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PODI App Forum
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2013 Pre-Conference Intensives Monday, Jan 28th

Time [ Session Title Room
| ..
9:00 - 12:00 pm | Execution Starts With Alignment Sunset 3 - o
@ \ | Gold Sponsars
N . - 1 g T canon
Relevant Direct Marketing: Putting Sunset 5 L _ A i i T,
Principles into Practice i - i
i o
Introduction to Strategic Solution Sales | Wilshire A H'('Ok_‘
Xerox g,
Superchfarglng. Communications with | Sunset 2
Interactive Print
12:00 - 1:00 pm Networking Lunch Celebrity 1-3
| 1:00 - 4:00 pm Customer Experience Marketing Sunset 3
Designing for Digital Sunset 5
Recruiting & Hiring Sales People Wilshire A
Roadmap to Transitioning Your Business Sunset 2
Discover the Key Benefits of Marketing
. . Sunset 1
Automation for Your Business [
|
4:00 - 5:00 pm Networking Hour Celebrity 1-3
5:00 - 6:30 pm Evening Reception Melrose 3
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Tuesday, January 29th

Wednesday, January 30th

2 = . Cross Media Digital Emerging
Cross Media Digital Emerging Solutions Solutions Techs Track
Solutions Solutions Techs Track
Track Track
Track Track
Sunset 3 Sunset 5 Sunset 2 Sunset 3 Sunset 5 Sunset 2
8:30 - Keynote Session by Rab Govil, President of PODi oy Keynote Session: A New Sales Model
10:00 am & Best Practices in Digital Print Awards #30 am Celebrity Ballroom 4
Celebrity Ballroom 4 9:50 -
13323 ;m Break - Gelebrity Ballrooms 1-3 10:10 am Break:= Celebrity Ballroomsi1:3
BP Award: | go auo o, IﬁEP Award: : Print-on- )
Standard L Colle Manulife Multichannel ools to Demand
. Group Dy?n ollege | pinancial's Using Campaigns 10:10 - Tackle the Solutions Future of
[ . Creates e On-Demand | Dynamic for Health 10:50 am Casino for Inkjet
11:00 am . Applications F
Interactive | cle o Enroliment | Maps and Industry Franchise
Marketing Media Mktg Kit Prosperity Orgs
R . Eulfiliment — The Future ofy | Highly oy —
; | ARetail Developingl | Cvolution o Direct Mail & | Variable i
Marketing ] Direct ) | . - - Electro-
" anning . 11:00 - | Integration Digital
11:10 - Solution That | " Marketing 11:40 am | with Mobil Inkjet Photo-
12:00 pm Wil Knock | =1 2 S Tools - ' e e, graphic
Your Socks Portal 9 Marketing | Technology Pr"]tmg n Technology
Off ore Automation | Action
12:00:- Networking Lunch — Celebrity Ballrooms 1-3 ] . Automated’ '
1:00 pm i Let's Cut the R |
s e . 1 Workflows Evolution of |
DSP vs MSP [Dimensiona 11:50 - | QrRap! QR - Wb |
Building —Becoming | eCommerce, 12:30 pm Code Success | o Liies
1:00 - Campaigns & | oo o Web-to-  Char & Failure Hallmark Print
1:50 pm Relationships Solu%ion Print, . i Digital
in the Higher Provider Automation 12:30 -
Ed Market Generati 1120 S Networking Lunch — Celebrity Ballrooms 1-3
;gg ;m Vendor Fair / Networking Hour — Celebrity Ballrooms 1-3 Gaming &
usiness Pinehurst [ Entr How Hospitality | What Does
s - | Golf Academy Tablets: Are Healthways Industry: | the 'Cloud’
5450 H Improved Clickable You Taking 1:20 - Got Its Cross-media | Mean for
540 - Customer Paper In Advantage 2:10 pm Multichannel Marketing | Print
¥ pm - - - - - o
oda Experience Action of the Opp- Marketing in Solutions Service
ark w/ Extreme ortunity? : Shape That Drive | Providers?
Realit Relevance el Revenue
: . . . ’ 2 2:20 - B o
e General Session: Innovations in Interactive Print 3:00 pm Wrap Up Session — Wilshire A
o p Celebrity Ballroom 4
3:00 pm Conference Close
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Strategic Solution Sales

