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PROPOSAL TEMPLATE INSTRUCTIONS:

Thank you for taking the time consider TSF and to download this proposal.  If you would like to share this proposal with other members of your team, we would encourage you to use the FIND/REPLACE command above and look for the word “YOUR COMPANY” and then replace it with your company’s actual name.  Don’t forget to “save changes” so that when you print the document, it prints with your company name included.
If you have overly customized needs, we are happy to put a proposal together to meet your needs, and in 90% of cases, this proposal gives a good overview of what our customers are looking for, and the services that we can provide.

Good luck in your decision making process.  We look forward to working with you.

Regards,
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Our Management Team consists of world class experts from enterprise software companies i2 Technologies, Oracle, AMR
Research, and other global powerhouses. The practices and methods, know-how, and complete understanding of Sales, Pre-
Sales, Business Development, and focus on multiple industry segments, make this team unbeatable. We have taken and
taught various courses including: Solution Selling, Value Based Selling, and Cold Calling Techniques.

PEOPLE - Competitive Telesales Resources
The team consists of people with diverse backgrounds including 10+ years of managing offshore cal centers, 10+ years of

selling software solutions to businesses, and much more. Our telesales resources are college educated, extremely persistent
and have been trained with Solution Selling, Value Based Selling, and Cold Calling Techniques by leading industry experts.

PROCESS - Effective Results
It's easy to set up a relationship with a call center. It's not easy to properly set-up a relationship that will deliver the best

results, for a minimal cost. Tele-SalesForce.com has been doing this for 2+ years successfully and we understand what it
takes to create, launch and sustain a successful outbound tele-sales campaign. Al of our processes have been validated by
Emst & Young to insure quality, efficiency, and effectiveness.

TECHNOLOGY - World Class Connectivity, World Class CRM
TSF Call Center utilizes the latest in world class technology powered in large part by Nortel Networks. With the use of Nortel

7480 and the IPLC Meridian, coupled with a world class CRM system, our call center is years ahead of the competition.
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Chad Burmeister

President and CEO

Tele-SalesForce, Inc.

Office: 877-687-6320

February, 2005
YOUR COMPANY
Dear Future Customer of TSF:
Thanks for taking the time to clearly articulate your business process and business needs to our sales and business development team.  We at TSF are extremely confident in our ability to support your campaign because of our backgrounds, and successful work with hundreds of other companies.  As you will see in this proposal there are three primary benefits when selecting TSF—ability to help you articulate the value of your solution in a professional script and help with other up-front business development work, our highly educated telesales professionals are extremely effective, and finally the aggressive pricing model we offer is untouchable by anyone.
The primary benefits of our service are as follows:

1. Business Development Expertise: Our Executive and Operations team brings decades of industry and vertical expertise in enterprise software, marketing, sales, pre-sales, business development, and experience in most vertical industries including enterprise software, supply chain, high-tech, retail/CPG, medical, pharmaceutical, and more.  And we’ve been helping companies clearly articulate their value proposition to the marketplace through business development and telesales campaigns.
2. Competitive Tele-Sales Resources: Our team of telesales professionals has been trained in the latest cold calling and telesales techniques to navigate an organization, uncover a decision maker, and schedule a meeting with him/her for your sales team.  Our agents can make between 75 - 120 “dials per day” for complex B2B campaigns, often double what we find other call centers can do.  This means that we will ultimately require less agents to make the same number of calls.
3. Effective Results: Dozens of companies including Sun Microsystems, PeopleSoft, GenuOne, G&A Marketing, continue to work with TSF for their Business Development and telesales needs.  A recent example of an extremely satisfied customer is GenuOne.  Within three weeks of launching a campaign, they closed an $86,000 transaction as a result of a lead we generated.
We look forward to working with you and commit to you that you’ll be amazed at the level of effort you will get from our team during the business development phase that will be unparalleled by anyone out there—and included in our pricing model! 
Sincerely,
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Chad Burmeister

President and CEO

Tele-SalesForce, Inc.

Office: 877-687-6320
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Project Definition
YOUR COMPANY  has presumably provided TSF with a list of three kinds of requirements including: ability to help with up-front business development, ability to offer other strategic business development and marketing services like Pro-Active Chat, and to deliver quality leads through effective outbound telesales support.
YOUR COMPANY and TSF realize that professional telesales support is much more cost effective than having highly paid Account Executives “surf the prospective organizations in search of decision makers and influencers”, and that professional telesales professionals will allow your sales team (Account Executives, Sales Executives, and Sales Directors, and company Executives) to focus on strategic pipeline opportunities, not on introduction calls to cold prospects.

