GTM360)

GTM360 OVERVIEW
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Making IT marketable

www.gtm360.com
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GTM360 Mission GTM360)

GTM360 provides
all+ound go to OFFERING
market solutions

to enable high

tech companies @ CONTENT
multiply the value GT 6 O
they derive from

their existing SALES SUPPORT

iIdeas, products
and capabilities.

CAMPAIGN
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GTM360 Value Dimensions GTM360)

Multiple Value. Delivered.

SOFTWARE SOFTWARE SERVICES

COMPANIES COMPANIES A Larger sales

pipeline
A New revenue
models

WEBBASED MULTINATIONAL e ——
COMPANIES CORPORATIONS

A Bigger ticket
sizes

A Higher billing
SOFTWARE PRODUC rates

STARTUPS ;
COMPANIES A Shorter sales

cycles

©2009 GTM360 | For Restricted Circulation Only 3




GTM360 Solutions GTM360)

Product / Capability to Lead Lead to Deal
BUSINESS DEVELOPMENT SALES / PRESALE

.

Marketable Marketing Leads Demos /
Items Collateral Orders
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Guruspeak GTM360)

A The idea that products in themselves provide competitive
advantage is on the way out

A As product and services become commodities, features

(RE)(ORGANIZE)
FOR RESILIENGE

that were once considered selling points become
hygiene factors
A Focus on being customer-centric o

RAM CHARAN

Aé the customer wants you to F 5% h

business works, so you can help make it work better CUSTOMER
A Instead of starting with your product or service, start with EGENOW
your customer 6s probl ems F=)

HOW EVERYBODY NEEDS T0 THINK
DIFFERENTLY ABDOT SALLS
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http://www.amazon.com/Reorganize-Resilience-Putting-Customers-Business/dp/1422117219/ref=sr_1_6?ie=UTF8&s=books&qid=1249666057&sr=1-6

About Marketable Items
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