Kate Dunn Digital Innovation Group
« SETOEDRADDYAML., BEHGY)1—2avt—ILADERRZBETT-
&)O)tsj__o
« BIETELIAR
- JYUBEZTELRRYAA . BHICELLGVEHFICEDLT HRFRIZREILT
— BAEANDIEZZEVITO(Very Important Top Officen)|IZ#& EIF3 A2 &IZKUB/ LN
D)k,
— EXEDOFELLTOMBA T BEEICIRE TS S MEED &L T
A&+ +9 5,
- BERBRZRALTHIEDTESLTALRADIERE,

Moving from traditional approach to value-oriented activities

Traditional Approach Strategic Solution Sales

Sales Focus Transactional Strategic
Price Commodity Value
Relationships Operational C-level
Sales Cycle Reactive In-control
Results Inconsistent Predictable

Performance Inconsistent Reliability above plan
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e EXDEBDN0%IIERICIIELLZWLANY, EEDLZLWAIZEREIN TS,

. 40;0/)00)E"%@’*‘?i‘/?ﬁﬂi$’&b&)£5&%5lic‘:\ BERSNEAHLINEERELT
LYg,

e HADEXT HFEETHFHFHOTLES 80D AT, +HHBEERIAHNTE
Hhof-1=8,

o S0%MNDEEFMEIL. BICEEZFBLTWAEITT, StEMAE7I7O0—FZ > TULVE

LY,
. %ﬁ%(:i%i'@@ﬁfﬁliﬂ%%ﬁ(@")s/J\’J;‘;'EE(:Fﬁ%?%k@*ﬂliwk%i%iflﬂ

« BELOBFRZERIIEXZOHRREIF LGV BEOEDRRAZEEL, EEEHE
B9 B LS5%Challenger® B B AV ERE LY,

o FEIEZBFLYL, TOTODIHVMDERBICTITO—FLIECTIEGRDALY,

54% of
successful
- / reps

— ®High Complexity Sale
~ ®low Complexity Sale

4% of successful reps
are relationship
builders
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-Linkedin (linkedin.com)® &375Y —< ¥ JLAT 4 7 *owww.slideshare.com’i &%
BLT.EAEODEEGAMOERFHRZINET D,

-S1(Building Credibility S8R MO#EIL) — S2(Winning Sales 2 {&R)—
S3(Ensuring Customer Success BERDRLI) — SI~NDYAUILDFEIL

Building Credibility
stage  |Tasks [Desired Outcomes

Industry Research
*Industry Trends Understand
*Typical business and sales models *What industries have the best opportunity
+Competitive Landscape +Opportunity = needs and match

Lead +*Key market drivers, growth opportunities
Prospect Research *Probable pain points
*Company History and Status *Targeted companies
*Competitive Differentiators
*Competitive Threats
Research Meeting with a decision maker

. *Uncover appropriate contacts

Qualified PI'OS[JECt +*Determine tactic and “hook” Agreement from contact of next

*Develop nurture tactics meaningful step forward

Gain Agreement from Prospect
Develor._a Presentation % *There is a fit between the two companies
+That with WIIFM for decision maker S Thovill calceato’n & nGeds ahalels
*Builds credibility for you and your company Y pacpe ys
*Transitions to needs analysis

Intro Presentation
*Decision Making Process
+For the sales process


http://www.slideshare.com/
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Interviews with key players

Listen Prioritized objectives for engagement
Needs Analysis Uncover barriers to achieving Understanding how pain effects key

objectives functions in company

Understand implications

Present prospect's objectives

Solution Solution to achieve objectives
3 : Prospect Agrees to the plan
Presentation Timelines ?
Pricing
. Signed Contract
CIOSIHQ Proposal/Statement of Work Tentative Implementation Plan

- Ensuring Customer

Success Stage ___|Tasks _________|Desired Outcomes

Review final contract with internal

Transition & resources Mutually agreed upon project plan
Implementation Validate success criteria with customer Agreed upon success metrics
and implementation team
Managing the Review milestones and success criteria Customer validation of success
Value Discuss change control Sense of partnership
Additional access

3 inside the company
Expa{ldmg.the Start S3 again outside the company
Relationship in customer’s future
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VITO (Very Important Top Office)MZEZ FOLA—DEZTHDIFE