Services Required

There are multiple services required for our business development and telesales project at YOUR COMPANY.  These include business development, outbound telesales, and data collection.

Business Development

YOUR COMPANY is interested in partnering with a company that can contribute to the up front development (and ongoing tweaking) of an effective script using proven cold calling and telesales techniques and potentially a prospect list.  We understand that this service is extremely important to the success of the campaign, and is why it is important for us to work with a company that has deep industry experience in sales, pre-sales, business development, and in our vertical industry.

In order to launch an effective telesales campaign we will potentially require:

· List Generation Service

· Script Generation Service

· Value Proposition Development Service

· Other Strategic Marketing Services
Outbound Telesales

Once our companies have collaborated to develop an appropriate target market list, and we have jointly developed a world-class telesales “pitch” or “script”, it is important to then fully train the Telesales Professional, and continually monitor their success throughout the campaign.  We expect over-achieve industry standards listed below:  

	Monthly Figures (for one TSR)

	1100+ total “dials” per month

	800+ unique “dials” per month

	400+ “live conversations”

	50+ follow-up emails

	110+ “live conversations with a decision maker or influencer”

	15+ appointments per month


*After being in this business for a long-time, this is what we have found a typical call center will commit to.  As you will see in our proposal, TSF will make on average, many more calls than this.
Data Collection

In addition to business development and outbound telesales, we also require data collection.  We realize that Hoovers and other such databases often go out of date, and that the typical accuracy of bought “lists” can be below 50%.  Collecting this kind of information is extremely valuable to us.  It takes us several calls and navigating through an organization, talking endlessly to justify who and why are we trying to reach – before simple information pieces such as an accurate email address and a direct phone extension can be obtained. Actual data requirements TBD on project kick-off.  

We may also require our partner to collect the following data:

	Validated Company Contact Information

	Decision Maker Identification

	Current Solutions in Place (that are like ours)

	Valid Email Addresses 

	Direct Phone Numbers

	Fax Numbers


Tele-SalesForce, Inc. Differentiators

As you know, Tele-SalesForce, Inc. brings together three important aspects to managing your business development and telesales needs—

1. Industry Expertise, 

2. Competitive Telesales Resources, and 

3. Effective Results

Our team makes it a point to completely understand your business, your competitive landscape, the decision makers that you are targeting, and your value proposition.  We know of no other company who can help you develop a go-to-market business approach, and launch a successful telesales campaign to deliver leads as we can and as we have for companies like: Sun Microsystems, PeopleSoft, ChainLink Research and more.
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Business Development

According to one of our enterprise software customers, “TSF by far over delivered to our expectations.  Their President and COO was personally involved on a daily basis for 1-2 hours per day on the phone and countless hours behind the scenes to help us determine our target market.  And this work paid off because in the first two weeks of launching the campaign, we had 14 leads.  Without using this service at the launch of the campaign, we would not have achieved these results.”  

Tele-SalesForce Implementation Services

	Choose Services Needed
	Activity
	Hours
	Cost

	X
	Discovery
	2
	$500

	X
	Understanding of Value Prop/SOA
	4
	$250

	
	List Generation (up to 1000 companies)*
	8
	$500

	X
	Script Building
	1
	$250

	X
	Set up Communications Protocol/Reports
	1
	FREE

	X
	Continual Training and Monitoring
	10+
	FREE

	
	Additional Services:


	
	TBD

	
	TOTAL**
	
	$1,500


*List generation services (Optional)
**Total Implementation Services Fee due upon signature of this agreement
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Outbound Telesales

Tele-SalesForce, Inc. has been helping companies like Sun Microsystems, GenuOne, PeopleSoft, ChainLink Research and more with outbound telesales support services.  This is our companies flagship service offering and the reason for our name—Tele-SalesForce.com.  

