Telemarketing Script:  IBM Rational Software Development Platform


IBM Software Development Platform General Telesales Script Usage Guidelines
Software development comprises a complex set of processes and activities over the lifecycle of a project.  Therefore, a “one approach fits all” telesales script is not appropriate since there are many possible paths in which a customer could engage with IBM Rational or a Business Partner.  
This Telesales script provides an introduction to how to qualify potential Software Development Platform prospects.  We begin with a set of specific pain/need categories, with their corresponding value/offers.  Areas indicated with “quotation marks” are your talking points.  Areas in <<blue brackets>> are for you to customize. All other text provides instruction, and recommends discussion points or possible paths you could pursue with the customer.

Target Audience: Senior software decision makers or CIOs who are responsible for choosing software development technologies and processes.  

Call introduction

“This is <<insert your name>> calling from <<BP company name>>. We are a strategic IBM Business Partner who specializes in helping companies become on demand businesses through software and services.  Over the past few years, we have worked with many companies in your industry, where we have seen the importance of software and development architectures – increase as key competitive differentiators.  I would like to speak with you about the impact of software to your business – and some ideas that that can help you: 


· “Better respond to competitive and customer demands” 

· “Maximize output” 

· “Improve time-to-value” 

· “Increase business agility”
Following this opening, pause for the customer to respond.


· If the customer begins to have an open dialog with you, listen for common problem areas that apply to the categories below, and then continue with more detailed questions from the categories outlined below 

· If the client has a difficult time answering your questions, say: 
“Let me explain what I mean by when I ask how software development is affecting your business.”  Jump to the category questions listed below.
Software Development Categories

· General Software Development
· Requirements & Analysis 
· Design & Construction
· Software Quality
· Software Configuration and Change Management 

· Process & Project Management 

General Software Development Questions
Questions:

· “Have ever missed a software deadline that directly impacted revenue or your company’s ability to react to market opportunity or competition?”

· If yes: follow up question “How had this impacted your business?” 

· If no: follow up with the questions below, or skip to more category questions.  
· “We have seen a lot of companies tackling ambitious and innovative projects who failed to deliver and had to start over; increasing development costs and limiting their ability to react to market opportunities.  Has this ever happened in your organization?”
· If yes: follow up question “How has this impacted your business?”

· If no: follow up with the questions below, or skip to more category questions.  
· “Are your software development projects aligned and integrated with your business goals and objectives?  I mean, if those goals and objects change – can you quickly adapt your software systems to meet those needs?” 
· If yes: skip to a new set of  category questions

· If no: “Would having this ability allow you to make better business decisions?” If yes, move to value/offer.

Value Proposition/Call to Action:  Use the question below if you perceive a customer pain or need. 
“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and IBM Software Development Platform can help you automate and integrate the strategic business process of software development in an open, proven and yet modular manner to transform your business into on demand organization.
Requirements and Analysis 

Questions:

· “Do you find that your development efforts don’t always satisfy the ultimate users of the system? Namely, do you think the initial system requirements were effectively defined and communicated in the first place? And if they were, did these requirements make it into the final product?

· If Yes:  “How does this impact your ability to deliver customer requirements, or what the market demands?” Then move to value/offer.
· If No: skip to a new set of  category questions.  .  


Value Proposition/Call to Action:  Use the question below if you perceive a customer pain or need. 
“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and IBM Software Development Requirements Management and analysis solutions can help you understand your problem space, capture and manage evolving requirements, model user interactions, define your database architecture, and incorporate stakeholder feedback throughout your project lifecycle.”

Design & Construction

Questions:  
· Are you using Java technologies? 

· If Yes: “Are you using the latest J2EE development tools to accelerate development activities?” 

· If No: follow up with the questions below.  
· Are you taking advantage of component-based development in order to accelerate time-to-market and improve product quality?

· If Yes: follow up with the questions below.
· If No: “How has this impacted your development schedule and time-to-market?”

· Are you using some form of graphical modeling like UML to design your system today?

· If Yes: follow up with the questions below.

· If No: “Could your analysts be more effective at communicating designs to users and developers?” 

· Do your teams struggle communicating and designing complex systems?”

· If yes: “Did you know that current modern software techniques, like model-driven development, can help your team effectively communicate and document during design?”  
· If No: follow up with the questions below.

· Are you using rapid application development techniques to speed development?

· If Yes: follow up with the questions below.