Very Important Top Officers

| Author: Anthony
Parinello
LOCK INSIDE]

GETTINGTO’

VITO
r B

Increasing Revenus " —_ Rebevant Subject Line

Increasing Market Share

Reducing attrition KEY Words b
Complying with regulations for Vitos: T R—
Capturing cpportunity Increas ing

Improving ROI Decreasing

Growing profit revenue Com ply’ing o P EE:EE’:,
Re-engineering processes Capturing Uses WITO's :‘_.‘i‘._:.'::‘:.‘::',:.'.f:?:_.‘.:'._.:'i:.. s

Reducing costs (last) "“’""‘.______ s
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Solution SalesIZHTAEEEZRTENEA A
From the Solution Presentation

Cuetormer guote:

il FREE.\Jlr',llru'm.:
||:l|r"5|° ot il brag aralera! “We cchieved o unfieord of
L e - 5 v = 7.34% respovese rafe. ..the
el cambingrion of sur affer.

iong with the avrellest
productian and graphics...
eaniribired greadiy ta 1l
[T

ROI Calculations

Campaign Metric | Histarical | F-"Ianne-l:Fl Met gain

Autience Size 3000 3000 - = i

Response Rate 1% 4% agr  SF — -
Mumber of Ordars 34 120 a0

AVErRgE: Uy 3000 5600 =

Size

Tetal Opportunity 527,000 108,000 %81,000

Actual Besults

Professional Fees and Services
Campaign Metric | Historical Actual Net gain

Audience Size 3000 3000 -

Response Rate 1% T.3% £.3%

Number o Orders ® 200
Consulting, creative, document engineering,

Awerage order E800 Ea0n i praduction, mailing, email, landing pages,

SIZE

landing pages
Total Opportunity £27.000 $180,000 §153,000 Tatal Cost of the Campaign 22,000
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Print-On-Demand and Franchise Services

BAABDFI—2ETHAAFCHIZXLTMLH Servicesh\W2PIZ KB ITT5F+

ARXE~NDEZFEORIEYMD —IFIR®EIT o —X,

o AFCHIZIRIEMEEDEEIL. REDMERE. BRIELISVRRIF—FK O RN
OAMDBRELZEEFAZ TLNV =,

o EBITTFIUFAXREIZHLTHURIZRZEL-HREITA X HIRHE L=,

e HMLIZW2PDEHEAEPODIZEY . ChEEHLT,

o ZDHEMAIZEY. BARDIZUFNARAXATHREITAALDDHERELTOH
—BRAEHEEFL . N DaARMIZ B ENTET-,

o ITIUFvAXRIZxT B, ZOLOILHIRIY —E RDIBBIFLULT D K54 A1) vk

N5,

1)BEREDBVEBREEETE . FLI50FvAI AECR AT EEZ#EHELT

L EDRRATHA=HIZ,. FNIZFE->THRETES,

2)EELX Y270 —32EAHT, (DT FrvA RIEERZERBLTIVAEUE
[Z7AE—230%1751=8)
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New °
Concepts AFC

; What is
AFC Mo ) S success  About
Location Products Us

Franchise Corph Search

= " |
Konnichiwa 7
Advanced Fresh Concepts Franchise %o
Corp is the largest supplier of fresh sushi &
to supermarkets nationwide. Qur sushiis L&
prepared fresh daily with quality =
ingredients and is conveniently packaged
for customers on atight schedule.

i
_r}}\ Search ":oducts

|'):I|-:'. SHOULD

Sl Tl e, S

BRANDING SHOULD =:: mmmmm BRANDING SHOULD
BE CONSISTENT sunceoo - BE CONSISTENT

BRANDING SHouLp | BRANDING SHOULD
BE CONSISTENT BE CONSISTENT

BRANDING SHOULD

BRANDING SHOULD [BeconsiswEnt

BRANDING SHOULD N

BE QO TENT

BE CONSISTENT Gl =

BRANDING SHOULD (s
BE CONSISTENT

MLH Services,LLC

Integrated Marketing Solutions

About Us Submit My Resume

TOP-TIER SOLUTIONS for marketing and print delivery

Delivering Top Tier Marketing and Print Delivery Solutions requires
knowing the pieces of the puzzle and putting them together
correcthy!

