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Lead Qualification Script 
1.
Greeting


Hello, may I please speak with ______________________?

1a.  
Contact is Decision Maker


(Go to 2)

1b.
Gatekeeper says Decision Maker is unavailable:


This is <name> calling from <Business Partner name> a business partner of IBM Tivoli software. I wanted to follow up with (Decision Maker Name).  He/she expressed interest in Tivoli software solutions and I’d like to see if he/she had any questions or needs any further information. Could you suggest a good time to call back?

1c.
Gatekeeper asks, “What is this about?”:


I'm <name>, > calling from <Business Partner name> a business partner of IBM Tivoli software. (Decision Maker Name) recently expressed interest in Tivoli software solutions and I wanted to see if he/she had any questions or needs any additional information. Is he/she available?

1d.
Gatekeeper says, “They don’t take sales calls.”:
I understand. (Decision Maker Name) recently expressed interest in Tivoli software and I'm calling to follow-up to answer his/her questions and provide any additional information he/she needs. Is he/she available?

1e.
Decision Maker is no longer with the company:


Can you tell me who is responsible for Security and Privacy Management and back-office operations?  Is he/she available?

1f.
Voice mail box for Decision Maker

<Decision Maker Name>, this is <name> > calling from <Business Partner name> a business partner of IBM Tivoli software. I wanted to thank you for your interest in Tivoli Privacy and Security software solutions and see if I could provide you with any additional information with regard to your privacy needs and requirements.  If you have any questions about how Tivoli software can help you to ensure the highest possible security and privacy software solutions, one of our product representatives would be happy to contact you whenever it's convenient.  Call <Phone Number>, and we'll make the arrangements.  Thank you for your time.

2.
Decision Maker

Hello <Decision Maker Name>, this is <name> > calling from <Business Partner name> a business partner of IBM Tivoli software.  I know that you weren’t expecting my call today, so I’ll be brief. I'm calling to follow-up regarding Tivoli software solutions for your Security management.  Do you have a minute?

1. If yes: Go to A – Lead Generation

2. If no: Go to D - Reschedule

3. If early interrupt/not interested: Go to D

A. LEAD GENERATION:  May I ask you a few questions about your current IT environment?

No:
(Move to B)


Yes:
(NOTE: IF RESPONDENT SEEMS RUSHED OR IRRITATED, CHOOSE SELECTIVELY)

[Question 1: Privacy Management]

1a. How are you currently securing your infrastructure and managing the privacy of user identities?

A. Doesn’t have a security or identity management solution.

B. Has implemented security and identity management on a per application basis.

C. Has a competitive solution but is unhappy.
___________________note competitive solution
___________________note reason for dissatisfaction

D. Unknown



(Move to question 2)

[Question 2:  Centralized Security Management]

2. Can you create and manage all customer accounts across all applications and systems from a single central location today? 

a. Yes.

b. No.

c. Unknown.


(Move to question 3)

[Question 3:  Current Privacy Management Solution]

3. How do you currently manage customer and business partner privacy preferences? 

a.  Currently executing manual implementation procedures

b.  Have a competitive solution – but are not happy

c.  Have a competitive solution – and haven’t had problems

d.  Unknown.


(Move to question 4)

[Question 4:  Determine Need]

What are your most pressing concerns about privacy management?

A. Cost.

B. Labor intensiveness of privacy management solution.

C. No current need.

D. Controlling access to only right people.

E. Unaware of any potential problems

F. Unasked/ unanswered

(Move to question 5)

[Question 5:  Authority]

How will you be involved in the decision making process for implementation of a privacy management solution?

A. Make the decision

B. Prepare the requirements for the decision

C. Main technical or business influencer

D. Involved but not an influencer

E. Not involved

F. Unasked/unanswered


(Move to question 6)

[Question 6: Time Frame]

Have you established a time frame in which to make a decision regarding the implementation of privacy management software?

A. Ready to decide, have a specific decision date

B. Ready to decide, have a general time frame

C. Not ready to decide, but have a decision date

D. Not ready to decide, no time frame established

E. Not ready to execute

F. Unknown


[MOVE TO B]

B. BENEFITS:  I’d like to take a moment to tell you about a few key benefits of Tivoli Privacy Manager. They:

· Help to ensure that all of your customer’s confidential data remains secure 

· Can help you maintain high levels of security and privacy

· Can help you define your privacy policy, deploy that privacy policy, record user consent to the policy, and monitor and enforce access
· Can help you build customer trust by managing consent; integrate privacy policies into applications; track access to sensitive information through detailed reports.
(Move to C)

C.  REP CALL: Would you be interested in learning more about the Tivoli software Privacy Management solution?


Yes:  That’s great <Decision Maker Name>.  If you’ll just tell me the most convenient time for you, I’ll have one of our product representatives give you a call.



No:  (Move to 3:  Close call)
D. EARLY INTERRUPT/NOT INTERESTED: Thank you very much, <Decision Maker Name>, and I apologize for the interruption.  Would there be another time that’s more convenient for you?   

 Yes:  (Schedule call) 

No:   If you should find you have any questions later, please give us a call at <Phone Number>. 
3. CLOSE CALL:  
A. If agreed to rep call: <Decision Maker Name>, thank you for your time today.  I'll have our representative call as we discussed.  If you should have any questions in the meantime, please call <Phone Number>, or visit us on the web at <Business Partner Web site>. Thank you again, and enjoy your day.

B.  If didn't agree to rep call/all others:  <Decision Maker Name>, I appreciate your time.  If you should have any questions, please call <Phone Number>, or visit us at <Business Partner Web site> any time. Thank you again. Have a nice day.