TSF dials per month for a complex B2B campaign:
	Monthly Figures (for one TSR)

	2,200+ total “dials” per month

	2,000+ unique “dials” per month

	600+ “live conversations”

	75+ follow-up emails

	160+ “live conversations with a decision maker or influencer”

	20+ appointments per month


*On average, because TSF makes more calls per month, TSF will deliver more live conversations, more requests for email, and more appointments.
Tele-SalesForce.com Package Pricing
	Package Type
	# of Telesales Professionals
	Cost per hour (per agent)
	Estimated “Leads Per Month”
	Per lead fee
	Total Estimated Monthly Cost

	One Seat
	1
	$20/hour
	20
	$25/lead
	$3,700

	Two Seats
	2
	$18/hour
	40
	$15/lead
	$6,360

	3 or more
	3
	$14/hour
	60
	$10/lead
	$7,320


*Estimated # of leads per month: Determined by averaging current success rates across multiple complex B2B campaigns.  Actual numbers may vary depending on extent of Business Development work up-front, market conditions, and product/solution offering.

Data Collection

Data Collection can be very valuable to our customers, and it can also take time away from our telesales professionals.  It is therefore important to determine if this service is important to your company.  If you require the following updates to be made to the calling database, the following rates will apply.

	Data Requirement
	Cost
	Discounted

	Validated Company Contact Information
	$1
	50% off

	Decision Maker Identified
	$2
	

	Current Solutions in Place (that are like ours)
	$2
	

	Valid Email Address
	$2
	

	Direct Phone Number
	$2
	

	Fax Number
	$1
	

	Total (all of the above):
	$10/record
	50% off


*50% off of above rates for Your Company (if required)
In order to kick off a successful business development, outbound telesales, and data collection campaign, your company will provide:
· Access to key employees to support this process

· Primary Project Manager responsible for the program

· Travel expenses (only if required)

· Up-front payment for all consulting services (Business Development Section)

· Telesales services billed at start of month prior to TSF dialing for YOUR COMPANY
· TSF Success Fees (“per lead fees”) will be billed at the end of each month, payable net 15 days
· Company background  and product information

· Time for Tele-SalesForce, Ind. to talk to Executives and Account Executives to establish the initial tele-sales scripts, lists, etc.
Optional Marketing and Business Development Services

Over the past few years, we have worked with world class companies to deliver additional services such as internet advertising, creative marketing direct mail, and other sales related services.

	Additional Services
	Days
	Cost

	Activity
	
	

	Proactive Chat Support
	-
	$2,000+

	PDF, PPT, and Flash Building
	-
	$1.000+

	“Wedding Invitation Direct Mail” – 38% average response rate
	- 
	$6,000

	Corporate Messaging Workshop
	4
	$12,000

	Sales Coaching Workshops
	5
	$15,000

	Value Based Sales Methodology Training
	5
	$20,000

	Internet Advertising (cost per click)
	-
	$.35/click


*Let us know which services you are interested in, and we can include in the agreement.

References 
1. Mr. Stephen Polinsky

VP of Consumer Products Group

GenuOne

Two Copley Place, 4th Floor

Boston, MA 02116

(617) 226-3022  Phone

(617) 226-3001  Fax

Stephen started with one full-time TSR last year and has added another one after our numerous successes.  In the first few weeks pilot period (in December right before the holiday), success mean 5 leads.  TSF delivered 10 leads in a 2 week period.

2. Ann Grackin

CEO

ChainLink Research

(561) 339-6004

ChainLink hosts a monthly webinar.  After the webinar, Tele-SalesForc.com would call into the 80 – 800 attendees and schedule 4-6 conference calls per day with these folks with the VP of Business Development at ChainLink.

3. Mr. Mark Golden

Virtual SalesForce.com (Sun Microsystems and Sourcefire campaigns)

(303) 601-1429

Mark is a “reseller” of Tele-SalesForce.com through VirtualSalesForce.com.  He charges on a success only model for well known companies like Sun and PeopleSoft.  We constantly have overachieved by getting 5-10 leads per week per Tele-Sales professional across all of his campaigns.  Mark has worked with many call centers, and truly believes we offer the best combination of value and cost.

4. Mr. Stephen D’Angelo

Board Member, Tele-SalesForce, Inc.

President and CEO of Arasys Technologies

Cell: 201-404-1146

Steve D’Angelo has worked with our Co-Founder and CEO at two different companies and has found Chad to consistently overachieve against his sales quota, and think outside the box.  Steve works with TSF to deliver business advice and counsel, and helps the company make strategic decisions.

This document is confidential. No part of this document can be shared with any party outside those explicitly named in this legal contract paper.
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