Re-Inventing Partnerships
for Profitability

Kapi Attawar — VP Marketing




OnDemand Inc.

e A complete Partner Relationship
Management (PRM) Business Service

e % Integrated components

Opportunity Center
Partner Center
Campaign Center
Demand Center
Acceleration Services

e OUR GOAL :

e Maximize return on channel by reducing costs
and increasing sales through partners

www.ondemandi
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Partners/funds/leads/commerce
Sales effectiveness/collaboration
Automated marketing campaigns
Channel inventory and forecasting
Execution services
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Vendor Objectives

The Vendor View

Increase revenue and market share
Increase productivity

_ower cost of sales

_ower cost of inventory

Reward and retain top performers

The Vendor Priority
Manage
Grow
Recrult




Sounds Familiar?!

“I only have a second.”

“But | never got that.”

“I sell what | know.”

“It’s just too hard to do business.”
“I don’t have the resources.”

“Wish | could trust my forecast”




Issue: “l only have a second.”
Today

The Opportunities

Everyone gets the same Profiling & personalization

Too many notes Targeted

Hard copies Instant access

Virtual meetings

Face to face

Communications
Management

* Information

= Campaigns & Promotions
= Community

= Online Meetings

= Analysis & Reporting
www.ondemandinc.com u“ I '
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Issue: “But | never got that.”
Today What Partners Need

Create, update, update, Self registration
update distribution lists Entitlement programs

Service the “squeaky Real-time performance
wheel” reporting & analysis

Performance surprises

Partner Management

= Recruitment
* Planning
= Analysis
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Issue: “I sell what | know.”
Today What Partners Need

Limited visibility Tailored, immediate
regarding partner skills delivery

Time out of the field Granular activity analysis
Expense Lower cost

Training & Certification

* Planning

= Delivery

= Reporting

= Virtual Classroom
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Training Plans
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Online Business Center
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Online Transaction Center
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Browse My Content & History My Preferences

My Profile Help

Action Plan Details - FireEngine Launch Details

Remowve from " Mark as
Favorites Complete
Title

FireTech Fundamentals

FireTech Company Owerview (rml

FireTech Company Positioning (rm}

Market and Competition

Market Positioning {ppt?

Competitive Landscape Positioning and Analysis

&
Click on the item to L.Iaur'u:h e
T Wiew Summary

Status

Mot done

Mot done

Mot done

Mot done




Certify

Channel Partner Certification
Tou can press the 2arlk o button at the bottom of the page to hawe the oues rearked,

1. How is FireEngine priced?
™ a) By User
) By clip levels of users
) By size of server

©d) By number of licenses

2. What is the typical implementation time for FireEngine?
™ a) 3 hours
T h) 1day
™) 3days
T d) 2 weeks

&

ong
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Analyze on-line

Action Plan: Data 5.0 Product Introduction
E ntity: Westem Region Sales Organization

Completed Wy, Michael 3189489
Boswell-Saul, Patncia 372549
MeCafirey, Paul 4399
Behnen, Thomas 319499
Harung, Janenea 4/9/49
In-Process Stef, Ken 4599
Majeski, Davd 319/99
Clark, Cassandra 472199
King, Phillip 4Ma/44
Lhepereean, Henn Jf2ai4d

Mot Started Gabnel, Robin
Antonellis, Steven

flarshburn, Greg

Summary Statistics

4/11/38

Percent

Completed  Complete  Survey Score Alerts

100%
100%
100%
100%
100%
0%
k0%
hO%
40%
0%

Total Sales Representatives 13
Percentage Compete 38%
Percentage In-Process 38%
Percentage Mot Started 23%

B5%
B0 %
0%
B0 %
40%

[l demand
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Issue: “It’'s just too hard to do business.”