MLH Services is the leader in doing just that.

At MLH Services we understand that people, experience and
technology are critical pleces of the puzzle needed to help you
effectively and efficiently mobilize your sales and marketing
efforts.
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Becoming a Digital Solution Provider

e Presstech Digitaltt D FH &

o« MSPDH—ERZERETHICZITENLEYDIRELNE, MSPDH—E REFHEKRTE
BEDNLEADITHEMNZL, F-ZDT=-ODEFXHELHHRHETEAN, Presstechtt
[ H Tz iy &L= —E X TDigital Solution Provider&L TERIMEL 1=,

 Electroluxft I3t N TEIRIE KV FEEZIToTL =, £ DDisaster Recovery site&L
TETENL. TDRT I —RADEEEZ (1=,

. ?@F‘J—Zﬁ'ﬁtbfﬁiéhf:@li~7_"\—'3"0)H¥U?&L\h§—§ZA—X(:'C°%T:7ﬁ\
bo

o ZDIEMEZEHDN—VFFAXEIN=F. RR2—  FTEBREZEDAK. IvE
BOHEBE)AMIEDER Y —EREREELITS,

e FHLDOERIKODETTIE. SETXHDEENHLL, HEDEEINESLGOD
XEDERBNBEBLLGEWGEEDRELNH-2DEF. LKURFKZDEWNEDIZL, X
HLBZICEBRTELIIIZL BEICRCTERCHEZHEYTEZAIREEL. FE
BIZESDTHARMIBERE R LZZER,

o ALULEFZEDHIEEEEIZW2PIZEETIURT IR —RA S —E R,

« BIEOEMZEFAL. EBEOIRMIBOMNET YT DFIELNNTELINHEIET,
ADTHKBEEETOAIELT. BEEDRDODEDIZKYBE L= —EREIRETE
B BEICIHRCTHORMZH > TS REDHEZED S, SHIZED LD
BT—377MIVTERYRZA D IIGE NE#RET 5,
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BE{RIRDOAF: BEw =1
e B
= T ==

11-November-2010

i
Estimadota) Seor(a) - ST

Luego de habemos comunicado en varias ocasiones con usted, en referencia 3 su cuenta con o
Hospl del paciente €uyo balance asciende URB LA QUINTA 0 aoxsoram
$366.22. estamos llegando al limite de fecursos para.evitar que se tome aecién judicial en 1o 0T avmi. P ooz
# contza. SABANA GRANDE PR 00837
Es por esto que le exhortamos 2 que emita su pago de inmediato. El mismo deberd efecruarse T
mediante cheque de gerente, giro postal o bancario a nombre de SOURZ. enviindolo a nuestra ——
e d:_,m.m hp:lal‘ PO BOX 800613, Coto Laurel, PR 00760-0613; o personalmente en nuestras  — cLETE CLIENTE HUMERD sERvICio MONTO ACTUAL.
oficinas localizadas en. 2003 Carr. 506 Ste. 151, San Cristdbal Office Park, Coto Laurel, PR osPT Ponce 14000375027 L
= . E L - ssa00
0780, Ademis podtin cfoduarse mediante trieta VISAMC o American Exprew. Cuslquier T i
duda no dude en comunicarse con. nosotros al (787) 259-2391 o (787) 259-2392 temiendo a [ A ——
mane sa nlimero de cliente, con mucho gusta le atendecemos y aclasaremes cualquier duds sobre g Daow:
el particular. Estamos en la mejor disposicitn de ayudarle. Haayhel
. por
De el pago de de qui el recibo de la p & para los . gy
oo i de ucstus manos y s veremes en I penoss obligacin de refeis o coents purs L
ue se proceda con Ia radicacién de Ia demanda en cobro de dinero
gorente,
Cuslquies informacién que s obienga durante ol procesn serd wilizada dnicamente pars Colo Lpurel,
propésitos del cobro de Ia deuda. 2003 Carr 506 St 151, San PR g7E0.

Atentamente, Srta Lisurador

Estamas. on s mojor disposicin ge ayudarie,

° wsta carta,

. e
Coto Laurel, PR 00780-0613

Atentaments, Sra. Santiage

BRISAS DEL LAUREL
415 CALLE DIAMANTE
COTO LAUREL PR 00780

- ERSEFOH: HI—ELE-BEMEVITRIED

|-

NSTRUCTION

HPPRESSTECH

DIGITAL PRODUCTION CENTER

r s CARESOUTH'

HOMECARE PROFESSIONALS
more trust. more results. more time.

