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To be the most trusted name in ERP

Vision

= Become a trusted advisor and drive business transformation

= Provide consistent, expert and specialized services across our global ecosystem

= Adopt a narrow focus in the specific industries aligned to our strengths as a specialist organization
= Focus on the right channel partners who support our strategy

= Scale our business through channel growth

= Build communities through great relationships with our people, customers and partners
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TRUST - Fundamentals

Trust requires trusting and being trusted

Trust is personal

Trust is about relationships

Trust is created in interactions

There is no trust without RISK

Trust is Paradoxical e.g. best way to gain credibility is to admit....
Listening drives trust and influencing

Trust is instantaneous and delayed time based

Established trust is strong durable
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You get what you give
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The Customer Relationship Evolution

Business Partner

tomorrow'’s
challenges today.

CustBmer
“I come to you because
| trust you with what |
need today.”

Unique Provider

Solution Supplier

CusFomer:
“You understand me & solve my pain
points.”

Value Added Seller

Customer:
“I'm happy to pay a premium because | see the
value”

Transactional

Customer:
“l come to you because you're cheap and I've already
decided what | want to buy”
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Sales and Pre-sale
Prospect Engagement

Post Contract
Implementation

Our Approach: Trusted Advisor

Upsell & Cross-sell

Project Closure,
Enhancements
Identification &
Handover to Support
Services

BAU
Support
Services
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