Today

Multiple system/reports
Poor pipeline visibility
Little ability to be

proactive

www.ondemandinc.com

Opportunity
= Leads

* Funds

= Team Selling

Commerce
= Pricing & Configuration
= Quotes & Orders

Personalized view

What Partners Need
Consolidated view

Closed loop joint sales
cycle

Headlights




Context Is Key

Vendors

PUSH: PROFILED TARGETS

Information

DYNAMICALLY ADAPT

Partners

P U | | © PERSONAL SUBSCRIPTIONS

Information

www.ondemandinc.com u “ I




Coverage iIs Limited Today

Partner Community

Consultants

Alliance
Manager

10%06

VENDOR

Consultants

Consultants




100% Coverage Is Vital

Partner Community

Consultants

B Alliance
VENDOR Manager
10094

A4

Consultants

Consultants




Issue: “l haven't got the resources.”

Today What Vendors Need

More partners per Better partner service

manager Real-time reporting and

responses

Control of growing
channel _
Low program leverage Simple and easy

Poor customer experience Self-managed model

Partner Acceleration
* Personalized
= Single user interface
= Full integration into CRM
= Service on demand
= Collaborative environment
——— ong l




One Stop

[Mdemand

Partner Center Opportunity Center

Browse My Content & History My Preferences My Profile

My Radar News Information Resource Center
Content on My Radar ¥ < Contacts iy Business Profiles
¢ Promotions @i Find a Partner
Financial Servicesioet 4, o) 4? Success Stories i Notify a Partner

e Thisweeks news % |Products =l GDl % |Competition =] GDl
e Online hanking update

e Fayment Processing product comparisan = . 5
Customer Comm Centerjll Training & Certification

competitive briefsioq 22 o0

i Collateral i Get Certified
s (Octoserve announcements : ; s
e Availahility benchmarks i Web Conferencing dihFireTech Specific
e Thisweeks news @Direc:t Mail @50& Skills

i Remote Print dh Technical

SmartCluster Product Message Board (Post Message )
e SmartCluster auto fail-over well suited to SAF
(chan, May 18 8 54PN
¢ Felease 2.2 fixes the auto-rollback issue
(mktgTs, May 18 8:76F )
o Welcomefddmin, May 13 T:04F1)
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Opportunity Center

g .

Partner Center
Browse My Content & History My Preferences My Profile Help
My Transaction Opportunities Accounts Service Contacts Activities Quotes Orders
Solutions Funds Fund Requests

My
Opportunities Search: | =]

all Fur:l [Go]

Opportunities

Advanced Search

Opportunities 1- 10 of 10+ | Previous |
5 Sales Lead
A £ £ Ay Ay F
ey Opportunity Account Revenue Stage Quality
: : 09 - ;
CIFEENGINE Lo u] ; =
FireEngine 05 Diraegers $10,000.00 & s 4-Fair
FireEndine 05 Carlton Systern:  $6,000.00 01 - Prospecting  2-Yery High
FireEngine 0= Signkbee $2Z,000.00 09 - Closed/Lost 4-Fair
FireEngine 05 Zpaddes $27,000,00 01 - Prospecting 3-High
* . . A, K. Parker . : L :
EireEndine 05 e $10,000.00 08 - Megotiation 1-Excellent
: ) 0z - .
FireE 03 E-A-Future ’ S -
ireE noine Lr e $1Zz,000.00 e on Z-Very High
FireEngine 0= Sound.com $10,000.00 07 - Selected 4-Fair
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Funds

FIRE

onp |
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Partner Center Opportunity Center

Funds

Browse My Content & History My Preferences My Profile Help

My Transaction Opportunities Accounts Service Contacts Activities Quotes Orders

Solutions Funds Fund Requests

Search: I _;_I

Fur:l @]

Advanced Search

Marketing Development Funds
Fund

R i N
Fung D it BT credits B
FireTech Fund  Accrual  1-E7 2000 1/1/00  12/31/00 $500,000.00 $387,595.00
’:'uan"‘c'l""' SYSTeMS airrnal  1-AF2V 2000 1/1/00  12/31/00 41,000,000.00 4$821,875.00

wiw.ondemandine.com




Service onfi
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WaSrE—  Product Support |

Welcome Cherie Barnard!

Flash Alerts

MY CONTENT ® Search Products Search By Info Type

BROWSE @
@ AD5L 9 |Cheat5heets— Sporster j El
PREFERENCES @

b @ Sportster (- ITrDubIeshDDting—Spl:lrtster =] GDl
LoG QuT#

<3 FLASH Alert!