/ © Our Products 0 Customer Service © Online Print Center
- R — e
« scaroma J— ey
-] * o
o Dot © Product Spotlight © Out-of-Date Software?
- Gaenina D ——————
ot oty e

PR A———————

+ cameen roms e prvapeocs o sl b
e ( )
Memory Loss Sl it
Education Guide © How Can We Help You? @ Our Company History
et MR

i Bandblom

14
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Transitioning Your Business- Case Study

AUTAHIL=TF INHY2RFE=HDDS] Printing

1953 F R DREFZEDHRIESH T BEAFEIRLEWLAEFICHI=5,
TR AT EBR. 5=V 74— YNNG ERL VR REIRHEL . BBEHREL.,
EELTELNEREDODHENHTET -,

XEREFOWHELEINSGTEFIE

— MIUTHWMEEOTOEADEHEL

— BERLMIAZIA=H—1aDHE

— TELLTHARZTLEELE EDORFOEDRRIZTA—HRTRENDKYIAH
— FREDRADEFDEMAFIL

— RERICHEGELTEEXZSISRTLSE OISR

e OVHILDIMGHEREBELZEITS

- EDXRADBEESXRTE

- EEHSOBAMEEL

— WHEKE. VI, 7—070—DREL

- BERUVEE-YX—YTA4VT0FEDREL

— HREZIETOREDAIREM

— BSHEA

15
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Business AnalysisZ{TLVEITETEIZ 1F A

BAtETBIEDKRTE
Mission StatementD{ER, ECHRRIZEITAREE -BERLIDMESRLE
SWOTH#T

HLWS—EX, HIBDERTE
X— T4V EEEDER
DOARATAT )= )LATAT DIRE
BEDEEVLERTHICENT, t_z—@——u&l FTRENDIRE
B EHITondERE
FIEEZHIFTCVENWEBREZREL, £EEDEREZ LTS
HAEOEENLETORIEDHEETEERRAZFR LTS
DIJDERTEZIEZTONEDBHILZEDS
BEMEL=-Y— T4 T D=8 DT oI IA—LEEET S
HFHLWE R EA—T YL =THIEICH L TOY—T12 T BB DFEEE
DIATRDIEBEEVOARATATH) S E-FHLWV—E X ZF1ZH#L. B8
BER—XZxEDH 5,

16
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Social Media — Tips & Tools for Customer
Engagement and Growth

e FacebookX>Twitter® ;& FIXSEO(Serch Engine Optimization) DEMNLELAE, N(ZL-
TOTTHAADIS T4 IEEBOT EMTES,

o« xJHY Ak ZFacebook POTwitterM 7 A ZEHET 5, Web site Grade
Report(www.websitegrader.com)T. CNoD T AAVEHRE T HHiE. B TODSEOELL
BLTHD,

e Facebookld1—2BIZ—[IIE#HT D, HEYEEMNLTARTZIIEICHLITEFLLY,
Twitter(E. BIZ3—4BICHWLVAEFELLY,

o BRZEITNTEE BRIERIENREDTLD, COLIGY—IvILATAT D%
BBNIERYT S, RIBEBIDRIEL. 10%EEIZINZ S,

e FacebookTIZEHFHLI=LDIZxtT Blike/dislikeD K> T. BEDERZEMBIEMNTE
é%iéf:insight toolZEAT HEIZKY ., D7 LG TWNBSANT-EDEMERSZED
TZE%,

« TJRTIZVITHAADISI Ty IR LEIZHRILD BIZIESCHWNT AT (2R TEL. £
N ZFacebook/Twitter CHR—k3 3,

