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Sales Support Programs and Tactics

Sales and marketing integration. When done correctly,
results include measurable impact on market share and

often, profitability.

But sales and marketing integration is difficult to achieve.
Sales professionals are busy and sometimes reluctant
to stop long enough to receive marketing messages,

regardless of the impact on sales effectiveness.

Integration is difficult for marketing teams who are often
stretched to the max with external communication.
Communicating brand value propositions to internal

audiences is often a secondary priority.

Thanks to the economy, integration is more important than
ever. Customers are demanding “more value” in addition
to applying price pressure. Smart marketers know that
arming sales professionals with value-oriented, customer-
centric information helps protect existing customer

relationships and cultivate new prospects.

Integrating sales and marketing is key. How can you bring
two busy teams together? With communication tactics that
use the sales team’s preferred reception method and are

easy for marketing to manage and deploy.

WavelengthB2B has been helping companies improve

communication between sales and marketing for years.

measurable results

savvy counsel

We create custom communications programs that help

deliver relevant, valuable information in a format that sales
will use. We can drive new customer acquisition, account
penetration — or both — through ongoing communications
programs. The result is internal and external alignment for

greater overall impact.

Improve your company’s ability to support sales and you'll

see measurable results.

* Company-specific Smart Phone Sales Apps

* Sales meeting communications support

* Communications programs that help increase sales-force
effectiveness

» Custom sales support programs

* Demand generation strategies that deliver quality leads

* Account penetration strategies that drive sales through

existing relationships

Learn more at www.wavelengthb2b.com or

call Jennifer Peterson at /17, 8286989

Using Marketing
to Support Sales:

APPLIED EDUCATIONAL
SYSTEMS, INC,

EZ School

Registration
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Measurable results

We put them to work for you.
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Recent Sales Support Programs

Festo Corporation Annual Sales Conference

Obijective: Create event theme and dynamic presentations
for sales and executive management team for Annual Sales

Conference.

Results: Effectively communicated corporate goals and

deployed new product launch strategy.

Xerox Sales Representative Communications

Initiative from SRC Solutions, Inc.

Obijective: Provide product information to national sales
team to drive sales of new product. Measure of success is
the Xerox rep access of information provided. (Due to length

of sales cycle, measuring sales was not our year-one rating.)

Results: 30% of education-market Xerox sales reps routinely

used SRC’s content to support EZSR product sales.
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. . Help your K-12 customers capture education

The costly, paper intensive stimulus dollars.

days of student
U Education funding is a key element in the new

registration are over. stimulus package.

You can help your K-12 customers capture state and federal
dollars. Connect them with technologies that meet funding
requirements.

EZ School Registration can:

+ Increase a district's funding tied to existing federal
programs
+ Attract new education dollars allocated in the
Stimulus Package
#%  EZ School Registration is a GREEN solution. Not only
E4% can it help districts capture dollars, it can reduce
costs associated with paper-intensive processes.
These dollars can be funneled into programs that might
otherwise be cut!

Learn more about the Stimulus dollars and how EZSR can
help your customers avoid budget shortfalls, program cuts
and staff reductions.

Sales Support Tools

EZSR sales support materials are available. Click here for a
brochure, demo, sell sheets, case studies and more. O call
866.462.5546 or email sales@src-solutions.com

Upcoming XEROX-only Webinar

SRC Solutions, Inc Learn key selling points. Click here to register
Xerox ) . SRE Solutions, Ine 414 €, Drinker St, Suite 202

Dunmore, PA 18512 P; 866-462-9346 Fi S70-558-6414

Applied Educational Systems Independent Sales

Representative Communications Initiative

Obijective: Educate Independent Sales Representatives
about AES’ new product in support of new market entry.
Provide sales tips and audience information designed to

overcome objections and gain appointments.

Results: The new sales support program was utilized by

60% of the ISRs within the first quarter of deployment.

APPLIED EDUCATIONAL SYSTEMS, INC

Enabling YOUR Success!

HEALTHCENTER21 | AES.COM | Rl

1
AES Enables Welcomel
P s “Enabing Your Succes AES*montl sses supor s, il ey sl
our solutions. 1f vou have any suagestions, lt us know!

AES develops computer-driven,
integrated curriculum solutions
for career and technical
education programs.

AES Launches Marketing Initiative

AES" 2010 marketing will generate qualified leads and prime the pump for your
efforts.

The program includes:

HealthCenter21, our flagship

o Direct mall to decision makers at post-secondary (for health science an
solution, is health science content Direct mail to d¢ k t post: dary (for health <

emergency medical services)
o Audience sell sheets to help you sell to new buyer profiles

traditional textbook or lecture- What's in it for you?
style teaching environments.

AES wants to make it easier for you to sell. We want to make you more
HealthCenter21 is available as 2

profitable, to make you mere comfortable in post secondary and to provide you
with well qualified leads. Our efforts are for your benefit!

server, online or hybrid solution.

Don't worry, you'll always be kept informed and AES has not changed its sales
model. Our efforts are for YOUR benefit

Selling to: Post-Secondary Decision Makers

1f selling to community and technical colleges is new for you, AES s providing
support. Download audience:-sell sheets that explain the benefits of
HealthCenter21 based on prospect e, Featured this month is Colleae
Administrators.

Talking Point

Talkingfo 8 colege adminisrator s key toseling eathCener21. How an you
pen the door with this econormic buyer? Talk ab

Capacity

The college doesn't have enough physical space to accommodate the number of
students wanting to enroll in health programs. This transiates to lost revenue
for the college. HealthCenter21 Online allows colleges to enroll more students
without investing in new infrastructure. Ask administrators if they want a

o = B solution that expands enrollment!
= Py Student Drop Outs
N \.,)A The number of students who complete a program directly relates to college
o funding. HealthCenter2: (server and online) helps engsge students and is
= 2 :
= roven to incresse retention rates. Ask decision makers if they want a
solution that can engage learmers and increase graduation rates!

Learn more. Download the Colleae Administrator Sell Shest. Use for yourself, or
hand out at a meeting!

Sales Suppor

2202175 or email
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