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Edward Susman Soumitra Rathod Rahul Sen

Senior Vice President Vice President Director, Offshore Outsourcing
Relationship Manager Worldwide IT Sourcing Global Shared Services
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Outsourcing Buyers Panel

Why did you decide to outsource?
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Outsourcing Buyers Panel

What impact do today’s business conditions
have on planned outsourcing activities?
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What do you look for when

evaluating an outsourcing provider?
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What suggestions do you have for
providers trying to establish a
dialogue with outsourcing buyers?
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TAKING Ol ON THE ROAD... Outsourcing 2.0: From Theory to Reality
Are you still doing it the old fashioned way?
London, Dallas, San Francisco, Miami, Washington DC, New York, Chicago

Outsourcing 2.0 - the new outsourcing and what it means to you - your
strategy, your process and your career. More Cities coming soon...

Check out www.outsourcing.com/roadshow

With the largest outsourcing network in the world and the
most trafficked outsourcing portal on the internet at pectr“ I'I'qu * |
Outsourcing.com, Ol is the go-to-source for those seeking UIUUU”S gpnown s

for

targeted sales and marketing traction and ROl in the
outsourcing space.

If you need:
- Qualified Outsourcing Leads,
- Exposure to outsourcing decision-makers
- Thought Leadership opportunities Contact Jared Gleason at 516-279-6850 x712 or
e-mail jgleason@outsourcing.com to request an
2009 The Outsourcing Institute overview summary on promotional vehicles.
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Outsourcing 2.0 Roadshow

London
Dallas
San Francisco

Washi ngton, DC  November 12,2009 Register
N ew YO rk C|ty December 3, 2009 Register
Ch ica go December 8, 2009 Register

The Outsourcing Institute / 3forward
All Rights Reserved


http://www.regonline.com/Checkin.asp?EventId=770466
http://www.regonline.com/Checkin.asp?EventId=770437
http://www.regonline.com/Checkin.asp?EventId=770459

- 3FORWARD

Sales Readiness 2010 Workshop

| Focus Areas | Results and Benefits

— Review of revenue goals, sales objectives and growth
plans

— ldentify accelerators, risks and drivers

— Recommendations

Sales strategy

— Market SWOT and competition matrix
Priority target markets — Sweet Spot profiling framework*
— Sale analytics best practices*

Selling model — structure — Assess strengths and weaknesses
and channels — Alternative channel evaluation

— Sales efficiency best practices
— ldentify team and rep metrics

Sales team — Rep ranking framework*

— Sales force sizing model*

— Value proposition & elevator pitch review
Prospecting and lead — In-bound lead recommendations
generation — Sales 2.0 review

— Lead management and tracking model*

— Sales pipeline review: confirmation, gap assessment
and risk analysis
— Revenue forecasting model*

Pipeline and revenue
forecasting

*3forward template / tool — customized for client

For Information: To Discuss:
Sales Readiness 2010 Workshop Dan.Hudson@3forward.net
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Other
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The Qutsourcing Institute Group

3forward — Sales Readiness

Ol

3forward

The Ol Roadshow

3forward Sales Leaders Blog

3forward’s New Tools Directory

Ol’s Recruiting Home Page

Outsourcing 2.0
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Thank You For Joining
Outsourcing Buyers Panel
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