.com/roadshow

With the largest outsourcing network in the worldnd the
most trafficked outsourcing portal on the internedt Spectr“muf * |
Qutsourcing.com, Ol is the go-to-source for those seeking UIUHUHS Spnown s

for

targeted sales and marketing traction and ROl in the
outsourcing space.

If you need:
- Qualified Outsourcing Leads,
- Exposurdo outsourcing decisiormakers
- Thought Leadership opportunities Contact Jared Gleason at 516-279-6850 x712 or
e-mail jgleason@outsourcing.com to request an
2009 The Outsourcing Institute overview summary on promotional vehicles.
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Sales Readiness 2010 Workshop

| Focus Areas | Results and Benefits

— Review of revenue goals, sales objectives and growth
plans

— ldentify accelerators, risks and drivers

— Recommendations

Sales strategy

— Market SWOT and competition matrix
Priority target markets — Sweet Spot profiling framework*
— Sale analytics best practices*

Selling model — structure — Assess strengths and weaknesses
and channels — Alternative channel evaluation

— Sales efficiency best practices
— ldentify team and rep metrics

Sales team — Rep ranking framework*

— Sales force sizing model*

— Value proposition & elevator pitch review
Prospecting and lead — In-bound lead recommendations
generation — Sales 2.0 review

— Lead management and tracking model*

— Sales pipeline review: confirmation, gap assessment
and risk analysis
— Revenue forecasting model*

Pipeline and revenue
forecasting

*3forward template / tool — customized for client

For Information: To Discuss:
Sales Readiness 2010 Workshop Dan.Hudson@3forward.net

3forward, LLC; All Rights Reserved
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Resources

The Qutsourcing Institute Group

@
Llnked ® 3forward ¢ Sales Readiness

facebook o

The Ol Roadshow

3forward Sales Leaders Blog
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