· If No: “Can you meet the increasing demands on your department today to develop systems?”

·  “Do you have a limited number of people with enough J2EE skills to meet your deadlines? Would it help if less skilled people could also deliver J2EE applications?”
· If yes: move to value/offer section.

· If no: follow up with the questions below.

· “Are your software teams using integrated Java development technologies that enable them to use an extensible open platform to build enterprise applications quickly? 

· If no: “All of the IBM WebSphere Studio development technologies are based on an open-source project called Eclipse.  This lets IBM, partners, 3rd party, and even your company to create specific extensions for improving the development platform.  How could this be helpful to your efforts?”
Value Proposition/Call to Action:  Use the question below if you perceive a customer pain or need. 
“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and IBM Software Development tools for architecture and design modeling, model-driven development, architected rapid application development (RAD), component testing and runtime analysis activities can help your team maximize productivity when building business applications, software products and systems, as well as embedded systems and devices.”
Software Quality 
Questions: 

· “Have you ever released a product or system that you thought was fully tested – but ended up shipping a product with poor performance or quality – leading to either further development or customer satisfaction issues?

· If yes:  “How did this impact your business?”

· If no: : follow up with the questions below, or skip to more category questions.  

· “Do your developers test their applications while they code?”

· If no:  “Did you know that defects or bugs caught earlier in the development lifecycle save organizations thousands of dollars compared to defects found during the build and testing phase of the project?”  

· “Would you be interested in learning more about how you can enable your developers to produce higher-quality applications with IBM testing solutions?”  

· “Are you mapping your test cases back to your requirements or use cases, to ensure that you are building test cases that test the functionality of the system?”

· If no:  “Are you confident that you won’t run in to a similar situation as outlined in question #1?”

· If yes:  They are probably doing a good job of test coverage. Skip to a new set of category questions.

Value Proposition/Call to Action:  Use the question below if you perceive a customer pain or need. 
“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and the IBM Software Development Platform can improve testing scope and depth, while decreasing testing cycles using IBM Rational testing solutions, online Tester resources, and services.”
Software Configuration & Change Management 

· Do currently have a software program in place that manages software assets and change requests?

· If No (for example they are using a spreadsheet to track requirements):  “How is dealing with change affecting your ability to deliver your product on time while meeting the requirements of your customers and satisfying market demand?”

· If Yes: follow up with the questions below.
· Do your software development teams need to do offshore, outsourced, or other geographically diverse development?

· If Yes: “IBM Rational ClearCase is the market leader for distributed development, allowing geographically diverse teams greater productivity, the ability to protect assets while doing offshore development, and the scalability to grow as your teams grow.”  Follow up with general Value Proposition/Call to action.

· If No:  Move follow up with the questions below, or skip to more category questions.  
· How hard is it for you to incorporate and manage evolving changes, such as defects and new requirements, into your system?  

· If answer is “Difficult”:  Move to general Value Prop/Call to action.

· If answer is that the process is running well:  skip to a new set of category questions.
Value Proposition/Call to Action:  

“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and the IBM Software Development Platform can provide a robust change and configuration management system based upon the market-leading ClearCase solution, that enables development teams to capture, control, and securely manage software changes and assets.”

Process and Project Management  

Questions:
· “Do you follow an iterative software development methodology?”

· If Yes: follow up with the questions below, or skip to more category questions.  
· If No:  “How has an undefined process impacted your ability to deliver consist results?” or “How does not having a process keep you development team focused the same core imperatives?”  Or “Has your development team experienced any large project failures?”
· “Are you able to understand where you are within the development process to make the necessary business decisions about the project?
· If Yes: follow up with the questions below, or skip to more category questions.  
· If No:  “Would it help you make better business decisions if you could more accurately assess where you were with software development at any time?”  (If yes: Value Prop/Call to action.)

· Do you find that communication and productivity between analysts, developers, and testers is lacking and leading to missed deadlines, wrong components built, or frustration?
· If Yes:  “How has this impacted your team’s ability to deliver software on time and on budget?”\

· If No:  skip to a new set of category questions.
Value Proposition/Call to Action:  

“Based upon our discussion, I’d like to <<insert offer/call to action>> to discuss how <<Business Partner>> and IBM Software Development Rational Unified Process and Management tools can accurately estimate resources required, to develop comprehensive yet flexible project plans, and to keep the team focused and working toward common understanding of business objectives.” 
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