= ICom Weab Site = Quick Flip

HOME &

@ Courier/ISDN @ |InstallatiDn,-fUninstaIIatiDn—Sportster j GDl

@ PCMCIA Analog Modem
@ ‘ideo Products

@ tletwark Interface Card
@ |nternet Appliance

@ Cahle Maodem

@ |nternet Radio

@ ireless Metwarking

Cubicle Notes sub=cribe Feedbhack Admin Tools

Internet Appliance Message Board (Fost Message ) EI Feadhack Farm @ Publishing YWizards

e« How do you clear the drop down UREL list? @ User Wizard
(Regardm Feb 10 102070 @ hlotification Wizard
& Customer feedback regarding Audrey.. @ Feports
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Search

What type of Partner are you seeking?

|Fimsaliar

Select the primary geography of the Partner
Pl

Soufnees]

What industry expertise should the Pariner have?

Agrospace j
Finencesl Seracas |
Healfcare

High Tech =

What product experise should the Pariner haye?

IS ale Depafman
ISale Erderprisa

g Le] o TE=
Smarfysch

Saarch texi:

Search | SeveSearch | Clear| Reset |
© Intemet
ﬂ o) & 53 | b - Mcrosok ouook | BRE: Sakes Took Updats - .. | & Jinformation assstant - L[ Find  Partner (Partre. R

£E PH
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[Contact Mame
Fhone
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[Froduct Expertise

[Sorvice Expetise

srndemad b Partner Company Profile

Software Solutions

Savsbern Inbesgrator

Hayward, CA

Casar Chavag

S10-555-3002

Solwares Somions is the Bading Yale Sdded Rasalkr
andd Systerns Integrater dedicatad 10 provdng "Best-in
Cless” praducts and senvices fo the Enginesnng and
Marufactuning Companies and Enterprises inkorth
Amarica. Consistentty isted among Daratech's top
Walua Added Ressllers, Softwarg Salulions pravides
ancafitional seracas including consuting, inbesgration
traireng, and apploation ananesnnd o ensurs
successiul and produchve operabon of owr enginssring
and manufactunng clisnts

WY Sws ol Bions Com

F ail=afe Deparimeant

F enf=afe Erterpriss

Parsistenca

SrariClisters

Srnarivatch

Apphcaton Inbegratian

Consuting & Project Flanning

Cieployment. Implemertsbion & Instalishon

Industry Spacific Apphcations

Pairtenancs, Technical Suppan & Halp Dask

Migrata Apphcations o Entangise 210

=
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Collaborate

New User

Home

Join a meeting

Meeting Calendar

My Office
Create Mesting
Calendar
Messages
Address Bool
Folders
Forums
Office Profile

Support

yoin "'FD,F

[
E

Join a meeting

Business Directory

Administration

Business Development

oot e,
[
2

Wty

Start your
meeting

Human Resources

Information Systems

Welcome to the OnDemand OnLine Meeting Center!

W 0
Create your
office

Professional Services

Sales

www.ondemandinc.com




Issue: “Wish | could trust my forecast.”

Today What Vendors Need

Partners not incented to Better partner forecasts

forecast correctly Visibility into inventory

Huge hedging and fudging _
Big inventories Less rebates, less price

Poor inventory turns protection, better price
management

Demand-Supply Synchronization

= Behavior based forecasting

= Simple easy process

= Aggregation and rating of forecasts
= Vendor visibility of channel

= Channel visibility of Vendor delivery

www.ondemandinc.com u “ I '




Implementation Flexibility

——

CONSOLIDATED VIEW

e




PRM - It’s not just about software

www.ondemandinc.co

Business
Strategy

Channel Strategy

People & Processes

Extended Enterprise

Information Technology

Based on Internet and Open Standards

SOURCE: Front Line Solutions

] demang




The main challenges

Challenges

Integration
Buy-in

IT Support
Internal Issues
Project Team
Planning
Training

Exec Sponsor

0% 10% 20%

30%

40% 50%

www.ondemandinc.com

SOURCE: Front Line Solutions
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How to get started

m Define business objectives

= Find an executive sponsor

o ROI, priorities, make someone a hero
m Sell the project to stakeholders

. Commit resources

emandinc.com u“ I




Next Steps

= Involve partners and other users early

= Analyze and choose a solution

o Do you want a technology or a relationship?

