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IBM Content Manager Educational

Telemarketing Guide
Overview of material
This telemarketing guide is a tool designed to help IBM Business Partners realize additional service and software opportunities among existing and potential customers. The ideal customer is one who needs to enhance the way their organization captures, accesses, integrates and utilizes business-critical content.

Some of the reference stories refer to solutions developed by IBM and IBM Business Partners.   We recommend reading the entire document to familiarize yourself with all of the prospecting tools so that you can choose which will be most effective for your particular marketing campaign.
Contents of guide




Lead qualification questions

Spark interest in your prospect’s mind for enterprise content management using these sample questions.
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Lead qualification questions

Thought provoking questions

The purpose of this section is to help the customer identify a project / create a vision (per sponsor):

CEO

· Would you like to enhance your online presence to include access to business documents and to improve accessibility to business documents?

· Do you need to access documents that are days, months even years old for audit trails or profit/loss information?

· Would you like the ability to reuse and re-purpose digital assets to save time and to generate business revenue?

· Do you need to cut costs and save money?

· Do you see a need to improve the productivity of your workers? Would you rather see them working on critical work rather than filing, searching, and sorting?

· Do you have a records area/department? Where do the documents that are stored in that area originate? What is their work process before being archived?

· Do you lack effective communication due to relevant information not at your fingertips?

Finance Executive

· Do you currently need to access or route any paper/trailing documentation to complete your mission-critical work processes?

· Are your customers asking to be able to view statements online, and to view and pay bills electronically via the Web?

· Are your suppliers asking for sharing business documents, orders or specifications via the Web?

· Do you need to save money on storage and retrieval of paper documents and reports?

Customer Service Executive

· Do you need new ways to improve customer service?

· Do you have a call center/customer service function? Would there be value in being able to find documents instantly to support questions from callers? Is customer satisfaction a key goal for your organization?  Are you trying to maximize 

· Do you currently print and store or use microfilm/microfiche for customer information?

IT Manager

· Do you store spool files on output queues? Can users easily find the report they need?
· Does it take too much time to do back-ups?
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Sales Lead Development
(IBM BANT Criteria – Budget, Authority, Need, Timeframe)

The purpose of this phase is to determine the feasibility of the development of these needs into more tangible initiatives within the organization. 

How will you be involved in the decision making process for this project and do you know of any other individuals who will be involved in the evaluation process. (Please circle which ones apply, and add additional information about other team members) 
Gather information






Evaluate the solutions or influence the decision


Prepare the requirements for a solution
Make the decision on which solution to implement
Have you established a time frame to make a decision on an upgrade or extension? 
        
Ready to decide, have a specific decision date

        
Ready to decide, have a general time frame

        
Not ready, but have a decision date

        
Not ready to decide, no time frame

        
Not ready to execute

        
Unknown

Has a specific time frame for completing your project been identified?

        
0 - 3 months (Immediate)

        
4-6 months

        
7-12 months

        
12+ months

        
Unknown. 

        
No answer

 What is the status of the funding for this project?  

       
Defined amount allocated and approved

        
Funding approved but not allocated

        
Funding requested

        
Funding not yet requested

        
Will not get funding

        
Unknown

 What is your approximate budget?  
Less than $50k

       
$50k - $100k

       
More than $100k

       
No budget allocated 

       
Unknown
What vendors are being evaluated or considered at this point? 

What is the most appropriate next step for <IBM Business Partner Name> at this point?