« Google Alert’ZE THRATATHEARABENETOWELWMNEE=ZF—L, RATATHEAREIC
BL TIE, TEHEF24MICARIZETIEZ HL TULS,

e Hootsuite[ZKDIEY— v ILATAT7EEBY—ILEERT S,

17
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Distributech transforming client communication

o 1992 RN T, 7O/ —LoF%FhibhELI=E%t
e 2013F MPODI Best Practice AwardZ®7—-2270—0D B#{L TRE,
 FTEEEIIER.B2B.TV/00— EE. BBE, /NeaFLL
o I9SATFURAZA 13 A LEDEODRTYT
— Original process: FEXEICKDFyvT10T . EERE. —RGHRE
— Transformation V1: /N\—YFS5A4tE—3>, TARRDEEL. TO8/ME—3>F vk
— TransformationV2: ZILT4%)LF vk, PURLGEDIILFFrRI)LaSa=r—3> HELR

INWE Yy aR—RUR—T42 T
o RIRIFLEBLDZEMHAEOLETEYTAVTTHIARXND, ETEN—VYFFA4X
L. FEELI=MFIZLt=smart kitIZZ &,
o DORMEIR22%. EEERDI=_IA X, HET(F24BEUN, E2RELTOEE
15\ IN—YFFAXIZ&BERKA. IBRDIDEELL., BEMEO. BHLTERE

18
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Manual Kits

Distributech

* 6—10 inserts

» \ersion dependant on affinity,
province and language

» Business reply envelopes

h;_-//'\hAssorted inserts

Small booklet
» 8 page + cover with glued pocket
on inside back cover
» Variable version dependant on
Affinity, language and Province

* Packaging
* Combine with personalized letter
* Inserted into standard window
envelope

Transforming client communications requires a phased
approach...

Original
Processes
+ Manual Kits
* Inventory
+ Standard
Reporting

Smart kit

Transformation V1

* Improve Personalization
* Refine Processes
+ Plan Digitization of Kits

e I P

Transformation V2
* Fully Digital Kits
* Multi-channel
Communications with PURLS
* Dashboard Reporting
* Elimination of Inventory
Obsolescence

* 12 page saddle stitched

self cover

* Personalized throughout with
recipients name

* Version based on Province,
Affinity & Language dependant
variahility applied digitally from
business rules

* Tray pulls controlling different
stocks in piece, (perf or non perf
stock).

* Packaging
* Combine with BRE & insert into
9 x 12 window envelope

19
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How Healthway Got Its Multi-Channel
Marketing in Shape

e Healthway
BIEDEERBRIZHOBELIFO-OHDERIZHEZITISH. TR IF4KEIC
400085 A= Z 5,

e |WCO Direct
DMOEXHRIESH T, LK THR KR, IIILFFrRILOHY—E X, FRHZ30EED
ik,

o RAVOREENDIAZ2AZH—1a>TIRERAVFDFIENEATLSDH ., EEER
DIEMRICEAL TIF46% D ERED H, 0% MENREEA—ILEFLZATEY ., A—ILD
A BT HANEIE%DH,

e Healthwayld#DED/N—23 %3 > REDEEMDEENANLET, HhDOE
BIFERICEAHLLIEDLHY . RYFEWI KA LTFENKLETH 1=, F-HDE
@;%%fﬁ'ﬁfé?ﬂifj’i% TSR DHE—ON—YF T4 X DX EEHH K TUNGE D
>7f=,

e |IWCO Directh HealthwayD EFHFI7O—PEED D ITEITLN., TI3URDHfi—. /N
—VFIAM X BAARREEDREFTIRE,

20
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ENRIDIN—)FFARXETSURDHFE— . ROFTEDIER

Previous

Redesign

Digbedrs | —
ey

ZDIEMIZe-maildENSILTD AvtE—20 5 H—E XFIR i,



JZ

REDR

Profile Imitial
Package Redesign 27
Inventory Migration 388 SKUs
Digital Asset Migration 2900
Mail Types B4
File Formats 15
Email / Text Programs 0]
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THAVER 27-1212FHD
FEJE 388(stock keeping unit)—61
TORIIEE  2900—3450(Z1E 0
EVEDFERE  64-27I7FD
TJ74ILIT+—< vk 1555
Emaillby—EX 02

Success Measurements:

Cycle Time Reduction: 2 days average (with commingle 4)

Cost Savings:

Year 1: 26%

Year 2: 14.5%
Increased member engagement
Maintained low error or issue rate: .00221%

A EFALD5EHE: 28

m b § =1/ P ¥

PVEE 26%

2% H 14.5%
LHELDEZRDRF L

FHEXIZBTAIS—DOFEL 0.00221%
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