m Start at the point of highest priority

= Implement iIn measurable and manageable

steps




PRM solution requirements

e Manage opportunities and programs
Lead Management
Funds Management
Configuration/Commerce

e Help partners sell

Communications
Globalization/Multilingual
Community

Productivity

Entitlement

e Single Entry Point
for integrated CRM/PRM/ERM

www.ondemandinc.com u “ I




Software Company

IMPLEMENTATION
* Challenge: To support recruitment of high
ne-l-@ end VARs and SI's, build partner competency,
- and reduce cycle times for key channel support
processes

eUsage: Primary communication and
CUSTOMER PROFILE information dissemination vehicle: Sharing best
practices, fostering a partner network, team

Indus_try. High Technology selling, optimizing partner performance

Location: USA

Annual Rev:  160million * Number of Users: 180 high-end resellers,

Types of Users: Resellers, SI's, Consultant organizations-some are
Consultants, Sl's Fortune 500 companies who manage

User Base: Global customers’ networks

e Status: Live

 Modules Deployed:
*Training and Certification Manager,
Communications Manager, Partner
Manager, CRM integration (future)
*Acceleration Services - Marketing
Services, QuickStart,
Managed Services

fr——1_




Software Company

LEGATO
CUSTOMER PROFILE

Industry: High Technology
Location: USA

Annual Rev: >$800 mil

No. of Users: ~2,500 worldwide

Types of Users: VARs, Alliance
Partners in 28 countries

www.ondemandinc.com

IMPLEMENTATION

» Challenge: To increase partner and
direct sales force effectiveness by
providing them relevant, timely sales and
marketing information

e Usage: Users can quickly access
collateral, sales tools, product information,
competitive information, pricing

e Number of Users: Over 2,500 in 28
countries

e Status: Live

 Modules Deployed:
* Communications Manager, Partner
Manager, Training and Certification
Manager
*Acceleration Services - Marketing
Services, QuickStart, Managed
Services

] demang




Internet Hosting & Connectivity

IMPLEMENTATION
* Challenge: Accelerating sales force
¥ P = preparedness
EXODUSEXPRESS » Usage: Users can quickly access
web-based training, collateral, sales
CUSTOMER PROFILE tools, product information, competitive
Industry: Service Provider information, pricing
Location:  USA « Number of Users: Over 800
Annual Rev: >$800 mil worldwide
No. of Users: ~800 worldwide _
User Base:  Global * Status: Live

* Modules Deployed:
* Partner Center -Training and
Certification Manager,
Communications Manager, Partner
Manager
* Acceleration Services - Marketing
Services, QuickStart, Managed
Services

www.ondemandinc.com u “ I I




International Partner

Survey
m 28 countries, all regions 3

AR

m Positions held
o 42% - technical

= Other job titles:
o 25% - sales

— Business development

o 9% - pre-sales
— Sales management

o |
o 7% - marketing — Technical sales

m Highest response: — Product management
o 20% - Germany

0 13% - UK

o 6% - France

www.ondemandinc.com u “ I I




Summary

Y = Likes: Timeliness and content

= Valued Info: Competition,
‘How to’ information
Downloadable materials

Sales guides and tools

m Top Tools Product, Configurator, Stories

m Top Services Training, Collateral, Research

= Service Level Mirrored servers and localized
content

www.ondemandinc.com n “ I l




Best Practices

Adoption Toolkit
A specialized service per customer
Assessment and Management

Organizations and Processes
Content

Implementation
Reporting

www.ondemandinc.com




The Critical Steps

e Understand Profile your Partners

e Be relevant Build Content and Context
e Be up to date Register and Adopt

e Provide Value Productivity Services

e Independence is strength Empower/Build Community
e Continuously improve Analyze in real time

BE BETTER THAN
YOUR COMPETITION




vy ondernandinc.corn




